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Top Cars 


1958 
Make Pos. 
Chev. 660,013— 1 
Ford 2 
Pontiac 122,408— 6 
Plym. 201,945— 3 
Olds. 168,141— 4 
Rambler 78,586— 7 
Buick 141,577— 5 
Mercury 70,952— 8 
Cadillac 68,088—10 
Dodge 68,749— 9 
Stude. 20,974—14 
Chrysler 32,458—11 
Edsel 22,057—13 
DeSoto 26,526—12 
Lincoln 15,489—15 
Imperial 8,449—16 
Misc, 162,912 
Total All Makes 
3,080,881 2,370,189 
rther details on Pages 10, 68. 
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First-Half Return Is Best Since 1955... 
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Dealer Profits Move Up to 2 Pet. 


ly Kenneth C. Kelley Jr. 
Staff Writer 

fenton dramatic improvement in 
auto dealers’ financial position 
continued through the second quar- 
ter, pushing dealers’ profits for the 
first half to the highest level since 

the banner first half of 1955. 

The before-tax profit of the 
average dealer in the first half 
was 2.0 percent of sales, com- 
pared with the 3.1 percent in the 
first six months of 1955, according 
to figures from the NADA Busi- 
ness Management Survey. 

This year’s first-half profit is well 
above the 1.2 percent earned in the 
first quarter and the .1 percent 





the year at the same time that 


0 Pattern for Compacts 
Rambler, Lark Sales 


By Robert M. Lienert 
Associate Editor 
BLER and Lark are shoot- 
ing holes in the hopes of those 
had figured sales data of these 
iP cars in the 1959 model 
could provide some clue to 
outlook for the Big Three's 
r offerings. 
he ‘aneend offers little to go on. 
mbler’s market penetration 
soared to the highest point 





_ By John K. Teahen Jr. 


es Per Dealer 
ghest for Ford; 
if bler in Third 


Staff Writer 


RD edged Chevrolet in sales 
pr dealer during the first six 
oaths of 1959, and Rambler vault- 
into third place, an AUTOMOTIVE 
8 analysis reveals. 
‘ord dealers moved an average 
106 mew cars per franchise in 
first half, compared with 104 
Chevrolet. It was the first 
= since 1955 that both makes 
ped the century mark, at the 
's midpoint. 
mbler was a solid third with 
Bales per franchise, capping a 
omenal three-year rise for the 
rican Motors entry. 
idway in 1956, Rambler was 
fed in 15th place with a paltry 
es per dealer. It rose to 11th 
in 1957 and to sixth last year. 
* ok * 


J] 


[LING Rambler in this year’s 
e were Pontiac, with 54 sales 
L dealer; Oldsmobile, with 52; 
liac, with 43, and Buick, with 
Rounding out the top 10 were 
mouth with 29, and Mercury 
Studebaker, with 28 apiece. 
! two of the top 10 makes 
upied the same spot as at the 
iddle of 1958, Plymouth re- 
Rined in eighth place and Mer- 
y held onto the ninth rung of 
ladder, although Studebaker 
ed up to tie for that spot. 
r a five-year period, Cadillac 
as the most consistent of the 
®. makes, Since 1955, Cadillac 
-Ocecupied either fifth, sixth or 
enth place in the first-half 
lings, and in four of those 
its sales have averaged be- 
41 and. 43 Per. franchise, 


IRTEEN of the pA U. S. makes 
: more sales per dealer 
» (Continued on Page 4, Col. 3) 





Lark has had its market share 
reduced to the year’s lowest level. 
Studebaker (Lark), however, is 
doing far better than it did a 
year ago. 

Just-released registration figures 
for June show Rambler accounting 
for 6.22 percent of all new-car 
titling during the month. This rep- 
resents an alltime high for Ram- 
bler as well as a record for the 
year. 

” * * 
ARK, however, accounted for 
only 2.08 percent of June new- 
car registrations. 

With each succeeding month of 
1959, Rambler has topped its pre- 
vious month’s record. Lark start- 
ed well, but hit its peak of 2.35 
percent in March and has tap- 
ered off each month since. 

On the other hand, in comparing 

unit volume for the first half with 
the year ago, Lark’s gain far ex- 
ceeded that of any other make. 

+ . * 
LL makes in June accounted for 
584,816 registrations, compared 
with 411,017 a year ago. June this 
year was the third best in history, 


loss in the first half of last year. 
In 1957, the first-half profit was 1.7 
percent; a year earlier, it was 1.0 
percent. 
* * * 

i ADDITION to the upswing in 

profits, NADA took note of the 
fact that a greater proportion of 





dealers are operating in the black. 
The report commented: 
“Heartening, also, was the 
wider distribution of earnings. 
Only one dealer in eight (12 per- 
cent) failed to show some profit. 
“This was in sharp contrast to 
the same period last year, when 46 








Dealers’ Total New-Car Stocks 


{Domestic Makes in Field and in Transit 


YY YY) 98.152 Cars 


GM lh AD 5°. dt _- 
IP iy 1988 I IY J Jf J, 675,598 Cars 


iff. “nan WIGS IF 463,684 Cars 
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HIGH 
909,220 Cars—June 1, 1959 





PREVIOUS RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 











—Automotive News compilation 








y= production lines churning 
furiously and sales riding a 
midsummer downcurve last month, 
dealers’ new-car stocks shot up- 
ward again to approach the-million 
mark Aug. 1. 

Never before in history had in- 
ventories, in dealer hands and 








(Continued on Page 4, Col. 1) 
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Each Maker's Share... 





Pet. of 
Regis., 
MAY 

24.23 
23.53 

7.11 
6.72 
6.16 
6.11 
4.06 
2.59 
2.39 
2.16 
2.26 
1.11 

17 

12 

44 

29 


Pet. of 
Regis., 
JUNE 

Chevrolet 

Ford 

Plymouth .... 


43.38 
27.08 
11.87 
6.16 
2.16 
9.35 





First-Half Sales: 1959 vs. 1958 
June vs. May, 1959 


Cnmtbecticinaane figures for 1958 include Metropolitan and Packard. 


Pet. of 
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22 
5.73 
2.22 
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ie FACT, dealers appeared calm 


| Motive News. In some respects, the 





| pear alarmed. 
* 


| may not be so unmanageable as it 


| dealers figure, everything will have 





é 


percent of all dealers were showing 
red figures and many of the losses 
were extremely heavy.” 
* * * 

hwy improvement in the profit 

picture appears to have stem- 
med only in part from increased 
sales. Increased volume undoubt- 
edly made the overhead easier to 
carry. Controlling expenses also 
helped P more of the gross 

as net. 

Washout gross on new and 
used vehicles combined increased 
from $394 per unit in the first 
half of 1958 to $398 per unit in 
the like period of this year. 
Meanwhile, dealers moved from 
a $5 per unit loss in the first half 
of 1958 to a $100 per unit pretax 
profit this year. 

NADA observed: 

“Because expenses did not rise 
in proportion to the increase in 
sales, car absorption (the ratio of 
washout gross less selling expenses 
to fixed overhead) was up to 49.6 
percent from 44.5 percent in the 
first quarter, 33.5 percent in all of 
1958 and 32.4 percent at the same 
time last year.” 

* * * 
[os at the months ahead, 
the NADA report said: 

“Following the notable improve- 
ment in the dealers’ profit position 
in the first six months, the second 
half poses al] the uncertainties 
which have come to be traditional 
in this business, plus some extra 
problems which are entirely new. 

“Since the beginning of NADA’s 
operating surveys in 1950, only in 
one year, 1958, have the dealers 

(Continued on Page 8, Col, 1) 





units in transit from the factory, 
approached the record total of 
992,120 domestic cars unsold on 
Aug. 1. This was 9.25 percent over 
the 908,152 on hand July 1 and 
57.32 percent above a year ago’s 
630,656 cars. 

Considering that the 65,000 im- 
ported cars in dealer inventories 
pushed the combined total well 
over one million, it is somewhat 
surprising that dealers do not ap- 


* * 


and confident in discussing the 
new-car stock situation with AuTo- 


awesome total of new cars on hand 


would first appear. 

At prevailing sales rates, the 
Aug. 1 stockpile was good for a 
little more than 60 days of sell- 
ing at a time when most of the 
60 models were also slightly 
more than 60 days away. 
Barring a sudden (and unex- 
pected) collapse in retail demand, 


worked clear by the time the new 
models arrive. 

They are supported by the out- 
look at the factory level. 

With production expected to 
slump drastically this month be- 
cause of changeover activity, and 
September output slated to ac- 
complish little more than fill the 
pipelines for new-model introduc- 
tions, large dealer stocks are con- 
sidered necessary to carry sales at 
a “normal” level as summet closes 
out. 

+ * * 
ppeAtens, fully aware of the 
staggering load of their inven- 





Car Stovike Reach Reaniil 992,120 


tories, refused to be stampeded into 
action, 

Said a Chevrolet dealer last 
week: “The factory has a pretty 
good sales contest going. But it 
would take all the cars I have in 
stock—plus all I have any chance 
of getting—just to meet my con- 
test quota for July and August. 

“If I push hard and meet the 
quota, it would leave me without 
any cars to sell from Sept, 1 until 

(Continued on Page 73, Col, 1) 


First “60 Models 
Rolling from Lines 


Ford, M-E-L Alone 
On ’59-Model Output 


By Martin L. Whitmyer 
Staff Writer 
QTUDEBAKER joins Imperial in 
the official kickoff of 1960 model 
production this week (the Chev- 
rolet Corvair has been in “acceler- 
ating” production for a month). 

It is hoped by Chrysler Corp. 

officials that some 1960-model 
Dodges and Plymouths will be 
rolled from the assembly lines 
this week at the corporation’s 
new plant in St. Louis, 

Ford Motor’s Co.’s four divisions 
—Edsel, Ford, Lincoln and Mer- 
cury—remain the only U, S. makers 
still grinding out 1959 models. 

*” + * 


(HEVROLET halted 1959-model 

output last Friday; Pontiac 

built out on Friday, and Oldsmobile 
(Continued on Page 77, Col, 3) 
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289,443 Cars Sold in First Half... 





Imports Continue to Set Records 


By Robert M. Lienert 


Associate Editor 


ALES records for imported cars 
have been surpassed once again, 
most recent registration figures 
show. 
June, with 57,211 registrations, 
handily exceeded the previous 
monthly record of 53,963 estab- 





Cleanup Bonuses 
Are Offered by 
Edsel and Ford 


DETROIT. — Edsel is paying its 
dealers $150 per car for sales in 
excess of quotas, and Ford division 
has a program designed to com- 
pensate dealers for selling V-8s at 
the price of six-cylinder units. 

The Edsel campaign is similar to 
the current Chevrolet setup, in that 
there is no payment until the 
dealer meets his factory igned 


lished in May. A year ago, the 
June count was 31,357. 

The first-half total, of course, 
also represented an alltime high 
for the period with 289,443, In 
1958, the first-half total (a record 
at that time) was 159,688. 

* * * 


UNE was the third month in a 

row that imported-car registra- 
tions topped 50,000, and the month’s 
sales were running at an annual 
rate exceeding 685,000. 

The increase in volume was 
enough to boost the imports’ 
market share to 9.78 percent, 
compared with 9.27 percent a 
month earlier and 7.62 percent in 
the year-ago period. 

March, when the imports ac- 
counted for 9.85 percent of all new- 
car sales, wags the only month this 
year in which their sales share ex- 
ceeded the June penetration. 

The increased penetration in 
June reversed a two-month trend 
which had seen the imports’ mar- 

* + * 





quota, In most rebate arrange- 
ments, dealers receive varying 
amounts for achieving specified 
percentages of their sales targets. 


Ford division’s incentive plan is 
tied to dealers’ August-September 
quotas. 

Dealers who reach the assigned 
goal will receive a rebate of $91.60 
per unit on 35 percent of the cars 
they received from the factory dur- 
ing the two-month period. 

The $91.60 represents the differ- 
ence in dealer cout between a V-8 
and a six-cylinder model. Ford 
dealers still are short of sixes. 


Ford of Canada 


Notes Sales Gains 


TORONTO.—Ford of Canada’s 
consolidated sales in the first half 
of 1959 were $275 million, compared 
with $243 million in the first half 
of 1958, according to Rhys M. Sale, 
president. 

For the first six months of 1959, 
consolidated net income, exclusive 
of a non-recurring net credit re- 
sulting from certain changes in 
accounting practice, amounted to 
$15.3 million ($9.24 a share) com- 
pared with $10.2 million ($6.16 a 
share) in the first half last year. 
Sale said that, because of seasonal 
factors, earnings for the second 
half of the year are expected to be 
less than in the first half, 

As a result of the accounting 
changes, a non-recurring net cre- 
dit to income for years prior to 
1959 has been recorded by the com- 

as of Jan. 1, 1959, in the sum 
of $3.3 million. If the changes had 
not been adopted, consolidated net 
income for the first half of 1959 
yg have been $15.7 million, Sale 








Smithfield Dealers Elect 
New Officers for 1959 

SMITHFIELD, N. C.—W. O. Buie 
(Lincoln-Mercury) is the newly 
elected president of the Smithfield 
Automobile Dealers Assn. 

Also elected were Audey M. Bag- 
gett (Chévrolet), vice-president, 
and Newitt P. Williams (Buick), 
secretary-treasurer. 


Imported-Car 
Registrations 


Imported-car registrations for 
six months: 





1959 1958 
Pos, Make Pos. 
1—34,313 Volkswagen 40,400— 1 
2—38,408 Renault 17,682— 2 
3—22,086 Eng. Ford 13,708— 3 
4—19,364 Opel 5,827—10 
5—18,650 Simca 1,172— 7 
6—18,405 Fiat 7,306— 5 
7—14,41 Hillman 1,368— 4 
8—11,366 Triumph 71,052— 8 
9—10,971 Vauxhall 6,275— 9 
10— 9,586 Volvo ® 
* MG 7,600— 6 
71,753 All Others 38,289 
Total All Makes 
289,443 159,688 








Sales Score 
For Imports 


Imported-car registrations for 
June: 


1959 1958 
Pos. Make Pos. 
1—11,997 Volkswagen 6,422— 1 
2— 8,143 Renault 3,435— 2 
3— 3,769 English Ford 2,817— 3 
4— 3,624 Opel * 
5— 3,527 Fiat 1,919— 4 
6— 3,028 Simca 1,336— 9 
7— 2,816 Hillman 1,511— 7 
8— 2,282 Triumph 1,650— 6 
9— 1,988 Vauxhall 1,437— 8 
10— 1,779 Volvo 1,219—10 
* MG 1,773— 5 
14,258 All Others 7,838 
Total All Makes 
57,211 31,357 


*Not in Top Ten. 


ket share diminishing (as sales of 
domestic units soared). 
+ * * 

|g meng gun in the imports’ 

June attack on the U. S. new- 
car market was fired by Volks- 
wagen, which listed a record- 
smashing 11,997 registrations. 

Never before in history had a 
single imported make registered 
as many as 10,000 units in one 
month. Only 10 years ago, ALL 
makes for the FULL YEAR reg- 
istered only 254 units more than 
Volkswagen alone accounted for 
in June, 

Other makes in the Top Ten set- 
ting new records in June were 
Renault, Fiat, Hillman and Tri- 
umph, Falling below records es- 
tablished in April were English 
Ford, Opel, Vauxhall and Volvo. 
Simca’s record month was March. 

Volvo returned to the Top Ten in 
June after having been replaced 
for one month by Austin-Healey. 
All other makes held to their mar- 
ket positions, although relative 
strengths changed somewhat. 

oe + 


OLKSWAGEN widened its mar- 

gin over second-place Renault, 
while English Ford fell farther be- 
hind in third. Making its strongest 
challenge to date for No. 3 ranking 
was Opel, which started the year 
on the sixth rung in the sales lad- 
der and has inexorably moved up, 
passing Simca and Fiat in the 
process. 

Fiat, however, is running near- 
er Opel than it has in recent 
months and in doing so has wid- 
ened its lead over Simca, which 
was No, 6 in June, 

Hillman is closing the gap on 
Simca and Triumph maintained its 
relative position behind Hillman. 

Vauxhall is running about as far 
behind Triumph as it was a month 
earlier and, as mentioned above, 
!Volvo returned to No. 10 ranking 
| during the month. 








Private Investors Buy Up 
S-P’s Preferred Stock 


NEW YORK.—The preferred 
stock which Studebaker-Packard 
last year issued in partial repay- 
ment of $54.7 million in loans is 
reported to be moving from the 
hands of banks and insurance com- 
panies to those of private inves- 
tors. 

Last year’s refinancing which 
wiped out the old loans included 
the issuing of 165,000 shares of 
5-percent, $100-par-value pre- 
ferred stock to 20 banks and 
three insurance companies which 
gave S-P the old loans, 


The preferred stock has been sell- 
ing between $205 and $235. Each 
preferred share is convertible into 
33% shares of common stock. 

The preferred stock can be con- 
verted after Jan. 1, 1961. At last 
week’s price of the common stock 
—$11.75 a share, one preferred 
share would be convertible into 
$391.67 worth of common stock. 

The largest block of the pre- 
ferred has been purchased by a 
group including the investment 
banking firm of Lehman Bros, and 
Daimler-Benz of North America, 
which is the American subsidiary 
of the German firm which makes 
the Mercedes-Benz which S-P dis- 
tributes in this country, 

Lehman Bros. said the purchase 
was an investment, not an attempt 
to gain control of S-P. Daimler- 
Benz said its purchase was in line 
with investments in other countries 
where it has a large interest in the 
auto market. 

Another 7,000 of the preferred 
shares are said to be owned by A. 
M. Sonnabend, financier who is di- 
recting S-P’s diversification efforts. 
His friends in Boston and Balti- 
more are said to own an additional 
8,000 of the shares. 

Metropolitan Life Insurance 





Dealership Destroyed 
ROSEBURG, Ore.—-In last week’s 
explosion which wrecked the down- 
town area of Roseburg, Pal Motors 
was demolished with a loss of up- 





wards $50,000. 


Co. still holds about 30,000 pre- 
ferred shares, one of the largest 
blocks of the preferred, The com- 
pany was one of the original cre- 
ditors of S-P and has not re- 
vealed what it plans to do with 
the stock. 

About 80 percent or 132,000 of the 
original 165,000 preferred shares are 
reported to have been sold by the 
banks and insurance companies, 
returning to them a part of the 
money originally lent to S-P. 

If all 165,000 preferred shares 
were converted into common stock, 
they would yield 5% million shares, 
compared to the 6.4 million S-P 
common shares now outstanding. 








Late Report... 





turned downward. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week fell $8 to a level of $1,035, according to Automotive 
News’ index. It was the first time in five weeks that the index had 


Only latest models escaped reductions, with ’59s advancing $36 
and ’58% gaining $24. Losses amounted to $41 on ’52s, $39 on ’55s, 
$19 on ’57s, $13 on ’56s, $11, on ’53s and $7 on ’54s, All of the models 
showing reductions held well above previous lows, however. 


At a group of representative auctions last week, the average 
consignment was 221.4 units, compared with 246.9 a week earlier. 
The sales ratio was 76.4 percent, compared with 72.0 percent the 
previous week, Consignments were smallest and the demand the 
most insistent for any week of the past month. 

Auction reports begin on Page 67. 








Chrysler Spends $18 Million 
On °60 Rustproof Process 


DETROIT.—A multi-million dol- 
lar rustproofing process will pro- 
tect 1960 Plymouth, Dodge, DeSoto, 
Chrysler, Valiant and Dart pas- 
senger cars 
against corrosion, 
it was announced 
last week by R. S. 
Bright, group 
vice-president of 
automotive man- 
ufacturing. 

He revealed 
that a seven- 
stage system, 
costing more 
than $18 million, 

R. S. Bright has been installed 

at the various Chrysler Corp. body 
plants. 

An electronically controlled 
system of cleaning and drying, 
heating and cooling, rinsing, 
priming and painting gives full 
protection to every part of the 
auto body, he said. 

Each body will be subjected to 
nine different temperature changes, 
three metal cleaning baths, seven 





| anti-corrosive dips, seven spraying 


operations and seven external paint 
finishing operations. 

Most of the same anti-corrosion 
procedures, chemicals and paints 
are used to rustproof Imperial 
bodies. Workers utilize a greater 
number of spraying and brushing 
operations in the Imperial rust- 
proofing and painting process, 
which takes an average of eight 
hours per car, Each car must pass 
rigid inspection at numerous qual- 
ity checkpoints. 

Chrysler Corp.’s new rustproofing 
system was perfected after four 
years of laboratory testing and a 
quarter of a million miles of test 
driving on water-splashed chloride- 
treated roadways, Bright declared. 

The anti-corrosion phase alone 
takes an hour and 45 minutes to 
complete on a roller-coaster con- 
veyor encased in a tunnel! more 
than 2,300 feet long. Some 60 cars 
an hour will travel through the 
system, During peak production 
periods, 16,800 gallons of primer— 











Business Barometer 
Automotive News Economic Index — 
94.9 Percent of Last Week 
105.0 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 108,239 88.3 165.0 
Truck Production .............. 10,680 53.2 69.3 
Auto Registrations—Year to date. . 3,080,881 ae 130.0 
Truck Registrations—Year to date. 469,341 ey 134.9 
Steel Production—tTons ......... 318,000 92.2 20.1 
Paperboard Production—Tons.... 336,991 101.7 114.6 
Soft Coal Output—tons ........ 7,195,000 99.2 93.3 
Oil Refinery Output—tBorreis .... 49,266,000 100.7 100.0 
Electric O #—Kilowatt hours.... | 13,675,000,000 99.3 107.6 
Barometer ight Car Loadings 327,706 101.6 97.2 
Department Store Sales Index .. 121 103.4 106.1 
Stock Market Price Index....... 437.5 99.1 123.6 
U.S. Government Spending 
—fiscal year to date ........... - _$9,271,548,000 peat 106.6 
Commercial and Industrial Loans $28,585,000,000 100.0 Cats 
ae TEE ree $30,754 ,000,000 99.7 101.3 
Used-Car ices—Average........ $1,035 99.2 109.8 
Business Failures ................ 274 108.7 94.5 
Common Common 
Stocks Aug. 12 Aug. 5 1959 Range Stocks Aug. 12 Aug.5 1959 Range 
AMC....... 43% 46%, 491%4-25% OS. kks 53% 54% 57%-39% 
Chrysler... 64%, 67% 72%-50% Mack...... 44% 46%, 49%-32%, 
Baas: «4 77% 81% 814%,-50% ee 11% 12% 15%- 9% 
GM........ 55%, 56% 58%-45 White...... 54 57%, 60 -40% 
(Aug. 17, 1959) 








a water reducible armorplating—* 
will be used each day. 

The rustproofing process begins 

when steel arrives in coils and 
sheets from the mills, It is given 
three intensive spray baths of 
caustic metal cleaner to remove 
all traces of oil and dirt, Then a 
special drawing compound, creat- 
ed for the Chrysler rustproofing 
system, is coated on the new steel 
as it moves into the blanking and 
stamping machines and then into 
the body building departments, 

When the body of the car has 
been completed, it moves along the 
assembly line to the anti-corrosion 
tunnel. 

First, the body is immersed toa 
depth of 18 inches in a tank of 
alkaline cleaner for three minutes 
while high-intensity alkaline sprays 
soak the upper portion of the auto, 
The water at this stage is about 
180 degrees. Then, electronic con- 

(Continued on Page 74, Col, 3) 





Compromise Plan 
On Financing for 


Roads Expected 


WASHINGTON. — House Ways 
and Means Committee agreement 
on a compromise highway financ- 
ing plan calling for a temporary 
one-cent per gallon gas tax boost 
appeared imminent at AUTOMOTIVE 
News press hour Thursday. 

The proposed compromise calls 
for a five-year plan with the Fed- 
eral tax to rise to 1 cent a gallon 
for 22 months starting Sept, 1, plus 
a transfer of money from the gen- 
eral revenue fund to the highway 
trust fund for the three years after 
the tax boost expired. 

This plan had been defeated on 
an earlier vote, but one member 
urged reconsideration. 

The plan was worked out behind 
closed doors with Treasury Secre- 
tary Anderson, it is understood. A 
favorable vote was expected Thurs- 
day afternoon, 

At least five other proposals most 
of them involving some form of in- 
crease in the gas tax have been 
definitely turned down. 

The plan expected to be favored 
was advanced by Rep. John Byrnes, 
Wisconsin Republican, ' 





Coming Sept. 14... 


Dealer Guide 
To Imports 


Imported cars, having passed 
through successive sales stages 
of invasion, breakthrough and 
expansion, are entering a new 
phase of the market. 

Competition has come to the 
import field and, with skyrocket- 
ing numbers of the small cars 
on the road, intense problems of 
service and of handling used 
units have developed. 

An up-to-the-minute examina- 
tion of these and other aspects 
of the imported-car market will 
be featured in the Sept. 14 issue 
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Watch for it. 





of Automotive News. 
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Dealer Forum 


by Robert M. Finlay 
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YOU are planning a show of 
any kind involving autos, Ed- 
ward L. Cleary is a good man to 
talk with. He is executive vice- 
president of the Chicago Automo- 
tive Trade Assn., and in connection 
with that assignment puts on yearly 
what many consider to be the best 
auto show going. 
His time-tested ideas about stag- 
ing auto shows will help any dealer 
who is interested 
in promotion, 

For example, 
the Chicago auto 
show has always 
done exceptional- 
ly well on attend- 
ance. It holds 
records, in fact, 
topping attend- 
ance of national 
shows staged by 
the auto makers. 

Yet the object 
has never been attendance records 
as such, according to Cleary. This 
is the goal: 

To expose the new cars and 
trucks in a favorable way to as 
many prospective new-car cus- 
tomers as possible. 

Do not brush lightly past that 
phrase: “prospective new-car cus- 
tomers.” The Chicago show is es- 
sentially a dealer show, and the 





E. L. Cleary 





Dealer Opposition 
To Sales Tax 
Pays Off in Mass. 


BOSTON.—The 3 percent sales 
tax bill in Massachusetts, which the 
Massachusetts State Auto Dealers 
Assn. fought bitterly for the past 
he months, has been killed by the 
State Legislature. 

With heavy support from other 
dealer organizations within the 
state, the MSADA, spearheaded by 
its secretary, William Plunkett, 
Made several legislative appear- 
ances and held many meetings in 
opposition to the tax bill. The as- 
fociation contended the tax would 
hurt automobile sales and dealers. 
The House buried Gov. Foster 
Furcolo’s compromise tax bill by a 
toll call vote of 197 to 24. A similar 
Sales tax proposal was defeated 
inthe Democratic House two years 
ago. 

The big question in the state is 
Whether Gov. Furcolo will attempt 
to reintroduce the tax bill, Unless 
lo makes a new attempt 
through a special message calling 
a smaller sales tax, the meas- 
we is now deeply buried. 





























not numbers. 


The admission price is set with this 
in mind—more as a qualifying de- 


is $1, and several hundred thou- 
sand persons put out the $1 and 
drive to an out-of-the-way place, 
the amphitheatre at the stockyards, 
to expose themselves to the art of 
the salesmen. 
a 


Push Selling 


_— latter part, by the way, is 
one of the hardest jobs the 
show planners have to get across— 
convincing salesmen that these 
visitors, so carefully selected and 
attracted, should be treated as 
prospects. 

The show planners shun name 
stars, giveaways and all devices to 
gather crowds which are not geared 
to spotlighting the cars themselves. 
They invite the right people—peo- 


* * 


they qualify'them with the $1 
charge, yet still they have trouble 
trying to get salesmen to make a 
selling pitch at the visitors, 

One method developed by the 
Chicago show planners was of 
setting aside s0 much cash each 
day to be given to salesmen who 
actually tried to sell cars at the 
show. 

Various members of the show 
committee took on the job of giv- 
ing the money away. And if you 
think dealers aren’t interested in 
hiring salesmen who want to sell, 
consider the fact that one salesman 
was selected for the award eight 
times—by each of the dealers who 
were passing out the cash, and 

each dealer tried to hire him. And 
all he did was make an honest 
effort to interest people in the cars 
in his display. 

Dealers and line executives in 
one make liked the incentive plan 
so well that any one of their sales- 
men who got the award was due 
to get $100—$25 from the show 
management, $25 from the line 
group, $25 from the zone office and 
$25 from the dealership which sup- 
plied the salesman. 

Ironically, when the dealer 
making the awards visited that 
booth, the salesman was at the 
bar chatting with an off-duty 
model. 


Such things can happen in spite 
of the best laid plans. Generally 
the sales-incentive plan worked 
well. And dealers who help plan 
the shows gain appreciation for 


them. 
* 


Setting the Sights 

“y THINK,” said Cleary, “that 
sometimes we lose sight of how 
important these auto shows are. 
They can be a great help to dealer 
business, if we keep our sights set 
on the cars and on stirring up in- 
terest in cars.” 

With this in mind, the Chicago 
showmen use plenty of showman- 
ship to set off the cars and present 
them to the visitors. with fanfare 
and glamour. 

But the shows are so arranged 
that the cars are in focus and 
not show-business personalities. 
And the shows are kept short 
enough so that visitors are not 
taken away from the exhibits for 
too long a time. 

So, if you’re planning an auto 
show, or any type of promotion for 
your dealership for that matter, 
take some tips from the old show- 
master: 
Build everything around the cars 
themselves and set your sights on 
getting the right people to the 
show. 


Dealer Leaves $117,405 
RICHMOND, Calif.—Clark C. 
Kratzer, a former Buick dealer 
here, left an estate valued at $117,- 
405. He had been retired for some 
time prior to his death last De- 


*” * 





dealers are looking for prospects, 


Everything is keyed to this idea. 


vice than anything else. The price 


ple who should be prospects—and a 


Dealers Post Reward 
For Car-Paint ‘Zorro’ 


NASHVILLE. — Thirteen auto- 
mobile dealers along Gallatin 
road, in and outside Nashville, 
have posted a $1,000 reward for 
arrest and conviction of “Zorro,” 
the car-paint vandal whose latest 
foray left $2,000 damages at one 
automobile firm. 

Latest vandalism was reported 
by E, A. Yates, owner of Yates 
Motor Co., Madison, Nine new 
cars were Hoods and 
trunk lids were jimmied and the 
letter Z, a foot high, was scratch- 
on the new paint jobs. 





Early Returns Tabulated . 





By William Ullman 
Washington Bureau Chief 


WASHINGTON.—At the close of 
the second week of the poll of 1,100 
New Jersey auto dealers to deter- 
mine their sentiment concerning 
territory security, the score stood 
7 to 4 in favor of “some sort of 
Government intervention,” accord- 








New Home for Carlsson— 
E. R. Carlsson Co. celebrated its 50th year as a Dodge dealer by holding open 





house at its new $100,000 sales and service 
building has 7,200 square feet of floor space and a 250-foot frontage. The showroom 
handles four new cars and there are garage facilities for 10 cars. 
is operated by the Carlsson brothers, Stanley and Ernest. 


center in Huntington, N. Y. The new 


The dealership 





TOCKS of unsold used cars in 
the hands of franchised dealers 
crept over the 30-day level as of 
Aug. 1, according to AUTOMOTIVE 
News’ estimates. 

Supplies were good for 30.8 
days of selling, compared with 
28.1 days a month earlier. Not 
since May 1, when dealers held 
a 30.6-day supply, had inventories 
been above the theoretical 30-day 
maximum. 

A year ago on Aug. 1 the used- 
car census showed a 26.0-day in- 
ventory. 

” + * 
[putes discussing the used- 

car situation with AUTOMOTIVE 
News generally reported good prof- 
its, although prices were said to be 
softening a little. 

The majority said demand was 
less insistent than it has been 
for the last few months, although 
dealers in the Middle Atlantic 
states and a scattering in the 
Corn Belt reported steady or in- 
creased demand in July, 

Dealers in other agricultural 
areas said July demand in the 
used-car market was pretty closely 
geared to crop conditions. 
Bread-and-butter units in the 
current used-car market are ’55s, 
56s and ’57s and the old-model 
cheapies. Late models were re- 
ported sticky with the exception of 
’58 Chevrolets, particularly Impalas. 
7 * + 
N RISING to a 30.8-day supply 

on Aug. 1, used-car stocks in- 
creased 9.6 percent from the previ- 
ous month’s count. A year ago, in 
the corresponding period, stocks 
declined 3.0 percent. 

Growth in used-car stocks in 
the July-August period this year 
was the first recorded in the five 
years that Automotive News has 
compiled such inventory esti- 
mates. 

The increase, moreover, came 
about despite dealer efforts to keep 
used-car inventories thinned out in 
preparation for new-model intro- 
ductions. 

co * a 
HERE were fewer. dealers with 
exceptionally small inventories 
on Aug. 1 than there were a month 
earlier, Only 15.4 percent of report- 
ing dealers reported stocks good 
for 15 days or less of selling, com- 
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U. C. Stocks Top 30 Days 
As Demand Begins to Ease 


earlier. A year ago, 29.4 percent 
were in this category. 

In the 16-to-30-day classifica- 
tion were 53.8 percent of dealers 
on Aug. 1, compared with 56.3 
percent the previous month and 
47.1 percent a year ago. 

As a result, dealers within the 
30-day limit on Aug. 1 amounted 
to 69.2 percent of those reporting, 
compared with 75.1 percent July 1 
and 76.5 percent Aug. 1 a year ago. 

Over 30 days were 30.8 percent 
of reporting dealers, compared with 
24.9 percent a month earlier and 
23.5 percent a year. earlier. 

Range of stocks reported was 10 
to 60 on Aug. 1, six to 75 days on 
July 1 and eight to 60 days on 
Aug. 1, 1958, 





Charleston Dealers 


Headed by Byard 


CHARLESTON, W. Va.—Gene 
Byard (Ford) has been elected 
president of the Kanawha County 
Automobile Dealers Assn., succeed- 
ing Joseph B. Holland (Chevrolet). 

Other officers, elected at the 
group’s annual meeting here, are 
Tag Galyean (Dodg e-Plymouth), 


Security Leads 7 to 4 
In New Jersey Poll 


ing to a rough estimate of the re- 
plies received, 

Of the seven in favor, three 
would be satisfied with either the 
Monroney or Schoeppel bill, while 
the remaining four expressed a 
50-50 preference. 

While replies to the poll, insti- 
tuted by Senator Clifford Case, New 
Jersey Republican, are coming in 
slowly, they nevertheless are com- 
ing in steadily each day, though in 
small number. 

No prepared questionnaire was 
sent to the dealers for them to fill 
in. It was necessary for them to 
write a letter, and that is believed 
to be responsible for the slowness 
of the returns. 

The poll will be kept open for 
another 10 days or two weeks. 
Automotive News was told by a 
staff spokesman, to allow every 
New Jersey dealer to make his 
decision and write a letter. 

The dealers were asked merely 
how they felt about the matter of 
territory security, and already 
there are indications that the final 
tabulation will produce some in- 
teresting views. 

There were no “leading” or 
“loaded” questions, and the inquiry 
was sent to all New Jersey dealers, 
irrespective of their national, state 
or city affiliation, if any at all. 

Senator Case is a member of 
the Monroney Auto Marketing 
Practices subcommittee, and he 
wants to know just how his home 
state dealers fee] about the ques- 
tion of territory security. 

He wants their views straight 
from them, uninfluenced and un- 
colored, this correspondent was 
told. 





Iowa Dealers 
Plan Series of 
District Meetings 


DES MOINES.—Iowa Automo- 
bile Dealers Assn, is planning a 
series of nine district meetings for 
members, beginning next Monday 
(Aug. 24). 

Meeting locations and dates are 
Clear Lake, Aug. 24; Storm Lake, 
Aug. 26; Iowa City, Sept. 2; Dubu- 
que, Sept. 3; Atlantic, Sept, 9; Lake 
Okoboji, Sept. 11; Waterloo, Sept. 
14; Des Moines, Sept. 16, and Ot- 
tumwa, Sept. 17. 

All meetings will begin with a 
2 p.m. business session, to be fol- 
lowed by a 5 p.m, reception and 
6:30 dinner. 

An afternoon meeting for book- 
keepers, accountants and office 
managers will be held at the same 
time as the dealer meeting. 





Davis Reappointed in Maine 
AUBURN, Me.—George H. Davis, 
an auto dealer here, has been re- 
appointed chairman of the Maine 





vice-president, and Louie A, Pa- 
terno, secretary-treasurer. 


Motor Vehicle Dealers’ Registration 


Board by Gov. Clinton A. Clauson. 








pared with 18.8 percent a month 
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With the earli 





Buick on Friday. 


tiac dealer) has 





Washington (D. 


Wemhoft 
trated,” published by the U. 8. Information Agency for distribution 


in Russia . Florence County (8. 
course in the new Florence high 


charges of price fixing: 





press previews will be kicked off today when Cad- 
illac unveils its 1960 offerings. Tuesday Oldsmobile 
entertains both writers and their wives, 
Thursday Pontiac shows its new wares; ditto for 


Motors will introduce its 1960 cars to the press, 
while Chrysler Corp. will fly writers to Miami for 
its preview Sept. 16-19 . 


in North Carolina’s house... 


page photo treatment in current “American Illus- 


successful ‘in obtaining school board approval for an auto mechanic 


Here’s ATAM past president Lew Ullirich’s advice on avoiding 
“If. you are in any meeting and the subject 
of pricing arises, you should immediately object, make your objec- 
tions a matter of recordiand then leave the meeting” .. . 
prospective employes thoroughly before hiring them, 


est start in history, new-model 


while 


Next week (Aug. 25) American 


. R. D. McMillan jr. (Pon- 
been appointed a representative 


C.) auto: show received a _siz- 


C.) dealers association has been 
school. this fall 


Check 


—Pertre Wemuorr, Editor, 
Automotive News 
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No Pattern to Judge Compacts... . 





Rambler, Lark Sales 
Take Opposite Curves 


(Continued from Page 1) 


topped only by 1955, with 681,372, 
and 1954, with 596,753. 

The first-half total of 3,080,881 
compared with 2,370,189 a year 
ago. The six-month count fell 
about midway between the 1957 
and 1956 totals—both years in 
which the ultimate 12-month 

ca + * 





Sales Score 


For June 
New-car registrations for June: 
1959 1958 
Pos. Make Pos. 
1—145,797 Chev. 121,122— 1 
2—140,290 Ford 87,263— 2 
3— 40,434 34,276— 3 
4— 37,570 Pontiac 19,372— 6 
5— 36,399 Rambler  17,266— 7 
6— 34,550 Olds. 26,688— 4 
I— 21,297 Buick 20,665— 5 
8— 15412 Dodge 10,931— 9 
4s Mercury 12,126— 8 
10— 12,154 Stude. 3,661—13 
11— 11,863 Cadillac 10,760—10 
12— 6,463 Chrysler 4,889—11 
13— 4,319 DeSoto 3,888—12 
14— 3,774 Edsel 3,267—14 
15— 2,005 Lincoln 1,944—15 
16— 1,488 Imperial 1,125—16 
57,703 Misc, 31,774 

Total All Mak 
584,816 411,017 


Further details on Page 63. 


Doubled-Crossed 
By Union, Say 
St. Louis Dealers 


By Frank Gawronski 
Staff Writer 
Greater St. Louis Automo- 
tive Dealers Assn. last week ac- 
cused the Machinists Union of a 
“double-cross” in contract negotia- 
tions aimed at settling an 11-week 


strike-lockout at dealer service fa- 
cilities. 


The accusation was contained in 
@ newspaper advertisement signed 
Ed Hayward, association execu- 
tive vice-president, 
and was directed at 
Machinists Union 
District 9. 

Dealer service fa- 
cilities in St, Louis 
have been closed since June 8 when 
members of the Machinists Union) 
and Teamsters Local 618 struck 
seven dealerships. All but five of 
the 88 dealers affiliated with the 
association decided that a strike 
against some members was a strike 
against all, so they closed their 
shops. 

The ad, titled, “The Story of a 
Union Double-Cross,” 
that the Machinists “failed to 
keep their word” after agreeing 
to a five-year contract offer made 
by the auto dealers, 

“Recently the auto dealers... 
at the request of union representa- 
tives . . . made a proposal for a 
five-year contract which they. were 
assured by representatives of both 
unions would be recommended to 
and accepted by their member- 
ship,” the ad stated. “The Team- 
sters Union representatives kept 
their word .. . recommended the 
proposal . . . and their member- 
ship overwhelmingly accepted it. 

“But the Machinists Union rep- 
resentatives failed to keep their 
word to recommend the proposal 
which they had urged the auto 
dealers to make.” 

The ad charged that at a meet- 
ing of union members “the union 
boss repudiated the promise of his 
own authorized representatives and 
caused the proposal to be rejected 
after an. unfair and distorted pre- 
sentation of the facts.” 

. * . a 


Dealers Blame Union Boss 


IS reported,” the ad said, “that 

. the Machinist Union boss stated 

that in no event would he. permit 
such a contract to be signed. 

“This is the same union boss 

who, except on one cccasion, re- 

‘mained away from negotiations 








LABOR 
FRONT 














{Continued on Page 77, Col, 1) 





count was slightly below six mil- 
lion. 

In breaking down first-half totals 
at the corporate level, only Ameri- 
can Motors, Ford Motor Co., Stude- 
baker-Packard and miscellaneous 
makes had wider shares of the 
market than they did a year ago. 
Miscellaneous. makes (mostly for- 
eign) gained 2.63 percentage points. 
AMC was up 2.41; Ford Motor, 1.88, 
and S-P, 1.34. 

Their increased share of the mar- 
ket was captured at the expense of 
General Motors, which dropped 4.76 
percentage points, and Chrysler 
Corp., which was off 3.50. 

+ . * 


B* INDIVIDUAL makes, only 
Ford, Pontiac, Rambler and 
Lark had better first-half penetra- 
tion figures than they did a year 
ago. Biggest gainer was Ford, up 
2.68 percentage points, followed by 
Rambler, 2.41; Pontiac, 1.35, and 
Studebaker, 1.34. 

Percentage-point declines from 
@ year ago, in order, were: Chev- 
rolet, down 3.31; Plymouth, 2.18; 
Buick, 1.61; Oldsmobile, 0.78; 
Dodge, 0.54; Mercury, 0.50; Cadil- 
lac, 0.41; DeSoto, 0.37; Chrysler, 
0.34; Lincoln, 0.16; Edsel, 0.14, 
and Imperial, 0.07. 

All the above percentages refer 
to each make’s sales performance 
in relation to all other makes. A 
slightly different picture emerges 
when each make, on a volume 
basis, is rated in relation to itself 
a@ year ago. 

The overall market, by rising 
from 2,370,189 units in the first half 
of 1958 to 3,080,881 this year, in- 
creased 29.98 percent. 

* * o* 


}yAREs whose gain was greater 
than average included Stude- 
baker, up 226.22 percent; Rambler, 
124.73; Imports, 87.52; Pontiac, 
64.15, and Ford, 46.54. 

Surpassing year-ago totals, but 
gaining more slowly than the 
market itself were Oldsmobile, up 
15.78 percent; Chevrolet, 14.49; 
Cadillac, 11.31; Edsel, 9.81; Mer- 
cury, 8.37; Imperial, 7.31, and 
Dodge, 5.58. 

Makes which sold fewer new cars 
in the first half of 1959 than in the 
corresponding period of last year 
were Plymouth, down 1.35 percent; 
Chrysler, 1.66; Lincoln, 2.96; Buick, 
4.82, and DeSoto, 13.29. 


* * * 


yor June alone, Dodge joined 

Rambler in enjoying its best 
sales month of the year, while 
Chrysler matched its previous best 
effort, achieved in May. 

In the year’s-worst-month dun- 
geon with Studebaker were Olds- 
mobile, Buick, Mercury, Cadillac, 
Edsel, Lincoln and Imperial. 

On a month-to-month compari- 
son, biggest gainer from May to 
June was Chevrolet, up 0.70 per- 
centage points, Miscellaneous 
makes were next, with 0.52, follow- 
ed by Ford, 0.46; Rambler, 0.06, 
and Dodge, 0.05. 

Biggest loser was Buick, which 
lost 0.42 percentage points, followed 
by. Pontiac, 0.30; Cadillac, 0.23; 
Oldsmobile, 0.20; Plymouth, 0.20; 
Mercury, 0.12; Lincoln, 0.10; Stude- 
baker, 0.08; Edsel, 0.07; Imperial, 
0.04, and DeSoto, 0.03. 





Sales Per Dealer 


Sales per new-car franchise for the 
first six months of 1959 and 1958: 


1st 6 mos, 1st 6 mos. 
of 1959, of 1958. 
Pos, Make Pos. 
1—106 Ford qi— 2 
2—104 Chevrolet 89— 1 
3— 64 Rambler 36— 6 
4— 54 Pontiac 32— 7 
5— 52 Oldsmobile 45— 3 
6— 43 Cadillac 38— 5 
i— 42 Buick 40— 4 
8— 29 Plymouth 26— 8 
9— 28 Mercury 23— 9 
9— 28 Studebaker 11—15 
ll— 22 Dodge 20—10 
12— 16 Edsel 19—11 
13— 13 Lincoln 12—12 
14— 12 Chrysler 12—12 
15— 11 DeSoto 12—12 
16— 7 Imperial 5—16 








Ford Edges Chevrolet 
In Sales Per Dealer 


(Continued from Page 1) 


this year than during the first half 
of 1958. Chrysler’s performance was 
unchanged from that of a year 
ago, and Edsel and DeSoto showed 
declines. 

Ford, Rambler, Pontiac, Stude- 
baker and Chevrolet showed the 
most significant increases. 

Ford boosted its average from 


Mass. Revamping 
Registry Form to 


Halt Tax Evasion 


BOSTON.—A new automobile 
registration form will be introduced 
to stop the evasion of Massachu- 
setts excise taxes, Registrar of 
Motor Vehicles Clement A. Riley 
said last week. 

Riley said the 1960 form also 
will allow for prompt billing of ex- 
cise taxes and eliminate a bottle- 
neck that has existed for years. 

He said that an investigation dis- 
closed the mysterious disappear- 
ance of thousands of registration 
forms from Registry files. 

The 1960 forms will be sent to 
insurance companies and agents 
for early processing. The forms will 
have two perforated sections on 
which the tax information is to be 
filled out. 

When insurance companies com- 
plete the registration, the entire 
form must be sent to the Registry 





_| to be validated by an official stamp. 


Bonded cashiers will detach the 
perforated sections. One will be set 
aside for insurance companies and 
the other for the state tax depart- 
ment. 





Schmitt Brothers Win 
‘Quality Dealer Award’ 


BOWMANSVILLE, N. Y.—Three 
brothers who own Schmitt’s Garage 
(Chrysler-Plymouth) have received 
Chrysler Corp.’s “Quality Dealer 
Award.” 

It was the first time a dealership 
in New York State received the 
award two years in a row. The 





plaque was presented to Herman J., 


~| Jerome H. and Robert V. Schmitt. | 


71 to 106; Rambler jumped from 
36 to 64; Pontiac climbed from 


32 to 54; Studebaker rose from — 


11 to 28, and. Chevrolet advanced 
from 89 to 104. 

The combined Ford-Chevrolet 
total of 210 first-half sales marked 
the fastest start for those makes 
since 1955 when they accounted for 
213 deliveries. Ford averaged 112 
per dealer that year, and Chevrolet 
averaged 101. 

* aa Ke 


UICK also was in the 100-plus 

category. in 1955 with an aver- 
age of 109 sales per franchise dur- 
ing the first half. 

On an industrywide basis, the 
average U. S. auto franchise was 
worth 52.3 sales during the first six 
months of this year, compared with 
38.9 sales during the first half of 
1958, 

By comparison, the average im- 
ported-car franchise represented 
12.9 new-car sales during the first 
half of this year, compared with 
9.03 in the corresponding 1958 pe- 
riod. 

* * * 


They All Have Say 
On Compact C irs 


Problems, Promis: s 
And Destiny’s Pat! 


bev the 1960 new-car in'roduc. 
tion season only a fev weeks 
away, the Big Three comp: t car; 
continue to claim the lion share 
of attention and speculation 

Every aspect of the con :pact- 
car market is open for discus. 
sion. Automotive writers are hay- 
ing a field day, and government 
officials, suppliers and market-re- 
search organizations are voicing 
their opinions. 

Here is what some were saying 
last week: 

1. Michigan’s Secretary of State 
noted that the small cars could cost 
the state millions of dollars in gas- 
oline and weight taxes. 

2. The editor of an automotive 
testing magazine predicted that 4 
the Big Three compacts will put 
the U. S. auto industry back in the 
export business. 

+ * 


. 


STEEL sources in Youngs- 

* town, O., found this paradox: 
The success of the compacts could 
hurt steel sales, but aggressive sell- 
ing of these units by auto dealers 
could boost steel sales. 

4, Business Week magazine 
suggested that the introduction 
of the Big Three compacts marks 
the beginning of the fifth great 
era in automotive history. 

5. The president of Motivation Re- 
search Reports, New York, said his 
organization has failed to find any 
groups that will batter down the 
showroom doors to purchase the 
new compacts. He doesn’t even care 
for the term “compact” cars. 

* * * 


| iy! MICHIGAN, Secretary of State 
James M, Hare said experi- 
mental Chevrolet Corvairs already 
registered weigh about 2,400 
pounds and pay a State weight tax 
of about $8.40. 

By comparison, he said, a 3,780- 
pound Chevrolet sedan pays a 
tax of $13.30. Michigan’s weight 
tax is 35 cents per hundred 
pounds. 


4 
If the small cars use less gas 


Hare said, state and Federal gov- 
ernments will collect less money in 
taxes, and this could slow down 
highway construction. 

He saw a bright spot, however— 
the possibility that the compacts 
may lead to more multi-car fam- 
ilies, thus making up in volume 
what is lost in revenue on a unit 
basis. 

* * * 

Spetaorrs re-entry into the ex- 

port business was envisioned by 
Walter Woron, editor of Motor 
Trend magazine. He said he be- 
lieved the Corvair, Falcon and 
Valiant will be “enthusiastically 
received” in Europe and other 
parts of the world. 

“Europeans have gone sour on 
American cars because they think 
they’re all alike,” Woron said. “But 
now we can offer them three cars 
in the size they prefer, and they 
are distinctly different from one 
another in styling, design and en- 
gineering.” 

Asked about the price of the 
cars in other lands, Woron said: 








(Continued on Page 77, Col. 3) 























Make 1959 
Ford 106 
* GIO R ONE ics csicscsissssccooesaceines 104 
MD ccicsccccdesacencdsitonscstooen 64 
Pontiac 54 
52 

Tapassdeeieetabedatecteaaed 43 

IE si ik cesoss sdkeeastnantbiceconeicass 42 
IR 5c ccicsndSevnsa céccbiesesincs 29 
MIN wicca scpinsssiseenstsadnnsiabeces 28 
Studebaker _....................00 28 
MINT as i scas’sssaaseshosonigavateessass 22 
Edsel 16 
Lincoln 13 
12 

11 
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New-Car Sales Per Dealer, 1955-1959 {' 


(First 6 Months of Each Year) 


*—-Rambler included in Nash registrations for 1955. 
**—Continental included in Lincoln registrations for 19583 and 1959. 


1958 1967 1956 1955 
71 108 95 112 
89 95 106 101 
36 20 13 . 
32 43 48 66 
45 52 62 76 
38 41 42 43 
40 61 82 109 
26 36 29 36 
23 46 49 88 
il 15 21 22 
20 38 30 38 
19 Pr eat soe 
12 14 15 12 
12 20 19 25 
12 23 21 23 

5 10 2 2 
1 1 14 13 
5 5 9 34 
ats 4 5 19 
** 1 1 sae 
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“,.. they ve come through 
every time...” 
says E. E. LOUTHAN of Louthan-Dowell Motors, 


““We began using CommerciAL Crepit Pian in 1943, and I can truth- 
fully say that they’ve come through every time. We’ve never asked 
them to do anything they haven’t done. If I had to pick the two 
features that help us most I’d say they are fast credit investigations 
and good collection service. It generally takes no more than 15 min- 
utes to get a credit check. We can complete the sale on the spot. 
ComMERCIAL Crepit knows how to collect money without making 
people mad and repossessions are rare. We use their training helps 
in our meetings and talk insurance and other features to help close 
sales. Our experience with CommerciAL Crepit is 100% perfect.” 





Commercial Credit dealers 
are successtul dealers” 












Write or call the nearest CommerciaL Crepir CoRPORATION 
office for complete information on the benefits of CoMMERCIAL 
Crepit Pitan. Why not do it, today? 








re wae® S 
A 7 — 
COMMERCIAL\ A service offered through subsidiaries of the e 
: cae § Commercial Credit Company, Baltimore . . . Capital 
CREDIT PLAN and Surplus over $225,000,000. . . offices in principal rity 


a 6 4 cities of the United States and Canada. 
* 











money 
discovery 


‘SIMCA announces 
an unusual profit 
opportunity to a 
limited number of 
aggressive automobile 
dealers, regardless 
of their present 
affiliations. You are 
cordially invited 

to apply, so 


... send in this coupon now. No 
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SIMCA PRICES START AT $1698 cast and Guy Coast ports of ont 































ya 
SIMCA auto parts are as near as your local 
MoPar depot. Quick action and complete stocks. 






































SIMCA SALES 

1957 1958 1959 
JAN. 142 849 2232 
FEB. 120 907 2856 
MAR. 235 1126 3681 
APR. 227 1417 3587 
MAY 323 1528 2962 
JUNE 365 1328 2913 
Note that 1957 and 1958 are registration figures, and 1959 are retail sales figures. 


















obligation, of course — 


>> SIMCA 


IMPORTED FROM PARIS BY CHRYSLER 


Up, up, and higher yet. SIMCA is the fastest 
growing of all leading imported economy cars. 


* 
et re mts ome to Naming Rawr Mey oars te Oar pemtnenter, thenge senor 

* Cote want” They cangpent> — ceementionat feel gauge, batery ant 
eh crm ee met peers met pe) font 


























Also available: Sports convertibles, hard- 
tops, station wagons, and 6-passenger V-8’s 


COSHH EEE EET EHHEE SHEE HHESHHEHEHEHEE EE SEHEEEEEEEESEEEEEEEHEEEES 


SIMCA Sales Office, Chrysler Motors Corporation 
P.O. Box 857, Detroit 31, Michigan 


Gentlemen: 
| would like to investigate the possibility of becoming a franchised 
SIMCA dealer. 


Ss Ass scinancaseieaicebaiien ante 
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Best Return Since 1955... 





Dealer Profits Climb 
To 2% in First Half 


(Continued from Page 1) 


been able, collectively, to main- 
tain or better their first-half 
profit ratio through the balance 
of the year. That it was accom- 
plished last year, through more 
careful planning, cooperation and 

a better understanding of their 
mutual problems, is a tribute to 
both the manufacturers and deal- 
ers. 

“It should not be too much to 
hope that this year there will be 
that same mutual determination to 
move through the cleanup period 
in an orderly and profitable fash- 
ion. 

“From the thousands of reports 
received in the survey, it was evi- 
dent that those who profited most 
from the upturn in business were 
the ones whose operating costs 
were held well in line with the 
increased volume. 

* * 


* 

EGARDLESS of all other prob- 

lems, this is one point where 
the dealer still exercises full con- 
trol. Whatever the conditions may 
be ahead, all past experience points 
to a vigorous and determined con- 
trol of expenses as the number one 
objective.” 

NADA added that the net worth 
of the business shown on the aver- 
age dealer’s statement on June 30 
was $125,740. 

The average dealer had a gross 
profit including finance reserves 
of $721 per new unit sold in the 
first half, down from the $736 in 


year and $204 last year while 
fixed or operating expense 
was $443 per unit this year 
and $587 last year. 

The two classes of expenses to- 
talled $621 per unit this year, leav- 
ing a $100 pretax profit. Last year 
the expenses amounted to $791 per 
unit, $5 less than the average gross 
profit per unit retailed. 

* = ~ 


O GREAT variation was appar- 

ent in the net profit per unit 
sold among dealerships of differing 
size 


NADA breaks down dealerships 
into Group I, one to 149 new cars 
and trucks retailed in 1958; Group 
II, 150 to 399 units; Group III, 400 
to 749 units, and Group IV, 750 or 
more units. 

Group I have had an average 
profit of $100 per unit sold, right 

on the industry average. Group 
Il was $2 per unit above average 
at $102, Group III showed $99 per 
unit and Group IV had a $98 


average. 

The breakdown of dealership ex- 
penses shows, with one exception, 
that all expenses declined both on 
the basis of dollars spent (per new 
unit sold) on each expense item 
and percentage of sales that was 
needed to cover each expense item. 

* * * 


wos exception was employe 
bonuses. In the first half of 1959, 


sold on an increased number of 
sales. In the first half of last year, 
the figure was $3.37 per unit sold. 

The NADA survey found that 

Mealers’ stocks of new cars are 

above last year’s level. The in- 

creased rate of sales, however, 
makes these larger inventories 
relatively less burdensome, 

On June 30 of last year, the aver- 
age dealer had 17.1 new cars in 
stock plus 5.1 trucks in the hands 
of the average truck dealer. This 





the Automobile 








*Group I 

Pet. Total Sales Pct. Total Sales 
6 Mos. @Mos. 6™Mos. 6 Mos. 6 Mos. 
1959 8=_ «1968 1959 «= 1958 1959 
TOTAL SALES. .0......0ccccccscssseeseveee 100.0 100.0 100.0 100.0 100.0 
Rg ne 48 15.1 149 8615.0 14.3 
Selling Expense. ..............000000 3.3 3.5 3.9 4.1 3.6 
Operating Expense .................. 96 12.0 90 8 10.9 8.6 
TOTAL EXPENSE ................ 1229 155 129 15.0 12.2 

OPERATING PROFIT 

Including Finance Reserve.... 19 —A 2.0 0 2.1 


6 Mos. 
1958 


100.0 
14.6 
4.1 
10.4 
14.5 


ll 


6 Mos. 
1959 
100.0 

13.3 
3.8 
V1 

10.9 


24 


6 Mos. 
1958 
100.0 

13.4 
3.9 
9.2 

13.1 
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How Dealers Fared on Expenses, Profits 


Eprror’s Nore: The following figures are taken from the'NADA bulletin, “Operating Average: 
Retailing Industry.” 

FIRST SIX MONTHS, 1959-1958 
OPERATING PROFIT BEFORE TAXES 


Group Til Group IV Industry Average 
Pet. Total Sales Pct. Total Sales 


Pet, Total Sales 


6 Mos. 
1959 
100.0 
14.5 
3.5 
9.0 
12.5 


2.0 


* Groups are based on the volume of 1958 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group II, 150 to 399 units; Group ITI, 400 to 749 units, and Group IV, 750 units and more. 
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for 


6 Mos, 
1958 
10.0 

14.8 

3.8 
hl 
14.9 


—!1 
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All Signs Point 


Montana Dealers Told 


BUTTE, Mont. — Officials of 
NADA, Chrysler Corp. and General 
Motors told members of the Mon- 
tana Automobile Dealers Assn. that 
all indices point to a continuing 
growth of domestic auto sales in 
1960. 

Addressing the group at its an- 
nual convention were H. L. Galles 
jr.. NADA president; E. C. Quinn, 
Chrysler vice-president and gen- 
eral sales manager, and Patrick 
J. Crowley, director of GM’s 
dealer relations section. 


Galles forecast that production 
will average 6.3 million cars annu- 
ally during the next five years and 
suggested that output could reach 
13 million by the year 2000. 

By 1975, he said, auto registra- 
tions in this country are expected 
to be between 85 and 100 million. 
There were about 57 million autos 


Dealer Failures 
Increase to 63 


During Quarter 


NEW YORK.—Dun & Bradstreet 
reported that 63 motor vehicle deal- 
ers failed in the second quarter of 
this year, up from the 46 failures 
in the first quarter but well below 
the 110 failures in the second quar- 
ter of last year. 

Total second-quarter failures in 
retail trades were 1,871, compared 
with 1,849 in the first quarter and 
2,036 in the second quarter of 1958. 
The failure totals include all firms 
which ceased operation with a loss 
or potential loss to creditors. 

Failures by accessory dealers 
amounted to 14 in the second quar- 
ter, down from the 25 in the first 
quarter and the 25 for the second 
quarter of 1958. 

Garage and repair shop failures 
totalled 59 in the second quarter, 
above the 42 in the first quarter 
and the 49 in last year’s second 
quarter, Service station failures 
amounted to 126 in the second 
quarter, up from the 119 in the first 
quarter and the 112 in the second 
quarter of 1958. 








bonuses totalled $5.40 per new unit | 
* + * 











to 60 Boom, 


on the road at the beginning of 
this year. 

Galles also discussed the pro-| 
posed extension of coverage of the | 
minimum wage law. He called this, 
a threat to the auto industry. | 

Crowley cited several reasons 
for optimism about the coming 
year. He spoke of the rise in per- 
sonal income and increased per- 
sonal consumption expenditures, 
including the largest advance in 
the purchase of durable goods 
since 1955. 

He also mentioned a reduction 
of $1.4 billion in personal debt in 
the 14 months ended last December. 

Other convention speakers were 
Arthur H. Kenny, an auto dealer in 
Vallejo, Calif.; Fred L. Williams, 
sales promotion manager; Pennzoil 
Co.; J. E. Corette, president, Mon- 
tana Power Co., and James P. Tay- 
lor, sales director, Commercial 
Credit Corp. 

Kenny stressed the need for re- 
taining the franchise system of 
auto distribution. He said it is vir- 
tually impossible to distribute cars 
by any other method because the 
customer looks to the reliable 
dealer to service his car. 

He mentioned the obligations of 
the franchised dealer and also the 
obligations which the company ex- 
tending the franchise has to the 
dealer. 

Williams offered this descrip- 

tion of the ideal salesman: “He 
is practical, with his eye on the 
dollar. He is hard-hitting, self- 
confident, well-directed and re- 
sourceful. He knows his trade 
and is exceptionally persuasive.” 
Corette declared that all Ameri- 
cans should learn more about the 
forces opposing the American sys- 
tem of enterprise. 
He asked auto dealers to join in 
a program of education on freedom 
of initiative in this country, and he 
warned against too much control 
of business by the Federal Govern- 
ment, 

Taylor predicted that 1960 would 
be a good auto year and said he 
believes estimates of six million 
sales are on the low side. 

The association went on record 
in favor of expanding the high 
school driver-training course and 
of expanding safe-driving programs 
in other ways. Members agreed to 
distribute literature from the AAA 
and other sources to promote safety 
training in the home. 

A highlight of the convention 
was a dinner honoring Norman 
G. Brekke, of Scobey, MADA 
president, and other officers who 
were elected at the association’s 
midwinter meeting last Decem- 
ber. 

Presiding at the dinner was Dean 
Chaffin, Bozeman, Mont., immedi- 
ate past president of NADA, 


— ———— 





Detroit Staff Occupies 
New Reynolds Building 


DETROIT.—The Great Lakes re- 
gion sales and automotive en- 
gineering staff of Reynolds Metals 
Co. has moved from the Fisher 
Building to the new Reynolds of- 
fice building on the city’s out- 
skirts. 

John Blomquist, regional general 
manager, said that while the build- 
ing is still not completed, it is 
enough advanced to allow the staff 




















members to move in. 





How Dealers Are Faring 


On Sales, Profits 


FIRST SIX MONTHS, 1959-1958 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 
Inventory Per Dealer 


Trucks Days’ Supply Washout Gross 
Cars (Per Truck Dealer) Cars and Trucks on New, Used 
June June June June June June Units Combined 
30 30 30 30 30 30 June 30 June 30 
1959 1958 1959 1958 1959 1958 1959 1958 
Group | ...... 14.8 10.8 3.3 2.8 56.6 68.9 $425 $437 
Group II 38.6 26.5 7.2 11.5 49.7 56.3 421 414 
Group III .. 72.3 50.2 10.6 9.9 41.4 47.2 367 365 
Group IV.. 119.0 92.0 25.7 17.7 36.4 38.1 305 216 
Industry 
Average .. 23.9 17.1 4.9 5.1 49.2 56.9 398 394 
Used Vehicles 
Average Cost 
Price Ratio Used-Unit No. Days’ Supply Per Used Unit 
Per Unit Sales to New in Inventory in Inventory 
6 Mos. 6 Mos. 6 Mos. 6Mos, June 30 June 30 June 30 June 30 
1959 1958 1959 1958 1959 1958 1959 1958 
Group | ..... $811 $747 1.81 2.30 40.3 41.4 $789 $714 
Group II 885 819 1.59 1.90 30.3 30.3 873 802 
Group III .. 912 805 1.29 1.62 23.9 22.9 948 867 
Group IV .. 842 769 1.12 1.30 20.9 20.2 913 812 
Industry 
Average 850 777 1.56 1.92 33.2 33.4 835 758 
Parts 
(Accessories Not Included) 
Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit Supply in Turnover of 
Sold to Sales Inventory Investment 
6 Mos. 6 Mos, 6 Mos. 6 Mos. 6 Mos. 6Mos. 6 Mos. 6 Mos. 
1959 1958 1959 1958 1959 1958 1959 1958 
Group | ...... $406 $523 30.5 30.6 5.4 5.9 2.2 2.0 
Group II 355 452 30.2 30.6 4.1 4.3 2.9 2.8 
Group III .. 330 432 28.7 29.4 3.7 4.0 3.3 3.0 
Group IV .. 277 309 26.9 28.0 3.5 3.5 3.5 3.4 
Industry 
Average 361 455 29.8 30.1 4.6 4.9 2.6 2.5 
Customer Labor Sales 
Average Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 
6 Mos, 6 Mos. 6 Mos. 6 Mos. 
1959 1958 1959 1958 
OS _ en $266 $357 40.6 39.8 
EID SEL ctadecectsuisebassdniosuesiseusece 243 336 46.1 44.6 
RI II a ea csindenipinchushteakniiestonen 220 284 48.1 47.4 
RIIIIED, 2EUP . scacctbiiianteadnsinenovevanenaxens 162 218 48.4 48.5 
Industry Average .............+ 237 317 44.1 43.3 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 


except accessories with new vehicles.) 


Average Sales 
Per New Unit 
Retailed 

6 Mos. 6 Mos. 

1959 1958 
INI) TE cigicsndiuseanese $893 $1,187 
CRO TE osicscsseseseiee 762 1,005 
MII SEE. - vescseccreotsesn 694 879 
co i , rane 525 644 
Industry Average 772 1,000 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations, Officers’ or owners’ salaries included, 


Percentage of Departmental Sales to Total Sales 


New Cars Used Cars 

and Trucks and Trucks 
6 Mos. 6 Mos. 6 Mos. 6 Mos. 

1959 1958 1959 1958 

Group I ....... 54.8 48.8 28.1 29.9 
Group [I .... 57.2 52.6 27.8 28.5 
Group III .. 60.7 55.6 24.7 25.8 
Group IV .. 64.5 60.5 22.8 24.0 

Industry 

Average .. 57.6 52.4 26.8 28.1 


* Not broken down in 1959 report. 


Percent of 
Gross Profit 
to Sales 
6 Mos. 6 Mos. 
1959 1958 
32.5 32.0 
35.3 35.1 
35.6 35.9 
33.8 35.8 
33.9 33.8 


Total Service 


and Parts 

6 Mos. 6 Mos. 
1959 1958 
17.1 20.6 
15.0 18.4 
14.6 17.4 
12.7 15.4 
15.6 18.8 


*Percentage of 
Service 


Absorption 
6 Mos. 6 Mos. 

1959 1958 
58.3 55.1 
58.9 59.4 
60.2 60.2 
60.8 60.1 
59.0 57.6 


Miscellaneous 


Sales 
6 Mos. 6 Mos. 


1959 
ca 


1958 
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REASONS WHY VACUUM POWER BRAKING 
IS FIRST CHOICE ON TRUCKS 
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LESS FIRST COST— LOWER MAINTENANCE 
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WITH BENDIX HYDROVAC* LEADING ALL OTHER MAKES COMBINED 


When it comes to power braking, the overwhelming choice 
on trucks is vacuum power, with Hydrovac leading all other 
makes combined. 

You can bet your bottom dollar that such overwhelming 
preference is based on solid reasons. For example: 

By saving dead weight, vacuum power can add several 
hundred pounds to payload, and earn extra dollars, as ton- 
miles build up. 


Bendix tivisroxn South Bend, wo. "Ge end” 


In addition, there is the vital safety stand-by of instantly 
available physical braking, instead of ‘‘no power, no brakes!’’, 

Then, with vacuum power there is less first cost and less 
expense for maintenance, and it is completely free of com- 
pressor drain on engine power. 

Any way you look at it, it will pay you to make Hydrovac 
Vacuum Power Brakes your choice for the best in power 


braking . . . for the most in value. *REG. U.S. PAT. OFF. 
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In Oil, Uranium Boom Areas .. . 





Where Tradeins Had It 


FARMINGTON, N. M.—An ex- 
perienced metropolitan used-car 
appraiser could learn some new 
tricks in Farmington because here, 
more than in any place in the 
country, tradeins are seldom what 
they seem. 

Leonard H. Gilliland, owner of 
Gilly’s Motor Co. (Studebaker- 
Willys), said it pays to be extra 
careful when appraising a trade- 
in because of the extra rough 
country hereabouts. 

“We usually put them on a lift 
and look under them before we 
make an offer,” Gilliland said, “be- 
cause most vehicles used in this 
area get a terrific beating under- 
neath from rocks, high centers and 
other obstacles encountered almost 
anytime a vehicle leaves the pave- 
ment, The oil and uranium booms 
account for rough use of vehicles.” 

Gilliland said he recently was of- 

fered a car in trade that seemed 
to have had perfect care. There 
were no dents, no missing bumper 
parts and even after he put it up 
on a lift it looked better than most 
underneath. 

Everything was fine until he 
came to the trunk. The owner 
had been hauling chain hoists, 
oil-rig equipment and big drill 
bits. The car was accepted less 
what it would cost to refinish the 
trunk and this job included some 
body work, new paint and new 


Because tradeins consistently are 
in bad condition, Gilliland said his 
standard offer is wholesale or less. 

Gilliland said he sells more Jeeps 
than the average dealer because 
this is a standard unit in this rough 
terrain and in almost universal use 
by those who must get to oil rigs 
and mines off the highway. Jeep 
owners trade for new Jeeps. Gilli- 
land said a 1%-year-old Jeep he 
took in a few months ago was vir- 


N. H. Legislature 
Recalls Tax Bill 
On Import Cars 


CONCORD, N. H.—A bill which 
would increase the local tax on for- 
eign-made automobiles has been 
recalled from Gov. Wesley Powell’s 
desk by the State Senate and re- 
turned to its transportation com- 
mittee for further study. 

The move was made after Sena- 
tor Charles C. Eaton, Stoddard, de- 
clared that enactment of the meas- 
ure in its present form would 
result in a “gross disparity” between 
local taxes paid by owners of im- 
ported cars and American-made 
automobiles. 

Eaton pointed out that the for- 
eign-car owner would be taxed on 
the Federal excise levy paid on the 
vehicle, while the owner of the 
American automobile would not. 

The bill, which has been given 
final approval by the Senate, is 
aimed at eliminating confusion 
among municipal! officials over 
what to tax foreign cars. 

Under the present form of the 
legislation, the local tax would be 
based onthe New York port-of- 
entry price, which includes ocean 
freight and the Federal import and 
excise taxes. Local tax on Ameri- 
can cars is based on the factory 


Used-Car Notes 


READING, Pa.—A one-story, L- 
shaped office building, to be used 
in connection with the sale of used 
cars, is being built at 1015 Lan- 
caster Ave. by Morganstern Chev- 
rolet Co. 

Cost of the 20 by 20 building 
has been estimated at $6,500. It is 
scheduled to be completed in 
October. 


Chambers Opens New Lot 


NEW CASTLE, Pa. — Chambers 
Motor Co., 125 W. Grant St., has 

















opened another used-car lot at 201 
W. Grant. Chambers handles Im- 
perial, Chrysler, Plymouth, Simca 
and other imports. 








tually a total wreck. 

In the five years he has been a 
Jeep dealer, Gilliland said most 
Jeeps were sold to oil or mining 
companies and the vehicles were 
paid for by check, eliminating most 
all time deals. 

However, in the last year there 
has been a terrific expansion in 
Jeep use and a swing to individ- 
ual ownership, he added. 

It is due to the tremendous in- 
crease in population during the last 
two or three years and the fact 
that many doctors, for example, 


have patients in locations that re- 


In other cases a doctor or a law- 
yer will have a mining claim, or 
oil interests, or in Many cases, a 
ranch home out in the mountains 
for weekend relaxation, One doc- 
tor drives from his office and his 
mountain ranch home every day 
in his Jeep. 

The Lark also is doing well. He 
said they were selling them about 
as fast as they could get them. 
While the Lark is not recommend- 
ed for roads that are marked “im- 
passable except for Jeeps,” as 
many of them are, he said it goes 
wherever two-wheel drive autos 
travel and has made a good im- 
pression in the area. 

Another new Gilliland item 
that is going over good is the 
Monroe Load Leveler, a combined 





quire use of a Jeep, Gilliland said. | 


shock absorber and overload 
spring, for which there is a good 
demand in this area. 

“Probably no vehicle in business 
use out here is ever operated at 
capacity,” Gilliland said. “They 
load on all they can get, so that 
most vehicles from two-wheel drive 
passenger cars to four-by-four 
four-wheel drive trucks are always 
operated overloaded. This is due 
mostly of course, to the rough ter- 
rain and it is cheaper and saves 
more time to haul an overload and 
make one trip than to make an- 
other trip.” 

Another new entry into the Jeep- 
buying fraternity, according to Gil- 
liland, is the rock hound. For the 
uninitiated, rock hounds are en- 
thusiasts who hunt out near-preci- 
ous rocks from which jewelry orna- 
ments are cut. 








June Sales Up 50% 
For Ford of Canada. 


TORONTO.—Ford of Canada re. 
ported that combined June saleg of 
North American-type cars and its 
imported English Fords showed an 
increase of 50 percent over June, 
1958. 

The company said English Forg 
sales were up 80 percent and that 
North American cars were up 4 
percent, It was the best June since 
1956 for the North American-type 
vehicles. 

The company said Ford and 
Meteor showed the greatest in. 
creases among its Canadian cars 
June retail deliveries of the two 
lines were put at 37 and 60 percent, 
respectively, over June, 1958. 


———s 





New Passenger-Car Registrations, Six Months 


Total, 1959-1958 
























































































































































































































































































































































Car registrations by | AMC | Chrys. | | De- Plym. |CHRYS Mer- | FORD Cadil-| Chew | Olds-| Pon- | G.M.|_ SP [Miscel 
states as compil Ram- gt tee oy Dodge! ‘o’s,, | LER | Ford | Edsel |Lincoin ; Buick lmobile| Hee |TOTAL| Stede-| lan- |TOT, 
y R. L. Polk & Co, or: ler rial | Soto outh TOTAL cury {TOTAL lac rolet |mobile| tiac | TOTAL baker | Gens 
Alabama "59 1822; 336| + +—:103/.—Ss«s199| = 8171974! 3429, 10775 = 359| 118 905| 12157; 1929| 697; 10594; 2200| 2302; 17722; 600; 3522) 392 
58) 680) 332, 74, 238) 708) 2158) 3510} 6632/ 275)  124| 786; 7817| 2075; 620) 8740) 2050) 1480) 14965 147, 1694, 28813 
Arizona 59) 905, —«*124| 73; 106 +=«-399| +1014) =««1716) = 4661) = 167) ~—S«141 541, 5510; 689) 551| 4636) 1002) 1254) 8132; 484) 2420 if 
58) 483; 145) | 90; 311; 938, 1544) 2320) 158) 121 385| 2984) 645 361| 3744, 734 614) 6098) 79|  16ll| 12% 
Arkansas 59 1072; —‘*157| 41; 126; ~—s«505| «1 156) + 1985) 6024) ~—«:190| 65 612) 6891, 959) 435) 6151; 1399) 1340) 10284; 364) 1247, 2108 
58) 391} 147} 28| 136) 499) 1365) 2175) 4554) 126 75| __553| —5308| ‘(1045 385 5055| 1241) 885) 8é6ll| 166 614) 17% 
California 59 19473| 2242, 1070| 1554; 5895| 15878| 26639| 67331; 4844) 1713] | 77820; 10246! 9127) 66911, 14199| 15798| 116281 6705, 54010, 300mm 
58 6478) _2794| 1092; 2064) ~—-7030|_—«*18754| 31734) 43578} 1937) __—*1852! 53253|  8738|  7736| 57739) 10618} 9009) 93840) 1294) 32116 2I87I5 
Colordao 59 1976| 266) 99, 160; 835, 1610, 2970, 6979) 242) 136, 819) 8176, 1067; 568) 8091) 1554) 1833) 13113) 648; 3041 
58) 1155} 325) 80! 235) 853) 2041, 3534 5074) 278) —*145| 934, 6451; 1218! 536] 7276) 1492) 1192) 11714) = 201; 2056-2511) 
Connecticut 59 3483, «620 163; 348| 994) 3780, 5905, 9761; 225, 232; 012) 11230) 1436] 1022) 9286) 2602) 2797; #17143; 1169, 6178) 4510 
58 1564) 585 112) 400;_—«999| ~—«3358) 5454) 6429) 328) 249 862| 7868} 1496] 989) 8182) 2028] 1690) 14385) 324 3390) 
Delaware "59 356) 83) 23) 80; 265, 914) ~—«1365) 80) 37) 216, 2416, 388) 208/299, 534,548, 3977179 ‘Of Rn 
58 176| 129! 18} 104 202) 923; 1376) 1563! 75 | 44) 232} 1914) 390; 230) 2552} 533) 419) 4124! 47 522, 8159 
District of Columbia ‘59 694/188) 47; 104, -310/ 1359/2008) 2626) 69) 87, 229| 3011) 329| 447! 2757; 818) 897| 5248; 298, 1668 i277 
58 227| 219} 76} 136) ~—-364'—s*1160)~—«s1955| «19791 32| 69) 300} 2380) 396) 409; 2838) 51 576| 4870) 54) 1084 105% 
Florida 59) 5077, 815| 430, 477| + 1791| 5082| 8595| 22533)  657|  860| 2155 26205, 4289) 4138) 25744; 5706 5232) 45109, 1507; 22145) 10e6% 
58) 2297, 786) 399) 690) 1644) 5890! 9409! 16361 629} Bil} 2185) | 4367| 3325! 21419] 4861; 3084) 370561 + -465|—«11084, = «02a7 
Georgia 59 2200/51) 100/297) 1153) 3131) 5197) 15681) 5A 209) «1043; (17474; +2372). ~«1112| +14835| + 3233| 4322) 25874) 1007) 6050, 57m 
58) 964) 477) 96| _311| 1043) _—-3479| «5406 ‘11789 318 212} 1153! 13472| 2719) +~=—«1050} 13994) + 3315| 2587) 23665) + = -347| «= 3733) 47587 
Idaho "59 889; «104 37) 87, 304; 608 1140) 2456) 92| 50| 352| 2950) eo 289, 2433) 664, 843, 4834) 318; 920 11065) 
58| 559| a 37 86} 279) ~—756| —*1281| _~—stt3|__—sdT'S 73) 359, 2160| 535 255| 2088} 605, 599; 4082 138 762| 8982 
Ilinois 59) 12138) 2342; 694) *1553|4535| 12796) 21920/ Si509| 1864, 1443 saa) 60502| 10831; 6086) 58816) 16425) 16931, 109089, 5341; 10319 21930 
58) 6398; 2378} «600 _—«*1790| ~—«3800| +—*12983| 21551| 32755! 1306; —1302| _—«4935| 40298) 11606 5614] 50233, 13785|  9205| 90443/ 1626 5131. 165447 
Indiana 59) 4839) 266; 879, 2300| «5650, 9963, «21621; 898; 400)  2259| 25178 4663; 1982) 21753; 7133| 6425| 41956, 4499) 4393, 9087 
58) 2189! 8341 236, 804) 1785) 5453) 9112) 14804) 867; 400) 1970] 18041; 5090} 1934) 17872) 5702) 3548) 34146] 1407| 2293) 6718 
lowa 59 2965, 541) 99, +354! +1313, 3039 5346) 13421, 388) 148/ 1517) 15474| 2123) 799] 13347| 3105) 3179) 22553; 1222, 1870 494% 
58 1446| 480 80! 318, 1059/2863) + 4800| «9936, += 400 —=—149) ~—«*1268| _—(11753| 2384) ~—7I1|_‘12112| ~—-2740| ~—«2290|—«20237|——393 989 39618 
Kansas 59) 2148; 398) 93| +223; + +«41018| +«2408) +4140; +9939; + 304) ~+«133) 954; 11330; 1992; 712) 11423} 2472) 2509) 19108| 738 2614 4007 
58) 1278} 448) 85! 373) 1008; 2660 4574, 8763! 437) 169; 1074, 10443} 2351] 713) 10429) 2353) 2089) 17935! 3201 1304 358% 
Kentucky "59 1503! 246) 59| 192;  787| 2057; 3341, 8783| 383] 83, 825/ 10074! 1565] 543) 8669/2388) = 2153| 153/8 508, 2042 327% 
58 556| 267 59 195' 607, 2064; 3192) 5631; 292) ‘118! 891| 6932) 1766] 543) 7856) 1972) 1339) 13476 145 821| 25122 
Louisiana 59) 1405, 299 87, 217; 705, 1842; 3150) 11815) 326) 182/ 872; 13195| 1846) 854) 13080| 2860) 2967, 21607; 661, 3944) 4398 
58) 458) 321/ 89} 226) Bil} _—2351| ~—«3798| ~—«9394|~=—279) ~—s195| ~—«*1045|—«10913| 2011 791} 11990} 2813) 2036) 19641) 193) 1866) 36869 
Maine 59) 1082) «128 27) 73) 406) 1054 (688) 3190 149 56 371| 3766) +488, 220) 3229) 621) 805) 5363) 437, 1823 14159 
58) 576| 129 2} 131) += 422)~—«1106/ =—:18 14) +3011 92| 48| 427} +3578! += 705} += 281) +3421) 635 661| 5703 191 1187) (13049 
Maryland "59 3078, 605 120, 446) 1512) 4683, 7366) 12611 263, +191; + +(1081| 14146; 1711) 1007| 13860) 2809, 2840, 22227/ 1160 5487, 534m" 
58 1035 646 140|  507| 1438) 4546) 7277) +8909 337 157; 1133} 10536) 2173} = 857} 13200) +2368) +2190) |-20788 286| 2700 42622 
Massachusetts 59 5944. 976) +220, + «+734 «+1962, 6088, 9980| 16363) 450, 424) 1640) 18877| 2822) 1624) 14653) 4932| 3842) 27873; 1385| 6847) 70% 
58 3410) 873 19% 799| 1776) 5869) 9513) 12765 391 403} 1600 15159| _3485/_—*1702/ 14426) —-4503| —-2656| 26772) ~—«381|~—«5033| boas 
Michigan "59 10757| 1751 474) 1751| 4753) 12864) 21593, 55831/ 2710, 1193) | 7403) 67137 11430| 5094) 53135| 14164) 16764) 100587, 3141) 10602) 213817 
58 4332} _1352/ 334) ‘1371 3498} 10094| 16649/ 27743, ‘1935 935| 5105! 35718) 7807) 3788) 35545| 10282; 6853) 64275! 777) 5399) 127150 
Minnesota 59 4257, 700 137,532) 1622) 4215) 7206) 16910) 625) 235)  1730| 19500; 3171| 1144) 15584, 4500; 4067) 28466) 1461, 3031) 63%2l 
58 2301 660! 148) 548) 1491) 4312] 7159) 11200) 537 262 1593} 13592} 3275) 1039} 14563) 3989) 3073) 25939) 623) 1592) 51% 
Mississippi "59 755 199) 33, +4102) 345) 41114) 1793) 5175 126) 68 354, 5723) + ««990| += 324| +=«5739) + +«1230) +=«1'339) +9622) +~2=S«371, +~—«1'735|~=«99 
58 287 166 42| 136} 353) _~—«*1079|~=—«1776| ~=—«4353| «136! 5! 346| 4886/1236! ~—«331|_—«5428/ 1204 ~— 9499148 148 584 16829 
Missouri 59 4051, 546) +131, +468) + +2019' 4796) + 7960' 19077) 506) 263) 1443, 21289| 3402; 1491) 22457| 4454) 4271; 36075, 1516) 5793\ 766s 
58| 1549| 624 180/ 704) 1768) 5388) 8464! 15034 484) 290) 1618! 17426} 3732) 1515} 19960) 4244) 3266' 32717|  597| 2371! 633% 
Montana 59 815; «128 59) 83) 384 833) 1487) 2928 142] 44, «415, 3529/7733) S311 +3009; S834) S749; +5636) +9358) 769, «125 
58 528) 141} 37) 90; 315) 718] 1301| 2097 114) 61) 338} 2610) 643) 242) 2481/ 629; 504) 4499 159| 574) 967! 
Nebraska 59) 1424, «313 87 156) 675| 1678 2909, 7756) 180) 89' 756, 8781; 1122) 541| 7657) 1540, 1578| 12438 562, 1383. 27497 
58) 664) 258 65| 133) ~=—-56l| 1639) = 2656! «= 5497) ~—si52 116| 715; 6480/ 1251] 457) 6771/ —«*1438]—s«TISI| 11068) ~—s«193] 825] 21886 
Nevada 59 231! 42! 28) 34) 86, 209, +~=S«399| +~—=—«898) 59) 58 | 159| 1172) 172) 172) 844) 263) 290) 1741; «+4114 953) 4610 
58| 66) 72| 20 68} 126] 306! 592) 799) 96! 57 174; 1126) ~—«(149| ~— «189; = 960! = 256] = 242) «17% 60! 767! ~— 4387 
New Hampshire 59) 919) 90/ 25) 58) 326) 838, 1337) 2271; +106) 43) 293) «2713) += 303). ~S«1'95| +=» 2557 +~=«501| +~=«521, +«4077|~+~«S«C«34B) «256. 10680 
58| 455 | 89/ 15) 58/231 646 1039! ~—«1537/ 58/ 41! 224} 1860/ 316)  163/ 2080 344 378) +3281) ~—s:100 963| 7698 
New Jersey 59) 6901, 2088| 563) 1236) 2949) 9055| 15891) 24160!  678| 754) 2844) 28436/ 4444) 3914) 26116) 7289) 8439) 50202) 2768 12438 116636 
58) 3253! 2119] 529! —*1600) 3324) +«10238|_‘:17810| 16597| _—-902|_~—=713|_—«2591| 20803! +—5433| + 3631| + 24775| +6804; 5005] 45648, 822/498 95324 
New Mexico "59 550; +133) 44 68) 349/680) 1274) 3154; —«*S:10) 5i| 344! 3659) 600) 246) 3556  774| 778) 5954)  327\ +1176) 12940 
58) 299| 145! 42; 113) += 301), ~S 727! ~=—s«:1328! =: 1934] ~—s138 68! 339/ 2479! 631/  207| +=«-2932/ += 682) += 564) 5016) ~—sit01 660 9883 
New York 59) 15727, 3934,  1084| 2470| 6560| 20054 34102| 51625, 1483) 1594) 6238) 60940 10483) 8702) 56292| 20996| 19041) 115514) 62951 26339 258917 
58 7544| 4353) 1098} 3313/7545! 21576| 37885! 39220| 1699! 1776! _6331| 49026] 13574! 8414) 54420/ 19869) 11537/ 107814' 2421| 18193 222883 
North Carolina 59 2014) «529 86; 382| 1226, 3640 5863) 16364) 464 166; 1259! 18253) 2645) 1088 13119)  3233| 3602 23687| 9931 5705 56515 
58 860! 440! 82| 397; __—«938)_~—«2702|~—«4559/~—«9653| 304) 15 853| 10966] 2553) ~—931| 9504! ~—-2678| ~—« 2026) —*17692 317/ 1415! 35809 
North Dakota "59| 666) ‘16!| 34: ~sitil) ~=—«362)~—S—«928)~=«1S96| 3176) ~—=«5 8) 41! —«375|~«3750|+=«502|~=«161! +2816) +#«797| +~«#«578| + 48541 ~+~+«166 335. 11367 
58) 418} ‘182! 34) 103! += 313! += 908! ~—s«*1538! = 2234) ~—s«124! 65) 338} 27611 514) 142! 2646! 693! = 422/_:—= «4417 114 244 9492 
Ohio "59 10908! 2011, 461| 1751) 5965) 12809) 22997) 50349| 1870) 747) 5565) 58531| 9770) 4307; 47081) 13496) 14452) 89106) 5114) 14103 200759 
58 3991; 1952) _447|_—«*1900|_-5147| 12689) 22135] 31112) 1389) —952|_—5123| 38576) 9282} —3731| + 37699| 10450) 796949131! +1152) 6048) ‘141033 
Oklahoma 59) i591| 240! 71| 206 +~=««633|+«1646!~=«2796| +=«9215, ~—«167|~—S=«WL'09 830| 10321| 1617! 731) 10514) 2307) 23691 17538 616) 2323 35185 
58) 751| 225) 54| 228) 596] 1984| 3087) 6306}  207/ ~—«*149| 729| 7391! 1761] 673) += 8630! _—«:1966! ~—«:1563! «14593 232| 1245 2729 
Oregon 59) 3233) «197! 80; 258) 526] 1674) 2735 7409! 323) 1391 866) 8737) 1336) 605) 8005) 1554) 2218) 13718) 1170, 5098 34691 
58! 1458] —202/ 88 241| 573} __—*1816|_—-2920|_—«$424) 31! = 76 956!  6867/ 1217! 500! 6985! 1278) 1304) 11284 311| 4022’ 26862 
Pennsylvania 59) 11510| 2872! 6691 20711 5601! 14582 25795! 364051 1456 827) 4844) 435321 7742] 4678) 41945! 10536) 107251 75626] 4796) 13373. 174632 
58) 4569| 2728! 542) 2305! 5276! 15456! 26307! 26133! 1233! 852] 4634) +32852/ +8952) 4290! 40214) 10051! 7592! 71099! 1457' 7202) 14348 
Rhode Island 59) 1039) «+176! 41) 58 319) 1048) 1642) 3377! 44) 731 3061 3800 429) 338) 2794) +666) +5691 4796 +2361 +1620. 13133" 
58/ 643/ «167! 55) 123! _~—«255|_—«*t081| ~—«*te81| ~—-2506! 72! 82) 209! 2869/ 489! 359! 2116!  696/ —-325/ ~=—«:3985) 68! 1043) 10289 
South Carolina 59) 1174, 215) + 46) + #«+147| + %589|  1758| 2755| 7425) 201| 86| 657 8369) 14141 469) 6558] 1342) 1649) 114321719) 3338. 27787 
58! 431| —-179! 37/165} 407)_—«*4466| ~— 2254) ~— 4326! ~—=*tS2| 76! 470| 5024) 1341] 389! 4991] —«*1059| 996! += «8776! ~—s:104|—Ss*1:244! ‘17833 
South Dakota 59) 706; —*167! 32 | 82; 351 642) 1474) 3448) 194) 35) 368/ 4045| 619) 193) 3269] 888) 753) 5722 222). 474 ~«12643 
58) 424| 147! = 125! 293! 817; 1414) 2803) 84) 42) 310 3239! 649! 164) 3171) 754! 609 5347 138! 256| 10818 
Tennessee 59) 2274, «342; ~—=Ss«d112!~Ss=«&321|~=«*45| ~=-2698! +4518) 12330 5 524) 178) 056! 14088! 2263! 874] 12243! 3011; 3235! 21626) 7861 3013 46305 
58 913] 300! 63/316! _—90!'!|—-2649|__—«-4229/~—«7909/ 147) 869| 9218] 2407| — 712! —=«*10210|_~—«2511| ~—*1707|«*17547} = 265] ~—«:1307! 33479 
Texas "59 5639/1092; 419| + +723! + #2526) 69461 11706| 41341! 800) 597) 2869) 45607| 7276| 3615] 45700| 10982| 10052! 77625| 2614) 14272 157663 
58! 2013} 1361/46! ~—946! ~— 2881; —-9359| 14993} 31350/ 1032| —683|_—«3589| 36654) —8906| —3422/ + 44007/ +10649| 6874 73858] 9261 4483 _134927 
Utah "59 1074) —«*117) 32! +160| 268) 786! 1383/ 2651 115] 55 | 453| 3474 695| 309) +3014 +788) 1001) 5807) 199) 1330 13267 
58| 363} —*(142| ~——38]_—s59|_—s297| __—828|_—s*1444| ~—s*1'929/~—_—=dS 8 | 66] —444!_—2597| 646! =~ 270! —2658| 696! ~— 557! ~— 4827 45| _962|_ 10278 
Vermont 59) 571) 79) 1! 60 214) 620! ~=S—984|~—=«iL549| 57 13) 208! 1827277, —SssN|—sN7NN]—Ss«iB AY ~SC*«*SB) 2686) )SSC*d'73)~=CO99t) S722 
58| 326| 81/ 15] 48 181/__-499|_—«824) ~—*1306} = 33]_ 9 148} 1506} —319)_—st16/ —«*1603/ ~—-250/ ~— 280) += 2548) =) 754! __ 09 
Virginia "59 2523; 654) ~—«159! ~—«507| +—«1462| +4795! +~«7577| +15360/  407| + +266) +~+=«1598| 17631/ 2462/ 1057! 14057| 2997] 36001 24173| 1108) 7110 6012 
58| 1167] __613|_—st8|_——545]__*1395| 4425/7116) 10403) ~—472|~—245|_—«557)_(12677|__—-2701| ~—s9I'|_:11684| 2444) +~—-2548| 20340 369! 3438 45107 
Washington 59) 3103! 278! 87| 241! 889! 2065 3560 9618! 3991 1761 1087) 11280) 1497| 586) 9008| 1764) 2271) 151261 9071 6353 40329 
58| 1430! —306| 91} 313|_—910)_—2217|__:3837!_—«6669! =~ 349/216! ~—1029|_— 8263! _—«*1386) ~—«493/_—«7502! ~—*1460! ~—«st444] «12285! «= 334) 4184 30339 
West Virginia 59] 1085! 256! 44, —-202—=Sé«SN4]~=—SO1435)~=Co25ST!SCSI31) ~—=«279/ 87/623) 61201 1091) 394 5178) 1357) 13491 93691 596) 1565 21286 
58! 387! 270! 53] 212) ~—522]__—*41390|_—-2447|_—«3939| 329! 93/ 605| 4956! 1185! ~—347|_—«-4356] ~—«*1230/-~S 990! 80a} ~—si97!_~—777_—*16872 
Wisconsin 59) 7242| 664) +137) 483) 1940) 3948] 71721 16727| 4641 289! 1679] 19159] 3501! 1476! 16921) 4976] 5041| 319151 1295) 3158 6994! 
58| 4553| _667|_—«28|_—=S—548/ ~—1555| —3732| ~—6630|_‘1N671| —«472/_~—=—326! ~—=d8487| (13936) 3585! 1402] _14953| 4109/3205 27254! +544] 1852 _ 54769 
Wyoming 59) 493'—-63)~St«~«*SS Si 142/ 333) 607) 1451/65! 35! 189’ 1740) 365) 1911 1705 462| 435! 3158) 1261 583 6707 
58! 205 | 58) 25| 50! 134!  347/ 614} —‘(1008/ 66] 27| 189| 1290] 399] _~—s«145! “1465/69/76! 2654! St] 291 5105 
Alaska "591 123] 7 12/ 19. 20! 97) 276) 475! 17) Wl 59) 562! ‘5i1/ 491-477) 60] 72) 709! 94, + 434~—«21%8 
58! 66! 21! 8] 15) 24! 142) 210! 313} 54| 21/ 81! 469] 43] 43|_—«5 36) 58! -50/_—730! 32/ 323 1830 
First 59] 176604! 319181 9067! 23000! 72587! 195209! 331781! 733946! 24220! 15030! 76891! 850087) 1347521 75787 7556281 194671! 2009381 13617761 684211 292212 308088! 
Six Months 58) 78586| 32458) 8449! 26526! 68749| 201945| 338127! 500865! 22057! 15489! 70952! 609363! 141577! 68088! 660013! 168141! 12240811160227! 20974! 162912’ 237018? 














“The information in this report has been compiled from official state d 


roqgved ry the time the report is published. 


958 figures for Metropolitan and Packard are included in miscellaneous. 
S. summary. These figures have not been subjected to auditing procedures usually applied by 
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GOING ON 


DOWN 
SOUTH? 





:| Advertising is producing “amazing sales results!” 





650 

698 

a 

: Have you adapted your sales and advertising plans to the 
y enormous new importance of the rural South as a market? 
i *‘We have been getting amazing sales results in the South. Southern cash farm income is at an all-time high — topping 
ws In fact, in a recent program, our dealers in one area of the $10 BILLION in 1958, and continuing to rise in 1969. 

3 South led all of our dealers in the entire U.S. in sales of The buying power of the rural South is far greater today 
185 ° P . 
M F f ‘ O : tinnsi than ever before in history, as farmers make record-breaking 
4 bassey “ferguson oF m equipment. Uur inves ga vons Ccon- progress in farm mechanization and improved farm effici- 
5 vinced us that a major reason for these results is the effec- ency. Tractor manufacturers are producing “amazing sales 
86 e . . . . ” 4 . ae hs Mf 

: tiveness of our many years of advertising in The Progressive results” by investing more advertising dollars in The Pro- 
7 ” gressive Farmer than in any other farm magazine in the U.S. 
” Farmer! 

a . ‘ : , You, too, should get your full share of this huge sales 
a John H. Shiner, Vice President, Marketing opportunity. Whether your product is for farm, home or 
‘i Massey-Ferguson, Inc. family, your advertising in The Progressive Farmer is your 
ry direct route to a rich market that is ripe and ready for 
; development — the rural South! 











iiore than 5,700,000 readers in the 16 Southern states 


| THE PROGRESSIVE FARMER 


Advertising Offices: BIRMINGHAM + RALEIGH + MEMPHIS + DALLAS + NEWYORK + CHICAGO + LOS ANGELES + SAN FRANCISCO 
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Publisher—George M. Slocum (1889-1949). 
Chairman of Board and President—Mrs. George M. Slocum. 


Editor & General Manager—Pete Wemhoff. Editorial -Director—Robert M. Finlay. 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon, 
Associate Editor—Robert M. Lienert; Engineering Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ullman. 
Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C. Kelley jr., John E, Walsh, Agnes Stewart, Audrey Lincicome. 


Business and Advertising Manager—Richard L. Webber. 


Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.; 
Chicago—J. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 
William R. Maas and Roy Holihan; Los Angeles—Robert E, Clark; 

San Francisco—Jules E. Thompson, 
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Manager; Beverly McLaughlin, Assistant. 
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41. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
7 2. Every dollar of qrmutee and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom. which made the U. S. 
ay + A ome 2 its citizens more of the better things of life than pK 
else in 





Labor Laws Call for Action 
On the Part of All 


2 gmail labor legislation does not receive the attention it 
deserves because millions of us do not feel concerned. 
We think of such legislation as concerning only union em- 
ployes and possibly their employers; or even in a more 
limited sense of just union officials. 


Yet anyone who has studied the growth of power of union 
leaders since the Wagner Act was passed back in the ’30s 
knows tHat the liberties of all of us are at stake. 





Union leaders have committed more crimes against the 
laboring man than employers ever did. It is long past time 
for reform. 


This does not say that there are no high-minded union 
leaders. There are many of them. 


Yet our labor laws also have fostered the rise of rack- 
eteers who think not in terms of what is right or wrong, 
but only of their own power and pocketbooks, and they 
weigh what they do, not in terms of labor welfare, but in 
terms of “what can they do to me if I ignore the law.” 


The Landrum-Griffin bill, H. R. 8400, is designed to 
correct these union abuses. It has been endorsed by Presi- 
dent. Eisenhower as one “to protect the American people 
from the gangsters, racketeers and other corrupt elements 
that have invaded the labor-management field.” 


Unions have become instruments of great pressure in the 
field of national legislation. They will fight mightily to kill 
this bill. 


Your congressmen will be hearing from the union leaders. 
Let them hear from you, too. 





Coming 
Events 


Dealer Conventions 


Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va, 

—_ 4-5—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. i3-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota “Automobile Dealers 
Assn., Hotel St. Paul, St. Paul 
Sept. 20-22—36th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. 

Sept. 20-22—Colorado Adimabie Dealers 


Assn., Broadmoor Hotel, Colorado 
Springs. 

Sept 22—Kentucky Automobile Dealers 
Asin, tag Dam Village, Gilberts- 
ville 


Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept, 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Oct, Il- 13—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 


mond. 
Oct, 17-19—Texas 
bile Dealers Assn., 


Independent Automo- 
Hilton Hotel, San 
Antonio 


Oct, 18-20—Florida Automobile Dealers 
ot Hotel Robert Meyer, Jackson- 
ville. 

Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Nov. | mnecticut Automotive Trades 
Assn. Statler-Hilton Hartford. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec, 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City 
Jan. Jo-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C, 


» 14-15—Louisiana Automobile Dealers 
ssn., Roosevelt Hotel, New Orleans. 
aa 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 
eS 
Auto Shows 


Oct, hay gg State Fair Automobile 
Show, Dallas. 

Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton 

Oct. 21-31—44th Motor Show, Earls Court, 
Londen, England. 

ct. 24-25—International "500" Motor 
= Show, MF a sce Memorial Audi- 
torium, Des Moines, 

Oct, 31-Nov, 11—4Ist International Motor 
Show, Turin, Italy. 

Nov, 12-22—San —_— Imported Car 
Show, San Francisco, 

Nov. 13-22—Los Angeles ie =m, Pan 
Pacific Auditorium, Los Ang 

Nov, 14-2i—Philadelphia pro ‘how, Phil- 
adelphia. 

Nov. 21-29—Cleveland ote Show, Public 
Auditorium, Cleveland 

Nov, 30-Dec. '5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. 1-6—Tampa Auto Show, Fort Homer 

eee Sey. Tampa. 


Jan “eee Auto Show, Bir- 
mingham, 
Jan. 9-16 Pittsburgh Auto Show, Hunt 


National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 9-16—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 

Jan, 930-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 

Jan, 24-28—International Foreign ‘k Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 

Feb, 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York, 


General 

Sept. 14-17—National Farm, Construction, 
and Industrial Machinery. Meeting, Pro- 
duction Forum and Display, Milwaukee 
Auditorium, Milwaukee, 

Sept. 16-17—Annual - Meetings, American 
ie Casting Institute and Die —— 
Research Foundation, Edgewater Bea 
Hotel, Chicago 

Sept. 25-27-—Detroit Section, SAE, Green- 
brier Hotel, White Sulphur Springs, 
West Va. 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago, 

Oct. 5-10--National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct, 18-23— Annual American Trucking 
Assn. convention, Hotels Biltmore and 
Statler, Los Angeles. 
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"This time he didn't come in to just look around— 
that's his billfold pocket that's bulging.” 











Letterbox 
‘Bearing the 





used if you so request. 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


>] 


Burden ... 


No attention is given to unsigned 








Bonus for Dealer Urged 

I am enclosing a copy of a letter 
written July 23 to Henry Ford II, 
expressing the viewpoint of local 
dealers toward the unparalleled 
prosperity of the automobile manu- 
facturers. 


Our family has been in the auto-. 


mobile business over 45 years and 
my father was for a two-year pe- 
riod vice-president of NADA. 


Naturally we are interested in 
correcting a situation under which 
automobile retail dealers become 
more and more restricted in their 
profit margins and manufacturers 
by reason of their favored position 
earn more and more net profit 
based on sales. 

The dealers are bearing the bur- 
den of moving tremendous numbers 
of automobiles through commercial 
channels and their efforts should 
normally be better compensated 
than they are at the present time. 

We will very much appreciate 
any publicity you consider. giving 
to the letter or the thoughts con- 
tained in the letter—E. NEwTon 
Wray, President, Wray Lincoln- 
Mercury, Inc., Shreveport, La. 

Eprror’s Note: Mr. Wray’s letter 
to Ford follows: 

I have just finished reading in 
the Shreveport Journal, July 22, 
1959 edition, details of the success- 
ful earnings record you have com- 
piled for the first six -months of 
1959. Our congratulations to you 
and your organization for this sig- 
nal achievement, and the capability 
it indicates. 


However, your dealers aren’t 











30 Years Ago... 





The Big Stories 


Domestic sales of new cars continued at record levels in June, 
bringing the total registrations for the first six months of 1929 to 
2,156,113, an alltime high. June registrations amounted to 386,537. 

Graham-Paige announces its line of 1930 models, which consists of 
three sixes and two eights, with many improvements in chassis and 
bodies. One of the features of the line is an exclusive innovation with 
Graham-Paige—the use of adjustable seats, front and rear. The rear 
seat cushions offer a choice of two positions, changing the slope and 
the depth of the seat. Full width front seats may be shifted mechanic- 
ally, while occupied, over a wide range of positions. 

H. H. Franklin, president, Franklin Automobile Co., is of the opin- 
ion that within the next 15 years it will be possible to cross the 
continent by motor in 50 hours. The Franklin holds the transconti- 
nental and return record of 157% hours. 


—From the Files of Automotive News 











showing any profits remotely ap- 
proaching these percentages. In 
fact, our net profit for the first six 
months of 1959 is less than one 
tenth of one percent of sales, while 
yours must approach 10 percent.= 
This is in spite of the fact that we 
are leading the district in our 
quota of unit sales. 

Your desire to build a strong 
dealer organization is a time- 
honored precept and one with 
which we are heartily in accord, in 
spirit and in implementation. And 
so keeping in mind our future 
joint prosperity, may we suggest 
a@ year-end bonus or adjustment of 
dealer incentive payments? 

* * x 


Renault Hits 107 M.P.C. 


I am attaching herewith a clip- 
ping from the Newport News Daily 
Press. of July 8, 1959, which I feel 
is of interest to people in the auto- 
motive field. 

I know you will find it fantastic 
that the Renault Dauphine ac- 
complished 107.9 miles per gallon 
on this economy run. However, 
you may find the proof in the at- 
tached article. 

I thought perhaps this might be 
useful’ to you in the AUTOMOTIVE 
News.—H. W. SmirH, general sales 
manager, Eastern Auto Distribu- 
tors, Inc, (Renault), Norfolk, Va. 

Epiror’s Note: The Newport News 
(Va.) Daily Press reported that 
David Knutson, Norfolk insur- 
ance agent in his first Renault 
ride, rolled up 107.9 miles on @ 
single gallon of gas in a five-hour 
test around Langley Air Force 
Base, 

The car won both the actual 
distance and ton-mile records for 
stock vehicles in the Peninsula 
Sports Car Club economy run, 
the Daily Press said, and fin- 
ished a little more than «a lap 
ahead of another Dauphine, which 
averaged 996 m.p.g. The cars 
used a “speed up, engine off and 
coast” technique. 

* * * 


No Inflation 


In my father’s. issue this week 
(July 20 issue), I noticed on Page 
39 Auto Oddities. It says that Mexi- 
cans made shoes out of old auto 
tires in the ’30s. Not only in the 
’30s did they make footwear out = 
of tires, they still do.— WALTER 
MacDonatp, P. O. Box 2463, Or- 
lando, Fla. 


“ 
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| Style and Performance 


The Motorola Car Radio made its debut thirty years ago. 
And it’s been the best of traveling companions ever since. 

Reason: three decades of creative research put Motorola Car 
Radios ahead of the standard, beyond the anticipated. For ex- 
ample, Motorola’s Eliminoise minimizes power-line static and 
interference, keeps reception crisp and clear all along the route. 

That’s Motorola for you . . . always a step ahead to give you 
the radio for today that’s traditionally at home in most every 
car on the road. 





| Since this 1929 Duesenberg 
| got its Motorola... 














MM MOTOROLA ® 


sence ull 


Duesenberg Town Car, one of Motordom's classics 





‘| 30 Years of Leadership Have Kept 
1 Motorola Car Radios First in 





The greatest pushbutton car radio ever! New Motorola all- 
transistor model (shown in phantom view) has all the Motorola- 
created extras to give years of fade-proof listening pleasure wher- 
ever it’s played. 24K gold-plated knobs and trim add elegance 
to the finest car radio yet! Model GV 800 
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Must Go After Buyers... 





Rockies Dealer Faces 
New Selling Concept 


DEL NORTE, Colo.—Methods of 
selling in this area are changing 
fast, according to Quentin Under- 
wood, co-owner of Underwood 
Chevrolet Co., with his brother, 
Ray, who has been in the business 
for 22 years. 

In the first place there is less 
looking and less curiosity about 
new models, imported cars and 
small cars, The burden of selling 
is thus devolved on the dealer and 
they are doing something about 
that by going to see the prospect on 
his home grounds, This consistent | 
sales method is producing results. | 

Volume was better the first | 
month of this year as compared | 
with last year, according to | 
Underwood, who said their gains 
continued until April and then 
started downward, a more or fess | 
seasonal development. 

Del Norte is a town of 2,200 in a| 


Dealer Named | 
In $50,000 | 
Damage Suit 


OAKLAND, Calif.—A _ $50,000) 
damage suit has been filed in | 


against Cirimele Ford Co. 


The suit was filed by Hewitt Ken-| such conditions is to increase the 
dall, 53, who charged that a faulty;number of personal contacts, 
brake repair job caused his truck} Underwood said, and they have 


to overturn. He said the brakes| 
were repaired two days before the) 
accident, 

Kendall contends the brakes fail- 


| divided up about even between 


| operations. 


|two good years—’57 and ’58. Here 
they had good years when many 
|}other dealers in the country 
Alameda County Superior Court| chalked up their worst year. 


trading area of 15,000 or more, in 
a mixed economy at elevation 7,800 
feet. The auto dealer has to gear 
his selling and service to the timber 
industry, livestock, farming and 
mining. 

They figure that their business is 


silver and lead mining and farming 
and lumbering. While these varied 
industries form a diversified mar- 
ket, one of the problems is to dis- 
cern each economic disturbance in 
advance. 

One of the problems with busi- 
ness in this area is one that affects 
few other localities—lack of snow 
in the mountains last year resulted 
in 60 percent less water. This vi- 
tally affects farming and livestock 


While they have been holding 
sales up to past years and a little 
beyond, Underwood said that it 
was much harder to sell a car 
this year than it was last. It re- 
quires more time and there is 
more pressure on prices, making 
it harder to hold to a normal 
gross profit. 

This is in direct comparison with 


The remedy that is effective for 





Armstrong Warehouse 


done that with the result that vol- 
ume has been increased in the face 
of downward pressure. 

The truck business is running 
normal, with volume about the 
Same as during the last two or 
three years. 

Another effective method of 
getting the attention of prospects 
is to loan them a demonstrator 
over the weekend, or overnight, 
so they can actually get the feel 
of the new models, In fact, 
Underwood said, this method has 
been particularly effective since a 
lot of prospects with good cars 
were not particularly interested 
in making a change until after 
they had given the new models 
a good trial. 


In most areas when new and| 


used-car sales are down, service 
business goes up. Here, however, 
service business went off in sym- 
pathy with car sales and it, too, 


needed the stimulation of outside} 
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|Double Anniversary— 


Celebrating two 45-year 


anniversaries—his 


and Dodge'’s—C. R. Updyke, left, 


selling, which materially helped | Updyke Motor Co., Kirksville, Mo., is congratulated by Henry A. Taylor, Moberly (Mo) 


hold the volume. 


FTC Sees Progress in Sales Cleanup 


PHILADELPHIA.—T he Federal | 
Trade Commission is making prog- | 
ress in its efforts to eliminate de-| 
ceptive pricing, Earl W. Kintner, 
newly appointed commission mem- | 
ber, told the annual conference of 
the Assn. of Better Business Bur- 
eaus. 

Kintner, who was formerly FTC 
general counsel, said 62 formal 
actions were started between 
Oct, 2, 1958, when the commission 
adopted its Guides Against De- 
ceptive Pricing, and the end of 
1958. 

Eighty-six formal actions were 
started in the first five months of 





WEST HAVEN, Conn.—Arm- 


ed on a curve while he was hauling| strong Rubber Co. has let a con-| 


15 youths on a church outing. He tract for the construction of a 
|three-floor 600,000 square-foot} 


and a counselor were injured. 


Kendall, an oil company execu-| warehouse here, according to Fred- | 


tive, said he has been unable to erick Machlin, president. The ware-| 
return to work and suffered injur-| house is scheduled to be completed | 


1959. 

Kintner said the commission con- 
tinues efforts to obtain voluntary 
compliance from business groups. 
He said that businessmen often 
initiate efforts toward industry 
cleanups because they “dislike il- 


dealer. Updyke has been a Dodge dealer since 1914, Taylor since 1942, 


give them up provided their com- 
petitors will do likewise.” 

He said that 132 firms and busi- 
ness groups have been advised on 
how to comply with pricing laws 
and the files had been closed in 


Kemp Gets Post 
In Ford Imports 


DEARBORN. — Appointment of 
J. S. Kemp as imported-car market- 
ing manager of Mercury-Edsel- 
Lincoln is announced by C. E. 
Bowie, division sales manager. 

Kemp, a native of England, join- 
ed Ford in 1947 in the Chicago dis- 
trict sales office and rose to assist- 
ant district sales manager there in 
1953, In 1955 he was transferred to 
the company’s International divi- 
sion and the following year went 
to England to become general sales 


| 34 cases after agreements on 
compliance, 

In enforcing the law, FTC recog- 
|nizes two “highly important fac- 
| tors,’ Kintner said: That many 
violations of the law result from 
ignorance of its requirements and 
|that many business evils can be 
dealt with effectively if those in an 
industry will abandon the illegal 
practice voluntarily and simultane- 
ously. 

He later added, “I hasten to add 
at this point that I think most 
fictitious pricing is deliberate.” 

Kintner closed with a discus- 

sion of the pricing abuses most 

often encountered, He observed, 

“We do not believe that an ad- 
vertisement directed to consumers 

is an intelligence test.” 

He said, in effect, that FTC ex- 
pects words in advertising to mean 
just about what the average reader 
thinks they mean, with a minimum 





ies of a permanent nature. |in May, 1960. 


|\legal practices and are eager to 


manager of Ford Motor Co., Ltd. 











1. What’s good about aluminum trim? 

a. Several years ago, passenger cars appeared 
with anodized aluminum grilles and side trim. 
Their owners quickly found out that their alumi- 
num stayed bright with a minimum of mainte- 
nance. Aluminum’s corrosion resistance was 
responsible. Neither water nor road salt can make 
aluminum trim peel, pit or develop ugly stains. 


2. So? 

a. Aluminum’s quick acceptance led to more and 
more use. It’s possible, you know, to give alumi- 
num a sapphire-hard finish in almost any color 
through an Alcoa process called anodizing. Auto- 
motive designers took full advantage of alumi- 
num’s versatility to develop a number of colorful 
and functional new uses, both in interior and 
exterior trim. And the bright finishes on anodized 
aluminum will last the life of the car. 





* 


3. For the life of the car? How about upkeep? 
a. You give aluminum trim the same care you 
give your car’s paint. To keep it looking new, all 
you have to do is wash it with mild soap and water. 
The finish on anodized aluminum is sapphire-hard 
—remember? 


4. Any chance of ever seeing an aluminum 
bumper? 

a. Alcoa’s research and development people are 
working with automobile manufacturers on that 
right now. Aluminum bumpers have already run 
millions of successful miles on trucks and Grey- 
hound buses. They’re strong and corrosion resist- 
ant and they cut front-end weight. In the mean- 
time, you can look for more and more aluminum 
in every new car—in exterior trim, in engines, 
transmissions, brakes and radiators. We have 
found that aluminum is an excellent selling fea- 


of hidden interpretations, 





ture, and it’s always a good thing to point out the 
uses of aluminum in the cars we sell because it 
makes our selling job easier. And aluminum’s 
potential in the automotive industry has hardly 
been tapped. 


5. Very interesting. Where can I find out more 
about aluminum in automobiles? 


a. From the manufacturers themselves, or from 
Aluminum Company of America, 1810-V Alcoa 
Building, Pittsburgh 19, Pa. 


X ALCOA ALUMINUM 


GIVES EVERY CAR MORE GLEAM and GO! 
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The ‘Jeep’ Franchise 


Tes eep’ dealer gross profits average more than $400 per vehicle after washout. 


® about 50% of sales are clean deals. 


® high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original 
factory list. 


® substantial extra profits from sales of special ‘Jeep’ equipment, averaging 
$249 per vehicle, and sales of parts and accessories. 


® great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ 
vehicle franchise increases profits with little increase in overhead! 


Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line or added to a 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and “Maverick”... 
the only top-rated TV show promoting a commercial vehicle line every week. 
Since many dealer points are being closed and Willys Franchises are established 
only on a market potential basis, the number of points still open is limited. Each 
offers a profitable future to the right man. 


» For complete information write: C. W. Moss, Vice President and General Sales 
Manager, Willys Motors, Inc., Toledo 1, Ohio. 
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LOOK HIM UP TONIGHT - 
CALL HIM UP TOMORROW! 


The trade-mark heading (above) is used as the Willys TV commercial close. Week in — 
week out, it is exposed to millions of prospects on the popular Maverick TV program. 
Just one of the reasons why ‘Jeep’ Vehicles are out in front, and still climbing. 


The Maverick TV show 


@ one of America’s top ten TV shows,’ (consistently, week after week). 


@ more men watch Maverick than any TV show? (and the man decides the auto- 
motive buy.) 


@ more viewers per home than any TV show, plus high sponsor identification? 
(they watch the show, and get the Willys Message). 


@ 75% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 
Willys Sales curve... out in front and still climbing.) 


1. Neilsen Television Index. 2. Neilsen and Trendex Television Reports. 
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4-WHEEL DRIVE VEHICLES ... OUT IN FRONT AND STILL CLIMBING! 


3. Trendex Television Reports. 
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Youth Takes a Look 
At “True’ Security 





By William Ullman 

Washington Bureau Chief 
—— auto dealers were fretting over the pros and cons 
of territory security earlier this year, thousands of 
U. S. high-school students also were giving security some 





careful thought. They were® 


contestants in a national es- 
say competition on the subject of 
“My True Security,” jointly spon- 
sored by the U.S. 
Junior Chamber 
of Commerce and 
the Mutual Bene- 
fit Life Insurance 
Co. At a recent 
banquet in Wash- 
ington, the win- 
ner and the two 
runners-up deliv- 
ered their essays. 

First prize went 
to Miss Martha 
Reynolds, of 








Marietta, Ga., who observed that 
freedom was her only true security. 

One runner-up, Herbert S, Ed- 
wards, of Denver, noted that “a 
group can take away security as 
fast as it can give it,” and that 
“lasting security cannot be guaran- 
teed.” 

Wrote young Edwards: “Prog- 
ress is made because of inse- 
curity ... I believe that if one’s 
true security is placed in self- 
reliance, initiative, and resource- 
fulness, he has a lasting security 
which will assist him in overcom- 
ing or effectively dealing with 
adverse circumstances whenever 
they arise.” 





The other winner was John R. 
Williams of Fargo, N. D., and he 
adopts a bitter trenchant style 
which may someday serve him weil 
in politics. 

“To me, security is a dirty word,” 
said Williams. “I do not seek it and 
would not accept it were it offered 
me.” 

Williams thinks that “business- 
men, farmers, and laborers alike 
must learn to solve their own eco- 
nomic problems instead of running, 
hat in hand, to Uncle Sam... It 
is time for Americans to realize 
that the best kind of security is 
insecurity, and that hard work is 
not only the best thing for them, 
but is in fact the hope of the 
world.” 

Now Webster defines Security as 
“freedom from danger or risk,” 
and these high-school kids are 
probably right to take a dim 
view of it. 

Certainly veterans of the auto- 
mobile business can have no illu- 
sions about security, Since the 
Duryeas, hundreds of makes of 
cars—some of them pretty good 
ones — have come and gone. 
Steamers and electrics had their 
day and vanished, 

War brought an end to produc- 
tion and forced others out of busi- 
ness, Fortunes were made and lost. 
There has never been a time when 





the automobile business was free 
“from danger or risk,” and chances 
are, there never will be. If that day 
comes, our American experiment in 
free enterprise has come to the 
end of the line. 

One writer has called security 
“the sweet poison of our time, 
meaning that it is as pleasant and 
dangerous and misleading a notion 
as the “permanent plateau of pros- 
perity” that cheered up so many 
during the 1920’s. 

of * + 


Lawmaker’s Poll 
IHERE is evidence of late that 
more people than high-school 
students are beginning to question 
the idea of security, Many lawmak- 
ers have been polling their constit- 
uents this year on a variety of 
subjects, and they report a growing 
aversion to big government spend- 
ing programs, inflation, and deficits. 
So far, this aversion may be a 
general thing. Lawmakers can’t tell 
whether people are bothered 
enough to give up their own pri- 
vate brands of Federal aid or sub- 
sidy. They know that it is one 
thing to say you are against “big 
spending” on a questionnaire and 
quite another thing to surrender 
that familiar blue Treasury check. 
Still, the polls suggest that 
many Americans are beginning 
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YOU START BETTER WITH BENDIX STARTER DRIVES 


For nearly fifty years—and in well: over 125,000,000 installations—Bendix* Starter Drives 
have become the accepted standard for automotive vehicles. Not so well known perhaps—but 
equally important—is the fact that these units are also first choice for aircraft, locomotives, 
earth movers, inboard and outboard marine engines. In short, whatever the type of internal- 


combustion engine, you can start it better with a Bendix Drive. 


Bendix-Elmira_ 








ECUPSE MACHINE DIVISION 
ELMIRA, NEW YORK 


“Condi? 





*REG. U. S. PAT. OFF. 
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to see that Federal spending cay 
hinder economic development ag 
well as encourage it. 

The students who wrote those 
essays are going to be looking for 
jobs within a few years, and while 
they say they are willing to liye 
with insecurity, they will find jt 
difficult to live without a job of 
some sort, The Chamber of Com. 
merce of the U. S. reports that the 
nation’s labor force is expected to 
climb to about 73 million by 1969 
to 87 million by 1970, and to welj 
above 100 million by 1980. 

This increase will result both 
from a higher birth rate and im- 

provements in industrial efficj- 
ency. 

At present, says the chamber, jt 
costs about $15,000 in capital] jn. 
vestment to create just one new 
job. With the labor force increasing 
by one million a year, it will take 
at least $15 billion a year in new 
capital to make jobs for the new 
workers. 

Under our economic system, most 
of that capital will have to come 
from the savings of people, through . 
their bank and savings deposits, 
through purchases of stock and 
bonds, or their life insurance. High 
taxes and big government spending 
drain away funds, the chamber 
observes, that could be channeled 
into job-making ventures, 

* a * 


Commerce Bulletins 


grea some Government agen- 
cies give away books and pam- 
phlets by the hundredweight, the 
Department of Commerce usually 
tries to operate on a cash basis, As 
a rule, their business aids are 
worth far more than they cost, but 
they pay their way. For that rea- 
son, Commerce is likely to stay in 
the publishing business for a long 
time to come. 

All Commerce publications can be 
purchased from the Superintendent 
of Documents, U. S. Government 
Printing Office, Washington 25, 
D. C. 

The current list shows a number 
of documents which may be of use 
to dealers and others connected 
with the automobile industry. 

“Parking Guide for Cities” of- 
fers tips for providing more 
parking areas, and tells how 
typical communities have reduc-“ 
ed crowding. Cost: 55 cents. 

“Your Community Can Benefit 
from the Tourist Business,” is de 
signed to help towns boost their 
income by making the most of 
their tourist attractions. 15 cents. 

“Directory of National Trade As- 
sociations” tells where to get busi- 
ness information on practically any 
subject. 40 cents. 

“Patents and Inventions—An In- 
formative Aid for Inventors” helps 
people to decide whether to apply 
for patents, how to do it, and how 
to promote their devices. 15 cents. 

“Sources of Information on For- 
eign Trade Practices” lists over 300 
handbooks and directories dealing 
with foreign commerce and invest- 
ment. 25 cents. 

To be released later this year is 
the preliminary data on the Busi- 
ness Census of 1958, the first such 
survey since 1954. 

sd * * 


Money for Roads 


LAWMAKERS continue to pro- 
pose new ways to raise money 
for the Federal highway program 
without raising taxes. Senator 
Frank E. Moss, Utah Democrat, 
would throw the problem in the lap J 
of the military, since the money is 
needed to build the National Sys- 
tem of Interstate and Defense 
Highways, Let the money come out 
of the military operations budget 
Senator Moss says. 

From the sound of the debate on 
Capitol Hill, one would think that 
the legislators were trying to prove 
the value of good roads all over 
again. They continue to cite statis- 
tics to prove that good highways 
Save money. We thought that was 
a foregone conclusion years ago. 

co * * 


Drunken Driver 


ENATOR RICHARD L. NEU- 

BERGER, Oregon Democrat, 
says it is “imperative” for States 
and local governments to develop 
adequate laws and effective en- 
forcement to deal with the drunken 
driver. According to the American 
Medical Assn., he said, liquor was 
involved in half of the fatal autO— 
accidents in this country last year. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 
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In the New York market 
appliance independents 


still lead in sales 


In the sale of eleven major appliances, 
neighborhood dealers are ahead of 
all other outlets by wide margins. 


Source: Profile of the Millions—2nd Edition, a 
massive study of the New York City and suburban 
markets. Ownership, place and time of purchase 

of eleven appliances and automatic home heating are 


reported. Call any News office for a presentation. 


The independent appliance dealer is still the fair 
haired boy in the New York market. His accessibility, 
responsibility, convenient service and credit make 
him the major merchandiser for the area. 


However, discount houses, department stores, 
appliance chains, and house-to-house salesmen also 
account for a sizeable volume of appliance sales. 


With so many, and such diverse outlets, The News 
is the indispensable medium in New York. No other is 
big enough, strong enough, to get brand recognition at 
the local dealer’s, to lure tens of thousands of women 
to midtown stores or outlying shopping centers, or 
to get enough reception for your salesmen. 


The News has not only quantity but quality—more 
high incomes, families with children, home owners, 
suburbanites, can offer so many quality prospects. And 
because The News is read every day, it affords you 
the greatest assurance that your advertising will be 
seen, read, and given the opportunity to sell. 


Any News office can give you the whole story. 


THE N EWS, New York’s Picture Newspaper 


More than twice the circulation, daily and Sunday, of any other newspaper in America. 
News Building, 220 East 42nd St., New York 17—Tribune Tower, Tribune Square, Chicago 11—155 Montgomery St., San Francisco 4 
8460 Wilshire Boulevard, Los Angeles 5—Penobscot Building, Detroit 26—27 Cockspur St., London S. W. 1, England 
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»»-save money and increase the 
efficiency of your parts dept. with 








Save time, space and money in arranging shelves, dividers and trays, with BORROUGHS 
BINS. They are quicker to install, and easier to adapt to change-overs. They can accom- 
modate all service parts, including bulky ones. Before you buy any bins, compare — and 
discover for yourself why BORROUGHS BINS are most outstanding in design and value. 
SLIDING SHELVES slide in and out of bins instantly, on 12” centers, and are adjustable 
without bolting. SLIDING DIVIDERS snap into position any place on shelf. BORROUGHS 
BINS are stronger . . . frame has separate base and top bolted to uprights and back. 
Bins available in Gray, White, Green, Buff, Cascade. 


send for Brand New Borroughs Bin Catalog TODAY! 





6%" 


holder 


Borroughs sliding shelves 


18 gauge steel. 35%” long with 7%” 
front and rear flange. Front flange 
has a %” 
pierced at each end to receive 3” 
label holders. 


Borroughs sliding dividers 
20 gauge, in 15”, 3%”, 45%” and 
heights. 
Dividers snap over front and rear 
shelf flanges and hold by spring 
tension. Label holder attached. 


Borroughs standard trays 


22 gauge one-piece flanged and 
hemmed body, for maximum 
strength. Formed pull. Lanced label 
and partition 
gauge back stop spot welded to 
back of tray. 


return flange, and is 


3” base flange. 


20 


slots. 


These Borroughs warehouse distributors are at your service... 


ALEXANDRIA, VA.: Universal Equipment Co. INDIANAPOLIS: 
2420 Ookville St. 
ATLANTA: Bins & Equipment Co., Inc. JACKSONVILLE: 
1918 Buford Highway, N.E. 
BROOMALL, PA.: Eos! Const Distributing Co. KANSAS CITY, MO.: 
2019 Boxwood Dr. 
BUFFALO: Automotive Bin Service Co., Inc. LOS ANGELES: 
20 East North St. 
CHICAGO: felix F. Loeb., Inc. LOUISVILLE: 
8810 S. Vincennes Ave. 
CINCINNATI: Automotive Bin Service Co., Inc. MEMPHIS: 
1220 Richmond St. 
CLEVELAND: Automotive Bin Service Co., Inc. MILWAUKEE: 
8905 loke Ave. 
DALLAS: W. W. Cannon Co. NEW ORLEANS: 
9739 Denton Dr. 
DENVER: Sporkman-Barker Co. NEW YORK: 
421 Santa Fe Dr. 
DETROIT: Automotive Bin Service Co., Inc. OAKLAND: 
10040 Freeland Ave. 
FARGO: Adams, Inc. OKLAHOMA CITY: 
6 North 13th St. 
FORT WORTH: VW. W. Cannon Co. OMAHA: 
P. ©. Box 464 
HOUSTON: W. W. Cannon Co. PHILADELPHIA: 
1901 Winter St. 


Automotive Bin Service Co., Inc. PORTLAND, Ore.: 
54 West 30th St. 


Bins & Equipment Co., Inc. ST. LOUIS: 
2610 Ligustrum Rd. 

Siggins Co. ST. PAUL: 
706 Broadway 

Green-Penny Co. 

4180 E. Noakes St. SEATTLE: 
Automotive Bin Service Co., Inc. 

204 Builders Bldg. SEATTLE: 


Metal Products Co. 
359 Madison Ave. 


Felix F. Loeb, Inc. 
864 E. Birch Ave. 


Edco Metals Inc. 


73 S. Wren St. TOLEDO: 
Borroughs Mfg. Corp. 

121 Varick St. WATERTOWN, Mass.: 
William A. Gore Co. 

1834 Adeline St. CANADA: 
W. W. Cannon Co. 

P. O. Box 7317 HAWAII: 
Siggins Co. 

1236 S. 13th St. 

East Coast Distributing Co. PUERTO RICO: 
780 S. 52nd St. 


STERLING, ILL.: 


TACOMA: 


The Brower Co. 

1633 N. W. 21st Ave. 

Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 


The Brower Co, 
114 Virginia St. 


William A. Gore Co. 
214 3rd Ave., S. 


Felix F. Loeb, Inc. 
1708 Avenue F 


Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 


Alexander Steel Products, Inc. 
264 N. Beacon St. 


Wickware-Stackbin, Ltd. 
P.O, Box 740, Perth, Ontario 


Hunters’ Office & Industrial 
Equipment Company 
538 Reed Lane, Honolulu 


Automotive Specialties, Inc. 
252 Ponce de Leon Ave., Hato Rey 





at @ ] ie me ve ] ay & a S MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ail. KALAMAZOO, MICHIGAN 





In Tune with Times... 





Dealer Looks Ahead 


To Growth 


PRYOR, Okla. — Pete Clark, 
owner of Pete Clark Motor Co. 
(Dodge-Plymouth) hand-picked 
Pryor in 1947 as a place that would 
grow and as the place where he 
would most like to have a Dodge- 
Plymouth business after wide ex- 
perience in several Oklahoma cities 
as salesman and sales manager for 
the line. 

He based his reasoning on the 
fact that a number of large dams 
were being completed which 
would create lakes and that the 
area was certain to become pop- 
ular statewide and nationally as 
a recreation center, 

But for a while it didn’t look as 
if anything was going to happen. 
He sold six units the first year and 
the area did develop into one of 
the leading vacation areas, But the 
thing that made Pete Clark’s choice 
a wise one was a surprise dividend. 
Pryor’s outstanding industrial de- 
velopment overshadowed the value 
of the recreational benefits, 

Pryor doubled its population from 
1950 to 1959—from 4,401 in 1950 to 
8,500 in 1959 and the town is ringed 
with industrial plants, and the in- 
crease in population represents new 
payrolls. 

From six units the first year, 
Clark has built up his annual 
sales to between 85 and 100 units. 
One-third of his repair tickets are 
written on truck fleets which pro- 
duce 50 percent of the dollar vol- 
ume, and he has 75 percent serv- 
ice absorption around the calen- 
dar. He is the only Chrysler 
dealer in Mayes County. Absorp- 
tion has reached 125 percent, 

Clark’s unusual public relations 
program and his devotion to public 
projects and welfare, accounts for 
much of the steady increase in 
service and sales volume. 

For instance, a tornado dipped 
down recently and created havoc a 
few miles from Pryor. Clark put a 
chain saw in a truck and personally 


Willys Produces 
50,000th Unit 
In Argentina 


TOLEDO, O.—Industrias Kaiser 
Argentina, an affiliate of Willys 
Motors, has manufactured the 50,- 
000th automotive vehicle at its Cor- 
doba plant in Northern Argentina. 

A two-wheel-drive Jeep station 
wagon, the vehicle will be given to 
a charitable institution. 

Production at the plant was be- 
gun in April, 1956, and the manu- 
facture of 50,000 vehicles has saved 
Argentina approximately $100 mil- 
lion in foreign exchange during 
the three-year period, IKA said. 

Production in the last year was 
the equivalent of one percent of 
the country’s gross national prod- 
uct. IKA employs 5,600 workers. 

In addition to manufacturing 
Jeep vehicles and the Kaiser Cara- 
bela car, IKA is tooling to build a 
small car utilizing an Alfa-Romeo 
body and a Willys chassis. It has 
also just completed construction of 
a $2 million forge facility adjacent 
to its automotive plant to provide 
forgings for its vehicles, 


Killian Elected 
To GM Board 


NEW YORK.—Dr. James M. Kil- 
lian jr., chairman of Massachusetts 
Institute of Technology, has been 
elected to the General Motors 
Board of Directors. 

Killian was chairman of Presi- 
dent Eisenhower's Science Advisory 
Committee from 1957 till early this 
year and served in several other 
public service posts. He has been 
a trustee of the Alfred P. Sloan 
Foundation since 1954, 

His election was seen as another 
step in a drive to attract more 
space-age defense dollars to GM. 
Earlier, the corporation named 
Harold L. Boyer, regarded as an 
aviation and missiles expert, to the 
post of military products director 
with the responsibility of gaining 
more defense contracts for the 











company. 





of Area 


opened up one blocked road when 
the call went out for volunteers, 

Volunteers were clearing up the 
storm debris and the Gray Ladies, 
a volunteer group of Red Cross 
helpers, needed a vehicle to haul 
food and coffee for the workers, 
Clark furnished a Dodge truck 
which carried a small label on the 
windshield, “furnished by the cour- 
tesy of Pete Clark Motors.” 

In spite of the industrial upturn, 
Clark said the farm and cattle 
business is tops with him, and con- 
sequently he has been one of the 
spark plugs in establishing a $100,- 
000 stock sales barn for Pryor. 

“Biggest gathering of farmers 
and stockmen always takes place 
at these weekly sales,” Clark said, 
“and much of their buying and 
other business take place while 
they are in town attending these 
sales, If they have to go to some 
other town for their weekly sales 
that town gets most of the busi- 
ness, 

“With our new sales barn under 
way, we will be able to attract large 
weekly crowds because the facili- 
ties will be of the best in the area, 
When this is under full operation, 
we can expect another substantial 
boost in business all over town.” 

Clark has a $10,000 fishing palace 
floating on steel barrels in Grand 
Lake, where you can fish from 4 
rocking chair through the floor, He 
has a 25 foot cruiser on the lake 
and an outboard motor and boat 
department in his store. 

The cabin and cruiser are de- 
voted to public relations and are 
in continuous use by Clark’s guests. 
These guests may range from a 
mechanic in the shop to presidents 
of large companies, He has enter- 
tained as many as 24 at one time 
and usually has a group of five 
or six. 

With many new industries com- 
ing to town, Clark has capitalized 
on being of help when help is 
needed, especially in the trans- 
portation department, Newcom- 
ers, whether employe or execu- 
tive, are loaned passenger cars 
and trucks without charge until 
they get settled, if needed. 

When John Deere came in, one 
of Clark’s salesmen helped an un- 
loading crew unload furniture so 
that the unloading could be com- 
pleted that afternoon. It is not 
unusual for any Clark employe to 
find himself helping out without 
cost when needed. 

If these are unusual features, 
Pryor is an unusual town. There 
are no taxes, The muunicipally 
owned utilities pay taxes and a divi- 
dend besides. And the utilities were 
given to Pryor without cost to the 
residents. 





Personal Inspection— 


It is not unusual to see these two men 
personally inspecting quality of Imperial 
and Chrysler automobiles at the end of 
the production lines in Detroit, Shown 
here at the end of the Chrysler produc- 
tion line are, from left, C. E. Briggs, gen- 
eral manager, Chrysler and Imperial 
division, and E. M. Braden, general sales 
manager. At the Imperial plant they have 
set up 32 quality control inspection sta- 
tions past which a car cannot proceed 
without the inspectors’ personal okay. 
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Tom Watkins, former advertising executive 
turned New Orleans De Soto dealer, knows a smartly 
Styled package has sales appeal, but... 


“What's inside the package makes the sale’ 





“Every year, advertising and merchandising men spend 
millions of dollars in designing new packages,” says Tom 
Watkins, himself a successful executive with two of the 
country’s largest advertising agencies before becoming 
president of Howard Motors, Inc., New Orleans, La. ‘Even 
psychologists get into the act. 


“They know, for example,” says Tom, “that a woman 
choosing a carton of soft drinks in a supermarket is influ- 
enced by the design of the carton and even by the shape, 
color and size of the bottles themselves. But any successful 
manufacturer also realizes that, important as a good- 
looking package is in creating buying interest, what’s 
inside the package makes the sale. 


““The same holds true in the car business,’’ Tom continues. 
*“‘When a customer comes in to look over a De Soto, he’s 
usually attracted by the ‘package’ —the fact that De Soto’s 


IT PAYS TO BE A 





a sharp-looking car. But after he sees what’s inside the 
package—after he takes a demonstration and notices 
De Soto’s quality workmanship and the performance—he’s 
really impressed. If he’s looking for a quality car, he’s 
usually pretty much sold right then and there. _ 


**You can see that quality is one reason why I picked the 
De Soto franchise,’”’ Tom goes on. ‘“‘Another reason is that 
the De Soto factory organization gives me plenty of sup- 
port, yet lets me run my operation the way I'see fit. I like 
being my own boss, which is why I went into business for 
myself to begin with. 


“A third reason, the big one,” he concludes, “is that 
De Soto’s a profit-maker for me and, on the basis of what 
I learned about the American consumer during 15 years in 
the advertising business, the future of selling a quality 
car like De Soto looks very good indeed.”’ 


DE SOTO DEALER! 
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Anderson Spends Most of His Day in Selling... 





Desk Job Isn’t for This Dealer 


bor told me yesterday he had been| son.” The joker was that the hands 


By George H. Watson 
Staff Correspondent 

, Ala. — An auto 
dealer who spends at least four 
hours a day in selling is Woody 
Anderson, proprietor of Woody 
Anderson (Chrysler-D o d g e-Impe- 
rial-Plymouth-Simca). 

Anderson, who won the Chrys- 
ler Corp. Quality Dealer award 
for 1959 for “outstanding achieve- 
ment,” expects. that this will be 
his best year. 

Huntsville, site of the Redstone 
Arsenal and known as the “Rocket 
City,” is booming and auto dealers 
are enjoying good business. 

Anderson’s concern sells about 
150 cars a month, or about 1,800 
cars a year, with a sales force of 
10 men. 

Anderson came up through the 
sales ranks and formerly was sales 
manager for a Dodge dealership in 
Decatur, Ala. 

While he has a factory-trained 
manager, he devotes most of his 
energies to “hard selling,” ducking 
most of the multiple problems that 
can tie the average dealer to his 

lesk. 


Anderson said he doesn’t spend 


He may be assisting one of his 

There is no worry about 
deals” in this organization, 
because he does so much to help 


his salesmen. 

Since Anderson is so noticeably 
his enthusiasm and 
salesmanship brush off on his men. 
Sales meetings are held each morn- 
ing at 8 and he is always there 
exuding inspiration as well as some 
deas. 


z 


r sales run 15 to 20 cars 
month. 

“I do not try to tell my men how 
to do it because I think example 
is better than precept,” said Ander- 
son. “But I do help them to develop 
their own hidden talents and to do 
things in their own way. 

“One salesman may develop con- 
tacts through his church, club or 
friends in general, Another may use 
the telephone to call owners. An- 
other works a plant gate or may 
have a center of influence like a 
Service station or a government 
building. 

“Whatever their good points, we 
strive to develop them and to weld 
the whole organization into a sell- 
ing team,” Anderson continued. 
“We find also that some benefits, 
like hospital insurance, make for 
happier salesmen. 

“One thing we impress upon 
our salesman is that he must be 
proud of his product. Then when 
@ prospect says he can get such 
and such a car elsewhere and at 
such a price, we can say, ‘Yes, 
but you cannot get a Chrysler or 
Dodge,’ or whatever it is the man 
is selling. 

“In other words, we are selling 
the best, there is no peer. This at- 
titude is easy for a salesman to get 
and it is easy to rub off on the 
customer, As far as I am concerned, 
there is no car as good as the kind 
I am selling and I don’t mind tell- 
ing the customer. 

“This may seem silly to some, but 
doesn’t a customer have to think 
one car is better than another 
before he buys it? It is the same 
preference that makes horse races 
and weddings. 

“Another tip we use which has 
made us a lot of sales is this: After 
closing a sale we tell the customer 
there is just one thing we want 
him to do in payment for the good 
deal we have given him and that 
is to furnish us the name of an- 
other prospect. It is surprising how 
@ man will scratch his head to 
think of one. 

“More likely he will come up with 
something like, ‘Oh, yes, my neigh- 





looking at a new car.’ That is all 
we need. This endless chain of pros- 
pecting really pays off, being much 
better than cold, telephone pros- 
pecting, or working owner lists.” 

Some $2,000 worth of advertis- 
ing a month is done by Anderson 
to back up his salesmen. This in- 
cludes both display and classified 
space in the newspapers, 24 spots 
per day on a local radio station, 
and billboards. 

One of Anderson’s billboards at- 
tracted considerable attention, It 
was the “super” type with a grand- 
father clock with pendulum ticking 
off the time with the words, “It’s 
Time to Trade with Woody Ander- 





Rambler Deal for Post 
DENVER.—Robert ©. Post, for- 
merly with a Topeka (Kans.) 
Chevrolet dealership, is the new 
owner and president of Mayfair 

Rambler, Inc., 6001 E. Colfax. 





of the clock never moved and this 
caused people to write and call him 
to say the clock wasn’t running. 
This gives him a chance to say: “It 
is still time to buy a car.” 

The dealership was established in 
1950 to handle Chrysler, Plymouth 
and Imperial. In 1956 he picked up 
the Dodge dealership and only re- 
cently took on Simca. 

Anderson has a building 60 by 218 
feet on a lot 250 by 319 feet. This 
gives plenty of room for display of 
new and used cars. 

Anderson said he has found “out- 
door facilities” are important in the 
selling business and that the inside 
showroom is becoming less and less 
important, He carries such a tre- 
mendous stock of both new and 
used cars that he can please almost 
any customer, he added. 

Anderson operates, so far as pos- 
sible, a supermarket in which a 
customer can come in and pick out 
what he wants. That makes sales- 
manship easy, he said. 
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The House That Woody Buil 
This is the auto supermarket operated by Woody Anderson in Huntsville, Ala. 

Anderson, whose first love in the auto business is selling, sets the pace for a 10-man : 


sales force that sells an average of 1,800 vehicles a year. 











* No construction or maintenance expense 


wheel alignment 








Are big 


Alemite puts you in business with 


new Alemite i 


AT LAST—ALIGNMENT CAN BE A PROFITABLE SERVICE 
FOR YOU...WITH THESE ALEMITE ADVANTAGES: 


* Gives accurate results anywhere ... even on floors that are not absolutely level! 


».. no pit or ramp needed! 


* Easy to use... no special training required! 


* Only Alemite offers a full One-Year Warranty... 
nation-wide service facilities... factory training! 


ortable 











* 100% accurate ... handles caster, camber, 
toe in, toe out! 


* Costs only 20% as much as 
pit or rack type installations! 
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Cut in Allocations Expected .. . 





British Auto Makers 


Warned of 


By F. C. Livingstone 

UTPS Correspondent 
ONDON.—(UTPS)—AIl the lead- 
ing auto makers in Britain 
have been warned by their chief 
suppliers of sheet steel to expect a 
substantial cut in allocations to- 
wards the end of the year. The 
result has been a series of hurried 
excursions by purchasing chiefs to 
continental Europe in search of 
supplies to maintain the record 

output of recent months. 

The British auto industry 
draws most of its steel sheet sup- 
plies from South Wales. New fa- 
cilities for production there were 
expected to come into operation 
early this year but have not ma- 
terialized. 

The gap between supply and de- 
mand is steadily becoming bigger 
and presents a serious problem to 





Steel Cut 


all auto makers, Steel sheet sup- 
plies from continental Europe are 
difficult to find. They are more 
costly and quality is not always as 
consistent as that of the home 


product. 
* * * 


Output Record 


A production for the first 
half of this year set a new 
record, with a total of 673,796 cars 
and 176,142 trucks and buses. Pro- 
duction in June alone reached 123,- 
059 cars and 39,623 trucks. 
Exports, too, shot up in the first 
half with 282,537 cars and 62,377 
trucks shipped overseas, compared 
with 249,297 cars and 60,945 trucks 
in the same period last year. 
British cars achieved notable 
successes in the Mobil Economy 
Run International from Paris to 


* is 


New Rootes Sports Cars— 


This is an “X-ray” view of the new 
introduced this summer. In addition to 


comfort. 
* * 


Biarritz. A Ford “Zephyr” won 
Class 6 for cars between 2,000 and 
2,600 cubic centimeters with an 
m.p.g. figure of 36.77. 

A Dutch driver won Class 4 for 
cars between 1,300 and 1,600 c.c, in 
a Wolseley 1500 achieving 50.93 





m.p.g., and second in the class was 





Sunbeam Alpine which the Rootes Group 
traditional features of a sports car, the 


model offers wind-down side windows and a detachable hardtop roof for added 


another Wolseley 1500 which re- 
turned 47.83 ™.p.g. 
& 


Turbines for Perkins 
PERKINS, LTD., will manu- 
*facture a range of industrial 
gas turbines from 50-1,500 h.p., de- 
signed and developed by Solar Air- 








profits passin 


you by? 





MORE THAN EVER — YOUR CUSTOMERS 
ARE IN NEED OF ALIGNMENT SERVICE! 


70 per cent of all cars need alignment —at 


least twice a year! 


@ Wheels must be aligned at regular intervals, to 
correct hard steering, wander, shimmy, darting 
and weaving, excessive tire wear! 


HERE’S WHY ALIGNING HEADS THE LIST OF 
NEW PROFITABLE SERVICES FOR YOU... 
With today’s high-powered engines — and sensi- 
tive front ends — wheel aligning is needed more 


often than: 


e brake adjustment 
e spark plug changes 


Completely portable . . . space-saving! Moves 
directly to the job—indoors or outdoors! Works 
on both American and foreign cars and light 
trucks—fits 13-inch through 18-inch wheel sizes. 


| 


SW a. 


ALEMITE 







Alemite Division, Stewart-Warner Corporation, Dept. AP-89 
1850 Diversey Parkway, Chicago 14, Illinois 


() Please send me literature on the new Alemite Cross Sight Aligner 
(0 Please have an Alemite Representative arrange a no-obligation 








demonstration. . 
Name 
e shock absorber replacement Addr 
e muffler replacement 
City. Zone. State 








craft Co., of San Diego, Calif. 
Perkins acquired all common 
stock of Sugg-Solar, Ltd, which 
formerly had a license from Solar 
to manufacture the Mars gas tur- 
bine, and has changed this com- 


|| pany’s name to Perkins Gas Tur- 


bines, Ltd. 

The agreement with Solar gives 
Perkins the rights to exclusive 
licenses throughout Europe, 
Africa and the British Common- 
wealth, excluding Canada, to 
manufacture and sell all gas tur- 
bines developed by the U, S, com- 
pany. In addition, Perkins will 
act as sales representative for 
Solar gas turbines not in produc- 
tion at Peterborough. 

To meet an increasing demand, 
Rootes (Australia) Ltd., a subsidi- 
ary of the British firm, is extending 
its plant and aiming at increasing 
production by 40 percent during the 
next six months, During the last 12 
months, Rootes has increased its 
share of total vehicle registrations 
in Australia from 3.3 to 5.4 percent. 

Key-Leather Co. of London has 
perfected an exterior Perspex sun 

visor which is also a radio aerial. 
The visor fits flush to the wind- 
shield inside the rubber moulding 
and will remain fixed without 
movement at the top speed of the 
auto, 

Two louvers allow air to pass 
through without creating wind re- 
sistance or noise. The aluminum 
frame for the visor forms the radio 
aerial. Reporting on its efficiency, a 
leading car radio maker said it 
was as good as the best conven- 
tional aerial fully extended. 

The fitting of the visor is simple 
and can be completed in a few 
moments by any driver. No drilling 
is required, except for one small 
hole for the cable connection of the 
aerial terminal to the radio, The 
visor is anchored by hooks to the 
rain gutter around the door frame. 

* *x * 


New Truck Wheel 


A NEW type of wheel for trucks, 
which is said to have a longer 
life and provide better cooling for 
brake drums, has been produced by 
Vauxhall Motors and Joseph San- 
key, Ltd. In this design, the wheel 
disk, instead of being rivetted to 
the rim, is arc-welded. The disk is 
formed from a square blank so that 
there are only four internal and 
external locating welds, 

Other advantages claimed for 
the wheel are that it is lighter 
and stronger than previous types 
and it is now unnecessary to form 
a deep flange on the disk. Weight 
saved through this type of con- 
struction can be as much as 15 
percent so that more payload is 
available. 

Cost of producing the new wheels 
is the same as for the rivetted type 

and life of the design is substan- 
tially better than the old one. At 
present, the new wheel is fitted on 
all Bedford models using 20-inch 
wheels, but in due course all Bed- 
ford vehicles will be so fitted. 


Used-Car Show 


vos Grand Hall of Olympia, 
London, for many years the 
home of the Motor Show, is to 
have the first Used-Car Show 
from Sept. 26 to Oct, 10, Organ- 
ized by Pall Mall Exhibitions, 
displays are limited to establish- 
ed dealers who also are author- 
ized dealers for new autos. 


* * * 


‘Flick’ Mirror Bows 


AT is claimed to be one of 

the most advanced driving 
mirrors ever made now is being 
produced by Magnatex, Ltd, This 
device, which is known as the 
“Flick Surfex” mirror has two dif- 
ferences from the conventional 
type. In the first place, it has two 
reflecting surfaces, selectable at . 
will by turning a knob, one for day 
and one for night driving. 

Secondly, instead of the usual 

technique of silvering the back 
of the mirror glass, the reflecting 
chromium is. applied to the sur- 
face of the glass, thus eliminating 
unwanted reflections appearing in 
the thickness of the glass of nor- 
mal driving mirrors. 


It is claimed that the Surfex day- 
time mirror produces 50 percent 
reflection in place of the 25 percent 
refiection standard of other anti- 
dazzle mirrors, and that the night- 
time mirror reduces reflection to 15 
percent and completely eliminates 
dazzle from following headlamps 
while giving a distinct view of traf- 





fic to the rear. 
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T 
72% have gas 
credit cards! 
They buy in good times or bad — 28% bought new 
cars in the recession, July 1957-August 1958! 
Nearly half own two or more cars! 
— 





Their incomes are nearly triple the national average! 














This is the active Holiday audience: 
900,000 families who are constantly on 
the go—around the country and around 
town. They are eager to see new places, 
enjoy new pleasures, meet new people. 
The way they live keeps them behind 
the wheels of their cars. They have the 
income to own the cars that make their 
mobile way of life possible and reward- 
ing. This is why more than 30 cars are 
advertised in Holiday. Are Holiday 
readers seeing your make — often 


enough —in Holiday’s beautiful pages? 


HOLIDAY delivers today’s most 
active, responsive market! 











Holiday families 






They average 16,308 miles of 
driving a year! 


They take over 3 million long pleasure trips 
each year — and they prefer to go by car! 
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Royalty in Land-Rover— 

Queen Elizabeth and Prince Philip are seen in a British Land-Rover as they drive 
past a large gathering of school children at Port Arthur, Ont., during their visit to 
Canada. Another Land-Rover will be used by the royal couple at New Glasgow and 
Halifax, N. S., as they near the end of their Canadian tour. 








Price Stressed on Imports 


St. Louis Foreign-Car Dealers Use Hard Sell 
As New Operators Enter the Field 


ST, LOUIS.—Imported car rv trades at the following rates: 
ers here are still stressing price|’58s for $1,595, 57s for $1,395; ’56s 


and some new operators have en-| for $1,095; 55s for $995; ‘54s for 
tered the field. | $845, and ’53s for $695, The adver- 


tisement said the trade allowance 

Ben Stepman Motor Co, (15 rr di , imported 
years on Page Ave.) advertises i ee ee 
38 brand new foreign cars in six | Continental Cars, Ltd., listed 
different makes, representing the prices on MG at $2,462 POE; Aus- 
assets of Sunset Imports. 4) 


His advertising lists Friskie con- | © appr? Branches 


vertible for $895, Goliath $1,595, | ‘i 
Maico $995, Lloyd, $1,095, Goggomo- 
bil $995 and Skoda, $1,395. Each car | Opened by White 
is equipped with heater and has} c_REYELAND. — New “twin” 
full factory equipment, according) pranches for sales, parts and serv- 
to the advertisement. | ice have been opened at Denver 
Ted’s Motors, DeSoto-Plymouth/| and Louisville by White Motor Co. 
volume dealership, now advertise! Though the floor areas vary, the 
Renault Dauphine four-door sedans| new branches are built on the same 
for immediate delivery at $1,488.61,| basic plan. 
$195 down, $41.86 per month, which! Service areas include wash racks, 
includes financing for 42 months| hoists, machine shops and dyna- 
with insurance extra. |mometer stalls. Denver's service 
They offer in their current snd bp covers 19,408 square feet. 
vertisement to accept domestic cars! Louisville’s is 15,570 square feet. 











HOW TO PULLIN THE LIVE ONES » VALVOLINE 






YES SIR , ITS TRUE, WE DO 
GUARANTEE OUR NEW CARS 
=> FOR 40,000 MILES. 
“ LET ME TELL You 
ABOUT THAT... 
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IM BILL TROUT, YOU TOLD 
ME ABOUT YouR NEW 
CAR 40,000 MILE 





GREAT. NOW WHAT 
KIND OF A DEAL CAN 
WE WORK OUT? 











THIS CAR 
GUARANTEED 
































i = SOLD IT RIGHT OFF THE FLOOR!...ANOHELL BE L.  ————— 

A REGULAR...TO KEEP HIS VALVOLINE GUARANTY "peg et at 
a) IN FORCE. GOOD OPPORTUNITY FOR THE SERVICE 
} DEPARTMENT... AND A GOOD CHANCE TO SELL 

1 HIM HIS NEXT NEW CAR, TOO! : 
: 5) — q 
- See Ss 3 ri. oy % 
’ na ¢ " a ad * 
—; . -~ = F- ‘ ‘ 














*Plus the manufacturer's 4,000-Mile Warranty 





Find out how thousands of Automobile Dealers: are using 


VALVOLINE’S 36,000-MILE GUARANTY* 


to— *% SELL MORE NEW CARS! 
% BOOST SERVICE DEPT. PROFITS! 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 


%& MAKE MORE NEW CAR REPEAT SALES! 











tin Healey Sprite, $1,795 POE; 
Morris 1000, $1,495 POE, 

London Motors, which claims to 
be the largest English Ford dealer 
in the Middle West, advertises im. 
mediate delivery of English Fords 
for $1,561 POE, plus easy financing 
anywhere in the U. S. with out-of. 
town buyers welcomed. 

St. Louis Renault dealers have 
organized under the title of St, 
Louis Assn, of Authorized Renault 
Dealers. The members, listed as the 
only factory dealers in the area, are 
Pierre's Renault Service Center, 
Riviera Renault and St. Ann Ren- 
ault. They are geographically di- 
vided—east, west, north, south. 

In a cooperative advertisement 
signed by all these dealers, a 
Government sticker is reproduced, 
The workings of the sticker is 
explained and it is stated “. . . 
if the dealer who has the car is 
not the one shown on the sticker, 
you are buying a BOOTLEG car 
| and you will not receive factory 

service or warranty. If the car 
you see does not have this sticker, 
it is not new . ,. buy only from 
| authorized Renault dealers.” 
The advertisement listed the Ren- 
ault Dauphine for $1,670, Their ad- 
| vertisement was printed just above 
the advertisement by Ted’s Motors 
listing the Renault Dauphine at 
$1,488.61. 

Major Imports, not listed as an 
authorized dealer, offered free 
gasoline for a whole year, valued 
at $400, with a 1959 Renault Dau- 
phine at $1,645 and ’59 Volkswagens 
which were not priced. 

World Imports, Ltd., a division 
of Clinton Cadillac Co., advertises 
Morris 5-passenger, 2-door sedans 
for $1,495 POE, $150 down, $1,575 
delivered in St. Louis. 

Stocks of used imports are 
definitely high for the area, with 
units being advertised both by 
dealers and owners in hundreds 
of classified advertisements, 

Discounting is widespread in the 
|import field in the St, Louis area. 
Kirkwood Motors, Inc., advertises a 
discount as $300 from the $1,434 list 
price on the Goggomobil, with 
monthly payments of $28 which in- 
cludes interest for 36 months but 
not insurance. 


a — 


Ford Directory 
Lists Heavy Duty 
Truck Dealers 


DEARBORN. — The availability 
of a directory listing Ford dealers 
in heavy-duty trucks throughout 
|the nation has been announced by 
| Ford division. 
| D, F. Ball, heavy-duty truck 
|sales manager, said, “this new, 27- 
page directory of dealers offers op- 
erators a complete and ready ref- 
erence for both sales and immedi- 
ate service on all heavy-duty Ford 
trucks.” 

The 275 dealers listed in the di- 
rectory are compan y-authorized 
truck dealers equipped with the 
proper facilities and trained per- 
sonnel to offer personalized guid- 
ance in the selection, maintenance 
and servicing of all Ford trucks— 
series 850 through 1100 trucks. 

The directory also lists the ad- 
dress and telephone number of 
each of Ford’s 35 district sales of- 
fices, 


Chevrolet H olds 
NASCAR Leads 


DAYTONA BEACH, Fla.—Chev- 
rolet continued to hold a big lead 
in both the grand national and 
convertible divisions of the 
| NASCAR point standings for July, 
|}according to NASCAR officials. 
| In the grand national division, 
Chevrolet had compiled 645 points 
by placing in the first 10 positions 
at races throughout the country. 
Runnerup was Ford, with 57 cars 
|in the first 10 finishers for a total 
of 288 points. Others in the division 
are Thunderbirds, Oldsmobile, Pon- 
tiac, Plymouth and Mercury. 

Chevrolet led in the convertible 
division with 87 times in the first 
10 for 465 points. Ford, in second 
place, had 46 in the first 10 for 232 
points. 

Ford set the pace on the 
NASCAR short-track circuit with 
242 points, although Chevrolets had 
a 39-37 edge in placing among the 
first 10 at races in July. 
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TWO PERFECT PRODUCTS from the 
MOST MODERN FACTORIES IN EUROPE 


Vespa “400’+The car all America has been waiting for. This 
sleek rear engine beauty gives you big car performance with 
small car economy. From its independent four wheel spring 
and shock suspension, to its reliable engine which delivers 60 
miles to the gallon, to its beautiful and spacious interior and 
roll down roof, you know that the Vespa “400” is a modern 
car styled for today’s living. You can profit from the tremendous 
success that the “400” is now enjoying throughout the world, 
for when you say Vespa, you say the finest. 

P.O.E. New York $1080. 


Vespa — the largest selling motor scooter in the world. Vespa’s 
advanced engineering design has won for it acclaim as one of 
the “Best 100 Designed Products” of the last half-century. This 
Italian beauty is economical and dependable—delivers you over 
100 miles to the gallon. Maneuverable?—why it parks on a 
dime, scoots in and out of traffic, gets you there without the 
fuss and bother of annoying tie-ups. Find out today why there 
are over 300 satisfied Vespa dealers from coast to coast, who 
are all part of the ever growing Vespa organization. 

P.O.E. New York From $359. 


FOR COMPLETE FRANCHISE INFORMATION WRITE: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 


3 EAST S4TH STREET, 


NEW YORK 22, WN: Y. 




















Auto News 


June Production Hits 
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from Japan 
Record 22,355 Units; 


Exports for Month Also Set Record 


By Stuart Griffin 
Staff Correspondent 
KYO.—Japan’s auto and truck 
production in June reached on 
all-time high of 22,355 units, ac- 
cording to statistics released jointly 
by the Japan Automobile Industries 
Assn. and the Japan Small Auto- 
mobile Industries Assn, Of the 
total, 5,174 were standard size ve- 
hicles, including trucks, and the 
remainder were small size, some 
17,181 units, 

Diesel trucks showed a rapid 
increase, topping the 3,000 merk 
for the first time. 

Production of passenger cars, 
though, fell off, Nissan Motor Co.’s 
production dropped 13 percent and 
Isuzu Motors’ 6 percent, compared 
with the previous corresponding 
period. 

Total auto production up to June 
Was 116,965 cars, a 129 percent in- 
crease over the corresponding per- 
iod a year ago. 

June exports also set a new rec- 
ord of 1,802 cars, according to the 
Automobile Industrial Assn. In- 
cluding 1,085 cars sold to the U, S. 
Army’s procurement agency, June 
shipments totalled 2,886 cars, or 14 
percent of the month’s output. 

June figures brought the nation’s 
total auto export for the January- 
June period to 6,560 cars, 70 percent 
more than during the first half of 
1958. 

* * 


- 
Thailand OK’s Plants 


IMAILAND has authorized five 
foreign auto companies to in- 


Dodge Says 2 of 3 
Order Two-Tones 


DETROIT.—Nearly two of every 
three 1959 Dodge buyers have pur- 
chased two-tone color combinations, 
according to M. C. Patterson, Dodge 
general manager. 

He said 64.4 percent of Dodge 
buyers have ordered two-tones, an 
increase of 5 percent over the two- 
tone demand during the compa- 
rable 1958 model period. 

Patterson said he did not foresee 
a return of the three-color com- 
binations which were popular in 
the mid-’50s. He attributed the up- 
trend of two-tone combinations in 
part to the current upswing in the 
economy of the auto industry and 
in the nation. 


Jeep for Heaston 
ALBUQUERQUE, N. M.—Joe 
Heaston Motor Co., 1410 Fourth St., 
has been awarded a Jeep franchise. 


ORDER 
FREE 
SAMPLE 
NOW! 


AUTOMOTIVE INDUSTRY 
ADVERTISING GIFT! 


New Heritage permanent vinyl! 
auto litter bag. . . hottest advertising 
gift idea yet for anyone who sells or 
services automobiles, or deals with cus- 
tomers who drivel Just put one in your 
customer's cor . . . we promise you 
it'll be there next year! 
© PE INT... used and appreciated 

the year around! 
© UNUSUA - » « with your advertising 
‘ominently displayed! 
° INEXP IVE... priced as low as 
16c each! 
For your free sample, simply send your 
name and address on business letterhead 


to America’s most complete suppliers of 
quality business advertising gifts! 


HERITAGE MFG.CO. pept.an-1 


tage Bidg. e Ft. Worth 12 
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stall assembly facilities in and near 
Bangkok, Permission was given to 
| British, French, German and Ital- 
ian firms, 

Local representatives of Fiat 
of Italy and Mercedes-Benz of 
Germany have reaffirmed their 
intention to open plants in Thai- 
land. 

The Board of Investment said it 


Columbus Buick Opens Lot 

COLUMBUS, O. — Columbus 
Buick has opened a used-car lot 
at 895 Parsons Ave. Frank Statszar 
has been named manager. 


also anticipates confirmation of 
plant plans from Citroen of France, 
and British Ford and the Rootes 
Group. These factories would as- 
semble at least 300 cars annually, 


it was said. 
* * * 


Mitsubishi to Build Car 


|) pecans Heavy Industries 
Reorganized, Ltd, has _ ear- 
marked about $2.77 million for pro- 
duction of a new passenger car 
before the end of this year, and 
with another Mitsubishi firm, Mit- 
subishi Nippon Heavy Industries, 
will enter the auto-market early in 
1960. 

The possible decline in ship- 
building production was called 
the reason for the Mitsubishi 
group’s decision to turn out mo- 
tor cars. 

The Mitsubishi “people’s car” will 
have a cylinder capacity of 500 
ec. and will be smaller than the 


Air-Conditioning Sales 
By Olds Top 50,000 
LANSIN G.— Oldsmobile in- 
stalled a record 50,924 air-condi- 
tioning units in the 1959 model 
year through June 30 to lead 
every other maker in this field, 
according to Jack F, Wolfram, 
Oldsmobile general manager. 
Wolfram said 36,941 units were 
sold during the entire 58 model 
year, He added that air condi- 
tioning has been ordered on 16 of 
every 100 Oldsmobiles sold thus 
far in the current model year. 


Volkswagen. It is expected to sell 
for about $1,100. About 500 units 
will be produced each month, it 
was said. 

The lowest-priced domestically 
produced passenger car now on the 
roads is the Fuji Heavy Industries’ 


—aee 


four-passenger Subaru 360, which 

sells for $1,125, and is being m.nu- 

factured at a rate of 500 a month, 
* * ca 


Nissan Eyes Mexican Deal 


— Motors is seeking ‘ioy- 
ernment approval to set ip a 
joint sales subsidiary in Mexico, a 
projected $555,555 firm which would 
be owned 55 percent by Mexican 
interests and 45 percent by Japan- 
ese, 

The firm would engage first in 
the sale of Datsun passenger cars 
and eventually of cars to be as- 
sembled by Mexico Packard Co,, 
from parts supplied by Nissan, 
The Mexican Government al- 
ready has granted its approval, 
and the Japanese Government is 
expected to do so shortly. 

Datsuns will be assembled in 
Chile, too, with formal] signing of 
a contract expected soon. Nissan 
also expects to begin talks with 
officials in Peru and Venezuela, 














was I Lucky! 


“Lucky I didn’t get killed. I hit a big dip in the 
road, and the car came crashing down on its 
springs, bounced hard, ran out of control and 


landed in a ditch. 


‘‘Now I know the importance of efficient shock 
absorbers, but it was a tough way to learn. I’m 
having a set of new Monro-Matic shocks in- 
stalled when I get my car fixed up. It sure doesn’t 
pay to take chances with worn shocks.” 


60-Day free ride plan builds sales 


If your customer isn’t fully satisfied 
with Monro-Matics after 60 days’ use, 
just re-install his worn shocks. Through 
your jobber, you receive—free—a new 
set of Monro-Matics to replace the 
ones returned by the customer. 


Guaranteed labor refund protects your profits 


If you ever need to re-install a cus- 
tomer’s old shocks, after he’s had the 
60-Day Free Ride, we’ll send you a 
$4.00 labor adjustment, on a set of 
four shocks. 
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. A Sales 'Companion'— 
in Bob Allen, salesman for Ernest St. Clair DeSoto-Plymouth in Amarillo, Tex., never 
of rides alone and he finds his travelling companion a big attention-getter and sales 
an builder. Allen's constant companion is the lovely “lady” pictured in his demonstrator. 
th The friend is actually a mannequin, but according to Allen, she produces good results 
; and gets a lot of attention for him and for the dealership. 








Highways & Safety 











A Western theme and a look to 
the future wll feature commercial- 
vehicle and transit sessions of the 
47th National Safety Congress of 
the National Safety Council Oct. 
19-23 in Chicago. 

It will attract an expected 12,500 
safety specialists from the U. S., 
Canada and several foreign coun- 
tries. 

Delegates will hear a prediction 
of the changes that will take place 
in the transit industry in the next 
decade, and how such changes will 
affect the safety director’s job. 

Commercial-vehicle speakers will 
include K. N. Beadle, director of 
safety and driving, Pacific Inter- 
mountain Express, Oakland, Calif.; 
H. T. Walton, director of safety, 





McLean Trucking Co. Winston- 
Salem, N. C. 

Dr. Hedwig S. Kuhn, Kuhn Clinic, 
Hammond, Ind.; W. G. Macintosh, 





Perkins Sells 2 Diesels 


To Louisville Cab Firm 


LOUISVILLE.—Perkins Motors 
has sold two diesel-engine Plym- 
ouths to Louisville Taxicab & 
Transfer Co. (Yellow Cabs). 

Original cost, based on higher 
cost of the oil-burning engines, 
is somewhat higher, but is ex- 
pected to be absorbed within 
25,000 miles of service because of 
the more economical diesels, the 
cab firm said. 











MONRO-MATIC | 
SHOCK ABSORBERS 


Worn shock absorbers are a creeping danger. They 
wear gradually and drivers become accustomed to 
the rougher ride. Worse, few motorists realize that 
shock absorbers are actually safety equipment, and 
are blind to the danger of worn shocks. 


$50.00 PROFIT FOR YOU 
IN THIS TD-12 ASSORTMENT OF 


12 MONRO-MATIC SHOCK ABSORBERS 


Six pairs of Monro-Matic shock 
absorbers to fit the most popular 
cars on the road. Packed in a 
sturdy shipper that doubles as a 
display carton. 


FREE TOOL BOARD—A $10.00 VALUE! 


Complete set of shock absorber 
tools comes free with each TD-12 
Assortment. Top-quality tools 
that come in mighty handy for 
many jobs around the shop. 





*Trademark 








Here are two new Monroe package deals that offer you tremendous value, 
big volume and hefty profits. Take your choice—or order both—and 
deal yourself in on one of the hottest profit opportunities in years! 


That’s where you come in. Sell the safety that 
new Monro-Matics provide. It’s protection for your 
customers, profit for you. Monro-Matic shocks lead 
in replacement sales, and are original equipment 
on more makes of cars than any other brand. 


THE ONLY SHOCK ABSORBERS WITH AUTOMATIC ADJUSTMENT FOR ALL ROADS AND LOADS 


DEAL YOURSELF IN ON THESE NEW MONROE MONEY-MAKERS! 


$42.00 PROFIT FOR YOU 
IN THIS P-D-6 ASSORTMENT OF 


6 LOAD-LEVELERS* 


The three most popular size 
Load-Levelers* comprise this 
special introductory assortment. 
Packed in a sturdy display carton. 


FREE DISPLAY BOARD 


This colorful 21’ x 31’ display 
board comes free with each P-D-6 
Assortment. Can be wall mounted 
or displayed on the wire rack 
included. Hardware for mounting 
one Load-Leveler* also included. 





Site 4 MONROE AUTO EQUIPMENT COMPANY - monroe, micHiGaN 


IN CANADA + MONROE-ACME, LTD., TORONTO 





manager, engineering department, 
Hartford Accident & Indemnity Co., 
New York City, and Gordon H. 
Sheehe, director, Highway Traffic 
Safety Center, Michigan State Uni- 
versity, East Lansing. 

Transit speakers will include 
E. P. McAllum jr., president, Mem- 
phis Transit Co.; R. G. Forth, Tor- 
onto Transit Commission, and 
Jesse L. Haugh, president, San 
Diego (Calif.) Transit System, 

x + os 
35 Policemen Are Chosen 
To Attend Traffic Institute 

Thirty-five men have been se- 
lected in nationwide competition to 
attend the 1959-60 traffic police ad- 
ministration training program at 
the Traffic Institute of Northwest- 
ern University, according to Robert 
L. Donigan, acting director, 

The nine-month training pro- 
gram, begins Sept. 17 and continues 
through next June 13. The 35 men 
represent 21 municipal police de- 
partments, eight state police and 
highway patrol organizations, one 
county road patrol, the Port of 
New York Authority, Guam and 
Venezuela. 

* * * 


N. M. Claims Safety Check 


At State Line Cuts Accidents 

State Police credited a roadblock 
safety check at the Gallup (N, M.) 
port of entry for a decrease in traf- 
fic accidents, All cars entering the 
state were given a courtesy check 
and drivers received a pamphlet on 
safe driving. 

State Police Chief Penn Winston 
said 24 citations were handed out 
during the weekend in which 9,500 
cars were checked, Four were for 
drunk driving, three for reckless 
driving and the rest for defective 
equipment or speeding, he added. 

* * * 


A Million a Week 

The New Jersey Turnpike is 
maintaining a record-breaking 
traffic flow of one million or more 
revenue vehicles weekly this sum- 
mer, according to Joseph More- 
craft jr., Turnpike Authority chair- 
man. He said the million mark was 
reached the first time during the 
week ended June 23. 











how to keep 
customers 
sold on you! 





Dealers who plan 
to remain in 
business realize 
the importance 
of keeping the 
owner sold. The 
most effective 
approach is 
seldom used. 





Customer Control, with a quarter 
of a-century of proven results, 
will 

¢ sell more cars 

« re-win lost owners 

¢ hold present owners 

¢ bring in new customers 
and all at a fraction of the cost. 





Customer Control 


REPRESENTATIVE 
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Lawsuits Affecting Dealers . . . 


Court Decisions 


|he received as a result of the fall, 
Attorney at Law | alleging that the automobile com- 
ECENTLY a higher court held| P@ny had negligently allowed snow 
that if an automobile dealer) 2"4 ice and oily substance to ac- 
leaves a dangerous substance on | Cumulate on the floor. 


his garage floor four hours, he is The jury considered all the testi- 
liable for an in-| Mony and decided that the automo- 


jury sustained by| bile company’s officials and em- 
a customer caus-| Ployes were negligent in allowing 
ed by the danger-| the snow and oil to remain on the 
ous substance. floor for four hours before Placan- 
For illustration, | ica sustained his injuries, The jury 
in Placanica v.|awarded Placanica $15,000 dam- 
Riach Oldsmobile| ages. The higher court approved 
Co., 332 Pac (2d) | the verdict, saying: 
47, the testimony | “Considering the testimony and 
showed facts, as | the inferences to be drawn 
follows: A man,| therefrom the accumulation of 
named Placanica,| the substance occurred during 
drove his auto-| the morning from the servicing 
mobile into the service department| of cars and had existed a suffi- 
of Riach Oldsmobile for repairs.| cient length of time for the ap- 
While walking from his car to the| pellant (automobile company) to 
waiting room, Placanica slipped be charged with superior knowl- 
and fell. | edge of the existence of this 
Placanica sued Riach Oldsmobile| dangerous condition.” 
to recover damages for the injuries’ For comparison, see Mathis v. 





By Leo T. Parker 








L. T. Parker 





H. S. Kress, 38 Wash. (2d) 845. In 
this case a slick substance was 
on the floor on which a customer 
slipped and fell. However, no testi- 
mony was given as to how long the 
substance had remained on the 
floor before the customer sustained 
his injuries. 

Therefore, the higher court held 
that the customer could recover no 
damages, and said that it could 
not presume that the dealer neg- 
ligently failed to remove the slick 
substance from the floor, since the 
testimony did not disclose how 
long the substance had been there. 

*« * oo 


Oral Agreement Heard 
Ee aceat-lggear aed speaking, the 
courts will not listen to testi- 
mony pertaining to an oral agree- 
ment which tends to vary the 
meaning or obligations assumed by 
the contracting parties under a 
written contract. 

However, a recent court held that 
this rule of law is not applicable 
to an oral agreement between an 
automobile dealer and a bank or 
finance company that the latter 
will hold in reserve a certain per- 
centage of the amounts of prin- 
cipals of automobile purchasers’ 
notes which the automobile dealer 





TO 
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This news misprint of an acci- 
dent resulting in a death turned 
out to be the truth: “The motor- 
ist approached the coroner at 60 
m.p.h.” 








sold to the bank or finance com- 
pany. 

For example, in Hubacek v. 
Ennis State Bank, 317 S. W. (2d) 
30, the Ennis State Bank used an 
automobile dealer, named Huba- 
cek, to recover the amounts of 
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TIME 
BUSINESS 


Haul in customers 


with the advantages 


of "financing where you buy" 





Available to Dealers 

in CHEVROLET « PONTIAC « 
OLDSMOBILE « BUICK « 
CADILLAC new cars 

and used cars of all makes 








Attract them with the convenience and practicality 
of arranging everything with you—the dealer. 


Capture their interest by offering financing for 

car insurance premiums, including low-cost creditor 
life insurance, as well as for the car itself. 

Gain their confidence with assurance of considerate 


treatment by GMAC if their circumstances change. 
Any of nearly 300 GMAC offices in U. S. and Canada 


can assist them. 
Tell them about credit facilities for tires, parts or major 
repairs available to them as valued GMAC customers. 
And then be sure to emphasize this significant fact: 

Since 1919, GMAC has helped people buy more than 
40 million cars “on time.” 


TIME BUSINESS IS PROFITABLE BUSINESS 














certain delinquent notes signed 
by the purchasers of automo- 
biles and endorsed by the dealer 
to the bank. 

The automobile dealer claimed 
that he was not liable on the notes 
because, by an oral agreement with 
the bank’s president, it was agreed 
that the bank would hold in re. 
serve 2 percent of amounts of prin- 
cipal of various notes paid in full 
to the bank to apply to any loss 
on any‘ notes endorsed by the deal- 
er to the bank. 

The attorney for the bank argued 
that testimony pertaining to this 
oral agreement could not be intro- 
duced before the court because of 
the legal rule that testimony of ora] 
contracts cannot be taken or con- 
sidered to vary the meaning of a 
written contract or obligation. 

However, the court held that it 
could, in this instance, listen to 
testimony of this oral agreement. 

+ ok + 


Mistake Not Mutual 

T IS well known that if an in- 

surance company issues a life 
insurance policy to the wrong per- 
son, through a mutual error, the 
insurance company must pay in- 
surance on death of the party in- 
tended to be insured, but actually 
not insured. This is not so, if the 
error was not mutual. 

For instance, in Guenther y, 
Downtown Mercury, 151 N. E. (2d) 
749, the testimony showed that a 
son applied to an automobile dealer 
for purchase of an automobile. The 
son and his father executed a chat- 
tel mortgage and power of attorney 
which stated that the father and 
son purchased the automobile joint- 
ly, and through an error the chat- 
tel mortgage designated the father 
as the person whose life was to be 
insured although the parties in- 
tended that the son was the person 
whose life was to be insured, 

The dealer assigned the chattel 
mortgage to a finance company, 
and the insurance on the life of 
the father was taken out because 
the father signed the contract on 
the wrong line. The son died 
within a month of this purchase, 
and then, for the first time, was 
it asserted that this life insurance 
should have been taken on his 
life and not on the life of his 
father. 

It was alleged that the insurance 
company’s Officials knew that at 
the time it accepted the insurance, 
it was intended to insure the son’s 
life. Hence, it was contended that 
the insurance company must pay 
the insurance to the automobile 
dealer and finance company. 

The higher court held that the 
insurance company need not pay 
the insurance, saying: 

“The Connecticut General Life 
Insurance Co. had no interest in 
the transaction except to insure a 
purchaser of an automobile who 
was satisfactory to the seller. The 
insurance company made no phy- 
sical or other examination of the 
insured. Whatever the finance com- 
pany did, or who was to be in- 
sured, was a matter of indifference 


to the insurer.” 
oe * 


Lease Firm Challenges 


Washington Tax Ruling 

OLYMPIA, Wash.—A Washing- 
ton State Tax Commission inter- 
pretation of a 1959 law extending 
the 4 percent sales tax to rental of 
personal property has been chal- 
lenged in Thurston County Supe- 
rior Court. 

American Lease Co., Seattle, ask- 
ed the court to refund $1,462 paid 
as tax on the rental of trucks and 
automobiles and maintenance serv- 
ice on the vehicles. 

The firm contended the tax com- 
mission was wrong in ordering the 
levy because the money on which 
it was based was received from 
rental contracts entered into prior 
to Apr. 1, the date the statute be- 
came effective, but was collected 
after Apr. 1. 

The firm’s complaint said State 
compensating or use tax was paid 
on the vehicles at the time of their 
purchase and that imposition of the 
tax on rental payments resulting 
from contracts signed prior to the 
effective date of the new law would 
amount to double taxation. 





Stanley Moves to Piedmont 

WINSTON-SALEM, N. C.— Bill 
T. Stanley, sales manager of Jack 
Gady Chevrolet Co., Mount Airy, 
N. C., has been named general 
manager of Piedmont Motor Sales 
(Studebaker and Mercedes-Benz). 








Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 
Chicago newspaper. 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


*Source: Publication Research Service Study No. 5 


Young 
Chicago 
loves to buy.. 


.. the 
Chicago 
Sun-Times 
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Roundup from State Capitals... 








Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 





which dealers are required to issue 
tax stamps. 
* * ok 


_ to extract additional state revenue to meet rising |Jncome Tax Boosted 
governmental costs and broadened services have been 
enacted thus far this year by the legislatures of at least 28 





states, with more still to 
come. 

States in wnich such legislation 
Was enacted include Arizona, Cali- 
fornia, Colorado, 
Connecticut, Flor- 
ida, Idaho, Illi- 
nois, Iowa, Maine, 
Massachusetts, 
Minnesota, Mis- 
souri, Montana, 
Nebraska, New 
Hampshire, New 
York, North Car- 
olina, Ohio, Okla- 
homa, Oregon, 

. Pennsylvania, 

Bethune Jones South Carolina, 
South Dakota, Utah, Vermont, 
Washington, West Virginia and 
Wyoming. 

Additional proposals for new or 
increased: state taxes were pending 
at this writing in the legislatures of 
Alabama, Delaware, Massachusetts, 
Michigan, Pennsylvania, Texas and 
Wisconsin. 

Sales-tax revenues will be in- 
creased through higher rates or 
broadening to cover previously 
exempt services or products in 
Arizona, Florida, Illinois, Ohio, 
Pennsylvania, Utah and Washing- 
ton. 

Among the more recent actions 
in the state sales-tax field, the 
Niinois levy was boosted from 2% 
to 3 percent, to yield $110 million 
in additional biennial revenue. 

Ohio expects to collect $49.3 mil- 
lion in extra biennial revenue from 
new legislation which both broad- 
ened the sales tax and provided for 
its collection on purchases above 
30 cents instead of above 40 cents, 
as heretofore. 

* * ce 

PROVISION of the new Ohio 

law which eliminates the use 
of sales tax stamps on automobile 
sales is being challenged through a 
suit filed in the Franklin County 
Common Pleas Court by George 
Byers, a Columbus auto dealer, He 
said he brought the suit on behalf 
of the state’s 4,000 automobile deal- 
ers who, he asserted, feel the law 
is “unconstitutional and discrimin- 
atory.” 

Attacking the new Ohio law on 
constitutional grounds because it 
eliminates only tax stamps on car 
sales, Byers said the measure 
denies a car dealer the right to a 
2 percent vendor’s discount as 
received by other vendors, Under 
the new law, the county clerk of 
courts acts as the collecting 
agency for sales tax on all cars. 

Byers also challenged a section 











of the law requiring automobile 
dealers to pay the sales tax with 
certified checks. This causes diffi- 
culty, he complained, because of 
limited banking hours, 

Protesting that Ohio car dealers 
will be forced to maintain two sets 
of books under the new law, Byers 
explained that a separate book- 
keeping account must be kept for 
automobile sales in which stamps 
are not issued while a separate set 
of tax books must be kept for the 
sale of tires and accessories for 


—— state levies against 
individual or corporate income, 
|or both, were enacted thus far this 
year in California, Colorado, Idaho, 
Iowa, Minnesota, Montana, New 
York, Oregon and South Carolina. 


Recent enactment in North 
Carolina and Oklahoma of legis- 
lation for withholding systems for 
the collection of state income 
taxes brought to a total of 17 the 
number of states which have 
adopted such programs. 

Similar withholding legislation 
was enacted earlier this year in 
Massachusetts, New York, South 
Carolina and Utah. Other states 
using this means of collecting in- 
come levies are Alabama, Alaska, 
Arizona, Colorado, Delaware, Idaho, 








Kentucky, Maryland, Montana, 
Oregon and Vermont. 

In addition, state income taxes 
are withheld from nonresidents or 
in special circumstances by several 
other states, including Arkansas, 
California, Iowa, Kansas and 
Louisiana. 

States with income taxes, but no 
withholding systems, are Georgia, 
Minnesota, Mississippi, Missouri, 
New Hampshire, New Mexico, 
North Dakota, Tennessee, Virginia 
and Wisconsin. 

* ot * 

NDER the new North Carolina 

law, wage earners will start 
paying their state income taxes 
through a payroll deduction method 
next Jan. 1. A “windfall” of $30.5 
million is expected to be reaped by 
the state during its 1959-61 bien- 
nium. 

Included in the North Carolina 
act is a provision applying the 
Federal plan of pay-in-advance 
taxation to corporations with a 
taxable income of $100,000 or 
more. 

Under it, the corporation will 
have to estimate its taxable earn- 
ings on Sept. 15 of the taxing year 
and pay some of its taxes then. 

The Oklahoma withholding mea- 
sure, going into effect in the fall, 





calls for employers to deduct 5§ 
percent of the total Federal income 
tax deductions from employes’ ga]. 
aries and remit to the State Tax 
Commission, The employer wi!] be 
given 2 percent of total colleciiong 
for bookkeeping costs. 

* * * 


Other Ways Out 


a= other forms of new state 
revenue-raising laws, California 
adopted a new cigaret tax, while 
existing cigaret tax rates were 
boosted in Idaho, Iowa, Minnesota, 
New York, Ohio, Pennsylvania, 
South Carolina, South Dakota, Ver. 
mont, Washington and Wyoming. 

In addition, Illinois lawmakers 
approved a proposed Korean war 
veterans’ bonus program which 
would be financed by a temporary 
one-cent increase in the state 
cigaret tax. 

New or increased taxes on to- 
bacco products other than cigarets 
were enacted in Minnesota, Ver- 
mont and Washington. 

States imposing new or higher 
levies against alcoholic beverages 
include California, Colorado, Flor- 
ida, Illinois, Minnesota, Montana, 
Ohio, Oklahoma, South Carolina 
and Washington. 

New or higher levies against 

(Continued on Page 31, Col, 3) 








In the automotive industry alone, there are 30 Cold Bonderite installations. 


Less than two years ago, the first public 
announcement of Parker’s Cold Bonde- 
rite System was made. 

Now, well over a hundred plants are 


bed 
s 
Lf 
. 
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How Cold Bonderite System cuts costs 


Some actual user-experiences of savings in heat require- 
ments, maintenance, water and electricity, and equipment 
after installing Cold Bonderite System. 


_ 





P special oil 
specially meet 
<3 special needs! , 


—ae) 


@ Protects Engines at ANY Temperature 

@ Assures Smoother Quieter Engine 

@ One Grade Meets Ali 10-20-30 Grade Needs 

@ Simplities Inveritory 

@ 30.000 Mile New Car Bonded Mileage 
Lubrication Guarantee 


AMALIE DIVISION 
) eborn Sons, Inc. Franklin, Pa 


Pennsylvania Oil Products 








using this revolutionary, money-saving 
system of phosphate-treating at low 
temperatures. 

Some are among the country’s largest 
plants, others are quite modest in size and 
production. Products treated range the 
list from automobile bodies to small appli- 
ance components. 

From these users we have compiled a 
long list of documented savings records. 
In many cases, cost reductions have been 
greater than we had hoped to achieve. 


Heat Saved 


The greatest percentage savings in heat 
requirements (90%) has been reported by 
an automotive plant. Before installing 
Cold Bonderite System, the finishing line 
used 50,000 pounds of steam an hour. 
Cold Bonderite in the line uses only 5,000 
pounds per hour. 

In another auto plant, heat savings are 
figured at 74% on a body line. A small 


The temperature tells the story! Cold Bonderite 
System solutions operate 60° to 75° cooler. 


parts finishing line in the same plant 
shows the same percentage reduction in 
heat requirements. 

A manufacturer of metal cabinets re- 
duced gas consumption for heating his 
phosphating line from 33,000 to 14,000 
cu. ft. per day—a 56% reduction—by in- 
stalling the Cold Bonderite System. 

A famous maker of household equip- 
ment changed from conventional phos- 
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Massey Buys Rambler Deal— 

Mack Massey, a former Pontiac dealer in Denton, Tex., has purchased the Rambler 
dealership in El Paso, Tex. Known as Mack Massey Rambler, the firm was purchased 
from Jimmy Nance. During the grand opening, above, three models acted as host- 
esses. The models greeted the prospects and, after making them feel at home, intro- 
duced them to Massey. 








Legislative Roundup 














(Continued from Page 30) 


hotel and motel lodgings were en- 
acted in Colorado, Connecticut, 
Maine, Ohio, Pennsylvania, Utah 
and Vermont, while increased or 
new taxes against pari-mutuel bet- 
ting were approved in California, 
Nebraska, New York and Ohio. 
To provide revenue for expanded 
highway modernization programs, 
state gasoline tax rates were in- 
creased this year in New Hamp- 
shire, from 6 to 7 cents a gallon; 


a New York, from 4 to 6 cents; Ohio, 


from 5 to 6 cents; Oregon, from 6 
to 7 cents, and West Virginia, from 
6 to 7 cents. 
ok * 
N MASSACHUSETTS, Senator 
William D, Fleming, who heads 
the State Senate Ways and Means 
Committee, recently said Gov. 
Foster Furcolo’s proposed half-cent 
increase in the state gasoline tax 
no longer would be necessary be- 
cause of an unexpected state high- 
way fund surplus. 
A Pennsylvania gasoline tax in- 





crease from 5 to 6 cents a gallon 
was still being sought at this writ- 
ing by Gov. David Lawrence. 

Proposals for higher gasoline 
taxes were rejected earlier this 
year by the legislatures of Alaska, 
Arizona, Arkansas, Minnesota, 
Missouri, Montana, Washington 
and Wyoming. 

In addition to the flood of new 
and higher state taxes stemming 





Avis Invades Tahiti 


With Car Rental Setup 


BOSTON.—New rent-a-car op- 
erations have been established in 
Tahiti by Avis Rent-a-Car Sys- 
tem, Inc., it is announced by 
Winston V. Morrow jr., executive 
vice-president. 

The new Avis facility is located 
in the main business section of 
Papeete, approximately three 
miles from the airport. 











phating to Cold Bonderite System and 
saw his steam use plummet 66%. 

Another manufacturer, an Eastern 
small appliance maker, reports that on 
gas expense alone he has cut his phosphat- 
ing costs 45%. 


Other Savings Pile Up 


The magnitude of other savings, beyond 
heat consumption, has been surprising to 
users and very good news to their cost 
accounting departments. 

Electricity, for instance. At the greatly 
reduced temperatures of the solutions, 
there is no need to operate exhaust fans. 
In one installation, the change to Cold 
Bonderite eliminated the need for replac- 
ing a $15,000 exhaust system. 

Water use is reduced about 25% be- 
cause there is less evaporation. 

Maintenance costs nosedive with Cold 
Bonderite System in the finishing line. 
Lower temperatures in the heating coils 
mean less frequent—or no necessity for— 
cleaning the coils. When there is service to 
be performed, the maintenance crew can 
move right in without waiting for the 
installation to cool off. 





Comparative 48-hour salt spray test proves per- 
formance. Left, untreated panel; right, panel Cold 
Bonderite-treated before painting. 


One user figures that he has eliminated 
364 manhours of maintenance time yearly 
with his Cold Bonderite System. 

The same manufacturer has discovered, 
too, that the reduced temperatures have 


allowed him to eliminate a number of 
steam traps and steam coils costing over 
$8,000. 


Coating Quality Is High 

While Cold Bonderite System is saving 
money on the phosphating line in these 
many ways, there has been absolutely no 
diminution of quality in the coatings or 
their performance. 

The Bonderite coating produced by 
low-temperature Cold Bonderite System 
matches the high standards set by Bon- 
derite for thirty years. In salt spray, 
humidity and outdoor exposure tests, as 
well as in actual service on automobiles, 
appliances, furniture and many other 
products, performance has been proven. 

Results are uniform hour after hour and 
day after day. Control and operation of 
the system is simple and practically 
foolproof. 


Chemical Costs Held Low 


All the savings attained by the use of 
Cold Bonderite System are real savings. 
They show up on the P & L statement 
because chemical costs for this revolu- 
tionary development are not increased. 
The special Bonderites and Parco Cleaners 
are strictly comparable to conventional 
hot treatments in the cost of treatment 
per square foot. 


Only Parker Has Cold System 


There is, actually, no other system like it. 
Cold Bonderite System was developed by 
Parker research, tested and perfected by 
Parker chemists. It has been proven over 
and over again as the way to get superior 
phosphate coatings on steel with spec- 
tacular savings. 

The Parker representative in your terri- 
tory is ready to advise and work with you 
to change your phosphating installation 
over to Cold Bonderite System. Call him 
in or write direct to Parker, Detroit. 


*Bonderite, Bonderlube, Parco, 
Parco Lubrite — Reg. U.S. Pat. Off. 


from current-year state legislative 
sessions, lawmakers in several 
states enacted measures broaden- 
ing the taxing powers of local 
governments. 

Under new Missouri enabling leg- 
islation, St. Louis voters recently 
approved a City Charter amend- 
ment authorizing the City Board of 
Aldermen to increase from one-half 
to one percent the rate of the city’s 
earnings tax, imposed on the gross 
income of individuals and the net 
income of business. 

cad cal * 

TS Oklahoma Legislature ap- 

proved a bill to enable the 
Oklahoma City Council to submit to 
vote of the people a wide variety 
of new local nonproperty taxes. 

Under exceptions provided by 
the act, Oklahoma City could not 
levy a local sales tax or any tax 
already enacted by the State Leg- 
islature as an in-lieu tax, The 
latter includes such measures as 
the auto license tax and intan- 
gible taxes which are imposed in 
lieu of ad valorem (property) 
taxes. 

A new Illinois law authorizes 
counties to levy a half-cent sales 
tax in unincorporated areas. If up- 
held by the State Supreme Court, 
such new taxes are expected to add 
more than $6 million a year to 
county treasuries. Since 1955 more 
than 1,000 cities and villages in Illi- 
nois had adopted local half-cent 
sales taxes. The new county levy 
was intended to apply to shopping 
centers and other stores outside 
city limits. 

The Utah Legislature enacted a 
bill permitting any county or mu- 
nicipality within a county, on a 
local-option basis, to adopt sales 
taxes of one-half percent. Salt Lake 
County and city and several other 
local governments moved quickly to 
take advantage of the new law. 

A bill introduced in the Pennsyl- 
vania Legislature would permit im- 
position in the City of Pittsburgh 
of a tax of one-half percent on 
wages, salaries, commissions and 
net business profits, to provide 
more money for public schools, This 
would be in addition to a one-half 
percent wage tax already being 
levied in Pittsburgh. 


Chrysler Lines 
Stage Giant Sale 
In Cleveland 


CLEVELAND, — Twenty-nine 
Chrysler-line dealers in the Cleve- 
land ‘area have joined forces to 
stage “the third annual world’s 
largest auto sale.” 

In two-page, color ads in news- 
papers, the dealers said they were 
offering 2,860 new cars, including 
1,451 Plymouths, 711 Dodges, 328 
DeSotos, 268 Chryslers, 47 Im- 
perials and 54 Simcas. 

Said the dealers, “This is the 
annual sale that is not a run-of- 
the-mill merchandising promotion. 
The world’s largest auto sale is an 
authentic cooperative sales effort 
to reduce inventories.” 

“Hundreds of dollars” of savings, 
high tradeins and immediate de- 
livery were promised. 











ADVERTISEMENT 





I’M BOB CHILDERS. I want you 
to make two long-distance tele- 


PARKER RUST PROOF COMPANY 


2164 E, MILWAUKEE, DETROIT 11, MICHIGAN ‘ 


phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 


BONDERITE corrosion BONDERITE and BONDERLUBE § PARCO COMPOUND 69 for complete details. 


resistant paint base aids in cold forming of metals rust resistant 


PARCO LUBRITE—wear TROPICAL—heavy duty 
resistant for friction surfaces | maintenance paints since 1883 
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Service Management 


A Regular Monthly Section for Those Who Maintain 


{merica’s Motor Vehicles 











1955—IMPROVED SEALED BEAM 








1959-7" TYPE 2 SEALED BEAM 


For Greater Visibility— 


The increased visibility provided by the new seven-inch, Type Two sealed beam 
headlamp is depicted in this photo comparing the light given by the 1955 and 1959 
beams. Type Two provides greater seeing distance through better light distribution, 
improved illumination of the right side of the road and deeper penetration of fog 


and rain. 


T ‘ype 2 Lamp Offers 
Dealers Big Market 


> ight the announcement of the 
new seven-inch, Type Two 
sealed-beam headlamp last month, 
a@ new replacement market of 62 
million vehicles was opened to the 
industry's franchised dealers. 

Introduction of this lamp, with 
vastly increased dim-light visibil- 
ity, enables dealers not only to 
boost shop and parts profits, but 
also to promote safer driving at 
night. They can do this by selling 
Owners on the extra vision and 
getting them to have their head- 
lamps aimed properly. 

Promotion of replacement of the 
old-style sealed-beam lamps comes 
at an ideal time, with shorter days 
aes an increase in night driv- 
ng. 
It is estimated that 90 percent of 
the cars on the road, or approxi- 
mately 51,183,600, are prime pros- 
pects for lamp replacement. It also 
is estimated that 95 percent of 
truck and buses, slightly over 10,- 
890,000, don’t have modern lamps. 
This provides a market of 62,073,000 
vehicles that can be approached 
with a lamp changeover program. 

* ca * 


‘i IS well for the dealer to re- 

member that in appealing to 
owners of older cars and trucks to 
change lamps, he is bringing into 
his shop vehicles whose service 
Needs are greater than those of 
newer models. 

The Type Two lamp is aimed 
like the dual lamps—on the lower 
beam only. The upper beam will 
take care of itself if the lower 
beam is aimed properly. 

While the mechanical headlight 
aimer is being pushed for these 
lamps as it was for the dual lamps, 
any acceptable aimer can be used 

for the work, even with the screen 
Or vertical and horizontal lines be- 
ing painted on a blank wall that 
allows the car to be positioned level 
25 feet away from the screen or 
marked wall. 

For those who want full instruc- 





NEW PRODUCTS 
Page 50 














tions for aiming the Type Two 
lamp, the Automobile Manufac- 
turers Assn., 320 New Center Bldg., 
Detroit 2, has brought out a book 
available to any dealer on request. 
* * oa 

Tes Type Two lamp, which will 

replace the lamps on both six 
and 12-volt cars, is the latest in a 
long series of lighting advances 

(Continued on Page 34, Col, 1 


GM Sets Drive 

On ‘Winterizing’ 
Bigger Dealer Profit 
Seen in Early Service 


BAD IGHT aiming, brakes, 

cooling systems and appear- 
ance reconditioning are services to 
be featured by GM in National Ad- 
vertising of the September-Octo- 
ber phase of the Guardian Main- 
tenance program. The ad campaign 
wil start late this month. 

These are the services aimed at 
putting the owner’s car or truck 
in safe driving condition for fall 
and winter. 

The ad campaign will take in 
newspapers and ‘radio. The mes- 
sages will remind the public that 
now is none too early to get anti- 





freeze, have headiights and brakes} 


checked, and rust spots and other 
vulnerable parts of the car pro- 
tected from winter driving condi- 
tions. 

There is no question that this 
campaign is doing a tremendous 
job of selling service for the indus- 
try as well as GM’s franchised 
dealers. 

* * cm 
Dealers Get Pointers 


fp POINTS out to its dealers 
that “there’ll be a change in 
the season and a change in your 
profit picture with protection serv- 
ice specials.” 
Unfortunately for many deal- 
ers as well as owners, the value 
(Continued on Page 38, Col, 1) 


to work on as they have right now. 
Today there are slightly over 1,600 
cars on the road for every fran- 
chised dealer in business, accord- 
ing to totals developed from U. S. 
Bureau of Census figures. 

This is an increase of approxi- 
mately 25 percent in the number 
of cars per dealer since 1955. 
That was the last of the big vol- 
ume years—when many dealers 
felt they had to let some of their 
paid-labor customers go to other 
service sources because their own 
shops were loaded with internal 
work on new Cars. 

Last year, dealers began to feel 
the loss of this paid-labor service 
work and many have again turned 
to soliciting customer service work 
to improve their profit position. 

* * * 

HIS is indicated to some extent 

in the analysis of departmental 

average figures produced by the 
John E. Wolf analysis of over 
1,500,000 franchised dealer repair 
orders each month, 

Especially is this true when 
the second quarter of 1959 is 
compared with the corresponding 
period of last year or of 1955. 

When a dealer goes after more 
service business it usually shows 
up first in an increase in his lubri- 
cation business as this is the big 
“drawing-card” service to attract 
car owners. It is the one service 
the owner must have regularly. 

In the second quarter of this 


pared with 28.62 percent for the 
| corresponding period of last year, | 
|according to the Wolf analysis. 

| When this year’s lubrications are | 
|compared with those of 1956, it| 
shows that the dealer has come) 
back to nearly the same point in 
his service selling as he enjoyed at 
that time. In 1955, lubrication ap- 
peared on 32.18 percent of the aver- 
age dealer repair orders. 

a * om 


| 

— on the road per franchised | 
dealer has grown from approxi- 
mately 630 cars per dealer in 1939) 
to 730 in 1941 to 1,272 in 1955, 

Naturally, in the areas of high} 
car population this average num- 
ber of cars per dealer will be con- 
siderably higher than the national 
average. 

This only increases the poten- 
tial service market for the fran- 
chised dealer who takes advan- 
tage of the market that now is 
being largely serviced by the in- 
dependents and filling stations, 

According to the Wolf averages, 
however, two departments seem to 

stand out as indicating that the 
dealers are endeavoring to give the 
customer’s car more attention from 
the “safety item” standpoint than 
they did in 1955. 

Chassis work, which includes 
front-end alignment and wheel bal- 
ancing, topped 1955 by 25.44 per- 
cent this year to 20.90 percent for 
1955. Minor motor work, which in- 
cludes tuneup, also showed up bet- 




















es * a a * * 
Service Averages 
First Six Months of 1959 
Total 
Jan. Feb. March April May June Average 
Pet. Pet. Pet. Pet. Pct. Pet. Pet. 
Lubrications ............ 27.00 27.71 30.00 30.85 32.00 32.42 30.00 
Oil Changes .............. 22.00 22.71 24.00 2.500 29.00 26.71 24.90 
Wash-Polish ............ 6.14 6.28 7.28 7.28 6.00 5.85 6.47 
Minor Motor Work..45.85 50.00 47.85 4642 45.14 45.00 46.71 
Major Motor Work.. 7.71 7.28 7.28 6.85 6.71 6.85 74.11 
ED nc ccltconncshecunada 12.28 12.85 13.28 15.00 15.42 13.42 
Chassis ......... 23.57 22.85 27.00 28.42 28.57 26.47 
RARE REP oe 12.14 12.85 12.28 13.14 13.28 12.52 
Miscellaneous 10.42 9.57 9.28 9.24 9.85 9.82 
Average Operation 
Per Repair Order.... 16.5 1.67 1.69 1.72 177 1.80 172 
First Six Months of 1958 
Total 
Jan. Feb. March April May June Average 
Pet. Pet. Pct. Pct. Pet. Pet. Pet. 
Lubrications _............ 28.09 26.90 26.18 27.09 29.54 29.27 27.95 
Oil Changes .............. 21.82 21.63 22.09 22.90 23.90 23.36 22.62 
Wash-Polish ............ 6.45 6.45 6.72 6.90 6.09 5.72 6.39 
Minor Motor Work..47.18 47.09 46.54 43.09 43.00 43.55 45.08 
Major Motor Work.. 9.27 9.00 9.27 8.90 8.63 9.00 9.01 
IEE © viccscocacececssccnseced 12.09 12.45 12.18 13.68 15.00 =14.72 13.35 
BIO 2 onicdscasesscecrtasae 24.09 24.54 24.09. 28.00 29.63 29.18 26.26 
BIEN > ksosssh patceeverobanicocuse 12.36 13.00 12.72 12.18 12.72 12.63 12.61 
Miscellaneous .......... 10.09 10.36 10.81 9.67 11.00 10.45 10.40 
Average Operation 
Per Repair Order.... 1.65 1.65 1.66 1.70 1.72 1.72 1.68 
First Six Months of 1955 
Total 
Jan, Feb. March April May June Average 
Pet. Pet. Pct. Pct. Pet. Pet. Pet. 
Lubrications _............ 31.05 30.75 32.50 32.33 32.72 33.72 32.18 
Oil Changes ............ 24.15 24.20 25.20 25.61 26.33 26.61 25.35 
Wash-Polish ............ 8.15 8.35 9.15 8.61 1.67 7.27 8.14 
Minor Motor Work.47.90 48.70 44.85 43.22 41.94 41.22 44.64 
Major Motor Work.. 8.80 8.50 8.50 7.88 7.94 7.94 8.19 
IEC scsicdesescccscssceveses 12.40 12.45 13.15 14.00 14.00 14.61 14.27 
CUED © a.nccstiicmsisicnciec 18.65 18.25 2045 22.16 22.67 23.22 20.90 
TT sce sn cidbi'n Gondiedesodses 11.75 11.80 12.80 12.94 12.89 13.39 12.59 
Miscellaneous ........... 9.90 1040 10.45 9.94 9.83 9.28 9.97 
Average Operation 
Per Repair Order.... 1.72 1.73 1.77 1.76 1.74 1.77 1.75 
—Compiled by John E, Wolf Co. 


1,600 Cars Per Dealer 
—And All Need Service 


| acon perenne car dealers never| year lubrication appeared on 31.75, ter this year with 46.71 percent as 
had so many service prospects| percent of all repair orders, com- | against 44.64 percent for 1955, 


* * * 


Ou sales were down slightly 
from appearing 25.35 percent of 
the time in 1955 to 24.90 percent in 
1959. This, however, could be ac- 
counted for by the increased length 
of time between changes that is 
recommended by several makers 
this year. 

Wash and polish jobs are defin- 


itely down, having appeared on 8.14 


(Continued on Page 35, Col, 1) 





Backshop 


by 
Jack 
Weed 























Be YOUNG of Automotive En- 
terprises brought his bag of 
tricks in to show me recently and 
in my humble opinion I believe his 
approach to the two “weakest” spots 
in our current merchandising pic- 
ture at the retail level have been 
dealt with in a very basic and easy- 
to-follow manner. 

Bob has developed operating 


|| manuals for both retail automobile 


salesmen and dealer service man- 
agers. 

His manual for the service man- 
ager is the first I have ever seen 
that actually spells out in detail the 
duties of a service manager for 
an automotive dealership and gives 
the manager an “SSS” procedure 
to work from. 

This SSS may throw many of 
you for a loop but this is the rule 
used by one of my good friends 
in the industry to judge whether 
a procedure will meet require- 
ments. It means sane, simple and 
specific. 

I don’t know of any measure- 
ment that can be used on programs 
that is more direct or “soul search- 
ing” than that. 

As many of you know, far too 
little has been written or pro- 
grammed to help orient the me- 
chanic who has been elevated to 
the job of service manager. There 
are few schools he can go to, even 
if his dealer is one of these rare 
birds who would stand the ex- 
pense and loss of the man’s time to 
send him to learn how a service 
manager should operate. 

Normally he has to work out his 
own salvation by rule of thumb in 
the school of pressure and hard 
knocks that the service manager’s 
job provides 

* + + 


‘Forgotten Man’ 


| Spwage a born critic, and inclined 
to be a little rough on guys 
who bring in what might be des- 
ignated as “new” ideas to spring 
on the industry, I really surprised 
myself by finding very little I could 
point a questioning finger at in 
Young’s manual and operation con- 
trol. 

He did have one minor weak 
spot that he is working on. That 
has to do with the “forgotten man” 
in the average dealer’s service op- 
eration, who can cause a whale of & 

(Continued on Page 37, Col. 1) 
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Maintenance Tips .. . 





Is It Really Rust? 


2 AN article on coolant discolor- 
ation in the American Motors 
Technical Service Bulletin said 
that in the near future, production 
will attach a sticker near the radi- 
ator outlining the use of a cooling 
system conditioner and its effect 
on the color of the coolant. The 
purpose of the sticker is to prevent 
unnecessary draining and flushing 
of the system by service personnel 
who are not familiar with this ad- 
ditive. 

The sticker reads as follows: 

“This cooling system has been 
factory-treated with a special pa- 
tented stop-leak and inhibitor. 
Slight discoloration of the coolant 
in the engine is due to this pro- 
tective material and should be 
disregarded. It is recommended 
that the system be drained, 
flushed, and American Motors 
Sealer Lubricant added every 5,- 
000 miles or twice a year.” 
Many auto manufacturers now 
are putting a similar capsule or 
compound of sealant and inhibitor 
into the radiators of their cars at 
the factory, These preparations 
may have a tendency to discolor 
the coolant, The stationman 
should be certain that he is not 
mistaking this harmless discolora- 
tion for evidence of rust formation. 
—Cuek Cuart Service BULLETIN 

* * 


How to Spot Bad Shocks 


a first place to look for trouble 
is not at the shocks, but the 
speedometer, If the car has been 
driven more than 10,000 miles, it’s 
time to take a good look at the 
shocks themselves. A shock-absorb- 
er inspection should be made every 
10,000 to 12,000 miles. 

Ask the customer if he has had 
any hard-steering troubles, or if 
the car seems to ride rougher 
than it used to. Put the car up 
in the air and check the shocks 
for oil leaks. If a shock is leak- 
ing, the oil can generally be seen 
around the lower portion of the 
shock body. A leaking shock al- 
lows air pockets to form in the 
cylinder, which reduces its effi- 
ciency and results in erratic con- 
trol 


If the shocks apparently aren’t 
leaking, their action can be double- 
checked in the following manner: 

1. On the rear shocks, disconnect 
them at the lower end; then col- 
lapse and extend them a few times. 
If there is little or no resistance, 
or they build up a resistance after 
being pumped a few times they 
should be replaced. The front 
shocks, if mounted outside the coil 
springs, can be checked in the 
same manner. 

2. If the shocks are mounted in- 
side coil springs, it will be neces- 
Sary to remove them and check 
their action in a vise. 

The old “bounde-the-car” method 
is probably the most popular meth- 
od of checking out shock absorbers. 
It’s not 100 percent accurate, but 
it does give you a general idea as 
to the condition of the shocks. Once 
you have’ the car bouncing, note 
how many times the front (or rear) 
of the car rises or falls before it 
stops moving. If it rises or falls 
More than twice, the shocks can 
be considered worn out.—AvuTomo- 


Tive TECHNICAL INFORMATION SERVICE 
* 


Cutting Exhaust Vibrations 


N OLDSMOBILE dual-exhaust 

systems, it is important that 
you tighten last the intermediate 
bracket clamps,.located about mid- 
way between the mufflers and 
frame crossmember, Tighten all 
other clamps first. The intermedi- 
ate bracket stabilizes the whole 
system. If it is tightened first, then 
it is placed under tension when 
the other clamps are tightened, and 
undesirable vibrations are carried 


into the car.—THEe BroapcasTEeR 
* * t 


Chevy Corrects Error 

HE Chevrolet Service News con- 

tained the following informa- 
tion on the rating of the fuse in 
the taillight circuit. 

It stated the taillight fuse 
holder, mounted on the electrical 
junction block on early 1959 pro- 


“| Here’s How Experts Do It 


ampere fuse in the taillight cir- 
cuit, These instructions were in 

error. The circuit load requires 

the use of a 15-ampere fuse. 

This condition has been corrected 
on the junction blocks on later pro- 
duction models. 

If a 10-ampere fuse is found in 
this circuit, it is recommended that 
it be replaced with a 15-ampere 
fuse and the “10A” marking on the 
junction block be obliterated. — 
CuHEK-CHART Servic—e BULLETIN 

* * = 


Power-Steering Dipstick 
+ Plymouth Technical Prod- 
uct Information Bulletin states 
that the power-steering reservoir 
dipstick was eliminated from the 
filler cap on all power-steering 
pumps since approximately Nov. 15, 
1958. 

When checking the fluid level on 
models without the dipstick, use 
the following proecedure: 

Engine cold-Oil level should be 





]| at bottom of filler neck. 


Engine hot—Oil level should be 
one-half way up in filler neck. 


This information also is applic-|, 
able to DeSoto.—Cuax-Cuart SERv-|, 


ICE BULLETIN 
* * * 


Gearshift Lever 


A RECENT issue of the Plym- 
outh Product Information Bul- 
letin contained service recom- 
mendations for the lubrication of 
the manual transmission gearshift 
lever. 

It stated that gearshifting dif- 
ficulties may be avoided in cars 
equipped with manual transmis- 
sions, especially those subjected 
to heavy-duty service, by lubri- 
cating the gearshift lever at 
10,000-mile intervals. 

To lubricate the lever properly, 
remove the rubber boot and pivot- 
pin assembly from the gearshift 
lever. Then remove the gearshift 
lever and apply MoPar Lubriplate 
to the ball end and pivot-pin hole 
and the area surrounding it, Re- 
place the gearshift lever, pivot-pin 
assembly and rubber boot. 

The above information is also 
applicable to servicing the gear- 
shift levers on Dodge and DeSoto 
cars. 





A Helpful Robot— 


Mechanical Robot Rene Costaz provides 
humor during serious training discussion 
or newest painting techniques and prod- 
u-ts by Martin-Senour Co.'s automotive 
paint division at Rensselaer, Ind. Here: he 
pours Bive Bond thinner into spray jar to 
help Leland L. Charley, divisional sales 
manager, correct a purposeful “mistake” 
during demonstration. 








Fiber Bearings 


Cut Lube Jobs, 
DuPont Reports 


NEW YORK.—Six Baltimore 
taxicabs equipped with new type 
fiber bearings rolled 50,000 miles 
each without a chassis lubrication 
in a test run, according to duPont. 

The new type ball-joint suspen- 
sion bearings and steering-linkage 
bearings, made by GM’s Inland 
Mfg. division, were lined with a 
woven fabric made from “Teflon,” 
a TFE-fluocarbon fiber produced by 
duPont. 

DuPont said the 50,000-mile test 
was equivalent to four to five years’ 
driving by the average car owner 
and would result in a grease-job 
saving of about $50 over a car’s 
lifetime. 

Other cabs in the Baltimore test 
fleet, which had conventional metal 
bearings, had to be lubricated 36 
times each during the run, the firm 
added. 

DuPont said that because “Tef- 
lon” is more slippery than ice, the 
nonlubricated bearings didn’t 
Squeak during the test even when 
wet. 








duction models, was stamped to 
indicate the requirement of a 10- 


AC) SELLING SLANT OF THE MONTH! 
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Now, there is a line of quality spark plugs specially 
designed for power lawn mowers and other powered 
garden equipment . . . spark plugs that are sure to 
attract attention, sure to increase your spark plug sales! 


With the bright plated universal terminal, the new spin-on 
gasket for easy installation, and the unique, easy-to- 
identify Green shell, these new AC Spark Plugs provide 
the best possible performance and reliability for all 


powered garden equipment. 


When you stock this new line of AC Quality Spark Plugs, 
you stock only three types to cover 85% of the market! 


Small inventory — wide market! 


Your customers will be on the look-out for Dealers who 
are stocking AC’s new line of spark plugs. Make sure 
you have a supply . . . AC Quality Spark Plugs with 


the Green colored shell! 


For marketing information concerning this new line of 
AC Spark Plugs, Dealers are invited to call their local 
AC Representative or write Dept. A., AC Spark Plug 


Division, Flint, Michigan. 


AC Spark Plug bee The Electronics Division of General Motors 
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62 Million Vehicles Are Prospects .. . 





Type 2 Lamp Offers 
Dealers Big Market 


(Continued from Page 32) 


fostered by lamp and vehicle manu- 
facturers and state officials. 

With 75 percent or more of all 

night driving being done on the 
low beam, the Type Two lamp 
assures greater seeing distance 
through better light distribution, 
improved illumination at the 
right side of the road and deeper 
penetration of fog and rain. It 
also gives far better illumination 
of the road’s left side. 

This is becoming more and more 
essential because increasing traffic 
volume limits the driving time on 
the upper beam, and it is deemed 
essential that older cars in particu- 
lar be equipped with lamps that 
provide comparable light to the 
new dual lamps. 

The new lamps require no in- 
crease in wattage and are inter- 
changeable with the older seven- 
inch sealed-beam units. And as in 
all headlamps produced in the U.S. 
and Canada since 1956, Type Two 
is designed for simple mechanical 
aiming. 

Manufacturers of photoelectric 
headlight aimers, however, are 
quick to point out that with mass 
production of both the lamps and 
aimers, there is always the element 
of slight errors in both. 

* * * 


EN these new lamps are aim- 

ed by a photoelectric aimer, 
however, the operator is concerned 
only with the aim of the lamp beam 





Training Program 
‘Well Accepted,’ 
AEA Aide Says 


DETROIT.—The Automotive 
Electric Assn., through its new 
training course, has trained over 
1,200 students, service station oper- 
ators and mechanics in motor tune- 
up in the last few months accord- 
ing to an announcement by J. 
Howard Reed, executive secretary. 


Although the program has been 

in operation only since Jan. 1, it 

been well accepted in all parts 

of the U. S., Canada and Mexico, 

and enrollments continue to in- 
crease each month, Reed said. 

Trainees who have attended 
these schools report that they now 
are better equipped to serve the 
motoring public because not only 
have they learned the fundamen- 
tals of motor tuneup but also they 
have acquired additional knowledge 
with respect to the latest carbure- 
tion and ignition systems and re- 
pair procedures. 

The course is conducted by qual- 
ified instructors of local AEA serv- 
ice and central distributor mem- 
bers with the cooperation and 
assistance of the AEA manufac- 
turer members. Having the train- 
ing course conducted by a qualified 
instructor at the local level is a 
very important feature of the pro- 
gram because the trainee has 
someone to bail him out if he gets 
into trouble, Reed said. 

In addition to AEA members 
giving this course, several univer- 
sities and many trade and voca- 
tional schools, which have qualified 
instructors, are using AEA train- 
ing course material as part of their 
programs. 


1959 Trim Show 
Opens on a Friday 


NEW YORK.— Bill Allen, show 
director, reports that this year’s 
Auto Trim Show, running the 
Standard three days, will open on 
a Friday (Dec. 4) instead of Satur- 
day. 

The reason for this change, he 
Says, is to allow manufacturers and 
jobbers a day of relatively light ac- 
tivity to discuss their plans, before 
the arrival of the weekend crowds. 

In addition to the out-of-town 
trimmers, many in the trade in the 
metropolitan area will visit the 
show on the weekend, Allen pre- 
dicts. Also, with the change in tim- 
ing, the show will not break up 





itself. Manufacturing errors such 
as beam pattern makeup, beam aim 
with relation to positioning pads, 
defective lamp lenses and reflec- 
tors, aiming pad damage and 
poorly positioned and sagged fila- 


ments are eliminated because the) 


Top N. Y. Students to Get 


Ford Industrial Arts Medal 


NEW YORK.—A special medal 
for students who have distinguished 
themselves in industrial arts work 
has been established for the top 
senior in each of the city’s 55 aca- 
demic high schools. 

The bronze medal, to be known 
as the Ford industrial arts award, 
is jointly sponsored by Ford Motor 
Co, and the Assn, of Industrial Arts 
Chairmen. The medal will be pre- 
sented annually. 





high intensity portion of the beam 
itself ig aimed where it is needed. 

The makers of photoelectric 
aimers also claim that the 12- 
volt headlamp filaments are 
much more fragile than the old 
six-volt filaments, and that this 
‘makes them subject to sagging in 
use on all kinds of vehicles and 
road conditions. They say the 


| only means of correcting this 





| condition is by aiming the beam 


itself. 

They also point out that on many 
foreign cars and even U. S. trucks, 
the position of the lamps makes 
it either impractical or practically 
impossible to aim the lamps with 
the mechanical aimers. 

And as a final argument for use 
of the photoelectric aimer, it also 
offers a means of indicating and 


| correcting poor circuit grounding, 


bad wiring, high resistance connec- 
tions, defective voltage regulators 
and switches. 

The main argument put forth for 
the mechanical aimer is that, being 
cheaper and easier to use, it should 
encourage more shops to include 
lamp aiming in their services, It 
also eliminates the need for extra 
space and precision spotting re- 
quired to aim lamps with the old 
type screen. 


Finalists in Ford Contest— 


Prizes valued at more than $1,800 were awarded to the winners in the ninth 
annual service competition sponsored by the Metropolitan Ford, Lincoln, Mercury and 
Edsel dealers associations and Ford division's Detroit district service department. 
First prize was an auto mechanic's tool box and complete set of tools valued at 
$450. Outstanding graduates of Detroit area vocational schools participated in the 
competition, Along with the contestants shown above are William Walton, standing, 
left, Ford Detroit district service manager and originator of the competition; Earl Bedell, 
fourth from left, Detroit vocational education director, and Carl T. Doman, national 
service manager. 











two weeks. 
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Forget all you've heard about expensive gasoline filters. 
The new AC In-Line Disposable Gasoline Filter is a profit- 
able, fast-moving sales item for about % the cost of 


traps 5 times more 


costs about 1/2 less 





competitive filters. 


The new AC In-Line Gasoline Filter protects against car- 
buretor wear, flooding and stalling 8 to 10 times longer 
than conventional filters, 25 to 30 times longer than ceramic 
types. Its extra-large 75-sq.-in. surface, with the unit's 
extra-fine resin impregnated filter paper, traps contami- 
nants as small as 10 microns — in contrast to the 50 microns 
rating of other designs. And, the extra-large filtering area 


AC SPARK PLUG 4% THE ELECTRONICS DIVISION OF GENERAL MOTORS 


gasoline engine .. 


Contact your AC supplier. Ask for information concerning 
the new AC In-Line Disposable Gasoline Filter. Its specic! 
low price . . . ONLY $1.80— complete with fittings. 


eliminates a costly built-in by-pass, reducing unit cost to 
nearly half that of other types. 


The AC Disposable Gasoline Filter installs in the fuel line 
between pump and carburetor and may be mounted hori- 
zontally or vertically without brackets. It operates on any 
. with a flow rate far in excess of com- 
petitive types and more than adequate for any modern car. 
The unit weighs only 22 ounces and measures only 2” by 3”. 








| 
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And All Need Service... 





| ,600 Cars on Road Per Dealer 


(Continued from Page 32) 


rcent of repair orders in 1955 and | 


only 6.47 percent this year. 

Major motor work, including 
complete engine overhauls, de- 
clined from 8.19 percent in 1955 
to 7.11 percent for the six-month 
period this year. 

Brake work is down slightly, 
from 14.27 percent in 1955 to 13.42 
percent this year. Body work is 
about even, with 12.59 percent in 
1955 as against 12.57 percent this 


ear. 
i eriscetiancous services are also 
down slightly, from 9.97 percent to 
9.85 percent, 
+* + * 
ILE the number of items sold 
per average dealer service 
ticket has increased from 1.68 items 
per R. O. in 1958 to 1.72 for the 
same period this year, it still falls 
behind the 1955 selling average of 
1.75. 
Many experts in dealer service 
insist that if a dealer can sell at 


| least two items per average re- 
pair order, his service profits and 
absorption wil take care of them- 
selves. 

These men say the low-cost, one- 
item repair order costs the dealer 
more than he gets out of them. 

While lubrication is admittedly 
a “draw-in” service, unless the 
dealer takes advantage of the cus- 
tomer’s car being there to point out 
other needed service, the dealer 





Petroleum Retailers Meet 
In August in New Orleans 

NEW ORLEANS.—The National 
Congress of Petroleum Retailers 
will hold its 13th annual meeting 
Aug. 16-21 at the Jung Hotel here. 

The host group will be the Louis- 
iana Service Station Assn. The 
program will be the most elaborate 
yet undertaken, according to Cash 
B. Hawley, NCPR president. 








isn’t realizing the lube rack’s po- 
tential to sell additional work. 
* * * 

| IS interesting to note that, 

with the exception of engine 
work and miscellaneous items, all 
other departmental services in- 
creased their appearance on the 
average repair order written by 
franchised. dealers for the second 
quarter of the year over the first 
quarter. 

This might be an indication 
that the service selling programs 
in the field are beginning to take 
hold and the dealers are getting 
more active in selling this “neg- 
lected money crop.” 

Lubrication showed a definite in- 
crease in March and kept climbing 
every month after that, Oil sales 
showed an improvement in March 
but dropped off after a high May. 
Even then, the June figure was 
higher than any other month prior 
to May. 

Wash and polish picked up in 
March and April but dropped off 











The 1901 Auto-Quadricycle fea- 
tured a steering wheel in an ele- 
vated rear seat. 





for the next two months, This no 
doubt represented a normal sea- 
sonal drop off, especially if dealers 
did not push this service. 

Tuneup and minor motor hit a 








NOW—PLATINUM PERFORMANCE 
FOR AUTO OWNERS! 
NEW AC PLATINUM 


The same quality and performance that goes into high 
performance AC Aircraft Spark Plugs is now available in 
the new AC Platinum Electrode Spark Plugs for automotive 


applications. 


Specially designed for extreme power applications — cars, 


trucks, marine engines, and 


Platinum Electrode Spark Plugs deliver longer service over 


a wider heat range than is 
plugs of equivalent size. They 


require less servicing than ordinary spark plugs. 


Other outstanding features of 


ELECTRODE SPARK PLUGS! 


commercial engines — AC 


possible with conventional 
offer greater reliability and 


these premium quality AC 


Spark Plugs include — new universal terminal — new centrif- 
ugally cast silver core — new spin-on gasket — new, longer 
insulator tip — and, of course, new Platinum electrodes! 


AC Platinum Electrode Spark Plugs present an entirely new 
and different approach to the problem of providing longer 
spark plug life and greater resistance to fouling. Ask your 
AC Supplier for complete information. 
Only Two AC Platinum Electrode Spark Plug Types 
(440P) and (M425P) Cover 73% of All Cars —53% 
of Commercial Applications — 92% of Marine Appli- 
cations! 
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peak in February. Major motor 
work reached a crest in January. 
Both continued to decline there- 
after. 

Brake work picked up consider- 
ably in April and hit a two-year 
peak in June. Chassis work nor- 
mally hits its highest months from 
April through August and is fol- 
lowing that trend this year. 

Body work hit over 13 percent in 
May this year for the first time 
since 1956. According to the Wolf 
figures, the body department seems 
to hit its peak sale during the 
months of the most driving. 

* od a 

OING back to the number of 

cars on the road compared 
with the number of franchised 
dealers to service them, if dealers 
were doing as good a job of serv- 
icing their customers this year as 
they did in 1955 the average fran- 
chised dealer should be doing at 
least 25 percent more service vol- 
ume this year than he did then. 

It is doubtful if any large per- 
centage of franchised dealers are 
hitting this mark, It should, how- 
ever, be the goal of every dealer 
with his eye on his profit and his 
sales-cost figures. 

Dealers who do an outstanding 
service job and are constantly in-. 
creasing the amount of service 
work they do, year after year, in- 
variably report both higher net 
profit figures for their business and 
a higher gross on their new and 
used vehicles sales. 

This is due mainly because they 
have wedded a higher percentage 
of their new-car owners to them 
as regular customers, not only for 
vehicles but for service, parts and 
accessories. 





Pressure Dealer 
On Auto Safety, 
Women Urged 


DETROIT.—Ways to improve 
automotive safety were proposed 
at two recent conventions, 

In Swampscott, Mass., the Mas- 
sachusetts State Federation of Wo- 
men’s Clubs was told the most de- 
cisive action it can take is to bring 
pressure upon dealers by asking 
about safety features when nego- 
tiating car purchases. 

“This will make the auto indus- 
try aware of public concern over 
such features,” and Earle N, Lash- 
met, senior vice-president of Lib- 
erty Mutual Insurance Co. 

In Delavan, Wis., a Chicago os- 
teopath told the Wisconsin Assn. of 
Osteopathic Physicians & Surgeons 
that low seats in autos contribute 
to highway accidents. 

Dr. Martin C. Beilke said low 
seating causes muscular discomfort 
and slows reflexes. A driver often 
cannot apply brakes fast enough 
because of this, he added. 

He said drivers who experience 
such fatigue should have their 
seats raised two or three inches. 
Motorists also should make fre- 
quent rest stops on long trips, 
Beilke said. 


| ~ 
Teacher's Guide 
ASIA Publication Lists 
Training Aids 

CHICAGO. — A new “Aids for 
Teachers of Automobile Mechanics 
Available from ASIA Manufacturer 
Members” has been lauded by top 
educators, according to the Auto- 
motive Service Industry Assn.’s vo- 
cational education staff. 

The 26-page booklet contains a 
listing of instructional aids auto- 
motive instructors and other voca- 
tional educators may obtain from 
ASIA manufacturer members, 

The booklet is broken down into 
several product categories, includ- 
ing Body, Fender & Refinishing; 
Brakes; Electrical & Ignition; En- 
gines; Fuel, Lubricating and Cool- 
ing Systems; Suspensions, Steering 
and Wheel Alignment; Tools & 
Shop Equipment, and Transmis- 
sions and Power Trains. It also 
has a listing of automotive text- 
books available from publishers. 








Hunt Impert Deal Moves 


WILLIAMSVILLE, N. Y.—Hunt 
Imported Cars, Inc., has moved to 
a new location at 5551 Main St:-in 
this Buffalo suburb, The firm, which 
has more than 11,000 square feet 
in the new location, handles Morris, 
Jaguar, MG, Hillman and Porsche. 
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For Small-Town Dealer ... 





Service Sets Pace 


PRAIRIE DU CHIEN, WIS.—To 
@ small dealer, in an area where 
volume car sales are not possible, 
it is “service” that counts. 

That's why Ray J. Weighner 

calls his Dodge-Plymouth dealer- 
ship here “Weighner’s Service 
Garage.” He stresses excellent 
service, has his men out selling 
service by calling at every house 
along roads selected from county 
plat books, and reaches into two 
counties across the Mississippi 
River. 
. Weighner, who has been selling 
cars in this Southwestern Wiscon- 
sin community for 36 years, says 
his service contacts inevitably help 
sell new and used cars. 

“We've built a reputation for 
good service so well,” he said, “that 
many of our customers have been 
coming back to us for 30 years and 
more. We service their cars, repair 
them when needed, and when 
they’re ready for a new or used 
unit we're first in the door.” 

In newcar sales, 60 or so make 
@ year a good one. Once in 4a 
while, Weighner gets an order for 
a school bus, a couple of trucks, a 
police pursuit car or a station 
wagon. These are “gravy,” because 
it’s the service income that pays 
much of the freight. 

Keeping service customers and 
getting new ones—and developing 
leads for new and used car-sales— 
are part of a continuing followup 
system which works like this: 

1. Shortly after a new car is 
sold, the owner receives a letter 
from Weighner’s saying that his 
interest in the owner and his car 





Service Briefs 











BRIDGEPORT, Conn.—Two new 
sound, color motion picture films 
are being shown at brake service 
clinics conducted by the Raybestos 
division of Raybestos-Manhattan, 


Inc. 

These films, “Brake Service the 
Raybestos Way” and “Better 
Brakes with Raybestes” demon- 
strate the latest service informa- 
tion on 1959 brake designs and 
show in detail how to service power 
brakes, how 14-inch wheels affect 
brakes, the proper procedure for 
relining and servicing all popular 
brake systems, and how to trouble 
shoot, service and bleed hydraulic 
brake systems. ‘ 

* 


Life Time Products Cuts 


Price of Bay Bumper Jack 

CANFTELD, O.—Bay-Lift divi- 
sion, Life Time Products Corp., 
announced that it has reduced 
the price of its air-operated Bay 
Bumper Jack K-3000 from $154 to 
$119.95. The firm also extended 
the guarantee of the bumper jack 
to five years. 

The K-3000 is a pneumatic jack 
that engages bumper brackets in- 
stead of bumpers. It has a 15%- 
inch reach from upright air cyl- 
inder to front of lifting saddles, 
and the saddles may be spread to 
engage cars at desired points 
from a distance of 24 inches to 
&4 inches apart. Lifting range is 
from 8% to 31% inches, and ca- 
pacity is over 3,000 pounds. 

+ * 


* 
Minnesota Garagemen 


Choose McNaughton 

MINNEAPOLIS.—Bill McNaugh- 
ton, McNaughton Motors Service, 
Minneapolis, has been elected 
president of the Independent Ga- 
rage Owners of Minnesota. 

Other officers are: Frank 
Schneider, Fred L. Hensel Co., St. 
Paul, first vice-president; Lou 
Rochlin, Minnesota Auto Body, 
Minneapolis, second vice-president, 
and Milton H. Lamb, Lamb Radi- 
ator Shop, St. Paul, secretary- 
treasurer. 





Added Duties for .Landis 

DAYTON, O.—W. E. Landis, di- 
rector of employment and employe 
services, Chrysler Corp., has been 
mamed general chairman of the 
36th National Conference of the 
National Management Assn, 





has not ended with the sale, and 
that the service department is 
ready and qualified to perform 
regular lubrication and periodic 
maintenance. 

2. At regular intervals, customers 
are informed of necessary inspec- 
tions, adjustments and repairs. 

3. When tradein time arrives, or 





National Brake Plans 
Series of Safety Clinics 


WOODSIDE, N, Y.—National 
Brake Block Co. will institute a 
series of safety brake clinics for 
brake specialists and mechanics in 
cooperation with independent job- 
bers who will sponsor the program. 

National will have factory brake 
experts present at the planned 
clinics to discuss and demonstrate 
proper brake repair procedures, 
methods of trouble-shooting, obser- 
vation of necessary safety precau- 
tions and other related subjects. 





the owner indicates he is ready for 
a new car, that information is 
given to the sales staff of three. 

4. A salesman’s owners’ record 
keeps tabs on all customers and all 
cars they have purchased, and is 
reviewed frequently for sales possi- 
bilities. 

5. Periodically, too, Weighner’s 
salesmen canvass home and farm 
owners in their own county and 
the two Iowa counties across the 
river. They use county “plat books,” 
which list every land owner, select 
a road and call on everyone living 
along it. Their questionnaires reveal 
what each family owns in automo- 
tive and farm equipment, and leads 
to frequent sales of new and used 
cars, tires—and similar items. 

6. A companion questionnaire is 

devoted to service work and pos- 
sibilities for car or truck trade- 


“We rarely lose a service cus- 
tomer,” Weighner said, “even when 
they move elsewhere. And the old 
saying ‘one customer tells another’ 
isn’t as trite as it may seem. 

“Why, one car owner even wrote 
us from Hawaii that he’d met a 
customer of ours, planned to be in 
the U. S. at a certain time, and 
asked if we’d put in a new motor 
for him.” 








A Family Affair— 


lt is a family operation at the Weighner Service Garage (Dodge), in Prairie du 
Chien, Wis. From left are, Dealer Ray J. Weighner; Patrick L. McKillip jr. (in rear), 
his son-in-law, who is sales manager; Jane Weighner McKillip; Catherine Weighner, 
and Kay Weighner. The two daughters come in to help when needed. 

















SELLING SLANTS 


ACon-0-Mizer 


...a new type Fuel Pressure Regulator for Automotive Engines 


improved 


Improved performance with 
economy .. . that’s what your customers 
are interested in these days... and that’s 
just what the AC ACon-O-Mizer offers! 





What the ACon-O-Mizer Is... 


It’s a fuel pressure regulator which can be installed 
between the fuel pump and the carburetor and is actuated 
by vacuum from the manifold. 


What the ACon-O-Mizer Does... 


It permits maximum acceleration and high speed operation 
with reduced fuel waste, and at the same time reduces 
flooding and stalling. Under normal driving conditions, the 
unit regulates fuel pressure at a constant one and one-half 
pounds per square inch. When greater engine power is “ 
required, the unit permits full pump pressure to the carbu- 
retor. This allows correct fuel pressure regulation at 
normal speeds and also at maximum acceleration. 


What is the ACon-O-Mizer Market... 


All car and truck owners who are interested in improved 
performance and gasoline economy are prospects for the 


a4 








YOUR COST 
YOUR SELLING PRICE* 
YOUR PROFIT 


*Plus installation 


Dealer Profit Schedule 


1-11 
6.44 
9.90 
3.46 


12 or more 
5.45 
9.90 
4.45 


ACon-O-Mizer. Carrying a low list of only $9.90, the 
ACon-O-Mizer quickly pays for itself! 


* Provides greater fuel economy through uniform 
regulation of fuel flow. 


Helps prevent stalling, flooding and fuel waste. 
Provides full performance under acceleration and 
constant speed operation. 

Only one type, GF-57, covers the passenger car 
and truck market. 





* 
* 
* 





Call Your Regular 


Supplier 
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Backshop 





e ce e By Jack Weed 








(Continued from Page 32) 


lot of trouble unless he knows his 
job thoroughly, and that is the so- 
called service salesman. 

I am so caustic on this subject 
that I can’t even bring myself to 
designate the majority of these 
essential people as salesmen but 
must, in my conversation about 
them, refer to them as order 
writers. 

I do this, not as a criticism of 
the men who are doing the job, but 
as a criticism of the system that 
allows such an important post to 
be covered year after year by men 
who were selected because they 
had a gift of gab or nice blue eyes 
or something. 

In practically every well-run and 
soundly managed dealership I have 
ever scrutinized, I find that these 
men are of sufficient caliber to 
warrant the designation of assist- 
ant service manager. 

In addition to knowing how to 
approach people, handle dis- 





grunted customers and knowing 
how to write out an order that 
is readily understood when the 
hard copy gets to the “Line,” 
they have a knack for quick di- 
agnosis and can make tactful 
suggestions to the customer as 
to what additional work should 
be performed without giving the 





Muffler Consolidation 


Is Announced by Walker 


RACINE, Wis.—Consolidation of 
33 muffler numbers into 13 to ease 
distributor stocking problems was 
announced at a weeklong sales 
conference for territory managers 
of Walker Marketing Corp. 

A new heavy-duty truck-muffler 
program was outlined by L, F. Car- 
bonneau, administrative sales man- 
ager. More effective selling tech- 
niques and marketing changes also 
were discussed, 





customer the idea that he is be- 
ing “loaded.” 

In his control procedure, Bob 
does away with the “hard copy” as 
a reference piece and this upsets 
me a little. But who am I to quarrel 
with a guy who took over a run- 
down deal in a medium-sized town 
with little of his own money and a 
lot of borrowed capital and put the 
deal in the black through his own 
efforts. He did it by being his own 
bookkeeper, sales manager and 
service manager because he 
couldn’t afford to hire competent 
men to take over these jobs. 

He claims rehandling the hard 
copy is too costly and perhaps he is 
right. I’ve always looked upon the 
hard copy as the “open sesame” to 
both department efficiency and 
“rat holes.” I’m willing to go along 
with Bob, however, until someone 
proves he is wrong. 

Those dealers who are using Bob’s 
system evidently find the short ver- 
sion he has substituted works or 
he would have had to change it by 
this time. 


What About Factory Men? 





y= I am being critical, I 
think here is a good place to 
get another beef off my chest—and 


I hope that all of my friends at the 
“A” executive level in car-factory 
management read this explosion. 

First, I man to ask them how in 
the devil can they expect their 
dealers to agree to go to the ex- 
pense of sending their key men to 
school when they don’t even give 
their own district men anything 
but a very cursory training and 
most, if not all, of that is on prod- 
uct? 

I could fill this page with in- 
stances of men who have to give 
up their recreation time and neg- 
lect their families over the week- 
end and on week nights tearing 
down assemblies and putting 
them together with the aid of the 
charts and “flip flap” just so that 
they can be letter perfect and 
not make a donkey out of them- 
selves when they conduct a train- 
ing school in a dealer’s shop. 

As I say I could do it but, know- 
ing factory policy as I do, I would 
only hurt the very guys who are so 
enthused over their jobs that they 
do this on their own because their 
factories are so short sighted that 
they won’t spend a few extra dol- 
lars to bring these younger boys 
into the factory long enough so 
that they can be properly schooled 
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Test for Cap Sales with the 


NEW AC PRESSURE CAP AND RADIATOR TE 


The new AC Tester is different. And, its simple operation 
makes this about the easiest-to-use pressure tester you’ve ever seen! 


The new design of the AC Tester provides an expan- 
sion device for sealing inside the radiator filler neck 
instead of on the shoulder. And, the pump action 
of this tester is far easier—and quicker — to 


Operate than a bulb-type. 


You can use the new AC Tester to check radiator 
pressure caps and cooling systems on all types of 





if a cap is good or bad or whether there is a leak in 
the cooling system. The bezel adjustment on the 
gauge allows you to test from 1 to 30 pounds 
pressure. The new AC Radiator Cap and Cooling 


System Tester is made of durable steel, and it has 


passenger cars, and most trucks. To do this big 


job, you use only one adapter . . 
adapter already attached to the AC Tester. The 
small number of trucks having a 21%” filler neck 
can be tested by ordering the following adapters 
—Radiator RP 32, or Pressure Cap RP 22. 


An easy-to-read pressure gauge tells you in seconds 


. the universal 


a heavy coating of bright, rust-resistant chrome. 
Get the new AC Tester today! 


Get $5.00 Credit with Trade-In! 


That’s right! You can trade in your old cap tester 
and receive the new AC Tester for only $13.45. 
Without a trade-in you can get the AC Tester at 
the special low price of $18.45. 


in both mechanics and how to pre- 
sent their job properly to the 
dealer. 

Many a dealer is far too rough 
on his district rep because he 
doesn’t realize that it is not the 
boy’s fault that he doesn’t know 
how to handle himself properly. It 
goes right back to a lack of proper 
preparation by the factory, the 


region and the zone or district. 
J * * 


Well Laid Plan 


I TAKE my hat off with great re- 
spect to the service manager of 
one of our smaller manufacturers 
who has a new service program to 
take to his dealers. He realized 
that the success or failure of that 
program would depend to a large 
measure on how it is presented to 
the dealer body. 

So this factory service manager 
started off by analyzing every field 
man as to his ability and knowl- 
edge and graded them into three 
classes—those who were old-hands 
and had enough “savvy” so that a 
short three-day refresher course 
would bring them up to mark; 
those who had been with the com- 
pany some time but still needed 
more “spelling out” in detail of the 
program, and those newer em- 
ployes who needed the “full treat-* 
ment.” 

Before this program goes to 
the field, every one of his men 
will get the schooling he needs. 

Again my hat is off to this gent. 

He may save his program and it is 
certain he will save his company 
many dollars in time and in getting 
quick dealer compliance because 
his men will be properly prepared 
before they take the program to 
the field. 


We Goofed 


EVEN in a publication that 
strives with might and main 
to always make certain everything 
we bring our readers is correct, 
we find that we slip from time to 
time. It is rare, however, that any 
one of us has to do two “skin- 
backs” in one issue. 

But I have to humbly apologize 
for all of us letting get into print a 
story in which we not only put the 
wrong size tires on a car but gave 
the wrong company credit for their 
manufacture. 

In a recent issue we shod the 
Chrysler Imperial] with 8.50x15 tires 
instead of 8.20x15 that had been 
painstakingly developed just for 
this car and worst of all we gave 
credit to Goodrich as the maker 
instead of Goodyear. Our apologies 
Tex and Eddie, we didn’t mean to 
do it. 

And then we garbled up the 
consolidation of the Van Norman 
Machine Co. and the Van Nor- 
man Automotive Equipment Co. 
into one division of the parent 
company, Van Norman Indus- 
tries, Inc. 

From now on the equipment di- 
vision will be known as the Van 
Norman Machine Co., a division of 
Van Norman Industries, Ine. And 
to fully clear up this muddle let’s 
give Sel Greer his proper title. He 
is now executive vice-president, di- 
rector of sales of the Van Norman 

Machine division. 
* 


> * 

ETI Plans 
La WOOLMAN, of the Equip- 

ment and Tool Institute, ad- 
vises me that the general meeting 
held in Detroit last June was at- 
tended by more than 75 percent of 
the membership. At that meeting, 
members resolved “that the Equip- 
ment and Tool Institute refrain 
from approving any automotive 
product trade show excepting only 
one annual national exhibition 
when sponsored by both the Auto- 
motive Service Industries Assn. 
and the Motor & Equipment Man- 
ufacturers Assn. and held in con- 
nection with the annual convention 
of A. S. I. A. and annual meeting of 
M. E. M. A.” 
This does not mean, however, 
that the ETI boys will not exhibit 
at the NADA Equipment Exhibi- 
tion. This is not deemed an “auto- 
motive product trade show.” Many 
of the members already have 
signed up for space in the next 
NADA show to be held in Wash- 
ington in conjunction with the an- 
nual NADA convention. 


Triumph Adds Ziegler 
LOS ANGELES.—Paul A. Zieg- 
ler, Inc., 1554 S. Sepulveda Blvd., 
has been named a Triumph dealer- 
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ship. 
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Bigger Dealer Profit Seen in Early Service . . . 





GM Readies Winterizing Drive 


(Continued from Page 32) 

of early fall-service promotion is 

often overlooked. 

As a result, dealers are swamped 
by owners wanting this service at 
the first sign of freezing weather. 
And too many owners let their cars 
go until they don’t have the time 
to have the cooling systems prop- 
erly serviced, or brakes checked 
and headlamps aimed. 

This year all dealers will have 
an extra sales push in urging own- 
ers to replace their present sealed- 





Pensacola Dealers Elect 


Robinson President 


PENSACOLA, Fla.—Gene Robin- 
son of Superior Motors, Inc., has 
been elected president of the Pen- 
sacola Franchised Dealers Assn. 

Vince Whibbs of Vince Whibbs 
Pontiac, Inc., was named vice- 
president; William L. Wheeler, 
S & W Motors, secretary-treasurer, 
and Howard Mitchell, Mitchell Mo- 
tors, and Frank E. Welles jr., Mul- 
don Motors, directors. 





beam lamps with the new Type| washers who are offering a “pack- 
Two lamps that give much greater| age” deal on a wash, polish and in- 
vision. terior cleanup. 

Brake service is highly essential The opportunity offered dealers 
in the fall in most areas of the | also is commented on in the Guar- 
country. Owners who know seed hewn Maintenance program. GM 
want to have their brake systems) points out that some dealers, real- 
drained and refilled with heavy-| izing the appeal of such a “pack- 
duty brake fluid. They will want| age,” have been offering a wash, 
their master and wheel cylinders| polish and complete reconditioning 
checked to be certain that they| at a special price. 
have no leaks. 





hn ie | their used-car reconditioning de- 

New Undercoat Suggested 

ype GM program’s appearance 
protection could include a new} 

undercoat job in addition to wash, | 

polish and elimination of rust spots | 

and chrome cleaning. 

The program also suggests that 
the dealer recommend a touchup 
or repaint job since many cars 
are pitted from gravel and other NY owner in an area where salt 
causes during summer driving. | is used to remove snow from 

Arndt-Palmer Laboratories,|the streets knows the effects of 
which makes many of the used-car| rust under the body. It should be 
reconditioning materials used by| easy to sell many such owners an 
dealers, recently said it is getting | undercoat job, especially since 
considerable business from car' gravel-road driving may have 


had to increase workers on this 
job from one to three men, By 
combining these two services, GM 
added, the dealer keeps this de- 
partment busy full time doing both 
type of jobs. 

* 


ok * 


Undercoat Good Seller 





These dealers do the work in| 


| partment, GM said, and one dealer | 








If Built for People, 
Wagons Get a Break 


PIERRE, S. D.—The fact that 
a station wagon or similar ve- 
hicle is built on a truck chassis 
does not mean that it must be 
licensed at the higher truck rates 
as long as it is used for people. 
Such is the opinion of Attorney 
General Parnell Donohue, revers- 
ing the practice of previous 
years. 

Donohue said that when the 
primary purpose of such vehicle 
is carrying people, they should 
be licensed as passenger cars. If 
they are modified for other pur- 
poses, however, they become 
trucks. 





knocked off much of the original 
undercoating. 

Charts are being furnished GM 
dealers, and can be obtained 
from several sources by other 
dealers, that will help sell the 
cooling-system protection serv- 
ice and antifreeze refill. 

Four of every 10 cars that come 
into the shop need lighting serv- 
ice, it has been found, and every 
car built prior to 1956 is a prospect 
for a new set of headlamps because 








Save valuable mechanics’ time... without tieing up 
capital ... modernize with BLACK & DECKER tools 





You speed work through your shop. . 
costs .. . increase your profits when you modernize 
your Service operation with Black & Decker tools. 


The reason is simple: every Black & Decker tool— 
from drills to valve shops—is built for peak perform- 
ance over a long, long time. And your local automo- 
tive distributor has 39 cost-cutting, profit-making 
Black & Decker tools—each designed to do best the 


job for which it was built. 


Select the tools you need. Then take twelve months 


. reduce labor 


Decker distributor today! 


to pay for them. No big lump sum outlay of capital— 
you pay for your modern tools just as you pay your 
mechanics—as they produce for you! No interest or 
carrying charges either! Contact your local Black & 


6508 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black’ Deckers 


QUALITY ELECTRIC TOOLS 
Towson 4, Maryland 






(‘Look Under 
‘TOOLS-ELECTRIC 
Sates or Servis | 


So 


lof the greater vision provided by 
the new seven-inch lamps. 

There also are thousands of 
cases of faulty brakes and backup 
lights of which the driver rare'y ig 
| conscious, burned-out bulbs and 
| fuses, inoperative turn signals, bad 
switches and loose connections that 
| cut down on driving light. 

Most drivers want all the light 
they can get for fall and winter 
| night driving and can be sold these 
services readily if properly pre- 
sented. 


* * * 
GM Policy Aids Dealers 

M DEALERS also are reminded 

of better owner relations cre- 

ated for them by the Owner Pro- 
tection Policy, which is rapidly es- 
tablishing the habit of bringing the 
ear back for service at regular in- 
tervals. 

Dealers also are reminded that 
when the customer has his car 
properly serviced it will be much 
more saleable when it is turned 
in on a new car. This is a point 
which many dealers overlook. 

In the current Guardian Main- 
tenance program, dealers are being 

urged to make available many of 
the appearance items, such as 
chrome cleaner, polishes, tar re- 
mover, chrome protector, white 
sidewall tire cleaners, upholstery, 
carpet-cleaning compounds and 
touchup paints, for do-it-yourself 
owners who may not feel they can 
afford to buy the full treatment 
from the dealer. 

Dealers make an acceptable 
profit on these items, and there is 
no sense in creating a demand for 
these things and making the owner 
go somewhere else to buy them. 





Air-Conditioner 
Sales Hit Peak, 


Harrison Reports 


LOCKPORT, N. Y.—GM’s Harri- 
son Radiator division has reported 
record sales for automotive air- 
conditioning systems. 

Edward J. Reilly, 
manager, said that 
model year sales 
reached 250,000, an all-time high 
since Harrison began production of 
automotive air conditioners in 1954. 

He predicted sales for the 1960 
model year will exceed 300,000 
units. 

“Our air-conditioning sales total 
so far this year “is 45 percent 
greater than the division experi- 
enced in 1958, when Harrison sold 
172,000 systems,” Reilly said. 

He said the main concentration 
of sales continues to be in the 
Southwest and Southeast. He did 
note, however, that greater public 
acceptance of the product is grad- 
ually taking place in other parts of 
the country. 


general sales 
for the 1959 
already have 





Emmert Joins 


Massey-Ferguson 


TORONTO.—T. J. Emmert, for- 
mer executive vice-president of 
Ford Motor Co. of Canada, Ltd, 
has been appointed a vice-president 
of Massey-Ferguson, Ltd. 

Since his appointment in 1950 as 
executive vice-president of Ford of 
Canada, Emmert’s activities have 
included both automotive and 
farm-implement operations in Can- 
ada and in other major markets of 
the British Commonwealth. 

Emmert first worked with Boe- 
ing Aircraft, and in 1947 he was 
appointed vice-president and as- 
sistant general manager of Can- 
adair, Ltd. 





Ld 
Pierce Honored 
Pontiac Dealer Is Cited 
For Civic Service 

HICKSVILLE, N. Y.—Malcolm E. 
| Pierce, Pontiac dealer and a direc- 
itor of the Long Island National 
| Bank of Hicksville, was honored by 
|the bank for “many years of faith- 
|ful service to the bank and to the 
| community.” 
| He was presented a plaque by 
| William E. Koutensky, bank presi- 
|dent, and a number of other gifts. 
Among the guests was Harold 
Flesch (Oldsmobile), representing 
the Long Island Assn. of Automo- 
| bile Dealers, 

Pierce is a past president of the 
Brooklyn-Long Island Automobile 
Dealers Assn, and is a district vice- 
president of the New York State 
Automobile Dealers Assn, 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
motive NEws. 


For Make Servicemen 

FORD DIVISION—From Aug. to 
Sept. 18, the 35 Ford district 
school instructors will be conduct- 
ing courses in basic electricity, al- 
ternator system, Fordomatic and 
transmatic transmissions and air 
conditioning. 

GMC TRUCK & COACH DIVI- 
slON—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER— International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 
worthy design features. Special em- 
phasis on the proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
cal system and the latest fuel sys- 
tem, 

STUDEBAKER -PACKARD— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the Studebaker Lark and 
Hawk models as well as Mercedes- 
Benz and DKW passenger cars for 
Aug. 24-Sept. 18. The courses are 
tailored to dealer mechanic needs 
and grouped in relation to basic 
requirements—(1) elementary, (2) 
overhaul repairs, (3 )advanced clas- 
ses on heavy repair procedures and 
specialized unit rebuilding. A spe- 
cial two-week course on Stude- 
baker models has been established 
for newly appointed dealer service- 
men. Subjects cover a brief history 
of prior models and provide a 
working knowledge of the current 
passenger cars and trucks, Train- 
ing will be conducted at New York 
by F. X. Coghlan, at Los Angeles 
by L. J. Young, and at South Bend 
by A. S. Kidder. 

WHITE MOTOR CO. — Gasoline 
school—Sept. 14-18 (White); diesel 
school — Aug. 24-28 (Cummins). 
School will be held at the White 
Motor factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
School for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
Starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 





Mobile units manned by factory- 


trained technicians. No instruction | 
charge. 

AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif.—Six courses 
starting the first Monday of each 
month; tuneup, Robert Steiner, in- 
structor; automatic transmission 
rebuilding, John Kamuk, instruc- 
tor; Ammco brake, Jack Cronin, 
instructor; auto parts, Fred Ham, | 
instructor; engine, Ben Johnson, 
instructor. The third Monday of | 
each month, a Bear alignment! 
course, Jack Cronin, instructor. 
Contact Frank O, Bregnard, Auto 
Mechanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for fur- 
ther information. 

JOHN BEAN DIVISION, Lans- 
ing, is offering only two classes at 
this time, They are courses (A) 
wheel alignment and balancing and 
steering systems, Sept, 14; (C) col- 
lision service of front suspension, 
frame straightening and body 
alignment, Aug. 24. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 








principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St..Louis 6, Mo. 


BEAR MFG. CO., Rock Island, |# 


| Iil.—School offers training in align- 


ment, balancing and frame 
straightening for four-week pe- 
riods. Next class Aug, 31, Sept. 14. 
Address all inquiries to Mildred T. 
Clark, registrar, 2103 Fifth Ave., 
Rock Island, IIl. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 


Bendix power brakes and Strom-|™ 
|berg carburetors through schools 


sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
(Continued on Page 42, Col, 3) 











Simea Hosts on West Coast— 


Automotive writers attended the los Angeles press preview of the new Simca 
Elysee and Grand Large models at the Beverly Hills Hotel and then drove the new 
cars. Greeting them as hosts were, from left, R. B. McCurry jr., Chrysler Corporation 
Western area director; J. R. Barlow, Chrysler, product advertising manager; Miss 
Coleen Drake; W. X. Aron, Richard N. Meltzer Advertising, Inc.; A. G. Wahle, Chrysler, 
sales promotion manager, and M. J. Harris, Western area Simca sales manager for 
Chrysler. 








Wagner Lockheed LINED B 


come to you ready fo be installed 





You have three choices to meet your needs. “WEB” Sets; 
“WB” Sets; or the Wagner Shoe Exchange Program . . . Shoes 
are available in two oversize lining thicknesses. 

“WEB” CoMaX BONDED SETS bonded with “CoMaX” premi- 


um quality wire-back flexible molded uae 
universal use, this lining provides quick, safe, 


Designed for 
smooth stops 


and extra long operating life on most popular cars and com- 
mercial vehicles. Also available with riveted lining. 


“WB” SETS BONDED WITH “WP” dry-mix rigid molded seg- 


ments of finest grade, 






, Get i la ee wile ile 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORNS 


engineered to give smooth positive 


fade-resistant action with quick recovery characteristics. On 
high horsepower vehicles with or without automatic trans- 
missions and power brakes, “WP” provides long-lived, 
superior braking performance. Also available with riveted 
lining. 

WAGNER SHOE EXCHANGE PROGRAM lets you take full ad- 
vantage of mass production facilities when you exchan 
shoes for Wagner Lockheed lined shoe sets. No tedious de- 
lining and relining shoes. Sets come ready to be installed— 
saving you up to 114 hours per job. 





FOR DETAILS consult your nearest Wagner 
Distributor, or mail coupon to us for free 
copy of CATALOG BU-579, 


Waaner Electric ation 
6393 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S. A. 
(Sranches in principal cities in U.S. and in Caneda) 


Please send us Catalog BU-579 on Lined Brake Shoe 
Sets. We understand there is no charge or obligation, 


Name 
Firm. 
Addres . 
City & State 
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©) keer your Eves MOVING 


Keep glancing near and far 
ahead; move your eyes every 
two seconds to keep from star- 
ing. Check the rear mirror 
every five seconds. Check the 
lane in back of you before 
changing lanes or if you see a 
possible delay ahead. At a 
traffic light, check cross-traffic 
before starting up. On long 
trips, stop and rest your eyes 
every few hours. 





Five Steps to 


€ AIM HIGH IN STEERING 


Glance well ahead at the center 
of your driving path; aim your 
body for the lane-center up 
ahead. At night, watch beyond 
your headlights for dark shapes 
on the road. In turning a 
corner, glance well ahead at 
the center of the turning path, 
slow down as you turn. 


5) MAKE SURE THEY SEE YOU 


When you pass another car, 
first glance at its left front 
wheel; this warns you if the 
driver is starting to veer in 
your direction. If in doubt, 
delay passing and sound your 
horn. When you do pass, move 
quickly to where the other 
driver can see you. Turn your 
car lights on early at dusk. 
When you turn, move into the 
proper lane well in advance 
and signal your intention. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 148 OF A SERIES 
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4) LEAVE YOURSELF AN OUT 


Try to maintain at least one 
car-space between you and the 
vehicle ahead for each 10 miles 
of speed; on slippery roads, 
keep extra space in front of 
you. Go slow when seeing con- 
ditions are poor; be alert in 
changing lanes or turning cor- 
ners. If there’s trouble ahead, 
alert the driver behind by 
pressing the brake pedal to 
flash your stop-lights. In light 
traffic, avoid curb lane. 





@ GET THE BIG PICTURE 


Scan a wide, deep roadway 
scene — foreground, back- 
ground, sideground. Watch all 
objects a block ahead in town, 
a half-mile away on rural roads. 
Watch nothing in sharp detail; 
make sure you see the ground 
around each object. Glancing 
up-and-down, and side-to-side 
gives you the full picture. 





Ford-sponsored Fleet Safety Training helps 
good truck drivers become better 


Launched in mid-1957, Ford Motor Company’s Fleet 
Safety Training Program is celebrating its anniversary with 
the enthusiastic backing of fleet operators everywhere. 
The program, sponsored by Ford Division, consists of 
a series of five-day, on-the-road and technique courses 
conducted by Harold L. Smith, nationally known authority 
on driver safety and Fleet Safety Consultant for the 
Ford Division. Designed to help drivers form new driving 
skills and seeing habits, this program is conducted for 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD * THUNDERBIRD « EDSEL e MERCURY « LINCOLN « 


CONTINENTAL MARK IV ¢ ENGLISH FORD LINE * TAUNUS 
FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ° 


*-FORD TRUCKS» INDUSTRIAL ENGINES ° 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 


fleet safety directors who in turn train their own. drivers 
in this new approach to safer driving. 

The Fleet Safety Training Program, part of a broad 
public service to promote highway safety, assists truck 
fleet operators in further reducing accident costs and is 
another example of how Ford Motor Company helps truck 
users increase their operating efficiency. 

Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


MOTOR COMPANY 


THE AMERICAN ROAD 


DEARBORN, MICHIGAN 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 39) 


Center of Attention— 


Oldsmobile's “singing sweethearts,” Florence Henderson and Bill Hayes, were the 
center of attention in this gathering and also at Oregon's centennial festivities held in 
Portland. From left are Jack Clenaghen, Clenaghen and Mount Advertising, Portland; 
R. L. Huffman, general manager of Logan Oldsmobile, Portland; John Reeves, Olds- 
mobile's Portland zone manager; Florence Henderson; Frank Egan, vice-president of 
D. P. Brother and Co.; Bill Hayes; J. F. Reilly, assistant zone manager; Phil Bradler, 
sales manager of Western Oldsmobile, Inc., Portland; David H, Logan, of Logan 
Oldsmobile; W. R. Stone, general manager of Corder Oldsmobile, Vancouver, Wash., 
and Ed Burkitt, of Burkitt-Coleman advertising agency, Portland. 


week once a month. Anyone inter-) 


as major adjustments, minor ad- 


ested in spray painting and spray| justments, and complete brake 
equipment may attend. No tuition.| overhauls of all types of both new 
Next classes will be held Sept. 14-| and old brake systems will be cov- 
18. Contact J, R. Adams, instructor. | ered. Personal instruction is aug- 


INLAND MFG, CO., Omaha— | 


mented by two technical, sound, 


| conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W, Heffe-on, 
|Raybestos Division, Bridgepor 2, 
| Conn, 

SUN ELECTRIC CORP., Chicago 
|—Training courses are available in 
|the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive LDivi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

THERMOID DIVISION, H. K. 


Classes start each Monday morn-| color, motion pictures showing ad- | porter Co., Inc., Trenton, N. J.— 


ing, Time required to complete | 
course varies from one to two 
weeks, No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to 
J. V. Grasso, 1108 Jackson S&t., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- | 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 


justment procedure and _ trouble 
shooting procedure as well as 
changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 


Battery Plant Going Up 
CHICAGO—Universal Battery 
Co. has broken ground for a 75,- 
000-square-foot plant at 4343 S. 


| Brake service school conducted at 
| various times during the year, de- 
pending upon the demand. 
UNITED MOTORS SERVICE— 
|Instruction in factory-approved 
service methods, using the latest 
| equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
| starting, lighting and ignition sys- 
|tems, (2) carburetion (Rochester), 
| (3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 


Pulaski Rd. The plant will incor-| Motors Service Classrooms operate 
porate features never before used|in these cities: Detroit, Cleveland, 
in the industry to produce approxi-| Boston, New York (two centers), 
mately 2,800 batteries a day, ac-| Chicago, Washington, Jacksonville, 
cording to Universal President! Fla.; El Paso, Tex.; Portland, Ore.; 


Albert H. Cohn. 
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| Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
|N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
| Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 

WEAVER MFG. CO.—Spring- 
field, IL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth St, 
Springfield, Ill. 


Phila. Cracking 
Down on Towing, 


Repair Rackets 


PHILADELPHIA.—A crackdown 
on auto towing and repair rackets 
in Philadelphia has been launched 
by the City in the wake of hun- 
dreds of compiaints by motorists, 
according to Mrs. Shirley S. Bitter- 
man, an assistant City solicitor. 

Tow-truck operators and repair- 
men have been reported soliciting 
business at the scene of accidents, 
she said, and in some cases cars 
are taken away and repairs started 
without the owners’ consent. 

The City has ordered stricter en- 
forcement of a 1953 ordinance de- 
fining the rights of motorists and 
the obligations of towing operators, 
repairmen and policemen. 

If the driver of a disabled car is 
taken to a hospital, the car will be 
taken by a police tow-truck to the 
nearest police station and held 
until the driver or his agent makes 
plans for its repair. 

If the motorist is held at the 
hospital, no repairman may go 
there to solicit work for 48 hours. 

The law also provides that an 
agreement to tow away a vehicle 
must be signed by the truck op- 
erator, the driver of the car and a 
policeman at the scene of the acci- 
dent. 

A repair agreement must be 
signed by the driver and the re- 
pairman, but only after the car is 
towed to a repair shop. The tower 
also must inform the motorist of 
his rates before moving the car. 

The law provides a $100 fine for 
violations or up to 90 days in jail 
if the fine isn’t paid. Towers also 
face a 90-day license suspension for 
the first offense and a year for sub- 
sequent violations. 


Lucas Opens Houston Branch 
HOUSTON.—A factory branch 
has been opened here by Lucas 
Electrical Services, Inc., U. S. rep- 
resentatives of Joseph Lucas, Ltd., 
manufacturer of original electrical 
and ignition equipment for British 
and other foreign cars. Michael 
Morrall is branch manager. 
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Wolf Formula... 





To Turn Complainers into Boosters 


OKLAHOMA CITY.—John E.|having more than one service 


Wolf Co., developer of service mer- 
chandising plans for auto dealers, 
has set up a program for the speedy 
handling and settling of repetitive 
ats complaints in 1 dealerships 


writer. 

The procedure follows: 

1. When a customer tells the 
service writer that the car has 
been in the dealership before for 








John Bean Division Helps 
College Train Mechanics 


BIG RAPIDS, Mich.—Automotive 
mechanics from across the U, S. 
and Canada have become a fa- 
miliar sight in this Michigan com- 
munity of 7,000 about 200 miles 
northwest of Detroit. 


Big Rapids is the home of 
Ferris Institute, a college which 
places its emphasis on meeting 
the needs of the mechanically in- 
clined student, The Ferris curric- 
ulum includes short courses in a 
special program on front-end 
alignment, frame and collision 
work and wheel balancing. 


The program was instituted in 
June, 1957, and is supervised by 
Jon P. Adams, dean of the trade 
and industrial division, in coopera- 
tion with John Bean division, Food 
Machinery & Chemical! Corp., 
Lansing, which furnishes the align- 
ing and balancing equipment. 

Expert instruction, top-grade 
equipment and practical training 
go into the program which con- 
sists of three courses planned par- 
ticularly for the person just enter- 
ing the alignment field or one with 
limited experience. 


Each course represents about 40 
hours of work in five days of lec- 
tures, discussions, demonstrations 
and practical experience. 

Course “A” includes steering, 
suspension and wheel balancing. 
The “B” course covers advanced 
steering and alignment and basic 
frame repair using collision tools 
and portable frame straightening 
equipment. 

The “C” course moves into ad- 
vanced suspension, body alignment 
and frame straightening. 

Tuition for each course is $65, 
which includes instructional ma- 
terials, a John Bean division 
wheel and steering alignment 
technical manual, room and 
board, graduation dinner, shop 
costs and other expenses. 

Walter Alley, instructor for the 
program, has at his disposal thou- 
sands of dollars worth of John 
Bean automotive equipment. It in- 
cludes Visualiners, mechanical 
aligners, Visualette aligners, on-the- 
car and off-the-car wheel balancers, 
frame straightening and aligning 
racks and frame and body align- 
ment tools. 

In addition, ’59 automobile chassis 
have been acquired, They are used 
to tie lectures in with demonstra- 
tions and to guide the student 
through alignment and balancing 
problems. 

According to Dean Adams, the 
program was started to help the 
automotive industry meet a need 
for more highly skilled service men 
for the increasing number of ve- 
hicles, Industry leaders say the 
annual need for 40,000 new me- 
chanics will continue for 15 to 20 
years. 

“We provide, in the shortest 
possible time, a program of in- 
struction which will prepare one 
to make careful and accurate 
adjustments to the various 
chassis components,” Adams said. 

The success of the program is 


Egypt Turns Out 
First Arab Auto 


CAIRO.— The two-seat Ramses, 
called the first Arab-built auto in 
the Middle East, made its debut 
here recently and plans call for 
the production of 1,200 units in 
1960. 

The car, which takes its name 
from ancient Egyptian rulers, was 
displayed at a public reception 
ordered by Egypt’s minister of in- 
dustry. 

The first car was purchased by 
President Gamal Abdel Nasser. 
Four more will be acquired for the 








country’s top officials, Nasser said. 


indicated by the wide geographical 
range of the students who have 
participated in it, So far students 
have come to Big Rapids from all 
parts of the U. S., Canada and 
Mexico. 


In addition to the program con- 
ducted in cooperation with John 
Bean division, Ferris Institute also 
offers courses in automotive serv- 
ice, body and fender repair and 
spray painting, he avy equipment 
and diesel repair, machine-shop 
practices and welding. 





any similar complaint, all copies 
of the repair order will be 
stamped “R/C,” meaning “repeti- 
tive complaint.” 

2. The service writer will pull all 
file copies of previous repair orders 
covering similar work and go over 
them with the mechanic assigned 
to the new repair order. 

3. The mechanic handling any 
repetitive-complaint repair order 
will report completion of the work 
to the service writer who handles 
the customer, and the mechanic 
and writer will road-test the car 
together. 

4. When the customer calls to 
pick up his car, the cashier will 
call the service writer to discuss 
the job with the customer. 

If the car is to be delivered 
the customer’s home or office, 
service writer is to contact. the 
customer by phone. 

5. When the service writer who 
wrote the repetitive-complaint re- 
Pair order contacts the customer 

(either at the dealership or by 





Tire Dealers, Retreaders 
Will Honor Eisenhower 


WASHINGTON. President 
Eisenhower will receive the first 
Faith in American Business 
Award, presented by the National 
Tire Dealers & Retreaders Assn. 
on Sept. 14. 

The award, according to the 
association’s executive secretary, 
W. W. Marsh, is being given to 
“publicly reemphasize that inde- 
pendent tire dealers share in the 
faith that the free enterprise 
system means less government 
control, business tax equality and 
fiscal integrity.” “We feel,” Marsh 
said, “that President Eisenhower 
more than anyone else in America 
today is the symbol of that 
faith.” 





phone), he is to advise the cus- 
tomer that he believes the prob- 
lem has been solved. 

But the service writer is to 
emphasize that if the customer 
finds the condition still present, he 
is to contact the service writer as 
soon as he has driven the car and 
tell the service writer what he 
found deficient in the auto, 

6. If the customer reports an ad- 








ditional failure, the service writer 
is to ask immediately for a road 
test with the customer driving and 
the service writer and the mechanic 
riding as observers. 

7. Any additional repetitive-com- 
plaint repair order written as a 
result of the cooperative road test 
will bear the “R/C” stamp and will 
follow the procedure outlined above. 

“It has been found,” Wolf said, 
“that this procedure tends to make 
the customer part of the team 
working to solve his problem, 
rather than a bitter critic grimly 
cracking the whip for results that 
are sometimes difficult to obtain if 
the complaint involves anything 
unusual. 

“When the customer is asked 
to report any failure immediately, 
he doesn’t blow his top if he still 
has trouble, because he has been 
advised that such a possibility 
exists. 

“If a continuing failure is en- 
countered, he knows that the dealer 
has not tried to brush him off, or 
that the dealer merely took the car 
in and returned it to him without 
attempting to fix it.” 

Wolf concluded: “Customers with 
problems, if handled in this man- 
ner, can be the dealer’s biggest 
boosters instead of ‘factory letter 
writers’ and bitter, lost customers,” 
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You can arrange these Lyon units in dozens of 
ways to accommodate your long or bulky parts which 
normally defy convenient storage. Bulky parts shelves 
are easily installed in regular Lyon Steel Shelving, 12”, 
18” and 24” depths. Patented clip and stud design per- 
mits speedy shelf adjustment and rearrangement with- 
out tools. Divider rods are instantly adjustable and are 
locked into place by sliding front cover channel. Units 
have baked-on enamel finish—in Lyon green or gray. 

12” deep bulky parts shelves also can be used in 
Lyon Sliding Shelf Shelving—just slide them into place. 
Perfect storage for light trim, moulding and similar 


long parts, 
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LYON METAL PRODUCTS, INC. * 890 Monroe Ave., Avrora, lll. 
(] Send me BULLETIN 165-A, on Lyon Bulky Parts Shelv- 


ing and Sliding Shelf Shelving 


(] Also send me 84-Page LYON CATALOG covering over 
1500 other Lyon Steel Equipment products 
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A typical installation showing how Lyon 
Bulky Parts Shelving provides convenient, 
efficient storage of hard-to-handle parts, 
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North Carolina Independents Meet— 


A good business year was predicted by members of the North Carolina Independent 
Automobile Dealers Assn. at their fourth annual convention in Ashville, N. C. Al 


dent Aut bil 





Schwartz, seated, Pittsburgh, president, National Indep Dealers 
Assn., was the guest speaker. Others attending the meeting included, from left, 
Harris W. Haskett, Wilmington, state association president; E. M. Stafford, Charlotte, 
regional vice-president; H. W. Gulledge, Rockingham, regional vice-president, and 











W. J. Williamson, Charlotte, executive vice-president. 


Auto Personnel 








W. B. Prosser, president of Per- 
fect Circle Corp., announces the 
appointment of G. Robert Baer as 
assistant general manager. Baer 
will retain his duties as general 
manufacturing manager. 

a * * 


U. S. Honors Brown 
Dennis D. Brown, vice-president 


of Kem Mfg. Co., Inc., Fair Lawn, iy 


N. J., manufacturer of automotive 


fuel pumps and ignition parts, has| | 
accepted appointment to a govern-| , 
ment Defense Mobilization post.|/ 


Brown, a member of the National 
Defense Executive Reserve, was 
designated as an industrial mobili- 
zation specialist. 
+ * oa 


NASS Elects Skinner 


James L. Skinner, of Chrysler 
Corp. has been elected president of 
the Detroit chapter of the National 
Assn. of Suggestion Systems. 
Others elected to office for the 
1959-60 term are: Vice-president, 
Norman Torgeson, of United Mo- 
tors Service Division; secretary, 








Stewart Bellaire, of Kelsey-Hayes 
Co., and treasurer, Edward Lau, of 
Parke Davis & Co. 

* * + 


Buhr Promotes Johns 
To General Sales Manager 


Chester S. Johns, an automation 
specialist, has| 
been promoted to} 
general sales 
manager of Buhr 
Machine Tool Co. 
He succeeds A. A. | 
Vetter, who has| 
left the company. | 

A 20-year vet- 








eran in the ma- 
chine tool indus-}| 
try, Johns is a| 
‘ member of the| 
C. 8. Johns Engineering So-| 
ciety of Detroit and the speakers | 
bureau of the National Machine 
Tool Builders Assn. 

* * 





* 
Morgan Moves to Atlanta 


T. L. Morgan has been appointed 
sales manager of the Southern area 












a question of degree... 


Exacting engine control believed impos- 
sible only a few years ago is now the 
expected, not only in. modern aircraft 
and missiles, but also in today’s automo- 
biles and trucks. And, this absolute ac- 
curacy is demanded under temperature, 
pressure, and power conditions found, 
until recently, only in laboratories. Tem- 
perature variations alone of —80°F to 
+160°F require almost continuous com- 
pensations in today’s jet aircraft and 





When CONTROL cannot be 


missiles. More, these ever-increasing re- 
quirements must be designed for ever- 
decreasing standards of size and weight. 

For more than a half-century, Holley has 
pioneered such developments as: lower 
automotive hood lines through smaller 
carburetors and fuel control systems for 
jet engines that save one-third the weight, 
one-fourth the space. That’s why two 
generations of Americans on the move 
have come to depend on Holley products. 


1-30 


For more information about 
Holley products, automotive or 






11955 E. NINE MILE RD. 


FOR MORE THAN HALF-A-CENTURY . .. 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 


aircraft, write to 


G, 


WARREN, MICH. 





for Plymouth-DeSoto, with head- 
quarters in Atlanta. He joined 
Chrysler in 1955, and is a former 
Plymouth-DeSoto sales manager in 
the Dallas region. 

* ad 


AC Promotes Bender 


Appointment of Kenneth H, 
Bender as divisional comptroller 
for AC Spark Plug division of Gen- 
eral Motors is announced by Joseph 
A. Anderson, general manager, 
Bender has been divisional comp- 
troller of Hyatt Bearings Division 
of GM for the last two years. Sher- 
man O. Pratt, who has been AC 
comptroller since 1956, has been 
named comptroller of AC’s Milwau- 
kee operations. 

ok + 


Mack Names Thomas 


Joseph D. Thomas has joined 
Mack Trucks, Inc., as factory con- 
troller, it is announced by C. G, 
Hofreiter, vice-president and treas- 
urer. Thomas was formerly with 
Chrysler Corp. as plant controller, 

oa * * 


M-E-L Appoints Fisher 
Marketing Research Chief 


Herbert Fisher hag been ap- 
pointed manager of the Mercury- 
Edsel-Lincoln marketing research 
department, He succeeds E. S, 
Hughes, who resigned. 

Fisher was with Chrysler Corp. 
as director of consumer research 
before joining M-E-L. 

oe * a 


Mayer Appointed Manager 
Of Mack’s D. C. Branch 


Fred E. Mayer has been named 
manager of Mack’s Washington 
(D. C.) branch. 

Prior to joining Mack, he was 
with J. C, Penny Co., International 
Harvester, Gastonia Truck & Trac- 
tor Co. and Mayer Body & Hoist 


* * * 
Pound Directs Buick Traffic; 


Grieser Named Assistant 


Wallace G. Pound has been pro- 
moted to traffic director at Buick. 
He succeeds C. Clark Smith, who 
retired. 

Carl Grieser, a supervisor in the 
traffic department, has been named 
assistant traffic director to succeed 
Pound. 

oe * * 


Dumser Elected to Head 


Detroit Sales Executives 


John M. Dumser, sales director 
of Wolverine Tube division, Calu- 
met & Hecla, has been elected pres- 
ident of the Detroit Sales Execu- 
tives Club. 

T. J. O’Neil, a member of the 
Ford Motor Co. Dealer Policy 
Board, was elected to a two-year 
term as director. 

* * a 


Renault Ups De la Roche 


Guy De la Roche has been named 
Southeastern regional manager for 
Renault, Inc., with offices in Jack- 
sonville, Fla. De la Roche, former 
service manager, is being succeeded 
by Remy Leclerc, of Chicago. 

ok cs * 


Goodrich Names Brewster 


John N. Brewster has been named 
Manager of petroleum company 
sales for B. F. Goodrich Tire Co., 
a division of B. F. Goodrich Co. 
He was formerly manager of car 
tire sales. 

a ok cS 
Huntington to Retire 


From Goodrich Aug. 15 


M. G. Huntington, general man- 
ager of associated lines at B. F. 
Goodrich Tire Co., Akron, will 
retire Aug. 15. 

Succeeding Huntington will be 
F. H. Newsom, Southern zone 
manager, associated lines, who 
has been headquartered in Dallas. 
Huntington and Newsom both 
joined Goodrich in 1923. 


* * * 


Permatex Names Lytle 

Permatex Co., Inc., Huntington, 
N. Y., has appointed J, Austin Lytle 
as district manager for the Detroit, 
Toledo, and Southeastern Michigan 
area, Lytle previously was territory 
manager for Blackhawk Mfg. Co. 
and wholesale territory representa- 
tive for Lee Tire & Rubber Co. 

ck 


* + 


Textileather Ups Rowland 

J. Ed Rowland has been pro- 
moted to assistant director of sales 
of Textileather division of General 
Tire & Rubber Co., Toledo. He has 


been with Textileather 11 years, 
(Continued on Page 45, Col, 1) 
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(Continued from Page 44) 


serving as sales manager of the|! 
company’s industrial and automo- 
tive accessories section. 

. * & 


Gabriel Names Asma 


John Asma has been appointed 
general sales manager for Interna- 
tional Couplings, Inc., a division of 
Gabriel Co., Cleveland. He formerly 
was an industrial sales representa- 
tive with Scovill Mfg, Co., Cleve- 
land. 


* * * 


Ross Gear Appoints 


Robert W. Bowman has been 
named administrative vice-presi- 
dent of Ross Gear & Tool Co., Inc., 
Lafayette, Ind. Before joining Ross 
Gear, Bowman was vice-president 
of organization planning for Aero- 
quip Corp., Jackson, Mich. 

* 


AC Spark Plug Names 


4 to Executive Posts 


Four executive appointments 
have been announced by AC Spark 
Plug division of General Motors. 

J. Patrick Kane has been named 
director of product services; C. 
Harold Munson is on special as- 
signment to the genera) sales man- 
ager; Joseph V. Stovey has been 
made service manager, and Allen 
R, Coffin jr. has been appointed di- 
rector of specialized marketing. 

+ * * 


Flintkote Names Feick 


Sales Vice-President 


William Feick jr., former vic e- 
president and treasurer of Flint- 
kote Co., has been elected sales 
vice-president of the company’s 
Flintkote division. 

James E, McCauley, former vice- 
president and treasurer of Orange- 
burg Mfg. Co., a Flintkote division, 
has been named treasurer of Flint- 
kote to succeed Feick. Gene G. 
Curry, secretary of the Blue Dia- 
mond division, has been elected 
secretary of Filintkote, succeeding 
George K. McKenzie, who will de- 
vote his full time to his duties as 
executive vice-president. 

* * . 


General Tire Ups Scott 


John F. Scott has been named 
special representative for TBA 
sales in Georgia and Florida by 
General Tire & Rubber Co. He had 
been a Jacksonville (Fla.) territory 
salesman. 

* * * 

Marks, Miszak Appointed 

Weatherhead Co, has named R. 
C. Marks automotive sales man- 
ager and E. F, Miszak, Detroit 
district manager. 


* + * 


Ray Gets New Post 

Sander H. Ray has been ap- 
pointed Atlanta regional Plymouth- 
DeSoto sales manager, He formerly 
was Southern area distribution and 
programming manager for Chrysler 
Corp. He was succeeded by Richard 
H. Mottweiler. 


Swink Saini Sales Chief 


W. T. Swink has been named field 
Sales manager for Mercedes-Benz 
Sales, Inc., in the Atlanta zone, 

+ * * 


Lehner, Livorine Appointed 


To Townsend Sales Posts 


Townsend Co. has named Robert 
W. Lehner sales manager of the 
central division and A. W, Livorine 
Detroit sales representative. 

Lehner has been with Townsend 
for the last 10 years, Livorine, a 
graduate industrial engineer, joined 
Townsend in 1950. | 

* 


GMC Shifts Seton, Har per 


In Field Organization 


Appointment of Ralph Slaten as 
GMC truck factory branch manager 
in Detroit has been announced. 

Slaten, formerly GMC heavy-duty 
truck manager in the Atlanta zone, 
Succeeds Hughes M. Harper who 
has been appointed San Antonio 


zone manager. 
* * * 


Pries Gets Truck Job 


Appointment of H. A, Pries as 
truck sales promotion and train- 
ing manager for Ford division is 
announced by Wilbur Chase, divi- 





sional truck marketing manager. 
Pries joined Ford division in 
May, 1954, His last position was 
divisional supervisor of retail 
sales training for M-E-L. 

+ +” * 
Ernest Holmes Co. Names 


Churchwell Sales Manager 


D. Lynn Churchwell has been 
named sales manager of Ernest 
Holmes Co., Chattanooga, Tenn., 
producer of auto wreckers and 
wrecking equipment. 

Churchwell has been with the 
company since 1937 as representa- 
tive in Virginia, North Carolina, 
Maryland, Delaware and part of 
West Virginia. 

+. * 


United-Car Ups Sweetnam 


George V. Sweetnam has been 
appointed to the newly created post 
of New England district sales man- 
ager for United-Carr Fastener 
Corp., its divisions and subsidiaries. 
He joined United-Carr in 1936 and 





had been sales and engineering 
vice-president for Ucinite Co. a 
U-C division. 
* * 
Buick Names Gretzinger 


Director of Reliability 
John R. Gretzinger, has been 
named to the newly created post 
of director of reliability and 
quality control at Buick, 
Gretzinger had been a chief 
engineer at GM’s Allison division 
since 1955. He joined GM in 1934 
at AC Spark Plug in Flint and, 
after four years of military serv- 
ice, was transferred to the BOP 
in Kansas City. 
* od * 


Heller Joins S & S 
S. Harry Heller has joined S&S 
Machinery Co. as assistant to the 
president, Previously he had been 
with Do-All, Warner Corp. and 
York Research Corp. 
* x * 


Ward La France Elects Klein 


Harris J. Klein has been elected 
board chairman of Ward La France 








Truck Corp., Elmira, N. Y. 
* * oe 
General Tire Ups Yocke | 


Floyd A. Yocke has been pro- 
moted to manager of the Akron 


division, General Tire & Rubber 
Co. He succeeds William M. Hem- 
pel. Yocke will direct tire sales in 
Ohio, West Virginia and part of 
Pennsylvania, 


Oldsmobile ‘Names Hoffman 


U. C. Merchandising Chief 


W. F. Hoffman has been ap- 
pointed used-car merchandising 
manager for 
Oldsmobile. He 
succeeds Roland 
Gifford, who was 
moved up to 
sales - promotion 
manager. 

Since joining 
Oldsmobile 12 
years ago, Hoff- 
man has worked 
with the sales de- 

a: partment in Des 
W. F. Hoffman Moines, Detroit, 
Cleveland and Lansing. For the 
last three years he has been sales- 
conference leader and senior sales- 
promotion specialist. 
* * * 


Crowley Now Comptroller 

William L. Crowley has been 
named plant comptroller at Chrys- 
ler Corp.’s New Process Gear Divi- 
sion, according to A. T. Hanson, 








plant manager. Crowley has been 
budgets supervisor and supervisor 
of cost accounting. 


Schrader Names Richards 


Regional TBA Manager 
Schrader division, Scovill Mfg. 
Co., Inc., Brooklyn, N. Y., has an- 
nounced the ap- 
pointment of 
Robert V. Rich- 
ards as regional 
manager, petrol- 
eum TBA sales, 
Richards has 
been with Schra- 
der for two years 
as district repre- 
sentative covering 
the four-state 
iH area of North 
R. V. Richards and South Caro- 
lina, Virginia and West Virginia. 
Previously he held the position of 
Southeastern regional manager of 
Macmillan Petroleum Corp. 
* * * 


O’Daniel Moves Up 
Appointment of William B. 
O’Daniel as a marketing special- 
ist on the central office staff of 
United Motors Service division is 
announced by Thos. F. Plant, 

(Continued on Page 46, Col, 3) 








Even under the car, torquing of automatic transmissions is simple with an easy-to-read 


Snap-on Torqometer. 


Here mechanic checks clear-view dial to get preset reading. 


Torquing by “fee/’’ can ruin your reputation 


PROTECT YOURSELF 
WITH A Sxeap-o8 TORQOMETER 


Bearing cap nuts — Uneven torque on the cap 


Distortion tests by automotive engineers prove 
that a torque wrench is an absolute “must” for 
accurately servicing today’s cars, tractors and 


trucks. 


Avoid complaints and 


“comebacks” — 


get all the sizes of Torqometers this work de- 


mands. 


You can’t afford to be without them. 


Here’s just a sample of what guesswork can do. 


Automatic transmissions — Uneven torquing 
of transmission valve bodies can cause erratic, 


jerky operation. 


There are over 590 manu- 


facturer’s torque recommendations on just 18 
current models of automatic transmissions! 


Spark plugs —Improper torque can cause 


stretched or 


cracked threads, 


distorted or 


closed spark gap, broken shell, compression 
loss, poor combustion. 


Head bolts — Non-uniform or overtightening 


can cause 


gasket failure, 


compression loss, 


valve damage, increased wear, poor fuel econ- 


omy, early engine 


failure. 


causes bearing distortion — can result in cost- 


ly crankshaft damage. 


Wheel bearings — Improper torque causes ex- 


cessive wear. 


And this is just part of the list! 


Don’t gamble with expensive components or 


with your customers’ good will. 


Get the best — 


get a Torqometer the next time your Snap-on 


man calls. Sizes from 0-5 


in. lb to 0 - 4,000 ft Ib. 


Show your Snap-on Torgometer to your cus- 
tomers. Tell them how you tighten bolts to the 
manufacturer’s specifications. It helps build con- 
fidence in you — keeps their service business in 


your shop. 


Seva Gay 


t oO R P Oo R 
8082-H 28th Avenue e 


y ee lect | 


Kenosha, Wisconsin 
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Dealers Protest Auto Sales Tax— 


A protest meeting was held by Arlington (Mass.) auto dealers to lay plans for a 
Publicity campaign against the proposed 3 percent state sales tax on automobiles. 
“Ax the Tax" signs and cards are being displayed at all Arlington dealerships. 
From left are Harry B, Scott sr., president, Massachusetts State Automobile Dealers 
Assn.; Peter M. Barnaby (Rambler); Lovis Boucher (Oldsmobile); Charles B. Perham 
(Ford); William A. Plunkett, MSADA executive vice-president; Joseph Chrusz (DeSoto); 
Kenneth C. Reed (Dodge); John T, Stokes; Robert H. Green (Buick); Louis Warsky 
(Chevrolet), and Alice Koford. 











Auto Personnel 








(Continued from Page 45) 


general sales manager. O’Daniel 
moves to his new post from Chi- 
cago where he served UMS as a 
TBA district manager. 


* * * 


Brooks Named by IH 
John Brooks is the new manager 
of the St. Paul branch of the truck 
—- of International Harvester 


* * * 


Collingsworth Promoted 

The appointment of Paul J. 
Collingsworth as Memphis district 
Manager is announced by Walker 
Mfg. Co., Racine, Wis. Collings- 
worth, a graduate of Oklahoma 
University, joined Walker in 1953 as 
a sales trainee and had served as 
a territory manager in Oklahoma 
and Texas. 

* * + 


Chrysler Unit Ups Birnie 


James H, Birnie has been named 
comptroller of Chrysler Interna- 





tional, S. A., Geneva, Switzerland. 
He joined the company as assistant 
comptroller when it was founded 
last October. He formerly was 
with Chrysler Corp., Detroit. 

* * a 


R & R Names Three 


Reynolds and Reynolds Co. an- 
nounces the appointment of James 
R. Orwig to its Dallas district sales 
office, Richard A, Heepke to its 
New Orleans district sales office, 
and L. J. Wolfe to its Kansas City 


(Mo.) district sales office. 
*” a *x 


Link and New Join Green 


In Sales and Service 


Robert O. Link has been ap- 
pointed sales manager of John 
Green Corp., distributor of Renault 
and Peugeot in California, Nevada, 
Arizona and Utah. He will assist 
Ray Hoen, general manager. Link 
has an automotive background of 
more than 10 years in both sales 
and service. He has been with two 
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Cure Engine “Heart Failure” 
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with the 


New Carter In-The-Line Gas Filter! 


Prevents stalling and flooding by keeping Carburetor Clean. 





Cc -a°e. + &R 


Cc AR BU 


AS ADVERTISED IN LIFE ano POST 
Stock up now...see your Carter Supplier for Free Sales Aids! 
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major American automobile manu- 


facturers and also served as «ales 
manager in a retail dealership. 
Pat New has been appointed 


parts representative. Since 1945 he 
has served both factories and 
Southern California retail dealers 
in a parts capacity. 
ca ok od 
Kysor Heater Announces 


5 Executive Promotions 


Kysor Heater Co, has announced 
the following promotions: 

Donald J. Mohl, from secretary- 
treasurer to finance vice-president. 
Roger F. Brinks, from purchasing 
agent to treasurer, Keith R. Bader- 
schneider, from assistant secretary 
to secretary. Robert F. Jay, from 
assistant purchasing agent to pur- 
chasing agent. William Eubank 
from buyer to assistant purchasing 
agent. 

a * * 
Permatex Promotes 


Heeren and Taelman 
Permatex Co., Inc., Huntington, 
N, Y., has announced the appoint- 
ment of Ernest G. Heeren as vice- 
president. Edgar C. Taelman, for- 





E. C. Taelman 


Ernest G. Heeren 


merly controller, succeeds Heeren 
as managing director. 

Heeren, with Permatex since 
1921, will continue as treasurer and 
a director. In his new post as man- 
aging director, Taelman has full 
responsibility and authority to ad- 
minister all internal functions of 
the company—from billing to oper- 
ation of the company’s two plants. 
* +* + 


Green Ups Field Staff 


John Green, president of the 
John Green Corp., Renault and 
Peugeot distributor, announces the 
following additions to the field staff 
to assist Don Miller, general man- 
ager for Northern California: David 
Y. Ridley, district manager; Albert 
E. Noren, service representative; 
Philip R. Mank, claims manager; 
Carl D. France, parts warehouse 
manager, and Alfred C. Johns, 
parts representative, 

a * + 


Sales Manager, 3 Others 
Appointed by Trailmobile 


Appointment of a sales manager 
and three sales representatives has 
been announced by Trailmobile, 
Inc. They are: 

James A. Hassberger, Springfield 
(Mo.) tank plant sales chief; Hugh 
A. MacKay, New Haven (Conn.) 
branch sales staff; Robert M. 
Schwartz, Birmingham (Ala.) 
branch sales staff, and George C. 
Dennis, New Orleans branch sales 
force, 

* a + 


Anderson Zone Manager 


Charles A. Watson, general sales 
manager of Daybrook Hydraulic 
Division, Young Spring & Wire 
Corp., Bowling Green, O., has an- 
nounced the appointment of Dale 
Anderson as zone manager for the 


east central territory. 
a + + 


Schmeling Joins Holley 
In Replacement Sales 
Appointment of 
Don Schmeling 
as replacement 
sales manager of 
Holley Carburetor 
has been an- 
nounced by John 
Nyland, general 
automotive sales 
manager, Schmel- 
ing was formerly 
with Carter Car- 
buretor in the 
same capacity. 
* 





Don Schmeling 
* 


General Tire Names Lucey 


Eastern TBA Sales Chief 


Joseph D. Lucey has been pro- 
moted to Eastern regional manager 
of TBA sales for General Tire & 
Rubber Co, He will cover the Bos- 
ton, Charlotte (N. C.), New York 
and Philadelphia divisions. 

With General since 1951, Lucey 

(Continued on Page 47, Col, 1) 
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(Continued from Page 46) 


was formerly manager of passenger 

tire sales in the Boston division. 

Earlier he served as territory sales- 

man and auto dealer salesman, 
+. ak ~ 


Auto-Lite Names Shay 


Harold Shay has been named 
Portland area manager for Auto- 
Lite. His territory also covers 
Washington, Oregon and Northern 
Idaho. 


* * * 


O’Connor Named Chief 


Of Holley Automotive 
Promotion of Harry T, O’Connor 
to vice-president 
and general man- 
ager of the auto- 
motive division of 
Holley Carburetor 
has been an- 
nounced by 
George M. Holley 
jr., president. 
O’Connor has 
been assistant to 
the president for 
the past seven 
years, four of 
which he was a vice-president. 
Nicholas J. Dann, formerly director 
of purchases, succeeded him as 
assistant to the president, 
* * = 
Maartens Promoted 


Douglas B. Kitterman, general 
manager of Ford of Argentina, 
announces the appointment of 
Marc E, Maartens, former finance 
executive of Ford International 
Division, as executive assistant to 
the general manager. 

* + 


x 


H. T. O’Connor 


Carter Promotes Ollar 


R, F. Oliar, formerly field service 
representative in the St. Louis area 
for Carter Carburetor division of 
ACF Industries, Inc., has been ap- 
pointed to the newly created posi- 
tion of government products man- 
ager. 


* * + 


Carter Names Thompson 


V. F. Thompson has been ap- 
pointed to the newly created posi- 
tion of service sales manager of the 
Carter Carburetor 
division, ACF In- 
dustries, Inc., St. 
Louis. He for- 
merly was service 
manager. 

Thompson will 
be in charge of 
equipment service 
sales, government 
products, service 
functions and 
school and field , 
training pro- V. F. Thompson 
grams. Thompson joined Carter in 
1946 and served in various capac- 
ities of distributor sales and service 
and also as field service engineer. 

+. x 


NHUC Names DuBois 
Pierre DuBois has been appointed 
National Highway Users Confer- 
ence regional representative in 
Colorado, Nevada, Utah and Wy- 
oming. 





* * * 
General Tire Appoints 


Regional Sales Manager 

General Tire & Rubber Co. has 
appointed W. S. Sturgill regional 
Manager, automobile dealer sales, 
covering the 
Dallas, Houston, 
Kansas City, 
Memphis and St. 
Louis tire sales 
divisions. 

Sturgill, for- 
merly with Gen- 
eral’s foreign 
operations de- 
partment, has 
been with the 
company since 

W. S. Sturgill 1956,,-He was pre- 
viously associated with the Texas 
Co. in foreign operations in Pan- 
ama, Puerto Rico, Mexico and 
Colombia. ree 

* 


Reynolds &-Reynolds Names 7 
» Reynolds.& Reynolds Co., Dayton, 
has announced the following 


” 


Offices: Frank C, Rocco, Dallas; 





Robert .J. Cann, Detroit; Bernard 


Kass, Miami; John J. Andrews, 
Dallas; Robert J. Powell, Birming- 
ham; Melvin Reisinger, Miami, and 
Herbert Seagard, Milwaukee, 

* x a 


Hazard Named to Head 


Mechanical Packing Assn. 

Richard B. Hazard, vice-president 
of Raybestos-Manhattan, Inc., has 
been elected president of the Me- 
chanical Packing Assn. 

Hazard, who succeeds H. R. 
Poulson, has been a member of 
the association since 1952, and has 
served as vice-president and chair- 
man of the standards and specifica- 


tions committee. 
+ oe = 


Shera Heads ACCO Sales 


Caleb A, Shera has been ap- 
pointed sales manager of the 
newly-formed ACCO Power Prod- 
ucts Division, American Chain & 
Cable Co., Inc., Exeter, Pa., accord- 
ing to M. Robert Wilson, general 
manager. Prior to joining ACCO, 


Shera was employed by Stelten- 

kamp-Wilson & Associates, Chi- 

cago, Ill., as marketing executive. 
* + * 


J & L Steel Announces 


3 Personnel Changes 


Three changes affecting manage- 
ment personnel in its general sales 
office and tubular products division 
has been announced by Jones & 
Laughlin Steel Corp., Pittsburgh. 
They are: 

Russell F’, Derr, currently assist- 
ant general manager of sales as- 





Russell F. Derr Edwin A. Booth 


signed to the Detroit territory, will 
move to Pittsburgh to assume re- 
sponsibilities; Edwin A, Booth, 
manager, tubular products, has 
been appointed assistant general 





manager of sales, and Roger H. 











In early prohibition days, Ok- 
lahoma bootleggers were found 
carrying their stock in spare tires. 





Martin, assistant manager, tubular 
products, has been appointed man- 
ager, tubular products. 

> +. . 


Ford Boosts O'Neill 
Appointment of Joseph W, O'Neill 
as controller at Ford division’s 
Kansas City assembly plant is an- 





nounced by Tjark F. Riddle, plant 

manager. He succeeds David M. 

Sparling, who has been named man- 

ager of the cost analysis depart- 

ment for Ford division in Dearborn. 
> * +. 


Reeks to Cummins 


Appointment of W. A, Reeks as 
managing director of Cummins 
Diesel International, Ltd., is an- 
nounced by Reece Hatchitt, direc- 
tor of international operations of 
Cummins Engine Co., Inc., Colum- 
bus, Ind. Reeks will be stationed 
at the company’s international 
headquarters in Nassau, Bahama 
Islands. 


* ? * 


Dayton Rubber Ups Conlon 


Joseph A. Conlon has been named 
marketing manager of Dayton In- 
dustrial Products Co., a newly 
formed division of Dayton Rubber 
Co. He had been staff marketing 
manager for Dayton Rubber in 
New York. 


Perkins Names Allan 


Peter Allan has been appointed 
a director and general manager of 
F. Perkins (Canada) Ltd., Toronto, 
Canadian subsidiary of the Peter- 
borough diesel engine company. He 
succeeds J, S, Bright. 
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quality in 
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Typical engine block hole pattern, showing 
how attachments are adjustable to fit prac- 
tically all possible mounting locations. 


The rugged T-bar Mount has fully adjustable holding arms and movable 
blocks. You position these to pick up any series of bolt holes... 
on the bell-housing end of an engine, or on any other work piece. 


@ Complete Adjusta-Mount assembly will handle loads up to 900 lbs. 
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THIS NEW MANZEL STAND 


... IT ELIMINATES THE NEED FOR USING SEVERAL DIFFERENT 


ADAPTERS NOW OR IN THE FUTURE. 





GET FULL DETAILS 
of the amazing Adjusta-Mount 


Repair Stand. For descriptive 
folder and order form, write... 





Sturdy holding arms adjust to any required 
position, for mounting differentials, axles, 
transmissions and other work. 


an 


375 Babcock Street 


Buffalo 10, New York 


Accessory holding arms have weight-carrying capacity up to 350 lbs. 


Adjusta-Mount can be 
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@ Arms can be positioned inward or outward, upward or downward. 

@ Work can be mounted on the “high” or “low” side, for convenience of 


rotated a full 360 degrees. 


mechanic plus maximum accessibility. 
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tools and equipment I 
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Porcelainize Asks 
FTC to Relax 
°45 Ad Restraint 


WASHINGTON. — William H. 
Freeman, owner of Freeman & 
Freeman, Denver, has asked the 
Federal Trade Commission to mod- 
ify a 1945 cease-and-desist order 
prohibiting him from suggesting 
that his product, Porcelainize, is 
better than other auto polishes. 

Specifically, Freeman wants per- 
mission to advertise that Porcelain- 
ize ig not an abrasive polish. He 
asserted that auto makers know 
it is not an abrasive and are selling 
it to dealers for use on new Cars 
prior to delivery. 

Freeman said the formula for 
Porcelainize has been changed 
twice since the FTC order went 
into effect and that the product is 
not an abrasive polish. 

It used to be a paste, he said, 
and was sold to the public. Now, 
it is a liquid and is sold only to 
auto dealers for application by 
trained personnel, Freeman said. 





For views on retail auto distribution, 
tead the Dealer Forum column on Page 3. 








Accountant Honored— 


Top dealer accountant in the Dodge Los 
Angeles region covering four states is 
Frances Miller of Wegge Motors, Mon- 
rovia, Calif. She was one of 18 regional 
winners of the annual proficiency awards, 
receiving a combination clock-calendar- 


barometer desk set. Center is Dean R. 
Jones, Wegge general manager, while 
presenting the award is R. W. Lewallen, 


How Nation's Salesmen Meet... 








Dodge business management manager. 


Practical Problems of Selling 


7. HE should desire to leave the 
automobile business, Gray 
Waggoner, sales manager of Bob 
Klare Chevrolet Co. (Chevrolet- 
Oldsmobile) Refugio, Tex., ought 

to find a spot in 


Sales America’s diplo- 
C matic corps. 

ase Recently he 

Histories learned that an 


eccentric rancher 
and his equally eccentric wife 
were in the market for a used 
car. Knowing the couple, he was 
forearmed for emergencies when 
he drove out to see them. 

He knew for one thing that 
the old couple—he is 82 and she 
78—meticulously divided their in- 
come “down the middle,” that 
each was vehemently independ- 
ent, financially, of the other. 

He learned quickly after ar- 
rival at the home that it was 
the wife who wanted the car. 
“I have a pickup that’s good 
enough for me,” the elderly 
man said in finality. “If she 


wants a car, let her buy it.” 
She did want the car and 
agreed to buy. “But,” she said 
to her husband, “if I pay for it, 
you'll not drive it an inch. That 
understood?” The husband un- 
derstood. 
a * * 
E RECALLED with consider- 
able fervor her purchase of a 
TV set and how she would not’ 
allow him to watch it, because 
he refused to help pay for it. 
“But I got her this time!” 








McGinley Joins Pedrick 
In Replacement Sales 


PHILADELPHIA. — Wilkening 
Mfg. Co., Philadelphia, maker of 
Pedrick piston rings, announces 
appointment of Edward C. Mc- 
Ginley as sales manager of the 
automotive replacement division. 

McGinley comes to Pedrick after 
14 years with The Thermoid Co., 
Trenton, N. J., where most recently 
he was regional manager, 





Refinish Acrylics the easy way... with— 


ALE 


@ All-purpose primer-surfacer 





FOR Us 


For smooth lustrous color holdout! 


@ Designed especially for use over and under acrylic 
lacquers, new Dirz_er AsLeE. Primer-Surfacer can 
also be used with enamels and nitrocellulose lacquers. 
Has exceptionally high solid content—needs fewer 
coats for proper filling. Feathers out without splitting 
or chipping around edges. Dries unusually fast. 
Can be sanded wet or dry without clogging paper. 
Excellent adhesion and color holdout. A-L*E is 
available in three colors—light gray DZL-3200, 
dark gray DZL-3400, and red oxide DZL-7200. 
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Speeds up acrylic refinishing! 


@ New Dirzer AcL-E Putty has unusual filling and 
working properties. Can be used for glazing or 
spot filling. Spreads like butter and has good adhesion 
over bare metal. Won’t rip, pull or roll. Doesn’t run 
even on vertical surfaces. Dries rapidly and can be - 
sanded wet or dry to a velvet-smooth surface. Its 
light color makes it an excellent ground for today’s 
pastel colors. Works equally well over and under 
acrylics, enamels or nitrocellulose lacquers. 


@ Try these time- and labor-saving materials on your next acrylic refinishing job. 
See the difference they make in-labor and material costs and in customer satisfaction. 
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the old man chortled in private 
to Waggoner, “She can’t drive. 
If she uses her car, she’s got 
to have me drive for her.” 

Waggoner knew that the situa- 
tion had reached an impasse and 

that he was in the middle of a 
family argument. He called the 
wife aside, talked earnestly to 
her and finally extracted a prom- 
ise from her. 

Then he went out on the porch, 
where the husband was gleefully 
gloating. He went into a huddle 
with him. Then he got the two 
together, 

a * 

“TTS AGREED,” he said to 

them, “that if she buys the 
car, you (to the husband) will 
drive her wherever she wants to 
go, at any time. She in turn 
agrees that he may have the car 
for an equal time to use as he 
wishes. Providing each buys the 
gasoline used. , .” 

Waggoner fixed the papers, 
she gave him a check in full 
payment, As he drove away, 
he glanced back and saw the 
old couple on the porch, 
smooching like high school 
kids. 

“You meet all kinds in this 
business,” Waggoner says a bit 
wistfully. 


Chevrolet Official 
Hails Comeback 
In New England 


FRAMINGHAM, Mass.—New 
England is experiencing a “dy- 
namic conversion” from a region of 
soft-goods manufacture to one of 
hard goods and the products of 
science, Edward H. Kelley, Chevro- 
let general manufacturing manager, 
told about 125 civic, business, in- 
dustrial and educational leaders of 
this suburban Boston community. 


Kelley said “there has been much 
talk across the nation about the de- 
parture of a good chunk of the tex- 
tile industry from New England 
over the past several years. 

“What most folks outside of New 
England do not realize is that new 
and more diversified industries 
have come into New England and 
have more than offset the regional 
recession which the area experi- 
enced,” he continued. 

He spoke at a luncheon at which 
he introduced two executives at 
Chevrolet’s new auto assembly 
operations at Framingham. They 
were Emmett B. Adams, jr., plant 
manager, and James F. Sinclair, 
general superintendent of produc- 
tion. 

Kelley said Chevrolet would 
begin assembly operations about 
mid-September in the plant for- 
merly used by Buick-Oldsmobile- 
Pontiac division. 








Auto Specialties 


Promotes Paul 


ST. JOSEPH, Mich.—Stephen H. 
Paul, general sales manager of 
Auto Specialties Mfg. Co. here, has 
been named vice-president and 
general sales manager, accord- 
ing to J. W. Tis- 
cornia, president 
andgeneral 
manager. At the 
same time, he 
was elected vice- 
president and a 
director of Auto 
Specialties Mfg. 
Co. (Canada), 
Ltd.. Windsor, 
Ont. 

Paul joined 
Ausco in 1935 as 





Stephen H. Paul 
an inspector in the foundry divi- 


sion. He became assistant sales 
manager in 1949 and assumed the 
position of general sales manager 
in 1950. He takes over the vice- 
presidency created by the death of . 
Alfred H. Zick. 





Coeper-Hobbs Moves 
PORTALES, N. M.—Cooper- 
Hobbs ‘Chevrolet has moved from 
Second and Ave. B to a new build- 
ing at Fourth and Ave. C, Jimmy 
Cooper is manager of the dealer- 
ship. 
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In circulation. In advertising revenue. In both of these yardsticks for measuring maga- 
zine vitality, LookK—and LOOK alone among all U. S. magazines—has posted a first-nine- 
months gain year after year, every year, since 1944 (see table at right). 


This year is no exception. In the first nine months of 1959, Look advertising revenue 
will be up $1,760,000 over the same period of 1958. Fourth-quarter orders indicate an 
increase of $5,000,000 for the full year, with 1959 page volume climbing five per cent.* 


Meanwhile, Look circulation continues to surge into new high ground, besting 1958’s 
record figure by 74,000 and providing bonuses of from 400,000 to 500,000 copies for 
Look advertisers in fourth quarter, 1959, issues. 


» What is responsible for this unparalleled, unbroken string of gains? People. The men 
and women and teenagers who live in the 16,850,000 households reached by an aver- 
age issue of LOOK (more households per advertising dollar than any other major 
weekly-field magazine). People like LOOK. They respond to the warmth, understand- 
ing and wonder of its exciting story of people. They are the builders of LOOK circula- 
tion...the customers for LOOK advertisers ...the reasons for LOOK’s unmatched growth. 


LO ( VK THE EXCITING STORY OF PEOPLE 


*A factor in LOOK’s 1959 growth story is MAGAZONE. This revolutionary new LOOK program 
of sectional advertising has created a demand beyond the most optimistic forecasts. With the 
first MAGAZONE issue not yet to press, 86 advertisers—30 of them first-time LOOK advertisers 
—have bought 164 zone insertions. 











1959 
1958 
1957 
1956 
1955 
1954 
1953 
1952 
1951 
1950 
1949 
1948 
1947 
1946 
1945 
1944 





Ist 9 


CIRCULATION 


5,725,000"* 
5,651,247 
5,128,955 
4,183,082 
4,062,994 
3,876,681 
3,501,028 
3,284,065 
3,238,450 
3,178,343 
3,060,257 
2,905,897 
2,597,213 
2,314,927 
1,933,178 
1,897,184 





again in 1959—the biggest Ist 9 months in LOOK history 


NO OTHER MAGAZINE 
IN AMERICA CAN MATCH 
LOOK'S RECORD OF 
CONTINUOUS GROWTH 





Months 


ADV. REVENUE 


$31,717,000** 
29,956,875 
28,833,857 
23,193,542 
19,675,808 
17,434,814 
15,453,460 
14,472,396 
14,352,631 
12,261,752 
10,680,941 
8,183,477 
5,978,817 
4,310,737 
4,307,118 
4,093,552 


**Publisher’s estimate 
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OIL FILTER—A full-flow oil filter, known 
as the Winslow CP (Controlled Pressure) 
Filter, has been announced by Winslow 
Engineering & Mfg. Co., 4069 Hollis St., 
Oakland, Calif. Available in sizes for vir- 
tually all gasoline and diesel engines, 
Winslow controlled pressure filters have 
two materials—fine and superfine—in each 
element. The two filtering materials con- 
tinuously self-adjust pressure, giving full- 
flow of filtered oil without incurring exces- 
sive back pressures, it is said. 

Sr 





WARNING SWITCH—Signal-Stat Corp., 
523-539 Kent Ave., Brooklyn 11, N. Y., has 
announced the 105 Flarestat, an emer- 
gency warning switch. When a vehicle 
becomes disabled, the driver pulls the 
Flarestat knob, and all signal lights, front 
and rear, simultaneously flash a warning 
in all directions, it is said. Die cast and 
finished in chrome, the unit fits all vehicles 
regardiess of wiring circuits or voltage. 
Flarestat comes with a flasher, plug-in 
flasher connector, fuse-in-line and color 
coded thermoplastic wiring for splice-in in- 
stallation. 





AIR JACKS —Branick Mfg. Co., Fargo, 
N. D., has added another feature to its 
deluxe and regular air service jacks. A 
rubber pad 5 by 8 by 1 inches thick has 
been added to the lift pad, which will 
prevent bumper kinking or bending when 
raising the car by the bumpers, it is said. 
The deluxe model also has a wide angle 
handle for better jack positioning, swivel 
spring-loaded casters, 25-inch lift, chrome- 
plated piston rod, and is made of welded 
steel. It is said to raise 3,000 pounds on 
125 pounds of air line pressure. 

oe +e 


Lubriplate Display Rack 
A wire rack designed for the out- 
door display of Lubriplate automo- 
tive lubricants is being offered to 
auto dealers and service stations 











NEW PRODUCTS 








through automotive jobbers, ac- 
cording to Fiske Brothers Refining 
Co., Inc., Lockwood and Ryan Sts., 
Newark, N, J. 





PERFORMANCE METER — Keeping driv- 
ers alert to any possible malfunction of 
their automotive electrical system is said 
to be the purpose of the Hoyt Performance 
Meter, model 664, according, to Burton- 
Rogers Co., 42 Carleton St., Cambridge 
42, Mass. This 12 volt, moving coil, poly- 
styrene cased voltmeter is reported 
| keep a continuous and dependable check 
on battery, generator, and regulator dur- 
ing starting and driving. It is said to 
feature an easy-to-read scale, further sim- 
plified with colored panels for starting 
and driving performance ranges. The 
pointer indicates the voltage while the 
engine is being started, then maintains 
a constant reading when the engine is 
operating. 











MIRRORS—Made by Hall Products Divi- 
sion, C. M. Hall Co., 1035 E. Hancock, De- 
troit, Mich., the Hallmark line of rear view 
mirrors are said to feature nonglare glass 
and zinc-coated attachment hardware. 
These points are emphasized on the red, 
white and blue boxes, made by Western 
Paper Box Division, Stone Container Corp., 
6400 Harper, Detroit, Mich. A “life of your 
car" guarantee also appears prominently 
on each package as an effective self-sell- 
ing aid. 





ELECTRONIC STARTER — Startronic, an 
electronic starter, has been marketed by 
Startronic Mfg. Co., 1923 East Fourteenth 
St.,, Oakland 6, Calif. The unit is designed 
to provide instant starting for gasoline en- 
gines troubled by chronic flooding, low 
battery power, fouled plugs, or worn dis- 
tributor points, it is said. Startronic is an 
addition to the starter system, not a re- 
placement part. It is said to insure a 
hotter, longer-lasting spark, and is guar- 
anteed not to harm or create additional 
wear on any part of a normal ignition 
system. Startronic may be permanently in- 
stalled, and is attachable to any six or 12- 








volt system, 





FENDER PANEL—A die-formed replace- 
ment panel that is said to duplicate the 
contour and shape of the lower front por- 
tion of the rear fenders of 1955-56 Mer- 
curys is available from Schofield Mfg. Co., 
1140 E. 222nd St., Cleveland 17, O. This 
panel, available in right or left hand styles, 
is the latest addition to the more than 600 
autobody replacement panels being pro- 
duced by the firm. 





RP RAR Dee 
ehaget saheag 

ARAL LE 161234567869. 
KELERK | rh 


i 
Lite te 











VISUAL TEST SERVICE — Equipment for 
the Bear four-way visual test service was 
selected for its visual selling effect on car 
owners, according to Bear Mfg. Co., Rock 
Island, Ill. The deluxe service consists of 
three pieces of Bear equipment—the Bear 
Drive-Over Alinement Tester, the Bear Tela- 
liner Alinement Service and the On-A-Car 
Wheel Balancer. The equipment is conveni- 
ently located to give every car entering 
the service shop an instant alinement 


check. 





HEADRESTS—tLou Schorsch Racing Enter- 
prises, 805 Fairview, South Pasadena, 
Calif., has developed a fiberglass headrest 
for 1955-59 Corvettes. The headrests are 
18 inches long and 8 inches high and are 
upholstered to match any Corvette interior. 
They are easy to install: Only three screws 
to insert in the package shelf cover, it is 
said. The headrests do not interfere with 
the hard top. 





COOLING SYSTEM TESTER—Stant Mfg. 
Co., Inc., Connersville, Ind., has announced 
the ST-255 Universal Cooling System Tester. 
Featuring a 14-inch flexible hydraulic hose, 
the unit is designed for use anywhere a 
regular cap can be operated. The tester 
is said to clear all obstructions, fits both 
long and short filler necks and requires no 
adjustments. The tester is packed in a 
metal kit with cap adapter, instruction man- 
val and three R-9 pressure caps. 

ee RS 


Corduroy Brings Out 


New Snow Tire Design 


Corduroy Rubber Co. Grand 
Rapids, Mich., has developed a new 








tread design for its Triple Traction 
tire line. 

Engineered to provide more trac- 
tion on wet pavement and more 
gripping in slush, as well as in 
fender-deep snow, this new tread 
is said to reduce the highway noise 
level. 


* * * 






dad» 


PIN FITTING GAGES —Ammco Tools, 
Inc., 2100 Commonwealth Ave., North Chi- 
cago, Ill., has announced a line of preci- 
sion gages for use on all cars using wrist 
pins press fit into the rods. Each hardened 
and ground gage can be set to automatic- 
ally center the wrist pin in the piston, it 
is said. Included with each gage set is an 
adapter and driver plug designed to avoid 
damage to the wrist pin or piston when re- 
moving or replacing the pin, Each gage 
set includes standard and .0015-inch, .003- 
inch, and .005-inch oversize gages, which 
are color-coded for ease in identification. 

es @ 


IGNITION SIMULATOR—An ignition 
simulator, model 30-34, designed to teach 
the principles of an automobile ignition 
system and demonstrate the use of ignition 
oscilloscopes and other testing equipment, 
has been announced by Alien Electric & 
Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. The simulator is a complete 
ignition system in a compact, portable suit- 
case. The system includes an ignition key, 
coil, condenser, distributor, a volt-amp 
tester, and spark plugs with gaps that can 
be varied by thumb screws. Controls per- 
mit switching primary and series resistance 
in or out using normal or defective coil at 
varying operating speeds. 

oe 








PRESSURE CAP—Wayne ‘'Positive Seal" 
radiator presure caps feature Buna-N, the 
toughest elastic-type material on the mar- 
ket, it is said. Buna-N diaphragms are 
guaranteed against all extremes of tem- 
perature, oils, alcohols, glycols and other 
chemicals, it is said. Because the Buna-N 
diaphragm is said to retain its elasticity 
under all conditions and will not swell, 
harden or distort, it provides protection 
from overheating and coolant loss caused 
by faulty cap action, Wayne Metalcraft 
Division, E. Edelmann & Co., 2332 Logan 
Bivd., Chicago 47, Ill. 








SOCKET—A two-in-one socket for serv- 
icing stop-light and oil pressure light 
switches has been introduced by Herbrand 
Tools Division, Bingham-Herbrand Corp., 
Fremont, O. According to the manufac- 
turer, the feature of this socket, the J-43, 
is the incorporation of two, step-down 
openings. These two openings, 1-inch and 
1-1/6-inch, are special in depth, shoulder 
width and contour to insure a snug fit and 
extra protection for the delicate switch as- 
semblies, it is said. The J-43, designed to 
the contour of the switch, is said to afford 
positive protection when removing or re- 
placing a new switch. 





CLEANING CLOTH —A glass cleaning 
cloth has been developed to eliminate the 
very common hazard of scratched wind- 
shields which occur when windshields are 
cleaned by ordinary cleaning methods. 
This product is said to avoid grinding the 
surface grit into the windshield. A kit of 
twin cleaning cloths, offered by Kex divi- 
sion, Callaway Mills, Inc., 295 Fifth Ave., 
New York 16, N. Y., provides a pair of 
glass-cleaning cloths specially treated with 
a chemical compound to remove dust, dirt, 
grime and oily film from automobile wind- 
shields. They work equally as well on any 
glass surface, it is claimed. 





BODY TOOLS — Two body tools, de- 
signed for repairing automobile fins and 
wings, have been developed by Fairmount 
Tool & Forging, Inc., 10611 Quincy Ave., 
Cleveland 6, O. A multi-purpose tool com- 
bining the functions of a dolly, spoon and 
pry, has been dubbed the “Wing Ding" 
Dolly, No. 1056. Its shape and size permit 
work in the closest quarters on high fins, 
and in tight curves and sculptured areas, 
it is said. Companion tool to the Wing 
Ding is the five-ounce Pick Hammer, No. 
165. The design allows short-stroke work 
inside fins and other confined places. With 
its long 18-inch handle, it is ideal for ding- 
ing out stone dents from the inside, in 
conjunction with the Wing Ding Dolly, it 
is said. 








oon 70) 


JET STREAM 
air deflectors 


AIR DEFLECTORS—tThe rain, dirt, dust, 
snow or mud which blocks rear window 
vision is said to be eliminated by the Jet 
Stream air deflector which counteracts the 
vacuum created at the rear of the vehic! 
by directing a high velocity stream of ai! 
across the window. It also keeps exhaus! 
fumes from the interior when the window 
is open or closed, it is said. One size, one 
style of the model No, 707 is said to fit 
all station wagons and pickups. Superior 
Industries, 7260 Atoll Ave., North Holly 
wood, Calif. 
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Bulletin Board 








Bulletins Describe Engines 

Hercules Motors Corp., 101 Elev- 
enth St. S. E., Canton 2, O. has 
issued three bulletins (Nos. E-301-A, 
E-303-A and E-305-A) describing, 
respectively, four-cylinder, six-cyl- 
inder and three-cylinder models of 
interchangeable Hercules engines 
designed for use with gasoline, ker- 
osene, LPG or natural gas—free. 

* a * 





Diesel Engines 
Booklet describing how diesel en- | 
gines work and comparisons with 
gasoline engines—free. Detroit 
Diesel Engine Division, General | 
Motors Corp., 13400 W. Outer Drive, | 
Detroit 28, Mich, 
* * 


+ 


Marketing Operations 
“Tomorrow’s Corporate Market- 
ing Operations”—free, National 
Assn. of Manufacturers, 2 E, Forty- 
Eighth St., New York 17, N, Y, 
* * * 


GM Diesel Catalog 


“Choose the Power for Your 
Purpose,” brochure describing 
automotive and industrial engines 
—12 pages, free, Detroit Diesel 
Engine Division, Genera] Motors 
Corp., Detroit 28, Mich, 

* a 


Onan Generators 


Electric generators — four pages, 
free, Folder F-141. D, W. Onan & 





Sons, Inc., Minneapolis 14, Minn. 
* a + 


Vinyl Wrinkle Finishes | 
“Vinyl Wrinkle Finishes” — five 
pages, free (Coatings Technical Re- 
lease No, 40), Union Carbide Plas- | 
tics Co., Union Carbide Corp., New 
York, N, Y. 
* * *~ 


Oxwall Tool Catalog 


Oxwall Tool Co.’s 20th anniver- 
sary catalog—40 pages, free. Oxwall 
Too] Co., Ltd., 928 Broadway, New 
York 10, N. Y. 

* * * 


Tape-Controlled Machine 
Bulletin on the new Burgmaster 
GE tape-controlled turret drilling, 
tapping and boring machine—12 
pages, free. M. R. Crossman Co., 546 
N. Hollywood Way, Burbank, Calif. 
* * 


Spray Equipment 
Catalog A-53 covering new and 
improved spray equipment—tfree. 
DeVilbiss Co., 296 Phillips Ave., 
Toledo 1, O. 


* * * 
Univac File-Computer 
How May & Speh, Chicago tabu- 
lating service firm, uses a Univac 
File-Computer to service clients— 
Booklet U-1607, free, Remington 
Rand Division, Sperry Rand Corp., 





Larks Head South— 


Forty-nine trailer carriers hauling nearly 
250 Studebaker Larks to Florida leave the 
Studebaker-Packard plant in the biggest 
hauvlaway in the company's history. Harold 
E. Churchill, left, S-P president, started the 
caravan rolling and presented the lead 
driver, Carrol Barron, Orlando, Fia., a 
souvenir from South Bend's Mayor Edward 
F. Voorde for Florida's Dade County 
Metropolitan Commissioner O. W. Camp- 
bell. Studebaker dealers in Indiana, Ken- 
tucky, Tennessee, Georgia and Alabama 
received deliveries of lLarks along the 
route, with a record consignment of 100 
going to the Dade County Metropolitan 





=. | mixers—free, Hercules Galion Prod- 








Commission for official use. 


315 Fourth Ave., New York 10, N. Y. 
Also available from Remington 
Rand branch offices. 

* + * 


Tips on Tires 


“Tips to Get Longer Life, Safer 
Service from Your Tires’—12 
pages, free. Dill Mfg. Co., 700 E. 
82nd St., Cleveland 3, O. 

* * t 
Tool Information 

Catalogs 30-A (Nut Running 
Tools to %-Inch Drive), 30-B (Nut 
Running Tools to 3%-Inch Drive), 
30-C (Screwdriving Tools) and 80-D 
(Miscellaneous Tools) — free. Apex 
Machine & Tool Co., 1064 S. Pat- 
terson Blvd., Dayton 2, O. 


* * * 


Typewriter Type Uses 
Booklet R 8964.5 explaining prof- 
itable uses of interchangeable type- 
writer type—free. Remington Rand 
Division, Sperry Rand Corp., 315 
Fourth Ave., New York 10, N. Y. 
* * * 


Elastomer Resistance 
Report comparing the effects of 
high aromatic fuels on, oil-resistant 
elastomers—free. Thiokol Chemical 
Corp., 780 N. Clinton Ave., Trenton 
7, Nod. 
+ * * 
Spray Nozzles 
Catalog describing and illus- 
trating full line of industrial spray 
nozzles—32 pages, free. Advertising 
Dept., Wm. Steinen Mfg. Co., In- 
dustrial Nozzle Division, 45 Bruen 
St., Newark 5, N. J. 





* * * 


Aerosol Product Line 

A color catalog on the Plasti-| 

Kote line of aerosol products and | 

the company’s counter and floor 

displays—eight pages, free, Plasti- 

Kote, Inc., 9801 Harvard Ave., 

Cleveland, O. 
* * * 

Almquist Equipment 

A catalog of Almquist speed, 

power, mileage and custom “dress- 

up” equipment—free. Almquist En- 

gineering Co., Dept. PR67, Milford, 

Pa. 
x * x 
Lincoln Equipment 

Information on small lubricant 

application equipment and acces- 

sories—two pages, free, Bulletin 

225. Lincoln Engineering Co., 4010 

Goodfellow Blvd., St. Louis 20, Mo. 
* * * 


For Battery Service 
Data on battery servicing equip- 
ment—free, Bulletin A-59, Christie 
Electric Corp., 3410 W. Sixty-sev- 
enth St., Los Angeles 43, Calif. 
4 co * 


Diamond T Transmission 
An illustrated brochure on 
Presto-matic, a semi-automatic 
transmission—free. Diamond T 
Motor Truck Co., 4401 W. Twenty- 
sixth St., Chicago 23, IIl. 
. x a 


Dake Press Line 
Catalog No. 350A giving specifica- 
tions on the full Dake press line 
with features and accessories—16 
pages, free. Dake Corp., 390 Mon- 
roe St., Grand Haven, Mich, 
x * x 


Testing Equipment 
Automotive testing equipment 
catalog — 16 pages, free (Catalog 
GC-16). Auto-Test, Inc. 600 S. 
Michigan Ave., Chicago 5, IIl. 
x cK * 


Transit Mixers 


Portfolio combining features, 
specifications and photos of the 
new Hercules Galion line of transit 


ucts, Inc., Dept. TM, Galion, O, 
eo * oo 


Merit Muffler Booklet 


Booklet presenting market, profit, 
product and merchandising infor- 
mation—16 pages, free, Merit Muf- 
flers, 619 Smith St., Toledo 1, O, 

+ ok cs 


Truecraft Tool Catalog 


“Truecraft Tool Catalog’—f ree. 
Truecraft Tool Co., 2425 S, Mich- 
igan, Chicago 16, Ill. 

* * 


Flat Rate Manual 


The 1959 edition of “Darwin’s 
Automobile Flat Rate Manual”’— 








$3.50. Edward J. Mezo, 8532 Vander- 
bilt Ave., Detroit 17, Mich, 
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REPUBLIC PARTS BINS 


and Planned Storage... 
solve parts inventory problems 


Inventory control problems disappear when you use Republic Planned Storage in 
your service department. You can tell at a glance when to order, what to order. 


Space is utilized efficiently. Factors of lost, strayed, and stolen parts are eliminated. 
Flexible, too. Republic Flexi-Bilt Parts Bins can be rearranged in seconds. Simply 
lift, pull, and reposition. 


Let factory-trained experts design bins and shelving to your specific needs and 
services. Call your Republic-Berger representative. Or, write direct. Send coupon today. 


* Luby Chevrolet Company, Inc., Baltimore, Maryland 


REPUBLIC STEEL 
BERGER DIVISION 


REPUBLIC STEEL CORPORATION | 

BERGER DIVISION 

DEPT. C-7781 

1078 BELDEN AVENUE e CANTON 5, OHIO 
Please send information and specifications for: 

(0 Republic Planned Storage Service 

(J Republic Flexi-Bilt Parts Bins 











Name Title | 
Firm i__ 

Address 

City Zone. State. 
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opened at S. Church and Button-| 
wood Sts. The firm is operated by| 
Stephen Butcher, who also has a) 
Chrysler outlet here and a Chrysler | 
deal in Lansford. 


* k * 
Daniels-Harlowe Expands 
UKIAH, Calif.—Daniels-Har- | 

lowe (Cadillac-Pontiac) has pur- | 
chased Mark King Garage, a 
Willys dealership. | 





Dealers Honor Edelen— 


The Greater Miami Automobile Dealers 
Assn. presented its outgoing president, 
Frank Edelen (Buick), with a plaque ‘‘in 
appreciation of his unselfish devotion to 
the duties of his office.” Edelen, left, re- 
ceived the plaque from Burton S. Kahn 
(Pontiac), right, newly elected president, 
and O. C. Farnsworth, center, association 
general manager. Speakers at the testi- 
monial dinner were John and Delbert 
Spitzer of Elyria, O. 


* * * 


Rose Sells to Mason 


bile Corp. | 
* * + 

Karp Adds Dodge Truck | 

SAVANNAH, Ga.— Karp Motors | 


For vi retail auto distribution, | (Dodge-Ply mouth) is the new} 
read the ‘Dealer Forum column on Page 3.| Dodge truck dealer here at 430 








Auto Dealer Changes 


HAZELTON, Pa.—Stephen But-| Montgomery St. Melvin Karp is 
cher, Inc. (DeSoto-Plymouth), has| president of the dealership, 





* * x 


Father, Son Run Deal 

ESTES PARK, Colo.—New 
managers of Conny’s Motor Co. 
(Chevrolet-Oldsmobile) are a 
father-and-son team, Leroy and 
Edwin Dunlap. Owners of the 
firm are Conrad Stricklen, Ernest 

Altick and Jack Cheley. 
* * * 


Yarbrough Buys Deal 
GADSDEN, Ala. — G, B. Yar- 


brough, formerly associated with 

ALBANY. — Rose Oldsmobile | Hill Chevrolet-Cadillac Co., Hunts- 
Corp. has been sold by Arthur) ville, has purchased Vaughn Pon- 
J. Rose to William E, Mason, for-| tiac-Cadillac Co. here and will op- 
merly of Stamford, Conn, The firm erate as Yarbrough Pontiac-Cadillac 
will be known as Mason Oldsmo-! Co. 


* * * 


Catt Acquires GM Outlet 

DECATUR, Ind.—Bob Catt is 
the new owner of Quality Chev- 
rolet and Buick Sales & Service 
Co, The firm formerly was oper- 
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Superior Profit YOUR 





over-all SUPERIOR PROFIT. 


tight expense controls and profitable credit controls. 


age of Service Absorption’’ IN SUPPORTING YOUR DEALERSHIP. 





ably drop sharply in the cleanup of over 903,000 cars. 


@ Forecasting 
@ Departmental operations control 


operation. 


as the largest. Each will profit greatly. 


| This is NOT a book but a ruggedly bound 
loose-leaf operating manual complete with all 
necessary forms. It is designed for easy han- 
| dling and constant use. 

Written by Harold D. Draper Sr., volume 
Chevrolet dealer for 32 years, presently inter- 
ested in four successful volume dealerships 
in the mid-west. 


$20.00 Postpaid in U. S. 


Please mail check with order. 
No C.O.D.'s please 


HAROLD D. DRAPER Sr. 
BOX 530, SAGINAW, MICHIGAN 


Draper is also the author of the manual 

| “LONG TERM LEASING—CARS AND TRUCKS” 
which is now selling widely at $20.00 in 
all 50 states, every Canadian province, and 
many foreign countries. 





Do You Make More than 


3% 


OPERATING PROFIT IN 


If Not... You Need 
This Manual ! 


“MANAGEMENT FOR 
SUPERIOR PROFIT”’ 


Detailed instructions step by step on Sales, Expenses and Profits necessary in each depart- 
ment—New Cars, New Trucks, Used Cars, Used Trucks, Service and Parts—to insure an 


The manual covers explicitly the simple procedures of forecasting for profitable operations, 


How good is your ‘Percentage of Sales Absorption?’’ Or—have you never heard of this? 
THIS CONTROL MAKES YOUR SALES DEPARTMENT AN EQUAL PARTNER WITH ‘'‘Percent- 


Nationally, dealers are earning 1% on total sales including finance reserves. This will prob- 


EVERY PHASE OF YOUR OPERATION COVERED 


Even if you are the most prosperous dealer in the country—this manual will improve your 





| 


DEALERSHIP ? 


(Before finance reserves) 


Expense control 
Credit control 


| 


| 
| 
| 





{ 


| yet reached its peak of 18 months 
i The profitable procedures and programs are designed for the very small dealer as well 


Water, according to William G., 
Edward R. and Sanders G. Ar- 
nold. It will be the headquarters 
for the firm’s car, truck and 
sports-car sales and service, 
rental and leasing operations and 
wrecker service. 
*k 


Imports for Faiolas 
PLAINVILLE, Conn.—Faiola 
|Brothers is a new dealership for 

Pontiac for Don Allen | Jaguar and Triumph at 290 College 

PITTSBURGH.—Don Allen Pon-| Highway here. Owners are Ar. 
tiac Co, has opened for business at | mondo Faiola and Bruno Faiola. 
5301 Baum Blvd. here. General ae a 
= . R, S. Morris, a Showalter Sells to McQuaide 
Bo Chit here |.) NAMPA, Id.—W, R. Showalter 
Allen Chevrolet here. | has sold Showalter Chevrolet Co. 
‘ ‘ . | here to Dick McQuaide, Seattle. The 

Spinoff in Amarillo new business, handling Chevrolet 
AMARILLO, Tex.—G reat State|and Oldsmobile, is known as Em- 
Motors here has been succeeded as | pire Motors, Inc. 
a Renault-Peugeot dealership by | ae es 
Auto France, Inc. Great State will | Gerardot Buick Sold 
continue to handle Volvo, Citroen P 
- ’ ’) DENVERW—Richard L. Deane 
DEW, Goliath and Isetta, ‘has purchased Bob Gerardot’s 
Buick dealership at 5225 E. Colfax 

New Officers at Edina |and will operate it as Deane Buick 

MINNEAPOLIS. — Edina Motors | Co. Deane has spent the last seven 


| ated by Saylors Motor Sales. 
Catt is from Indianapolis. 
* * eo 


Webber’s Home Ready 


KANSAS CITY.—Gil Webber Mo- 
tor Co. (Rambler) will occupy its 
new home at 7712 Wornall Road in 
June, New facilities provide 7,200 
square feet. Gilbert E. Webber is | 
president. 

| 


* * 





* * * 








(Edsel-Mercury) is under new) years with the Motors Holding di- 
| management. New officers are Hud | vision of General Motors. 
| Lewis, president, and Herb Chalker, | 1 
| Sales manager. = | Duncan Adds Two Deals 
| 

. wiavtaie LOUISVILLE, — Duncan Motor 

Furlow-Cate in 5 Buildings co, Inc., which dropped Plymouth 
| CHATTANOOGA, Tenn.—Furlow-| and DeSoto in favor of Dodge, has 
| Cate Co., Inc. (Ford), now occupies | organized Duncan Studebaker, Inc. 
|'a square block fronting on Broad| Duncan also bought Heilman Mo- 
| St. and extending through to Chest- | tors, Inc., LaGrange, Ky., and se- 
| nut St, P, E. Furlow, president, said | cured the Ford franchise. 
various departments for sales and | ee oe 
|service now are located in five | Jordan Buys Buick Deal 


haces 
jbuildings =60l, | BERKELEY. — Berkeley Buick 

| Co, has been sold to Jordan Buick. 
Baker Folds Dealership | Merrell H. Jordan, owner and pres- 
| SALEM, Ore.—Sam Baker, a/ident of the new dealership, re- 
Dodge-Plymouth dealer here for 20| cently operated Jordan Buick Co., 
| years, has closed his business, No| Richmond, Calif, Robert Schneider 
| plans were announced, has been named general manager. 

* 


* * * * * 
Arnold Ford to Build McDanal Takes Lloyd 
BOULDER, Colo.— Arnold 


FORT MYERS, Fla.— McDanal 
Brothers Ford will construct a : " “ee 


Foreign Car Sales & Service, 4156 
20,000-square-foot building on a |pajim Beach Blvd. has been 
block-square site at Ninth and | awarded a Lloyd franchise. Martin 


McDanal heads the firm. 
+ * . 


3rd Generation Heads Deal 


SEATTLE.—T. A, Davies has 
| been named president of Davies 


* . e 
Bill-Paying Habits 
Chevrolet, 800 E, Pike, succeeding 


In 2nd Quarter his father, T. Dayton Davies, who 


MINNEAPOLIS. — “Well on the/is retiring. The new president is 
way again”... “debtors are in a|the grandson of the late T, A. 
much better position to pay than| Davies, who entered the auto busi- 
six months ago.” These quotes from | ness here in 1911. 
|two collection agency members of * 
the American Collectors Assn. sum- 
marize the national trend in con- 
sumer paying habits. 

The ACA Collection Index turned 
sharply upward in the second 
quarter of 1959 continuing the 
trend that started during the 
fourth quarter of 1958. The index 
measures the collectibility of past 
due consumer debts. 

A return to work of seasonal 
workers, the substantial increase 
in construction and the general in- 
crease in business activity is en- 
abling more and more consumers 
to get caught up in overdue obliga- 
| tions. 

The only pessimistic reports 
|come from the coal mining areas 
and several northern industrial 
cities where employment has not 





Buyers Improve 





* * 


Meadows Expands Shop 


PORTLAND, Ore. — Meadows 
Pontiac Co. has leased a 5,000- 
square-foot building near its main 
store as a body and fender repair 
department. 

oe x 


Tomlinson Buys Ford Deal 


MADISON, Minn.—John Tomlin- 
son has purchased Schmidt Bros. 
Ford and changed the name to 
Tomlinson Motor Sales. 

* os * 


Osborn to Head Stamm 


MILWAUKEE.—John M. Osborn 
has taken over management of 
John Stamm, Inc. (Plymouth), at 
3304 W. Villard Ave. 

ae * 





* 


Silver State Adds Imports 
GREAT FALLS, Mont.—Silver 
State Auto Co. (Studebaker-Mer- 
cedes-Benz) has received fran- 
(Continued on Page 53, Col, 1) 


ago. Members report that migra- 
tory workers who cannot find em- 
ployment have added to the collec- 
tion problems in these areas, 











‘> 
New Bedford Van Introduced in Canada— 
The new Bedford ‘102’ light van, introduced by General Motors of Canada, has 20 
percent more load space and a 12-inch longer wheelbase than the present standard ais 


90-inch wheelbase van. Sliding doors of the GM British-built truck are a foot wider, 
making access to seats. and loads easier, and have an automatic three-position hold- 





ing stop. New transverse ribs are built into the roof panel for greater strength. 
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Auto Dealer Changes 





(Continued from Page 52) 


chises to sell Rolls-Royce, MG, 
Austin-Healey and Morris. C. 
Hanson is president of the dealer- 
ship. 

* * * 


Two More Dealerships 


Franchised by Jaguar 
NEW YORK.—Two new Jaguar 
dealerships have been franchised. 
They are Archer Motor Sales, 
Inc., Jacksonville, N. C., and Can- 
trell Import Co., 17 S. Second, Tem- 
ple, Tex. 
+ * * 
Steiner Buick Sold 
SEATTLE. — Hal Steiner Buick 
Co. has been purchased by John 
Dressler and J. W. Waesche and 
renamed Dressler-Waesche Buick. 
* * * 


Murray Drops Lark 
SALT LAKE CITY. — Murray 
Motor Co., 1716 S. State, has drop- 
ped Studebaker and added Goliath 
and Borgward to go with Mer- 
cedes-Benz, which it retains. 
* > * 


Hill Adds Alabama Deal 
HUNTSVILLE, Ala.— Archie W.: 
Hill sr., owner of Hill Chevrolet 
Co., 227 Greene, N.E., has an- 
nounced he, his son Archie W. Hill 
jr. and Gorman B. Yarbrough, sales 
manager, have purchased Vaughan 
Pontiac-Cadillac, Inc., Gadsden, 
Ala. Yarbrough will manage the 
Gadsden firm. 
a. 


McCulloh Adds Branch 
ARDMORE, Okla, — McCulloh 


Motor Co. (Oldsmobile-Cadillac) 
has established a subsidiary com- 
pany called Imported Cars of Ard- 
more. It will handle Rambler and 
Renault. 

a a * 


Hoefer Ford Deal Sold 


FAIRFAX, Okla.— Mrs, Fred 
Hoefer has sold the Ford dealer- 
ship she and her husband started 
here 38 years ago. The buyer was 
former rancher Samuel E. Darby. 

* * * 

Car City Adds Wartburg 

BALTIMORE.—Car City (Plym- 
outh-Dodge), 3229 Pulaski High- 
way, has been appointed distribu- 
tor in this area for Wartburg, 
according to Milton Weiner, Car 
City president. 

+ 


* * 


Ray Buys Out Cole 
CHICAGO. — Leon Ray has pur- 
chased the interest of his partner, 
Sy Cole, in Ray-Cole Motors 
(Dodge), 6121 Northwest Highway. 
The name of the dealership will 
remain the same. 
* * * 
Nolan Studebaker Moves 
EAST POINT, Ga.—Nolan Stude- 
baker, owned by W. H. Nolan, has 
moved into larger quarters at 338 
N. Church St. The new facility has 
7,800 square feet of showroom and 
service area, 
* * 


S-P Signs Darbrake 


BUFFALO. — Darbrake Motors, 
Inc., a new company in Buffalo, 
has been appointed a Studebaker- 
Packard dealership, President 
Lawrence C. Darbrake announced. 
The concern is at 2439 S. Park Ave. 

° K a * 


Noll fs Renault Exclusive 


LOS ANGELES.—Noll Auto Co. 
has become an exclusive Renault 
and Peugeot dealership, according 
to John Green Corp., Western dis- 
tributor. The firm has been in busi- 
ness for 43 years at 4301 S. Fig- 
ueroa St. Bill Noll is owner and 
manager. 

+ + 


Thornton Buys Baxter Deal 


CHEYENNE, Okla.—Fred Bax- 
ter has sold his Ford outlet to O. C. 
Thornton, Elk City car dealer for 
24 years. 

* a + 


Knoxes Add GM Dual 


LOVELAND, Colo.—F. S. Knox 
sr. and Forrest Knox jr., of Knox 
Chevrolet Co., have pure 
Kennedy Motor Co. (Pontiac- 
Buick) from Harold Kennedy. 
All three lines will be handled 


from the Kennedy location, 104 
E. Fourth, Loveland. 


* * * 


Sagner Sells to Olsons 

PORTLAND, Ore. — Max Sagner 
has sold Max Sagner Rambler, Inc., 
to Olson Rambler, a new organiza- 
tion formed by Chuck and Larry 
Olson. Sagner is retiring after 35 
years in the auto business. 

* * om 


Ridgecrest Opens Branch 
ROCHESTER, N. Y.— Ridge- 
crest Motors, Inc., a foreign-car 
outlet which deals primarily in 
Volkswagens, has opened a sec- 
ond branch here. 
* * a 


Trinity Chevrolet Expands 


YOUNGSTOWN, O—Trinity 
Chevrolet, Inc., 1620 Market St., has 
opened a new outlet on the city’s 
South Side. Officers are Mark E. 





Ohl, president; A. C. Bartholomew, 
vice-president, and Richard E. 
Elder, secretary. 

* * * 


Hoefer Ford Sold 

FAIRFAX, Okla —Mrs. Fred 
Hoefer has sold the Ford dealer- 
ship she and her husband started 
88 years ago. The new owner is 
Samuel E. Darby, a former 
rancher, 

* * + 


Hartsook Motors Opens 
KNOXVILLE, Tenn.—Hartsook 
Motors, Inc. (Chrysler-Imperial- 
Plymouth), has opened at 4835 
Kingston Pike. James Hartsook, 


owner, had been a Chevrolet dealer 


in Lenoir City. 
* * * 
Dodge Deal for Roan 


MOBILE, Ala.—Fred Roan has 
been awarded a Dodge-Simca 
franchise. His dealership is at 
403 St. Louis St. J. C. Mason is 
general manager. 

* * * 


Changes Are Made 
In Three Dealerships 
MINNEAPOLIS. 





— Several 
changes in Upper Midwest dealer- 








Automobiles used to be sold in 
department stores. John Wana- 
maker sold his own department 
store model in 1904. Sears Roe- 
buck & Co. made its own models 
in 1908. As late as World War II, 
Macy’s in New York had Cros- 
leys for sale. 





ships have been announced here. 
At Mobridge, S. D., Dale David- 
son has sold his interest in the 





Pontiac-Buick dealership to James 


Olander, and the firm now will be 
known as Mulloy-Olander Motors. 
Silvin Mulloy is the other partner. 

Clement H. Snyder has sold Sny- 
der Motor Co. (Pontiac-Cadillac- 
GMC), to Lester N. Gunderson, The 
dealership now will operate as 
Gunderson Motors. 

At Livingston, Mont., Roy Hel- 
lander has sold Parkway Motors to 
George Vucanovich, who will oper- 
ate it as G. V. Chevrolet. 

* + * 

Edmark Building Going Up 

NAMPA, Id. — Edmark Auto, 
Ine. (Mercury-Lincoln-Continental), 
is constructing a new building to 
house its new and used-car sales 
and service departments. The firm 
is owned by K. W. Edmark and 
David A. Edmark. 


* * * 


Inland Motor Gets Rambler 
YAKIMA, Wash.—Inland Motor 
Co. has taken over the Rambler 
franchise in the Yakima Valley 
formerly held by McFarland Mo- 
tors. Inland Motors is headed by 
Ray Derby. 


+ * * 


Berry Adds Rover 
PHILADELPHIA.—Berry Broth- 
ers Buick, Inc., has added Rover. . 
The dealership also handles Volvo, 








To Chrysler Motors Corporation Dealers: 
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MoPar gets us the part we need... 

when we need it!” 


— Walter G. Linch, Redondo Beach, Calif. 





Operator of the oldest Dodge dealership in Los Angeles 
County, Mr. Linch uses MoPar parts exclusively wherever 
replacements are needed. ‘With the MoPar Dealer Bal- 
anced Stock Plan,” Mr. Linch says, “we can fill 90 per 
cent of our requirements. But when we do need a part, 
MoPar gets it to us—fast!”’ 





Carl Moyer, mechanic, is shown here installing a MoPar 
air cleaner filter. “We can always count on MoPar parts 
to fit perfectly,” Mr. Linch says. “This reduces our labor 
costs because we don’t have any time-consuming adjust- 
ments to make during our installations.” 





MoPar Division, Chrysler Motors Corporation 


Detroit 31, Michigan 


Service Supt. George Pierson explains a job to Mrs. 
Georgina Herman, a customer. “A high percentage of 
our trade is ‘repeat’ business,” Mr. Linch says. “MoPar 
products have helped us increase our parts volume by 


105 per cent during the past ten 
keep coming back.” 


years. Our customers 





Here is a typical scene in Mr. Linch’s busy parts depart- 
ment. “There’s still another big advantage in using 
MoPar parts,” he declares. “It makes our accounting 
procedures far simpler. We get one monthly statement, 
from a single source, which is easily and quickly audited.” 


Invest in your future—buy 100% MoPar 


With 120 Parts Wholesalers and six Parts Plants strategically 
located across the country, MoPar offers fast delivery serv- 
ice—the right part at the right place pt the right time. 
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cvesnenduat George L. Glaser Writes .. . 





Auto Letter from Europe 


Volkswagen now is 

equipping its commercial ve- 
hicles with an improved engine 
which is quieter and has a better 
exhaust system, The first speed also 
has been synchronized. Passenger 
cars, however, won’t have this en- 
gine. 

According to reports, Opel is 
stepping up operations in the 
larger-than-Rekord field and in 
the truck department, which has 
been lagging for some time. 

With the introduction of the 1.7 
liter engine, some say Opel will 
drop the 1.5 unit and come out with 
a 1.2 liter car in the Volkswagen 
price range. 

Another report says that Daim- 
ler-Benz has a 10-month order 
backlog for the newly styled Mer- 
cedes-Benz 220-S, which has not 
been shown to the public as yet. 
of * * 


Fiat Denies Big-Car Rumor 


N ITALY, Fiat has denied rumors 
that it may build a large car to 
compete in the U. S. in the Cadillac 
class. They did produce a V-12 of 


Artic-Kar Sights 


Record Sales on 


| pepdeadaaalal 





10th Anniversary 


DALLAS.— The Artic-Kar auto 
air conditioner’s tenth year also is 
expected to be its best, according to 
W. Y. Humphreys, sales manager | 
of Capitol Refrigeration & Mfg, Co., 
maker of the unit. 


He said latest reports indicate 
that last year’s record sales will be 
topped in 1959 despite a slower- 
than-usual start because of cooler 
weather early in the summer. 


Capitol produces five models of 
the Artic-Kar and there is one for | 
all types of domestic and foreign | 
autos, Humphreys said. 

The Penquin, the lowest-priced 
unit, fits under the instrument 
panel, has a seven-inch fan, tri- 
speed fan control, thermostatic 
temperature control and electro- 
magnetic clutch, he added. 

The Sno-cap unit and two differ- | 
ent Iceberg models also fit under | 
the instrument panel and are more | 
elaborate and efficient than the! 
Penguin, Humphreys said. 

The deluxe model, the Husky, fits | 
into the trunk and can cool a car! 
in a matter of seconds, Humphreys | 
said. 

The firm is headed by William | 
Anglin and Paul Anglin is produc- 
tion supervisor. 





DiFranco Equipment Sold 


ST. LOUIS.—Shop and office| 
equipment of DiFranco er | 
Plymouth have been sold at auc-| 
tion. The building at 4232 Natural | 
zenee has been leased to another | 

rm. 


For views on retail auto distribution, | 
read the Dealer Forum column on Page 3. 








HOW CAN} 
SALES 

BE 
INCREASED 


OFF-SEASON? 


The answer to this and countless other 
questions is in “The Automobile Dealer” 
by Martin H. Bury. This valuable book 
has been acclaimed the ‘‘bible’ of its 
field. if, after 10 days, you are nof 
convinced that this book merits being 
@ worthwhile, permanent reference, re- 
turn it and your money will be re- 
funded. Send for your copy now. 


AUTOMOBILE 


DEALER 








PHILPENN PUBLISHING COMPANY 


1750 N, Broad St., Philadelphia 21, Pa. 





Send____copy foaptes) of the new book, 
| “The Automobile Deale 


| 

| 

| 

| (i Check enclosed for books at $5.20 ea. | 
| (0 Send books C.O.D., plus postage | 
| SURI * Sch ibeticimtiinnrpncesiapenis | 
| Street 
es | 


| SS TTI aneteiad 








seven-liter displacement in 1921, 

Lancia is reported planning a 
new medium-size 1.5-liter, four- 
cylinder car with front-wheel 
drive. Both Guzzi and M. V., 
which build motorcycles in Italy, 
are considering production of 
small cars. 


Innocenti, maker of the Lam- 


New Guide Published 
For 55 Small Cars 


NEW YORK.—“‘Small Car 
Guide,” a new book by Alben 
Phillips, features descriptions, road 
test reports and technical specifica- 
tions of 55 of the small cars that 
are being imported into the U, S., 
as well as their prices and the 
names and addresses of the manu- 
facturers and of distributing firms 
here. 

This new book is clothbound, 
contains 144 pages and is published 
by Arco Publishing Co., 480 Lexing- 
ton Ave., New York. 





bretta scooter, is negotiating with | 
British Motor Corp, for production | 
of one or two models of the Austin | 
for the European Common Market. | 
Ferrari will present a new model 
of the “Super America” coupe at 
the Turin auto show and has sched- 
uled 24 of them for production in 
1960. The firm also is readying an 
80-horsepower engine of the Ren- 

ault Dauphine’s size. 
ck a K | 


Nordhoff’s Daughter Weds 


LIZABETH NORDHOFTF, 
daughter of Dr, Heinz Nordhoff, 
VW managing director, has been 
married to Ernest Piech, grandson 
of Ferdinand Porsche, who de- 
signed the VW. 
Piech is a distributor in Austria | 
for VW and Porsche vehicles. 








Wenzlaff Takes on Lark | 

PIPESTONE, Minn.— Wenzlaff| 
Auto Co. (Mercury-Edsel) has| 
added Studebaker Lark. 





A Big Operation— 


California Car Wash Systems, Inc., North Hollywood, Callif., 


has completed work 
on what is said to be the largest car wash in the world. Parkway Car Wash in Pas- 
adena, Calif., is equipped to handle 2,000 cars in an eight-hour period, according to 
Dave Fisher, president, and Maury Wayne, vice-president, California Car Wash. The 


conveyor chain is 270 feet long. 
foot chain system that turns out a complete polish and wash job in 30 minutes. 





From 16,000 to 450,000 gallons 
per month in 34 years with Texaco! 


Here is another case history proving that good men can 
“grow with Texaco.” It’s the story of Consignee Charles 


H. Miller, Miller Oil Co., Zanesville, Ohio. 


Mr. Miller teamed up with Texaco in 1925. “At that 
time, we had a thruput of about 16,000 gallons a month,” 


he says. 


“Today we are averaging better than 450,000 


gallons a month.” 


Mr. Miller has a sound formula for success in the 


petroleum industry. 


“First, you must have products known and accepted 
by car owners from coast to coast,” he says. “Also of 
great importance is a consistent program of Dealer train- 
ing. If they are properly trained in every phase of station 
operation, the Consignee or Distributor can be assured 
of a solid future. 

“We like to do business with Texaco,” he says. “They 
give us complete cooperation, and you can trust the 


” 


man behind the contract. 





Here is “Texaco Town Hall,” where Mr. Miller conducts train- 
ing conferences for his Dealers. Emphasis is placed on sales- 
manship, product and technical information. The program has 


developed a group of capable and aggressive Dealers. As a 
builder of public good will, “Texaco Town Hall” also serves as 
a Conference Room for the people of Zanesville. 


In conjunction with the wash rack is another 120- 
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Financial 


Front 











Sales and earnings of Federal- 
Mogul-Bower Bearings, Inc., in the 
first half of 1959 were the highest 
for any six-month period in the 
company’s history, according to G. 
§. Peppiatt, president. The best pre- 
vious six-month record was the 
first half of 1957, he said. 

Total sales in the first half of 
1959 amounted to $64,547,000, com- 
pared with $46,193,000 in 1958 and 
$57,271,000 in 1957. Net earnings 
for the period totalled $6,630,000. In 
the corresponding period of 1958, 
net earnings were $3,348,000 and in 
1957 they were $5,145,000. 

* + * 


Big Boost in Earnings, 
Sales Reported by Arvin 
Arvin Industries, Inc., reported 
sales for the second quarter were 
up 40 percent over the correspond- 
ing period of 1958, and earnings 
more than doubled. 
Second-quarter sales totalled $16,- 
177,346, compared with $11,586,850 
in 1958, said Glenn W. Thompson, 


president. First-half sales were $32,- 
115,771, compared with $22,774,922 
for 1958. Earnings for the period 
almost quadrupled those of a year 
ago, Thompson said. 
* + 


Rockwell-Standard Reports 


Record Sales, Earnings 


Rockwell-Standard Corp. report- 
ed record sales and earnings in the 
second quarter and first half. 


The first half showed a profit of 
$10,553,837 on sales of $146,437,451, 
compared to earnings of $3,469,449 
on sales of $100,913,634 in the like 
period of last year. The second 
quarter profit was $5,728,548 on 
Sales of $77,321,541, compared to 
earnings of $1,110,429 on sales of 
$47,233,427 in the similar period of 
1958. 


* 


* * * 


National Malleable 
National Malleable & Steel Cast- 








ings Co., Cleveland, first-half re- 
| port, 1959 and 1958: Earnings, $1,- 


848,618 and $55,061; sales, $33,503,439 
and $24,080,718. 
a 


* * 


Inland Steel 


Inland Steel Co., first half report, 
1959 vs. 1958: Profit, $42,172,381 and 
$20,079,731; sales, $465,606,065 and 
$308,242,674. 


* * 


Air Reduction 


Air Reduction Co. Inc., New 
York, first-half report, 1959 vs, 1958: 
Net income, $7,817,122 and $6,556,- 
383; sales, $101,836,859 and $85,618,- 
068. 


* 


+ 


Flintkote 


Flintkote Co., New York, first-half 
report, 1959 vs. 1958: Net income, 
$5,432,007 and $3,403,907; Net sales, 
$98,431,196 and $81,857,967. 


oa * * 
Stewart-Warner Income 


Soars to 30-Year High 


Stewart-Warner Corp. reported 
net income for the first six months 
of $3,769,864, setting a 30-year high 
and up 66 percent over the similar 
period last year. Net sales were 
$57,230,619, an increase of 27 per- 
cent over the first half of 1958. 


* * 








Isaac Newton conceived a jet 
propelled automobile in 1680. He 
never got around to building it. 








Bennett Archambault, chairman 


and president, said, “The sharp im- 
provements in both sales volume 
and earnings which were achieved 
in the first quarter of 1959 were 
exceeded during the second quar- 
ter. Our earnings for the second 
quarter were 84 percent higher 











25 years of service. Six truck units 


Here are 6 reasons why Dealers and 
tributors grow with Texaco: 


sure that Texaco will always have 
Standing products. 


tising program . 


motorists and bring them back! 





Dispatcher Earl Search gives orders to driver 
of this 4,000-gallon semi-tractor unit. Mr. 
Search is also the Bulk Plant Manager, with 


quired to service the firm’s operation. 


Why there’s a solid future with Texaco 


l. The best petroleum products, known 
and accepted by car owners nationwide. 
Continuous research and development in- 


2. The best and biggest national adver- 
. constantly selling 
Texaco Dealers to car owners everywhere. 
3. The best point-of-sale and direct mail 
* promotional material to help bring in 


4. The best customer credit card — in fact, 

















Miller; Harold Wiles; 








are re- 


under one sign nationwide. 


Dis- 


5. The best retailer policy — Texaco helps 
its Dealers to market nationally-advertised 


and accepted TBA products. 


out- 


ers helping you. 


vestigate ... 


Key personnel who are important to the 
company’s success. They have a total 
service record of more than 100 years! 
Left to right: Robert E. Davis, Sr.; Mr. 
Earl Search; 





the only petroleum credit card honored 


6. The best opportunity to cash in on 
“touring” business — because Texaco cus- 
tomers at home like to stop at Texaco 
stations when on the road. This means you 
have more than 40,000 other Texaco Deal- 


A solid future is one of the advantages of 
being a Texaco Dealer or Distributor. 
There may be an opportunity for you. In- 
send this coupon to: 





This modern station, operated by Texaco Dealer Tom Cover, is 
typical of the Miller Oil Company’s 41 Dealer outlets. These 
Dealers have a total of 445 years of service. 24 have received 
Texaco Dealer awards for 10 years or more, and 3 for 30 years. 


over in personnel. 


SALES MANAGER 
TEXACO INC. 


I would like to get complete information 
about the possibility of teaming up with 


NAME 


Willard E. King; and Mr. Miller’s son, 
James E. Miller. Special service awards, 
pension and insurance plans and other 
benefits are responsible for the low turn- 





135 E. 42nd Street, New York 17, N. Y. 


(Please check). 








STREET 





CITY 





STATE 


than those for the similar quarter 
in 1958. Second quarter sales of, 
$30,244,774 were 40 percent higher 
than those for the like period in 


1958.” 
* 


Two Recorda Set 
By Sealed Power 


Sales and earnings records were 
set by Sealed Power Corp., during 
the first six months of 1959, ac- 
cording to Paul C, Johnson, presi- 
dent. 

Net sales totalled $13,376,000, an 
increase of 49 percent over the 
$8,993,000 during the first half of 
1958, Johnson said. 

Net earnings totalled $918,000, 
compared with $243,000 during the 
like time in 1958. 

oe ok * 


Eaton Sales Hiked 50 Pct.; 


Profits More Than Double 


Net sales of Eaton Mfg. Co. in 
the first half amounted to $151,- 
786,710, an increase of 50 percent 
over the $101,115,600 a year ago. Net 
income aggregated $10,055,302 as 
compared with $4,400,942 in the like 
period last year, John C. Virden, 
chairman and president, announced, 

“The healthy gains in sales and 
earnings this year over 1958 reflect. 
a number of factors, among them 
the combined improvement in gen- 
eral business of the many indus- 
tries served by Eaton, a better 
product mix for the company, and 
the increasing benefits we are de- 
riving from our cost reduction pro- 
gram,” Virden stated. 

* * 


Towmotor 


Towmotor Corp., Cleveland, first- 
half report, 1959 vs. 1958: Net earn- 
ings, $1,149,067 and $707,830; sales, 
$16,477,292 and $13,243,247. 

* * * 


Sheller Mfg. 


Sheller Mfg. Co., first-half report, 
1959 vs. 1958: Profit, $869,431, vs. 
loss, $163,832; sales, $22,458,196 and 
$12,852,521. 


* 


* 


* * * 


Breech Denies Ford to Buy 


Stock of British Subsidiary 


Ernest R, Breech, Ford Motor 
Co. chairman, has denied rumors 
that the company is planning to 
retire minority shares in its Bri- 
tish subsidiary, Ford Motor Co., 
Ltd. 

The denial followed reports of 
intense speculation in shares of 
the British firm on the London 
Stock Exchange. The parent com- 
pany has completed the purchase 
of a substantial number of mi- 
nority shares in Ford Motor Co. 
of Canada, Ltd. 


* * 


Record Sales, Earnings 


Reported by Mohawk Rubber 


Mohawk Rubber Co. sales and 
earnings set a record in the first 
half of 1959, according to H. M. 
Fawcett, president. 

Net sales for the period totalled 
$14,595,000, compared with $10,830,- 
000 a year ago, he said, and net 
profit hit $617,000, up 45 percent 
over last year’s $426,000. 


« 





ADVERTISEMENT 








I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
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increased their car sales. See Page 
69 for complete details. 
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Replacement Front and Rear Floor Mats 


Accurately Cut 
Beautifully 
Tailored 


CARPET 
GRAIN 
VINYL* 


Over 
Reinforced 
Felt 
BLACK ONLY 


Te Good 
Looking 


Te Long 
Wearing 


Buick, Olds and Pontiac—-54 thru 58 
Mercury 57-59—Chevrolet 58 
Chev. 53-57—Dodge-Plym. 53-59—Ford 52-59—Mercury 52-56........ 


Specify Front or Rear or Both 
State Year, Make and Model—Orders Shipped Same Day 


Terms: Open Account to Rated Firms 
*Same material as used in some original equipment. 
These are tailored mats and not universal, 


TRUNKLINE MANUFACTURING CO. 


209 West Clemens Street Cuba City, Wisconsin 





Front or Rear 


$6.90 
$6.90 
$5.90 








Sales Conditions in Various Areas... 





Auto Market Reports 


Omaha 

New-car sales in Omaha totalled 
1,412 in June, compared with 1,189 
a month earlier. 

Chevrolet, with 432, led the sales 
parade, with Ford, 408, second, and 
Plymouth, 94, third. Other top 
sellers were Oldsmobile, 73; Pon- 
tiac, 69; Rambler, 65, and Buick, 42. 
Imported makes totalled 72, 

Top truck sellers were Chevrolet, 
56; Ford, 50, and International, 36. 
The month’s total was 178, com- 
pared with 152 in May.—(Arthur R. 


Oleson.) 


* * * 


Los Angeles 

New cars registered in Los Ange- 
les County totalled 20,420 in May, 
compared with 22,488 a month ear- 
lier, according to Donnelley’s Mo- 
tor Recorder of California. 

Chevrolet recaptured No. 1 spot 
from Ford during the month with 

















Featuring: 


Specifications of All Imports 
Dealer Census by Make 
POE Price Tables 

List of Key Distributors 
Current Sales Figures 


Sales Ideas 


Imports in Operation 


Dealer Relations 


Used Cars 


a natural for your advertising 


Closing Date: Septem 








965 EAST JEFFERSON 
WOodward 3-9520 


Coming September 14- 


A Truly Great Opportunity for those Selling 
to the Import Car Market 


Automotive News 
Import Car Issue 


Meeting Competition from U. S. Compact Cars 
Service Problems and How to Solve Them 


An editorial climate that makes this issue 


Regular Advertising Rates Apply 


Automotive News 


DETROIT 7, MICHIGAN 


message 


ber 3rd 

















a sales score of 4,726 to 4,605. The 
Ford total included 561 Thunder- 
birds. 

Rounding out the Top Ten were: 
Rambler, 1,482; Plymouth, 1,126; 
Pontiac, 996; Oldsmobile, 827; Cad- 
illac, 630; Buick, 534; Renault, 530, 
and Volkswagen, 434. 

Other registrations: Mercury, 
407; Studebaker, 374; Dodge, 357; 

Hillman, 306; Austin-Healey, 260; 
Fiat, 231; Opel, 202; MG, 186; 
Simca, 177; Volvo, 171; English 
Ford, 147; Triumph, 145; NSU, 
141; Chrysler, 138; DeSoto, 102; 
Metropolitan, 96; Morris, 92; Ed- 
sel, 88, and Peugeot, 83. 

Taunus, 80; Imperial, 75; Mer- 
cedes-Benz, 71; Continental, 67; 
Vauxhall, 63; Borgward, 49; Austin, 
47; Jaguar, 45; Lincoln, 39; Porsche, 
30; Citroen, 27; Alfa Romeo, 26; 

BMW, 24; Goliath, 21; Skoda, 18; 
Toyopet, 18; Lloyd, 16; DKW, 14; 
Singer, 12; Datsun, 11; Sunbeam, 
10; Berkeley, 6; Lancia, 6; Goggo- 
mobil, 5; Panhard, 4; Auto Union, 
3; Humber, 2, and miscellaneous, 
38. 

New-truck registrations totalled 
3,338 in May, compared with 3,370 
in the previous month, Registra- 
tions by makes were: Chevrolet, 
1,534; Ford, 1,120; International, 
189; GMC, 160; Dodge, 136; Volks- 
wagen, 53; Willys, 32; English 
Ford, 26; Kenworth, 15; White, 15; 
FWD, 9; Mack, 9; Studebaker, 8; 
Reo, 7; Morris, 5; Peterbilt, 4; 
Autocar, 3; Divco, 3; Diamond T, 
3, and miscellaneous, 7.—(William 


Carroll.) 
* 


Denver 


Denver dealers sold 1,782 new 
cars in June, compared with 1,708 
in May and 1,343 in June a year 
ago. 

In the new-truck field, the June 
total was 318, compared with 296 
a month earlier and 189 a year 
earlier. 

First-half sales of 9,960 new cars 
and 1,590 new trucks compared with 
7,821 cars and 1,073 trucks in the 
corresponding 1958 period. 

June new-car sales by makes 
were: Chevrolet, 514; Ford, 404; 
Rambler, 129; Pontiac, 113; Plym- 
outh, 90; Oldsmobile, 89; Dodge, 58; 
Buick, 51; Volkswagen, 38; Stude- 
baker, 36; Cadillac, 34; Renault, 24; 
English Ford, 22; Chrysler, 19; 
Mercury, 19; MG, 16; Volvo, 13, and 
Austin-Healey, 10. 

Morris, 10; Edsel, 7; Simca, 7; 
DeSoto, 6; Imperial, 6; DKW, 6; 
Hillman, 6; Mercedes-Benz, 6; 
Peugeot, 6; Alfa Romeo, 5; Austin, 
4; Berkeley, 4; Fiat, 4; Opel, 4; 
Lincoln, 3; Borgward, 3; Citroen, 
3; Triumph, 3; Checker, 2; Metro- 
politan, 2, and miscellaneous, 6. 

New-truck sales were: Chevrolet, 
103; Ford, 81; Willys, 41; Interna- 
tional, 22; GMC, 17; Dodge, 10; 
White, 9; Divco, 2; Volkswagen, 2; 
Studebaker, 1; English Ford, 1, and 
miscellaneous, 29.—(Ira Alexander.) 

x * + 


* * 


Toronto 


Toronto dealers report that buy- 
ers are waiting for 1960 models. 
New-car dealers term sales “only 
average,” “about the same as last 
year,” or “satisfactory.” There has 
been no great boom to herald the 
return of more favorable general 
economic conditions. 

Most popular among the new 
cars are the medium models—not 
the most chrome-laden nor the 
most stripped-down, In used cars, 
the most popular are the ’55, ’56 
and ’57 Ford and Chevrolet models 
selling between $1,000 and $1,800. 
Dealers report 1955-1957 used cars 
go out almost as fast as they come 
in, 

Not so popular are 1958 models 
of the Big Three which still have to 
compete with the 1959 models, The 
latter are selling on a very close 
profit margin, and there is very 
little difference in price of a good 
used 1958 and a new 1959 model on 
a tradein basis. 

The used-car market generally is 
slow, with vacation buyers having 
bought in. large numbers in June 
and early July. Little change is ex- 
pected till September or later, de- 
pending on the marketing of 1960 
models. 

No new models of American and 








Canadian cars are expected at the 
Canadian Nationa] Exhibition’s 
Motor Show which opens at Tor- 
onto on Aug. 26 and runs to Sept. 
12. While manufacturers have not 
advised the CNE officials of what 
they will show, there is the hope 
that at least one of new small cars 
to be produced by the Big Three 
may be on view.—(James Montag- 


nes.) 


* a 


Baltimore 


A total of 2,415 new cars were 
sold in Baltimore in June, com- 
pared with 2,270 a month earlier. 

Registrations by makes were: 
Chevrolet, 615; Ford, 537; Plym- 
outh, 232; Rambler, 192; Oldsmo- 
bile, 150; Pontiac, 140; Dodge, 72; 
Buick, 69; Studebaker, 56; Cadil- 
lac, 48; Chrysler, 40; Mercury, 39; 
DeSoto, 24; Lincoln, 8; Imperial, 6; 
Edsel, 5, and miscellaneous, 182. 

New-truck registrations, mean- 
while, dropped from 384 to 263. 
By makes, they were: Chevrolet, 
107; Ford, 69; International, 24; 
Dodge, 13; GMC, 9; Mack, 9; 
White, 8; Willys, 6; Brockway, 1; 
Diamond T, 1, and miscellaneous, 
16. 

For the entire state of Maryland, 
imported-car registrations number- 
ed 922 in June, compared with 819 
in the previous month. 

Registrations by makes were: 
Volkswagen, 150; Fiat, 101; Ren- 
ault, 95; Opel, 71; Simca, 71; Austin 
and Austin-Healey combined, 53; 
Hillman, 51; English Ford, 40; 
Volvo, 37; Triumph, 35; Mercedes- 
Benz, 31; MG, 30; Morris, 25; Vaux- 
hall, 20; Peugeot, 17; Jaguar, 14; 
Goliath, 12; Saab, 11; Taunus, 11; 
Borgward, 9; Singer, 6; NSU, 5; 
Sunbeam, 5; DKW, 4; AC, 3; Alfa 
Romeo, 3; Porsche, 3; BMW, 2; 
Datsun, 2, and miscellaneous, 5.— 
(Kate Savage.) 


Montreal 


Montreal dealers reported enter- 
ing the cleanup month of August 
with good results obtained in the 
“real” selling months of late spring 
and early summer. 

The revival of the economy in 
the Montreal district was reflected 
in a more favorable sales volume 
of both new and used cars. As far 
as the cleanup period is concerned, 
Montreal dealers generally reported 
that they expect satisfactory condi- 
tions because stocks on hand are 
not unduly heavy and the number 
of potential buyers of current mod- 
els is heavy enough to take care 
of inventories. 

Dealers report considerable inter- 
est on the part of buyers concern- 
ing smaller cars of the Big Three. 
Dealers in smaller European mod- 
els say that they will continue in 
good position to meet the added 
competition, especially if the price 
levels of the new North American 
models are somewhat above the 
price range of their cars.—(Jules 
Larochelle.) 


* 





4 





Chevrolet Cites Dankel— 


Jack C. Dankel, right, owner of Jack 
Dankel Chevrolet, Allentown, Pa., receives 
a Chevrolet plaque “in. recognition of 
more than 25 continuous years.as a Chev- 
rolet dealer." The presentation is made 
by George D. Roth, Chevrolet assistant 


zone manager. 
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News to Note... 








WARREN, O—Hull Mfg. Co. 
announced changes in list prices of 
its car and boat compasses effec- 
tive Sept, 1. Prices of the 800-S 
Beaconlite auto compass and the 
825-S boat compass, which are| 
illuminated models in a special 
silver finish, have been dropped 
from $7.95 to $7.50. 

List prices of the 700 streamline | 
auto compass and the 725 boat) 
compass, which are nonilluminated 
models in standard colors, have 
been increased from $5.50 to $5.95. 

* * r 


Chicagoan Earns Spot 


In Dodge Key Club 

CHICAGO.—Ed Miller, of Clau- 
son Brothers Auto Sales Corp. 
(Dodge-Plymouth), has qualified 
for membership in the Dodge Key 
Club. 

Joe Mooney, Dodge district 
manager, said Miller had achieved 
the required new-car sales total 
and had “earned a reputation for 
the highest degree of integrity in 
his dealings with the motoring 
public.” 


* * + 
State Police Ready Drive 


On Noisy Mufflers in N. Y. 

ALBANY. — State Police are 
getting ready to enforce the new 
State law banning noisy mufflers 
on cars and trucks, but several 
major Albany trucking firms say 
they will have no trouble comply- 
ing with the law because they al- 
ready are bound by Federal law. 

The trucking companies said 
the Interstate Commerce Com- 
mission already has stringent 
rules, and violators are ordered 
to replace or repair defective 
equipment on the spot. 

+ 


Imperial Battery Building 
LYNCHBURG, Va.— Work has 
begun on a building to house this 
city’s newest industry, Imperial 
Battery Co. Four states will be 
served from the Lynchburg plant. 
The firm is headed by Henry P.| 
King. 
a os +. 


Garagemen Aid Schools 

TULSA, Okla. — The Independent 
Garage Owners Assn, has delivered 
a shipment of car parts and equip- 
ment to the Rogers High School 
in its program to supply equipment 
for auto mechanics classes in Tulsa 
high schools. The association plans 
to provide equipment for at least 
two more high schools this fall. 

a * * 


13,208 More Vehicles 
PIERRE, S. D.—The State had 


Auto News in Brief 





five-year period and dates back to 
the time the plant was established 
in March, 1953. 


* * * 


| Statton Named Commissioner 
Of Public Safety in Iowa 


DES MOINES.—Gov. Herschel C. 
Loveless has appointed Donald M. 
Statton, Boone City attorney, as 
State public safety commissioner to 
succeed Commissioner Russel] I. 
Brown. 

Brown will become president of | 
the Insurance Institute for High-| 
way Safety in Washington, a new | 
organization which Brown said is 
supported by 500 casualty insurance 
companies, 

* + oo 


Pilot Production Started 
At Rockwell Plant in Brazil | 


DETROIT.—Construction has 
been completed and limited pilot 
production is under way in the new! 


|$10 million truck-axle plant es-| 


tablished jointly in Sao Paulo, 
Brazil, by Rockwell-Standard Corp. 
and Companhia Brasileira de] Ma-| 
terial Ferroviario of Sao Paulo, The 


|new company is known ag Co-| 


brasma Rockwell Eixos. 

The plant is designed to produce | 
all sizes and types of truck axles 
and gears for any transmission or 


|truck axle built in the U. S, or 
| South America. The firm has con- 


tracts with GM, Ford Motor Co. 
and International Harvester to fur- 
nish truck axles for vehicles manu- 
factured in South America. 

+* + * 


Rubber Fender for Docking 


\Is Developed by Goodyear 
AKRON.—A new rubber fender 
for trucks, truck docks, small ma-| 
rine vessels and industrial applica- 
tions has been developed by Good-| 
year Tire & Rubber Co. 
Called the M-4, the new fender 


|is designed to absorb any shock 
|load created by a docking truck or 


vessel. It is being produced in a 
new shape that prevents vehicle or 
vessel snagging, Goodyear said. It 
can be supplied in lengths up to!) 
19 feet for installation on wood, | 
concrete or steel. 








PRESERVE AND PROTECT 
THE INVESTMENT OF YOUR CUSTOMER'S CAR 


With BLUE CORAL your customer's car acquires 
and keeps a better-than-new, sumptuously rich, 
gleaming protective finish that defies the 
inevitable corrosive action of weather 

and road film. This "“Chromaphylactic” 
treatment is the enduring protection known 
everywhere as — the BLUE CORAL 
Treatment for 

Acrylic and all present-day finishes. 


FOR MORE THAN A QUARTER OF A CENTURY 
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AVAILABLE TO ALL NEW CAR nce 











FRUEHAUF TRUCK BODIES 


The Biggest Line 


The Fastest 


Delivery 


The Most 
Options 







You can offer your customers immediate delivery, low 
price, and top quality all at once with Fruehauf’s full 
line of truck bodies. 


The Fruehauf line includes closed or open top smooth 


13,208 more motor vehicles register- 
ed during the first six months of 
1959 than during the same cor- 
responding period last year, ac- 
cording to Motor Vehicle Commis- 
sioner Jesse Schneider. 
* * sk 


Goodrich Honors Gates 


AKRON.—Top executives of As- 
sociated Tires and Accessories, a 
division of B. F. Goodrich Tire Co., 
attended a banquet to honor Don- 
ald W. Gates on his 20th anniver- 
sary with the company. Gates is 
manager of automotive chain store 
Sales for the division. 

* * co 


Dayton Rubber Sets Up 


International Division 

DAYTON, O.—A new division has 
been formed to unite all overseas 
activities of Dayton Rubber Co., 
Clowes M. Christie, president, 
announced. 

The new division will be known 
as Dayton Rubber International. 
Headquarters will be in Dayton. 
Richard D. Rosenberg will be re-| 
Sponsible for all of the division’s | 
activities, Christie said. 

* * * 


Chrysler Missile Plant | 


Receives Safety Award 


HUNTSVILLE, Ala.—An Award | 
of Honor, the National Safety} 
Council’s highest form of recogni- 
tion, has been presented to Chrysler 
Corp. missile division’s Huntsville | 
operations for achieving more than 
three million man-hours without a/| 
disabling work injury. 

The award was earned over a! 











Associated Transport, Inc., New York, N. Y., 
is one of the many highly-pleased users of 
new Fruehauf “CubeDKing” Truck Bodies. 





RUEHAUF 
TRUCK ®ODIES 





panel steel ‘““CubeoKing”’ bodies (straight-frame or wheel- 
housing), aluminum “Cargox*Star” units with beaded or 
exterior post design, and sliding-panel steel ‘Work- 
Saver” beverage bodies. Single or double rear doors, side 
doors, tailgates, accessories and fittings, and many other 
optional features are available at low cost. 


The rugged steel “CubeoKing” is low in price and 
immediately available in many lengths. The economical 
aluminum “CargowStar” requires little maintenance over 
a period of years. It is available with either steel or 
aluminum crossmembers. 


And Fruehauf service doesn’t end with quick delivery. 
No matter where your customers are, they are near 
expert repair work and constantly available factory parts. 


You can profit in dollars and good will by offering your 
customers selections from the biggest line with the most 
options and fastest delivery. Speed up your chassis sales 
by calling Fruehauf, the first name in truck bodies. 


FRUEHAUF TRAILER COMPANY 


Truck Body Division 














10952 Harper Avenue . Detroit 32, Michigan 
SEND FULL FACTS ON TRUCK DEALER PROFITS AVAILABLE 
Name ~ sdtieiatalian - 
Company + 
eee 
City State 
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Sweepstakes Winners— 


Mr. and Mrs. Vance Malloy, Santa Ana, 
Calif., display sweepstakes trophy they 
won in the Featherfoot Run sponsored by 
Renavit Owners Club. Driving their Peu- 
geot 403, the Malloys averaged 69.91 ton 
miles and 54.3 miles per gallon over the 
168-mile course from Costa Mesa to San 
Diego via back-country roads. Sylvia 
Fears (Miss Featherfoot) presented the 
trophy. Seventy-five cars, domestic and 
imports, competed. 








Import-Car News .. . 





2 Regional Managers 
Named by Standard 


ee Se MOTOR | regional manager, will cover the 


CO., INC. has revealed a new 
regional supervisory and _ service 


policy in the U. S. 


“Two new regional managers 
will concentrate on sales train- 
ing, and also work with distribu- 





ao, 
John Tidwell 





Cornelius Yeras 
tors to advance dealer education, 
develop new dealers and on simi- 
lar problems,” said Alan F. Beth- 
ell, president. 
John Tidwell, the new Eastern 








WHEN WILL 
BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup ! 








With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 
Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 


Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 


EXECUTONE, INC., Dept. 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


C-3 






‘enbenmbipale 





Firm, 





Address. 


City. 
y 








In Canada—331 Bartlett Ave., Toronto 
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territory east of the Mississippi. 
He will be based in New York. Tid- 
well was with Chrysler Corp. for 
four years, covering the Cincinnati 
region, 

Cornelius Yeras, Western re- 
gional manager, will cover the ter- 
ritory west of the Mississippi. He 
will be based in Los Angeles. Yeras 
was with Chrysler for 15 years as 
sales manager for the Memphis re- 
gion. 

* oe * 


Volkswagen 


oe largest shipment of foreign 
cars ever to arrive at the Port 
of Boston was unloaded last month 
by the German motorship Ginheim. 
Unloaded were 661 units of Volks- 
wagen cars, trucks, station wagons 
and sports cars. A week later, an- 
other shipment of Volkswagen 
trucks, station wagons and cars 
was landed from the German vessel 
Carl Fritzen, bringing in a total 
991 Volkswagens. 

The Volkswagens were sent out 
to the 30 dealers in New England 
served by Hansen-MacPhee En- 
gineering Co., Inc., New Bedford, 
Mass., Volkswagen distributor for 
New England. 

Volkswagens have had as high as 
a 10-month waiting period for the 
past year or so, and Distributor 
Lindy Hansen said the shipments 
would fill only part of the orders 
for Volkswagens for this area. 
Wholesale value of the cars was 
estimated at over $1 million, 

cs * ok 


Renault 


OME 200,000 entries in a contest 

sponsored by Renault, Crawford 
Clothes and B. V, D. Socks have 
provided New York City dealers 
with a warm prospect list, 

For a month, Crawford and B. V. 
D. invited customers to Crawford’s 
45 stores to fill out slips with 
names and addresses. No purchase 
was necessary to enter the contest. 
Six of the larger Crawford stores 
in the metropolitan area showed 
Renault Dauphines in their win- 
dows and all of the outlets used 
window streamers and displays, 

“Renault Night” at Yonkers cul- 
minated another promotion staged 
by the harness track and Dolphin 
Motors, Eastern distributor for the 
French car. 

Edward Chrystie, Dolphin Motors 
sales manager, presented a cup to 
the winning driver of the featured 
Renault race. In the month preced- 
ing the race, people who test-drove 
Renaults were given certificates en- 
titling them to free admission at 
Yonkers on “Renault Night.” 


* * * 


Daihatsu 

OMMERCIAL IMPORTS, INC., 

1751 Cahuenga Blvd., Holly- 
wood, Calif. has been named a 
Western area distributor of the 
Daihatsu Trimobile. 

The vehicles, intended primarily 
as light delivery trucks, are built in 
Japan and imported by D. K. Inter- 
national Corp., Beverly Hills, Calif. 


* ok * 


Los Angeles 


A REPORT by the Port of Los 
Angeles shows that 9,234 cars 
were shipped into this country via 
Los Angeles in May, Forty-three 
Separate ship arrivals were re- 
corded. The previous high was set 
in January with 6,767. 

May’s record imports were led by 
France with 3,056 units. Germany 
was second with 2,084 and England 
third with 2,040. Forty-six manu- 
facturers were represented, with 
Renault and Volkswagen heading 
the list. 

K Bo x 
Toyopet 
OB AUFFENBERG BUICK, 
3345 Kingshighway, St. Louis, 
has been appointed Toyopet dis- 
tributor. 
oe oe ok 


Hambro-BMC 


we is said to be the largest 
parts and service depot in the 
U. S. for imported cars is to be 
established in Ridgefield, N. J., ac- 
cording to Frank Harrison, general 
service manager of Hambro Auto- 








motive Corp., U. S, representatives 
for British Motor Corp. 

Hambro has leased a 77,000- 
square-foot modern warehouse 
which will stock about $4 million of 
spare parts, It will also have an 
extensive service department and 
storage space for 400 cars. 

The company was expected to 
move to the new premises this 
month from its present 35,000- 
square-foot depot in Bronx, N. Y. 

The depot will contain new IBM 
equipment—believed the first major 
installation of its type in the im- 
ported car field. 

Hambro also has a depot in 
Burlingame, Calif., stocking about 
$2 million of spare parts. 

* * * 


Toronto Shipment 
Sipe British ship LaLoma re- 
cently discharged 1,035 foreign 
autos in Toronto, a harbor com- 
mission official said, 

This was the second trip into 
Toronto this year for the vessel. 
She carried 1,049 cars—a record 
number for the port—on her first 
trip. 

cad ca & 

Peugeot 
peancos E, DAESCHNER, a 
Peugeot sales executive in 


France since 1953, | 


has been named 
vice-president of 
Peugeot, Inc., 
U. S. subsidiary of 
the French auto 
manufacturer, 
with offices in 

New York, 
Announcement 
of the election of 
Daeschner by the 
company’s board 
F. E. Daeschner of directors was 
made by Francois de Peyrecave, 
president, Peugeot, Inc. Daeschner 
will devote most of his time to 
Peugeot sales policy. 
He * * 


Fiat 


ID-STATES ITALIAN MO-| 


TORS, INC., a six-state Fiat 
distributing firm, has been estab- 
lished in Denver and will share 
space with Italian Motor Co., Den- 


ver’s only authorized Fiat dealer, | 


at 501 E. Seventeenth Ave. 





the wholesale staff of Earle C, 
Anthony, Inc., Western America 
importer of Borgward. 

James C, Randall, formerly man- 
ager of a Dodge dealership, has 
been assigned to the Southwest ter- 
ritory as Borgward regional man- 
ager. His headquarters will be in 
Houston. 

William J, Baumgartner, former- 
ly with Dodge, has been appointed 
Midwest district manager with 
headquarters in St. Louis. 

* ok * 


Saab 


AAB MOTORS, INC., would like 

to see a recording titled “Get 
a Saab in Your Life’ earn high 
ranking across the country. 

It’s a singing commercial with 
the vocal by Larry Ellis, of the 
Sammy Kaye organization. 

Dealers have received copies of 
the disk and have been urged to 
“sashay around to your local radio 
station and tell the man you want 
to hear the new wax from Saab, 
but often. Radio time is not ex- 
pensive for what you get and, man, 
we have a hit. So let’s get with it.” 

cs * os 


Delta Imports 


ACK HOLLADAY has been 
named general sales manager of 
Delta Imports, Inc., New Orleans, 
Renault distributor in Louisiana, 
Arkansas and Missouri. 

He formerly was in sales with 
Ford Motor Co. and Chrysler Corp. 
and had been a Chrysler-Plymouth 
dealer in Edwardsville, Il. 

Bob Young, a former service 
salesman for Alexandria Motor Co., 
Dallas, has been named service 
manager of Delta Imports. 

* * * 
Porsche 


HE Porsche Club of America 

held its fourth annual Porsche 
Parade June 14-19 at Nippersink 
Manor Resort, Genoa City, Wis, 
More than 300 members attended. 

Sanctioned by the Porsche fac- 
tory, the convention of Porsche car 
owners included inspection of all 
automobiles by O. Erich Filius, 
vice-president of Porsche of Amer- 
ica Corp. Filius invited three en- 
gineers from the factory in Stutt- 
gart, Germany, to assist him with 


William E. Randall, president, | the inspection and judging of the 


said the new firm will stock $100,- 

000 worth of parts and provide 

servicing for 25 regional dealers. 
a a * 


Prince Skyline 


AMERON MOTORS, San Lean-| 


dro, Calif., distributor for the 


| gymkhana. 


cars, Prizes were awarded for win- 
ners in the concours, rally and 


The five-day program included 


|driving school and acceleration 


trials at nearby Wilmot Hills road 
course, tour of the Meadowdale 
raceway track, rally, concours and 


Japanese-built Prince Skyline, re-| gymkhana at Wilmot Hills. A 
ports the arrival of an initial ship-| grand parade to Elkhart Lake, 


ment of 30 cars. The autos are built 
by the Fuji Precision Machinery 
Co. 

John L. Miner, Cameron sales 
manager, said the Prince Skyline 
is equipped with a four-cylinder, 
90-horsepower engine and four- 
speed transmission. It is said to 
be a six-passenger model. 

A schedule of 100 per month has 
been established for delivery, Miner 
said. 

ok * ok 


Borgward 


WO veteran car-merchandising 
executives have been added to 








Wis., and a race at the Road 
America course wound up the con- 
vention. 
x * * 
Jaguar 
WO busloads of New York 
youngsters were treated to 
lunch and a day at the Brooklyn 
Institute of Arts and Sciences as 
part of a summer-long recreation 
program for city children. Sponsors 
were the Community Councils of 
the City of New York and Jaguar 
Cars, Inc, U. S. subsidiary of 
Jaguar Cars, Ltd., Coventry, Eng- 
land. 


‘Satchmo’ Presides at Open House— 


Lovis (Satchmo) Armstrong presided at the open house party at Citroen Cars Mid- 
west Distributors Corp. in Chicago. The open house featured many of the stars of the 
Playboy Jazz Festival. From left are: Don Gold, Playboy Jazz Festival promotion man- 
ager; Doc Pugh, Armstrong's secretary; Kay Johnson, Playboy magazine; Armstrong, 
and Lee Mandel, Citroen account manager, Garfield-Linn Advertising Agency. 
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What's New... 








In Parts and Accessory Distribution 








AP Parts Appoints 
4 Territory Managers 

TOLEDO—Four new territory 
managers have been appointed by 
AP Parts Corp., according to H. C. 
Stivers, sales manager. 

They are: Donald Harper, North- 
ern California and Nevada; Al 
Richards, South Virginia and 
Northeastern North Carolina; 
Henry W. Scoggins, Texas, and 
James E. Morton, Oklahoma and 
Arkansas, 

* * 


Inspection Tags Offered 


To AP Muffler Dealers 


TOLEDO —aAP muffler dealers 
have been offered inspection tags 
to promote sales and build cus- 
tomer confidence, according to 
H. C. Stivers, sales manager, of 
AP Parts Corp. 

The tags are attached to the 
steering column or the dash after 
the exhaust system has been in- 
spected by the dealer. Each tag 
clearly points out to the customer 
the actual condition of his car’s ex- 
haust system and also cautions the 
motorist about carbon monoxide 
dangers. 


tues te Elected 
To Head Montana 
Wholesaler Assn. 


DENVER.—John Heaton, H & O 
Auto Supply, Great Falls, has been 
elected president of the Montana 
Automotive Wholesaler Assn, Other 
officers are: 

Forrest W. Orr, Central Motor 
Supply, Livingston, vice-president; 
Arnold Haskin, Quanrud, Brink & 
Reibold, Glendive, secretary-treas- 
urer; Art Chapman, Valley Motor 
Supply, Havre, executive secretary. 

Directors: 

E. V. Furlong, Sunset Carburetor 
& Electric, Kalispell; W. T. Rig- 
gert, Mincoff Electric, Missoula; C. 
J. McLaen, McLaen Electric, Ana- 
conda; Claude Puterbaugh, Puter- 
baugh Parts Supply, Helena; Rod 
Boyer, Hines Motor Supply, Boze- 
man. 

Heaton, Orr, Chapman, Haskin, 
Ed Rafn, Lewiston Auto Parts, 
Lewiston, and Ed Keefe, Keefe 
Auto Supply, Billings. 

ok Oo * 


National Carbon Conducts 


Dealer, Employe Contest 


NEW YORK.—For the second 
year, a nationwide baseball contest 
for all owners and employes of 
retail dealerships in antifreeze has 
been announced by National Car- 


bon Co., a division°of Union Carbide | 


Corp., makers of Prestone anti- 
freeze. 

First prize of $1,000 will be 
awarded to the contestant who 
predicts most accurately the final 
standing of, and number of games 
won by, each of the 16 major league 
teams. Eighty-two additional cash 

izes ranging from $500 to $25 will 


awarded. 
+* 


Printed Policy 


On Return Goods 
Urged by ASIA 


CHICAGO.— At the request of 
wholesaler members, the Automo- 
tive Service Industry Assn. has 
urged manufacturers to issue 
Printed obsolescence-and-return- 
Zoods policies. 

In a letter to manufacturers, the 
trade group said: “Lack of printed 
Policies have resulted in many mis- 
understandings. 

“If you do not now have a 
Printed policy, you are urgently re- 
quested to prepare one. Even a 
Simple letter outlining your policy 
will suffice to enable your whole- 
saler customers to have this infor- 
Mation as a matter of record.” 

In another action, the ASIA 


w= Wholesalers’ Board of Managers 


Passed a resolution “designed to 
help solve the problems involved 





when some manufacturers fail to 


require, and some distributors fail 
to make, proper accounting of re- 
distribution sales.” 

ASIA said this laxity in reporting 
breeds “commercial bribery and 
discriminatory illegal price advan- 
tage over competitors.” 

The group urged manufacturers 
to insist upon accurate and full 
reporting of their wholesalers’ re- 
distribution sales, 

* + * 


AERA Names Templin 
Executive Vice-President 

INDIANAPOLIS, — James H. 
Templin has been appointed execu- 
tive vice-president of the Automo- 
tive Engine Rebuilders Assn. 
according to President F. C. Brad- 
ley jr., Connecticut Bearings Co., 
Inc., New Haven, Conn. 

Templin is general manager of 
Motor Car Supply Co., Chicago, and 





will continue to devote part time to 
the company. He has served 
AERA as a director, as an officer 
and as a member of the advisory 
board. 


* * * 


Du Mont Names Payne 


CLIFTON, N. J.—Appointment of | # 


F,. W. Payne Co., 6619 Edsall Rd., 
Springfield, Va. as an exclusive 
sales representative for the auto- 
motive test equipment products of 
Allen B. DuMont Laboratories, 
Inc., has been announced, Payne 
will represent Du Mont in Virginia, 
West Virginia and the District of 
Columbia. 
+ . + 


Brake-Service Guide 
BRIDGEPORT, Conn.—Raybestos 
division of Raybestos-Manhattan, 
Inc., is offering a new brake-service 
guide, The new 68-page how-to-do- 








it manual is available from Ray- 
bestos distributors, It includes more 
than 100 detailed photographs and 


line drawings. 
+. * * 


Arvin Appoints James 


Replacement Sales Chief 


COLUMBUS, Ind.—Kenneth M. 
James has been named by Arvin 
Industries, Inc. as sales manager 
of the firm’s au- 
tomobile replace- 
ment parts divi- 
sion, 

In his new post, 
James will be in 
charge of after- 
market muffler 
and exhaust sys- 
tem sales. James 
has been in the 
automotive parts 
business since 
1938 and has 16 
years’ experience in the selling and 
marketing of mufflers and exhaust 
systems, 


Kenneth M. James 


* * * 


Hein-Werner Expands 


Plant in Waukesha, Wis. 
WAUKESHA, Wis.—Hein-Werner 
Corp., manufacturer of hydraulic 





jacks, has announced that work 
has begun on an addition to its 
plant here. 

The addition will be the third 
expansion program in less than two 
years and will increase present 
facilities by 15 percent. Cost of 
these additions plus the installa- 
tion of. new equipment will be ap- 
proximately $175,000. 

+. * * 


Addition Under Construction 


For Accessory Distributor 

MINNEAPOLIS, — Construction 
has begun on a million dollar office 
and warehouse building here for 
S & M Co., distributor of automo- 
bile accessories. 

The two-story structure will con- 
tain 167,000 square feet of space. 
Coupled with an adjoining S & M 
warehouse, the new building will 
give the firm a total of 332,000 
square feet of space. 





Economy Motors Moves 
AMARILLO, Tex.—Economy Mo- 
tors has moved from 207 Fillmore 
to 3202 E. Tenth. The firm handles 
Studebaker, Mercedes-Benz, Willys, 
MG, Austin-Healey, Morris and 
Jaguar. 








HERE’S WHAT YOU GET: 


You get this dra- | 
matic oil filter car- 
tridge display! A 
Fram Oil Filter 
sale is a key sale 
that helps you sell 
oil changes! 
Display this sign and. 
make multiple profits! 











FRAM OFFERS YOU 


he 


This top quality full quart 


ACUUM BOTTLE 


THERMDs. 


at no extra cost! 


@ Big Value @ Nationally Advertised 
@ Triple Guaranteed 


Use this family size, full quart bottle for work, sports, 
picnics, vacations, etc. It keeps things hot or cold and has 
these exclusive features: 


@ NEW EASY-OPEN, LEAK-FREE STOPPER 
@ NEW CUP HANDLE TOP 








FRAM D-9 OFFER! With your purchase of any 24 
Fram Cartridges, you get one D-9 for $2.40. D-9 
contains one Vacuum Bottle by Thermos and one 
free Fram CH-6PL Cartridge in one carton. When 
you sell the free CH-6PL Cartridge at regular list, 
you recover the entire cost of the D-9! 








2. This hard-hitting 
second-half bonus kit! 


Fram now offers you a Big “‘Bonus’”’ Dealer Kit that ties 
you in directly with Fram national advertising! It helps 
you sell not only filters—but oil changes, lube jobs and 
other high profit items! 


Display all the material provided in Fram’s Dealer Kit 


You get these eye catch- 
ing air filter “‘salesmen’’! 
This streamer and display 
create demand for today’s 
fastest growing accessory item! Use them to make quick 
sales! Get full details from your supplier. , 


FRAM CORPORATION, Providence 16, R. I. 


with ANEW 


—to make high profit combination sales. 


ET 


_ AIR FILTER 
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ADVERTISEMENT 


By H, Bowden Fletcher 
Special Correspondent 

YDNEY, Australia.—Standard 

Motor Products, Ltd., has an- 
nounced price reductions on two 
models. The Vanguard Deluxe se- 
| dan was cut $260, and the Standard 
|10 was reduced $94, Standard also 
|has extended the warranty period 
| to 12 months. 

The company said the price 
cuts were made possible by the 
re-equipment of its plant and the 
extensive use of automation at its 

| factory in Coventry, England, and 








“QUR GREATEST ASSET,” is how W. McCain of Richards-McCain, Mon- 
‘roe, La., rates his Childers Continental Carports. Mr. McCain says, “ 
the attractive picture created by (Continental Carports) has... greatly 
increased our retail sales. In addition to the ‘eye appeal’ your product 
creates it is amazing how cool it is in the shade of the carport.” Read 
how Childers Carports can increase your sales on Page 69. 
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Nothing annoys a car owner more 
than a scratch on the family 
“buggy.” Until today, fixing them 
cost enough to make many owners 
hesitate at a professional job... 


with the 
Binks 
Wren Air-Bru 





able paint bottles prevent waste. 


No masking needed 

You can literally dot an “i” with 
the Wren or blend larger areas 
with such fine control that mask- 


encouraged others to become “do- 
it-yourselfers:’ 


ing is not needed. You save time 


Now with the new Binks Wren before painting and after, too. 


Air-Brush you can cash in on 
profits that would otherwise slip 
through your fingers. 


Your jobber has the facts 


Ask him for Bulletin A59-1R. See 
the Wren. Test it and you will 
discover the new profit opportu- 
nities it gives you. Two kits avail- 
able, priced at $14.95 
and $19.45. If your 
jobber is out of stock, 
write direct. 


A spray gun in miniature 

Binks Wren Air-Brush is tailor- 
made for applying small amounts 
of standard factory- or custom- 
matched colors. Small, detach- 





/ oS 
Ask about our spray painting school lox 
Open to all...NO TUITION...covers all phases. a] 


) 





SPRAY 
GUNS 


SPRAY 
BOOTHS 


l 


EVERVTAING / 


NATIONWIDE 
SERVICE 





Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Iil. 


Ak Aff 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES » SEE YOUR CLASSIFIED C DIRECTORY 


Auto News from Australia 


Standard Reduces Prices of Two Models; 
Warranty Period Extended 


by the completion of an $8 million | 
plant in Australia, 
Standard also said that the 
Australian-made content of the ve- | 
hicles it sells here is 83 percent. 
* ed * 


Wagons Popular 
pone me wagons are gaining in| 

popularity with Australian mo-| 
torists and account for about 10 | 
percent of current sales, Holden, | 
the General Motors subsidiary, has | 


about 84 percent of the wagon) 


market. 


* * * 


Registrations Rise | 
OTOR-VEHICLE registrations | 
totalled 21,899 in December, | 

compared with 21,129 in November | 


and 22,288 in October. 
* * 


Holden Expands 


— has completed a $1.8! 
million plant expansion in| 
| Sydney. The new building has 115,-| 


* 





id 


| 900 square feet of floor space ; 
on 
| 


reportedly will permit a product 
| increase of 25 percent, 
Volkswagen’s pl ans for a $22.5 
million plant in Australia are said 
| to be well advanced. 
* + ad 


No Sales Tax Cut 


ie sales tax placed on motor 
vehicles two years ago re. 
mained unchanged in the budget 
submitted to Parliament recently. 
The automotive industry had ex- 
pected a reduction. 
* * 


Gilbert Sales Up 

atm A. GILBERT HOLDINGS, 
LTD., reported sales of 3,277 

new and used cars, trucks and 

buses in 1958, compared with 2,862 

the previous year. Sales of parts 

and accessories also rose, 

The company said that, because 
of higher costs, sales will have to 
be increased to maintain the pres- 
ent profit level. 


* 





Renault Adds 2 Outlets 
WICHITA.—Baxter Plymouth, 
Inc., 6214 Maple St., Omaha, and 
B & B Motor Co., Liberal, Kans., 
have been appointed Renault deal- 
ers. 





Promotion ... 





| Deals Come Hard in ’59 


| EL PASO, Tex.—The annual| 
| “Christmas in July” promotion 
|staged by A. B. Poe Motor Co.| 

(Chrysler-Plymouth) was no picnic | 
this year. The salesmen had to | 
work hard for the deals they closed 

“Unlike other years most buy- 
ers hadn’t been waiting for our | 
annual event,” said one salesman. | 
“They weren’t the regular once- 
a-year buyers who could be de- | 
pended on to show up as a matter | 
of habit, 

“Every deal was a hard-sell prop- | 
osition. But we do have a backlog | 
of live prospects to follow up from} 
this promotion, and that’s some-| 
thing we didn’t get previously.” | 

Said another salesman: 

“One thing this year’s promotion | 
disclosed was that new and used- 
car prospects are shopping as they 
never have before. The new faces 
we saw this year was good evidence 
of that.” 

Alton Joe jr. said the growing 
number of dealer promotions are 
encouraging prospects to shop. 

“Closing deals will be a follow- 
up proposition now,” he contin- | 





most convincing product knowl- | 
edge will make the sale.” 

On hand during the promotion 
were Santa Claus in red Bermuda 
shorts and a red sports shirt (Bob 
Presley, El Paso radio announcer), 
two Miss Santa Clauses from a 
local modelling school, and four 
junior Santas who drove cars 
around town promoting the event. | 

While salesmen talked business | 
with the parents, Santa took pic-| 
tures of the children and gave them | 
candy and balloons. | 

Presley also interviewed the| 
older folks on the air. The men re- | 
ceived pictures of themselves and | 
a cigaret lighter or desk pen set.| 
The women were given two books! 

of * a” 





Getting Ready to Roill— 


this car containing two Miss Santa Clauses 





a IT ee 


about the dealer’s annual “Christmas in July’ 


‘Christmas in July’ 


ued, “and the salesmen with the | = 


Santa Claus, in summer attire, interviews Dick Poe, A. B. Poe Motor Co., before 


of trading stamps, 

This year for the first time the 
used-car lot was tied in with the 
promotion, A merry-go-round 
was set up on the lot to provide 
free rides for children. Poe said 
the idea paid off handsomely, 
with used-car sales accounting 
for 30 percent of total sales dur- 
ing the event. 

During his broadcasts from the 
dealership’s showroom, Presley es- 
pecially invited motorists in the 
vicinity to stop in for a visit. To 
test the promotion’s pulling power, 
he asked them to contact him per- 
sonally when they came into the 
showroom. 

Poe also gave a free air condi- 
tioner to each buyer of a new 
Chrysler or Plymouth during the™ 


four-day affair. 
* 


* * 


60! TEXAS 


sink 200-00 


Pcs entra. 


WRISTMAS 





| ° 
Posing for Santa— 

Bob Presley, El Paso (Tex.) radio an- 
nouncer who played Santa Claus at the 
annual “Christmas in July" promotion 
staged by A. B. Poe Motor Co., gets ready 
to snap the picture of a young visitor to 


the showroom, 
* 


* * 





takes off on a tour of town telling folks 
* sales promotion. 
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Before You Plan For 1960... 


ASK YOURSELF THESE 








Will I Have A Car To Sell In The Compact Car Field... 
The Fastest Growing Segment Of The New Car Market? 


Will Any Compact Car Have The Public Acceptance 

Of Rambler... The Only Compact Car Backed 

By A 10-Year Record Of Proven Performance, Economy, 
Dependability And Sales Success? 


Wouldn’t I Like To GO And GROW 
With Rambler? 
















MAIL THIS COUPON TODAY 


We Have the Product for the 
Exploding:Compact Car Market... 
YOU Have the opportunity! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


| 

| 

| 

| 

| 

| Dear Sir: Will you please provide me with more complete informa- 
| tion about the Rambler franchise. | understand that | am under no 
| obligation and my inquiry will be held in the strictest confidence. 
! 

| 

| 

I 

| 

| 














| SERRE) Pa eens 
Rambler Franchises Also Available in Canada and Important Export Markets. ADDRESS. 
In Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. =a 
CITY. ZONE STATE 





(PLEASE PRINT) 8-17 
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Record for Rambler Ads. . . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Newspaper advertising for Ram- 
bler during the third quarter of 
this year is running at the highest 

level in American Motors’ history, 
according to Fred W, Adams, di- 
rector of advertising and merchan- 
dising. 

Newspapers are receiving 62.9 
percent of Rambler’s current ad- 
vertising budget, and during the 
1959 model year, newspapers’ 
share will total 56.7 percent, ac- 
cording to Adams. 

In the third quarter, the com- 
pany is continuing its recent sched- 
ule of an ad virtually every week 
in all Rambler dealer points, 
Adams said. However, the schedule 
of major ads has been stepped 
from one to two months, Adams 
said. 

The Bureau of Advertising of the 
American Newspaper Publishers 
Assn. noted that in the 1958 calen- 


dar year AMC newspaper advertis- 
ing jumped 53 percent over the 
previous year, from $2,807,997 to 
$4,295,899. 

According to Adams, “the main 
purpose of the present major ads, 
the schedule of which is being in- 
tensified, is to let the public know 
of the history-making change 
which has been occurring in the 
automobile market and the part 
Rambler’s pioneering development 
of the compact car has played in 
that change.” 


ca oe ok 
Record Anti-Freeze Drive 


The largest advertising and sales 
promotion campaign in the history 
|of Zerex and Zerone antifreezes 
will be launched this fall by E, I. 
duPont de Nemours & Co. 

William W. Carty, advertising 
manager for both products, an- 
nounced that the consumer and 
trade campaign will utilize net- 








work television, spot radio, na- 
tional consumer magazines, bill- 
boards, newspapers and trade 
magazines in all U. S, markets, 
including Alaska. 

Supporting the advertising push 
will be a nationwide dealer contest 
to select “Miss Anti-Freeze,” a 10- 
element free promotion and display 
kit for dealers, and a publicity and 
public relations program, Carty 
said. 

o 2-6 


Record for Chronicle 


The Houston Chronicle on July 
30 published 11 color ads to set a 
record in the number of color ads 
published in one issue, with no ad- 
vance run. Six of the ads were full 
color and five were spot color, of- 
ficials said. 

*~ + a 


AFA Moves to Washington 
The Advertising Federation of 
America will establish a fulltime 
staff and office in Washington by 
September. The AFA headquar- 
ters are now in New York. 
a * a 


Plain Dealer Cites Maloy 


Harry J. Maloy, dean of automo- 
bile admen in the U. S., has re- 





ceived a $2,500 check for complet- 
ing 50 years with the Cleveland 
Plain Dealer. 

Maloy said he plans to stick 
around as manager of the news- 
paper’s new-car advertising be- 
cause “you can’t kill an Irishman.” 

* * * 


MJ&A Adds Account 


MacManus, John & Adams, Inc. 
has been appointed advertising| 
agency for Federal Mogul division, | 
a leader in bearing research, metal- | 
lurgy and precision manufacturing. | 

MJ&A now handles three of the 
six divisions of Federal-Mogu|l- 
Bower Bearings, Inc. 

* + + | 
Sterling Oil Picks Lando 
Sterling Oil division of Quaker 
State Oil Refining Corp. has ap- 
pointed Lando Advertising Agen- 
cy, Inc., Pittsburgh, as advertis- 
ing and sales promotion counsel. 
* * + 
Chemstrand Gets New Show | 

Chemstrand Corp.’s new televi-| 
sion program, “The Man and The 
Challenge,” will be seen over the| 
full network of National Broad-| 
casting Co. beginning Sept. 12. | 

The half-hour show deals with | 








How America’s Number One Original Equipment Carburetor Helps Sell Cars ... 





ROCHESTER 














100% FINAL TESTING 
PROMISES CUSTOMERS 


TROUBLE-FREE 
PERFORMANCE AND 
tele] le). ) aaa 


RIGHT FROM THE START! 





New High In Carburetor Dependability! 
Sales are off on the right foot . . . when customers 
take off with a Rochester-GM Carburetor. Every 
Rochester-GM Carburetor is GM-engineered to the 
specific requirements of GM cars, and must pass a 
flow test, a rigorous simulation of actual driving 
conditions, before it is released. This pays off in more 


dependable performance and economy that keeps 
customers sold. So, keep an eye on your customer’s 
satisfaction ... keep a Rochester-GM Carburetor on 
his car. Rochester Products Division of General Motors, 
Rochester, New York. 






America’s 


GENERAL MOTORS 


number one 
Original equipment 
carburetors 


BURETORS 





observation of man’s health and 
physical endurance capabilities 
under worldwide conditions with 


an eye to the future penetration of ™ 


space. 
* * * 
Inskip Select Agency 

J. S. Inskip, Inc., British Motor 
distributor in the East, has ap- 
pointed Chester Gore Co, to handle 
its advertising, sales promotion and 
publicity. 

Media to be used include the 
New Yorker and Sports Illustrated 
magazines, automotive publications, 
Sunday newspaper supplements 
and newspapers in seven selected 
key market areas; local radio and 
television, officials said. 

* * * 


TV Guide Promotion 


With the largest weekly circula- 
tion guarantee in magazine history 
going into effect Oct. 31, TV Guide 
is attempting to sell the automo- 
tive industry on doing more adver- 
tising in the magazine. 

Headed by Jack Quinn, Detroit 
manager, the magazine is selling 
itself through a color sound film 
called Automotivation, which 
covers the editorial treatment 
used in TV Guide, plus data on 
advertising and circulation of the 
magazine in various sections of 
the U. S. 

Data shows TV Guide capturing 
66.14 percent of total circulation of 

Life, Look, Saturday Evening Post 
and TV Guide in the top 10 states 
accounting for 59.22 percent of 
total U. S. new-car sales in 1958. 
In the top 15 states, TV Guide cap- 
tured 77.33 percent of the total cir- 
culation of the four magazines, and 
in the top 20 states in car sales, 
TV Guide captured 82.14 percent, 
the data revealed. 

TV Guide’s circulation guarantee 
beginning Oct. 31 will be 7,250,000, 
highest of any weekly magazine in 
the U. S. 


* * * 


Personnel Changes 
Roger Lederer from Look maga- 
zine to Western advertising man- 
ager of the American Weekly, re- 
placing O. R. Whitaker, who has 
? resigned . a 
Benjamin Ben- 
nett from assist- 
ant public rela- 
tions and account 
executive at 
Grant Advertis- 
ing, Inc., Detroit, 
to director of 
public relations 
for LaRue, Cleve- 
land, Inc., Detroit 
advertising agen- 
cy . . John J. Marley from 
the New York Times financial ad- 
vertising staff to manager of the 
paper’s newly opened Canadian ad- 
vertising office in Toronto... 
Homer L. Thieman from executive 
vice-president and secretary to 
president of Corn Belt Publishers, 
Inc., Chicago, succeeding the late 
Ward A. Neff ... Foster C, Palmer, 
director of purebred livestock ad- 
vertising for the Corn Belt Farm 
Dailies and manager of local ad- 
vertising for Drovers Journal, to 
secretary, succeeding Thieman .. . 
Joseph J. Graves jr. from assistant 
public relations director at Square 
D Co., Detroit, to director of adver- 
tising and public relations. for 
Sparton Corp., Jackson, Mich. ... 
Joseph Fierro from time buyer for 
N. W. Ayer & Son, Inc., Philadel- 
phia, to the service group assigned 
to the Plymouth 
account at the 
agency’s Detroit 
. Albert 





J. B, Bennett 


ager of D. P. 
Brother & Co.’s 
Los Angeles of- 
fice to vice-presi- 
dent of the agency 
... Thomas Law- 
rence from New 
York sales staff : 

to the Philadel- A. C. Cochrane 
phia advertising sales staff of Look 
magazine, and. Edgar Harrison 
from the subsidiary management 
staff of Cowles Magazines, Inc., to 
Lawrence’s former position on the 
New York sales staff... . Stan Fain 
from assistant advertising manager 
to manager of advertising.and sales 
promotion for R. G. LeTourneau, 
Inc., Longview (Tex.) manufacturer 
of earthmoving, logging, offshore 
drilling and other lines of heavy 
equipment... Paul’ Lee from 
Campbell-Ewald: Co., Detroit, to 
advertising manager of Volkswagen 
of America, 
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The following prices include the sug- PLYMOUTH — (On six-cylinder models. 
n . 
. gested base factory list prices, Federal add $119.50 for a V-8 engine). Savoy Six 
th med —& 9 gy | . . —4-dr, sed., $2,282.75; 2-dr. sed., —— 
very-and-| ing ¢ S. o' - business cpe. (V-8 not offered), $2,142.75. 
of cluded are variable items passed on to u r r e n T p r { S e S oO n U e S ° C a r S Belvedere Six—4-dr, sed., $2,439.75; 2-dr 
the retail buyer, such as State and local sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
taxes, transportation charges and op- 2-dr. hardtop, $2,461.25. Station Wagon 
tional equipment. Six—2-dr. 2-seat Deluxe, a con 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
ag aa by eae tap te og $2,247; util. sed., $2,160. Bel Air—4-dr. | 967; conv., $3,315; 4-dr. 2-seat stat. wag.,|seat Ranch Wagon, $2,567; 4-dr. 2-seat| $2,761.50, Plymouth V-8—(On the follow- 
or B d.. $2,7 . 4 se wie — $2, 2 925; | Sedan: $2,440; 2-dr. sed., $2,386; 4-dr.| $3,366; 4-dr. 3-seat stat, wag., $3,508. | Ranch Wagon, $2,634; 2-dr, 2-seat Country ing models, a V-8 engine is standard and 
dr. ¥ -. , Pe r. har ~ *| hardtop, $2,556. Im -dr. sed., $2,-| Firedome—4-dr, sed., $3,234; 4-dr. hard-| Sedan, $2,678; 4-dr. 2-seat Country Sedan,|a six-cylinder engine is not available.) 
p- 2-dr. rt op, $2, eR ; = 592; 4-dr. hardtop, $2,664; 2-dr, hardtop,|top, $3,398; 2-dr, hardtop, $3,341; conv., | $2,745; 4-dr, 3-seat Country Sedan, $2,829: | Belvedere — conv. $2,814.25, Fury — 4-dr. 
ile dscat stat. Was-, $3,320. Invieta—4-dr. | $2,599; conv., $2,849. Station Wagons—| $3,653. Firefilte—4-dr. sed., $3,763; 4-dr. | 4-dr. 3-seat Country Squire, $2,958. Thun-| ged,, $2,690.50; 4-dr, hardtop, $2,771.25; 
nd sec : $3, fy 4-dr. hardtop, $3,515; 2-dr. | 2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat| hardtop, $3,888; 2-dr. hardtop, $3,831; |derbird—(V-8 standard) —2-dr, hardtop, | 2-dr, hardtop, $2,714.25, Sport Fury—2-dr. 
hardtop, $3,447; Conv., $3,620; 4dr. 2-seat | Brookwood, $2,638; 4-dr. 2-seat Parkwood, | conv., $4,152; 4-dr. 2-seat stat, wag., $4,- | $3,696; conv., $3,979. hardtop, $2,927.25; conv., $3,125.25, Sta- 
stat. Wwag., $3,841. Electra — 4-dr. sed., | $2,749; 4-dr, 3-seat Kingswood, $2,852; 216; 4-dr. 3-seat stat. wag., $4,358, Ad- IMPERIAL—Custom—4-dr, sed., $5,016; | tion Wagons—2-dr. 2-seat Custom, §$2,- 
he ge <n $3,963; 2-dr. hard-|4-dr, 2-seat Nomad, $2,897, Corvette —| venturer—2-dr, hardtop, $4,427; conv., $4,- 4-dr, hardtop, $5,016; 2-dr, hardtop, $4,- | 814.25; 4-dr, 3-seat Custom, $2,990.75; 4- 
ed top, $3,818, Electra 225—4-dr. Riviera sed. | hardtop cpe. or conv., (V-8 std.), $3,875. 749. (Torquefiite standard on Fireflite and | 999.50, Grown—4-dr. sed., $5,647; 4-dr.| dr. 2-seat Sport, $3,020.75; 4-dr, 3-seat 
(6-window hardtop), $4,300; 4-dr. hardtop, CHRYSLER—Windsor—4-dr, sed., $3,-| Adventurer. Power steering and power hardtop, $5,647; 2-dr, hardtop, ‘$5,403; | Sport, $3,130.50. 
18, $4,300; conv., $4,192. (Twin-turbine Dyna-/| 204; 4-dr. hardtop, $3,353; 2-dr. hardtop, | brakes standard on Adventurer.) conv. $5 773.50. LeBaron—4-dr. sed., $6,- PONTIAC—Ca -dr. sed., $2,704; 
ts flow standard on Invicta, Electra and/| $3,289; conv., $3,620; 4-dr, 2-seat stat. # hg Ps . ’ . rs , é 
Electra 225 Power steering and power wag., $3, 691; ¢* dr. 3-seat stat. wa $3,- DODGE—Coronet Six—4-dr. sed., 103; 4-dr. hardtop, $6,103, (Torqueflite, | 2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
ed brakes standard on Electra and Electra| 878. Sarat 4-dr. sed., $3, 966.” 4-dr, | 586-50; 2-dr, sed., $2,515.50; 2-dr, hard-| power steering, power brakes standard on | 2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 
nd 225.) hardto $4,104; 2-ar, hardto $4, 026. top, $2,643.50. Coronet V-8—4-dr. sed., | all models.) 2-seat stat, wag., $3,101; 4-dr. 3-seat stat. 
CADILLAC — Sixty Two—4-dr. hardtop | New Yorke ‘-dr. sed $4,424; tar hard- | $2-707;_ 2-dr, sed., $2,636; 4-dr. hardtop, LINCOLN—Lincoln—4-dr. sed., $5,089.60; | wag., $3,209. Star Chief—4-dr, sed., $3,- 
(6-window), $5,080; 4-dr. hardtop (4-win- | top, $4,533; 2- a, hardtop, $4, 476; conv $2,841.50; 2-dr. hardtop, $2,764; conv., | 4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,-| 005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,- 
dow), $5, 080: 2-dr " hardtop $4,892; conv., | $4,889.50; 4-dr. 2-seat stat. vag. $4 997: $3,089. Royal—4-dr. sed., $2,934; 4-dr. | 902.10. lere—4-dr, sed., $5,594.20; 4-| 138. Bonneville —4-dr. hardtop, $3,433; 2-dr. 
$5,455; Sedan de Ville 4-dr. hardtop (6- 4dr. S-seat stat. wag., $5, 212, 300-E_2- dr, | hardtop, $3,068.50; 2-dr. hardtop, $2,990.| dr, hardtop, $5,594.20; 2-dr, hardtop, $5,-| hardtop, $3, i, some, $3,478; 4-dr, 2-seat 
window), $5,498; Sedan de Ville 4-dr. hard-|hatdtop, $5,318.50; ‘conv., $5,748.50, | Custom Royal—4-dr. sed., $3,144.75; 4-dr. | 347.10. (Turbo-Drive, power steering, power | stat. wag., $3,53 
top (4-window) . $5,498; Coupe de Ville 2-| (TorqueFlite, power steering power brakes hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; | brakes standard on all models.) aii het “amertenn—0- dr. Deluxe sed., 
a- , r . 4 U . conv., $3,421.50. Station Wagons-—4-dr. 2- MERCURY— Monterey —4-dr. sed., $2,-| $1,835; 2-dr. Super sed., $1,920; 2-dr, 2- 
dr, hardtop, $5,252. Eldorado—Brougham | standard on Saratoga, New Yorker and 
ry 4-dr. hardtop $13,075: Seville 2-dr. hard-| 300-E.) F seat Sierra, $3,103; 4-dr. 3-seat Sierra, | 831.50; 2-dr. sed., $2,767.50; 4-dr, hardtop, | seat Deluxe stat. wag., $2,060; 2-dr, 2-seat 
de top ” $7 401: Biarritz conv $7,401. Sixty CONTINENTAL — 4-dr sed., $6,845.30; $3,223.50; 4-dr, 2-seat Custom Sierra, $3,- | $2,917. ‘50; 2-dr, hardtop, $2,853.50; conv., Super stat. wag., $2, 145. Deluxe Six—4-dr. 
clal-—4-d 233. Seventy-Five | 4-dr._ - + oGt. hardtop | 318; 4-dr. 3-seat Custom Sierra. $3,438.50. | $3,149.50. Montclair—4-dr. sed., $3,308; 4-| sed., $2,098. Super Six—4-dr. sed., $2,268; 
S Special—4-dr. hardtop, $6,233. Seventy-Five | 4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
2 —8-pass. sed., $9,533; limousine, $9,748. | $6,598.30; conv., $7,056.20; town car, $9,- EDSEL—(Prices are for V-8 models.|4r. hardtop, $3,437; 2-dr, hardtop, §3,-| 4- dr. hardtop, $2,343; 4-dr, 2-seat — 
T- (Hydra-Matic, power steering, power brakes | 208; limousine,’ $10,230, (Turb o-Drive, | Deduct $83.70 for six-cylinder Rangers; | 356.50. Park Lane—4-dr, hardtop, $4,031; | wag., $2,562. Custom Six—4-dr. sed., $ 
standard on all models). : power steering, power brakes standard on| deduct $96.50 for six-cylinder stat, wags.) | 2-dr. hardtop, $3,954.50; conv., $4, 206. 383; 4-dr, 2-seat stat. wag., $2,677. Rebel 
CHEVROLET — (Prices are for six-| all models.) Ranger—4-dr. sed., $2,683.50; 2-dr, sed., | Station Wagons—2-dr. b-seat Commuter, V-8—Super—4-dr. sed., $2, 398; 4- >. 2-seat 
it cylinder models, For V-8s, add $118.)| DeSOTO—Firesweep—4-dr, sed., $2,904; | $2,629; 4-dr. hardtop, $2,755.50; 2-dr. | $3,144.50; 4-dr, 2-seat Commuter, $3,215; | stat. wag., $2,692; Custom—4-dr. sed., $2,- 
g -dr, ged $2,301; 2-dr. sed 4-dr, hardtop, $3,038; 2-ar. hardtop, "'$2,- hardtop, $2,690.50. Corsair—4-dr. sed,, $2,- | 4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat/ 513; 4-dr. hardtop, $2,588; 4-dr, 2-seat 
—- ss i ay ‘i : mee - * “1812; 4-dr, hardtop, $2,884.50; 2-dr. hard-! Colony Park, $3,932. (Mere-O-Matic stand-| stat. wag., $2,807, Ambassad 
n top, $2,819; conv., $3,072, Station Wagons |ard on Montclair, Voyager, Colony Park. | 4-dr, sed., $2,587; 4-dr, 2-seat stat. wag., 
h —4-dr., 2-seat Villager, $2,971; 4-dr., 3-| Multi-Drive, Merc-O-Matic, power steer- | $2,881. Oustom—4-dr. sed., $2,732; 4-dr, 
it seat Villager $3,054.70, ° ing, power brakes standard on Park Lane.) | hardtop, $2,822; 4-dr. 2-seat stat, wag., 
n Pp t f E t p ° FORD—(Prices are for six-cylinder mod- Saas aon One age Eo 3 tity 4-dr, 2-seat hardtop stat, wag., ; 
els, For V-8s, add $118.) Custom 300— | 902; 2-dr. sed., $2,837; 4-dr, hardtop, $3,- 116. 
e or -O = n ry rices 4-dr, sed., $2,273; 2-dr, sed., $2,219; busi- | 036; 2-dr. hardtop, $2,958; conv., $3,286; STUDEBAKER—Lark Deluxe Six—4-dr. 
of ness sed., $2,132. Fairlane—i- dr, sed., $2,- | 4-dr. 2-seat stat. wag., $3,365. Super 88— | sed., $1,995; 2-dr. sed., $1,925; 2-dr, 2-seat 
411; 2-dr. sed., $2,357, Fairlane 500—4-dr. | 4-dr, sed., $3,178; 4-dr, hardtop, $3,405; stat. wag., $2,295. Lark Regal Six—4-dr. 
sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 2-dr, hardtop, $3,328; conv., $3,595; 4-dr. | sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
ng n m or e ar S top, $2,602; 2-dr. hardtop, $2,527. Galaxie—|2-seat stat. wag., $3,669, Serles 98—4-dr. | 2-seat stat. wag., $2,455. Lark Regal v-8— 
of 4-dr, sed., $2,582; 2-dr. sed., $2,528; 4-dr.|sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 4-dr, sed., $2,310; 2-dr, hardtop, $2,410; 
hardtop, = 654; 2-dr. hardtop, $2,589;| hardtop, $4,086; conv., $4,366. (Hydra-|2-dr., 2-seat stat, wag., $2,590. Iver 
st conv., $2,839; ‘retractable hardtop (V-8| Matic, power steering, power brakes stand- | Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
es standard), $3, 346. . Station Wagons—2 -dr., 2- ard on Series 98. ) $2 495. 
of The following yo gn peony, one Sompematio tennenteaton and disk brakes), | — Se ee ee Te a ae + atid oa, 
East Coast Port of Entry figures, y 4,642.50. XK-150—cpe., $4,475; cpe. (au- 
58. include ocean freight, U. S, excise tax | tomatic transmission), $4,725; conv., $4,- 
p- and import duty. They do not include | 595; conv. (automatic transmission), $4,- ew ommercial- ar e is Tra ions 
ir- dealer preparation charges, U. S. trans- | 845; roadster, $4,495; roadster (overdrive), 9 
d portation fees, state and local taxes or | $4,660; roadster (automatic transmission), 
n optional equipment. $4,745; “‘S’’ roadster (overdrive), $5,095; 
es, “S"’ cpe. (overdrive), $5,075; ‘‘S’’ conv. 
(Copyright, 1959, by Automotive News) pe , , All St t f J 1959-1958 
nt, ALFA ROMEO—Giulietta — Spider, $3,- yr ees Ong ee ates tor une, 
of "Woes ‘an’ re = = conv., (Vignale), $4,490; cpe. (Farina). 
ee dr,’ sed., $5,028; Spider roadster conv., | $4,438; cpe. (Zagato ‘‘S’’ modified), $4,- | Truck istrations by states are 
0, $4,998. ‘ 708. Aurelia—cony, (Farina), $5,830; cpe., rel weekly, as compiled Brock- | Chev- Dia- ©. a Stude- TO- 
in ARMSTRONG-SIDDELEY — Star Sap- | $9;530. Flaminia—4-dr. sed., $5,998; epe.|| by R. L. Polk representatives in | way | rolet | 7" |Dodge| Ford | ©: |"*tP™! mack | baker | White | Willys | Misc. | TAL 
(Farina), $6,355; sport (Zagato), $6,485; state capitals. 
phire 4-dr. sed., $6,950. (Automatic trans-|q Touring, $6,485 F 
? Pre ¢ , $6, , 
ARNOLT-BRISTOL. (Prices are F.O.B, | LLOYD—600 Series—2-dr. sed., $1,395;| 37 States Previously Reported 59) 67| 18590; 176) 3341! 16258| 3619) 6429| BB, 344) 964/561) + 2339| 54569 
Chicago)—Competition, $3,995; Bolide, $4,-|2-dr. sunroof sed., $1,445; conv., $1,510;| For June 58) 31| 14808} 170) ~—«*1954) 12408) 2757) 4409) 576) 235} 543) —*1038|_—*1901| 40830 
245; Deluxe, $4,995. 2-dr, 4-passenger stat. wag., $1,445; 2-dr. | A/-bama 7 '59| | 708) 7 60; 430 156| 175) 25| 7 15| 45, = 1639 
a- ASTON-MARTIN — DB4 — cpe., $9,870. $-gameneer a .* by 9 ig oy ‘58 | | 546 1) 59) 341 82} 103] _50| | U1} 1} 29| 1233 
Mark ee ¢ y ; 8, -dr. 6-passe stat. wag., F ; 2-dr. - Teel j 8 1 | : | | 
- er eg a. py 190. A-40 | 6-passenger sunroof stat. wag., $1,740; | Arizona ‘59! \ 432| \ 64) a4 = y-4 4 | | 4 36 gf 
e- f deluxe 2-dr, sed., $1,856; A-55 Mark II 4-|2-dr. 6-passenger stat. wag. (long wheel- 58 |__2% Stale = 
as dr. sed., $2,198. (Heater standard on A-40| base), $1,795; 2-dr. 6-passenger sunroof | Georgia '59| | 1006} i) 114) 854) 199) 203 | 27) 22) 33) 26) 83, 2568 
I ess stat. wag. (long wheelbase), $1,895 ‘58 | | 622 3] 76} _—«S27|_—sdt4|_ 35} ——32 3| 15; 25} ~——iS6|__—*1598 
. AUSTIN-HEALEY—Sprite—conv., $1,795.| MAICO — 500 — 2-dr. sed., $1,325. 00) jndiana 59 | 903) 7; 153; 737/214) 380; 0) 37/48 pe! 80! 2661 
a 3000—-Standard wwe (4-seater), oo poy oop ae. $1,845. (Heater standard ‘58 | 615} 4, 80) 394} i22| 210) 23) 27) 45) 22 48; 1590 
st- Deluxe roadster (2 or 4-seater) ,436. | on both models.) 7 7 | } 
f 59 436 5 440 345 86 123 il 5) 8) 21 23; =«1107 
a- % Ay eee” wire wheels standard) MERCEDES-BENZ—180—4-dr, sed., $3,- Kentucky he | 445) 2| 49) 290, 69 109| 9| 5| 13) 20 15| 1046 
nt"T "Acro UNION—“1000" — deluxe coupe, | 24%jof"*F ctat: was., $4,988; Kombi wag., | 7 i, 59 3) 247) | 79] 390] 91] tel] sae) S|) 
$4,891. 180-D (diesel engine)—4-dr, sed., ‘58 | 4 233 | 44 280) 71| 113] 17| 3| 18 43| 82 908 
at $2,395; sport coupe (2-seater), $3,760. | $3,517; 4-dr. stat. wag., $5,216; Kombi| 5 
is- BENTLEY—Series S — Standard Steel| wag., $5,119. 190—4-dr. sed., $3,431; 4-dr. | Michigan 59) | 1350) 7 275; 1306 773) 2% 35) 2% “| 113} 149) 3878 
it, ——" mang a a.) | Stat. wag., $5,184; Kombi wag., $5,088. ‘58 710! u 168} 630) 113) 145 42| it 38 28} 97|_—«1993 
er 8 =, power ° 190-D (diesel engine)—$3,708; 4-dr, stat. Fi o j | | | | 
of | Sie ciet,gecutombuit hae | ug got, Homo wa. got. ie. | 2 sf ow so 
ns BERKELEY—328-c.c. roadster (2-cylin- | ac ser, $0:020; che. $5,232; cpe.-road: | Tipp 59) , 451 | a eS a a a ee 
'e- ster (with interchangeable hard and soft pp , A | 4 3; 4| 6 6 1007 
it der), $1,595. 492-c.c. roadster (3-cylinder), tops), $5,416. 219—4-dr, sed., $3,823, 220-S | 58) | 400/ 26| lat 86; = | j a + i 
J ae .|—4-dr, sed., $4,283; cpe., $7,641; conv.,| Missouri "59| 918) 9 114) 699 177 252 17) | | | 2279 
M- | yan, 502 Palue 2.6 sede sede” $5'e00; | $7641. 300—4-dr. conv., "$12,621. '300-4— —— 58 | 942| 9] 99; 591} 2021 += 260 ~SsSt| Sst] = 26] == s2a| 43] 2 
. —" “1 vor ,,, | (diesel engine) —4-dr, hardtop, $10,418. 7 | 3081 | | | | | ] ] 
im Model 502/3.2 4-dr. sed., $6,000; Model 300-SL—roadster, $10,928; conv., $11,106; New York '59| 31| 1093 12 308 1053) 248 653 7| 18| wey 176 ot 4146 
502/8 3.2 4-d d 6,600; Model 58| 34 938 5 239) 853) 211 443 83 9) 47 129 300 3291 
d- uper/3. -dr, sed., $6,600; ode! | cpe.-roadster (with interchangeable hard u ! 
he 503/3.2 conv., $11,900; Model 507/3.2| and soft tops), $11,375. (Heater standard | Oregon "59 | 434) 2 43, 327 79| 120) 18} 14| 64 51| 69) (1221 
d Touring Sport cpe., $10,500. (Heater and/o, al models. Power brakes standard on 58} | 277| | 49) 275 92! 77\ 10) 5 15 42| 101; 944 
y Per cor ee tre Standard on Models 503/511 models except 180, 180-D, 190 and | Texas 59) 3689) 4, 307| 2370, 485, 641, ~«63|~=S«SS|~S*~«S|”~S*«i | SSC«*iS SSC 
19 BMW 600—5-pass sed., $1,398; sunroof 190-D. Automatic transmission standard "58! | 2470 12| 181) 1756; 306} 403/ 61) 30} 92) 59| 53| 5423 
ve | sed., $1,487. (Heater standard on both |" 300-d 4-dr. hardtop.) All States Reported "59, 101| 30779) 235, 5049| 25893| 5908)  9909| 1270| 553| 1473, 2285) 3459) e694 
to | models.) oth as; eam ante ee 2-dr, hardtop, $1,-| For June ‘58 | 69| 23663} 225) +3124) 19344) 4397; «677! 970| 358! 873} ~—«*1480| ~—-2796| 64070 
B ISE nani f, 1,048. .60; conv., # .60. —_= —— - 
rs, oo B.. oie gl 300 — sunroof, $ MG-—-MGA_-conv. (disk wheels), $2,462;| Year 59] 53| 167852) 1274) 27590) 136931) 35135! 49247| 7120/3175) 773) 12777 20286) ai 
te BORGWARD isabella — 2-dr. sed., $2,-|Conv. (wire wheels), $2,562; coupe (disk | To Date 58 396| 122623| 1400) 18914! 98632} 25599) 43192| 5610} 2262} +5928) 9028, 
or, 495; stat. wag., $2,685; Touring Sport, | Wheels), $2,965; coupe (wire wheels), $2,-| “The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure 
= $2,845; Touring Sport Coupe, $3,750. 795. MGA-DOHC—conv., $3,069; ¢ OUP @,| accuracy to the extent of the registrations received at the time the report is published. R. L. Polk & Co. cannot assume any liability by 
CITROEN — 2CV —4-dr. sunroof sed. | $3,263 (disk brakes and knock-on disk reason of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart- 
m (centrifugal clutch), $1,195. ID Luxe—| wheels standard). Magnette Mark III—4-| ment is included in this preliminary U. S. commaty, These figures have not been subjected to auditing procedures usually applied by 
d- 4-dr. sed (heater standard), $2,545. ID-19 (Continued on Page 66, Col, 3) Polk & Co. The 1958 figures for Oregon are Polk figures. 
to —4-dr. sed. (air suspension), $2,695. DS-19 | _______ 
—4-dr. sed, (air suspension, power brakes, 
-* power steering, automatic clutch), $3,245. e e 
si | Raper se P Car Registrations, All States f 1959-1 
re | ¢,DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- ew assenger- ar esis rations, ates for june, ” 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
a 495. (Heater standard on all models.) 
OF } wxcellence “edt hardtop, $12,800, © | | Car registrations by | AMC Chrys- | Impe-| De- Plym- |CHRYS Mer- |ForD |». , [Cadit-| Chev-| Olds-| Pon- | G.M.| SP [Miscel- 
+ FERRARI—250 Granturismo—cpe. (Far- states as compiled Ram- ler rial Soto | Podge! outh LER Ford | Edsel |Lincoln cury |TOTAL Buick | “jac rolet |mobile| tiac | TOTAL|Stude-| lan- |TOTA 
or ina body), $12,600; California conv, (Scag-| | by R. L. Polk & Co. bler TOTAL baker | eous 
le body), a . 
_l Bethe a eS ee ee 37 States Previously  ‘59| 22986, 4021) 926 2636| 9626, 24779) 41988) 84622; 2238! 1206) 8151! 96217| 12597; 7376| 87888) 19747; 22057! 149665| 7369; 38633| 356858 
ed FIAT—500 Series—2-dr. sunroof, $1,098; | Reported for June ‘58 10974] __ 3140} ames. 2370) 6987; 21196; 34374) 53554] 1983 | 1210 7447) 64194) 12316) 6582! _ 74035) __ 14988! 11796! 119717 2158; 20997) 252414 
2-dr. sunroof sport, $1,228; 2-dr. Bian-| Ajabama ‘59 301 | 69| 19| Fl 203) 358) 683 | 1753) 50) 13 140] 1956 | 262 92| 1942) 345 | 352 3 | 89) 591; 6613 
Pie's s. yt on" epianchina ay ste '58| 159| 52) 7\ 45) 104) 349) 557) 1077) 25| 17} 133) 1252! 290 | 105| 1658} 337) 249} 2639! 21|__—«334 4962 
olly les—2-dr, sed., : ; y | 7 n n j , 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat- Arizona '59| i 28) 10) 24) 90| 237 389) 788} 24) 21 95) 928) 93'~—S«O94| 841) 180 227) 1435) 97, 404) +3406 
Wag., $1,658; Jolly, $1,906. 1100 Series 58} 37} 4) 18) 53) 213) 325) 480 45 19) 65 609 | 86 58} 729 | 106 118) 1097 16) 257 2379 
—4-dr. sed.,| $1,743; 4-dr, deluxe sed., | Georgia 59] si a 20) 83) 336) 868| 1461| 3688; 103 36 215, 4042; 450; 223) 3862) 726, + 966| 6227; +232) +1404) 13914 
$1,880; 4-dr. stat. wag., $1,998. 1200 '58 186 | 21| 74| 163] 536} «8531 _—*1600! 29| 22 165| 1816) 318} ~—s1S5| 2160) ~—s414| 328; +3375] = 43) = 693} 6986 
4-dr, sed., $1,998; roadster (Far- | |hdjana 59 1149, 213] 57,  205| 622| 1405| 2502) 4796 160 69 465, 5490; 907; +362) +«+5282| +1556, 1514) 9621) 913) 953) 20628 
_ =o. po npc ae rot ~~ +58 533) 143) 28 | 113) 272) 1022} 1578 2563 147 44 326 3080) 807) 269; 3298 9I7|* 533 5824 | 247) 461) 11723 
' e sta . - - - u - : 
res My Kentucky ‘59| 333) 42) I} 35) 171} 424) 683 1743) 51) 12 137) 1943) 270 79{ = 1668} 408 | 431; 2856) 107) 416; 6338 
ae Gi.0l Pechest Domne tear. esd "58 | 126) 42|_—s13)_—=—=35|__—=«sd'N8|—=—383|_—s591| 1047) _~—S46|_ sé) ~—si78|_—*1287) ~—=«299|_—=S98}__—*1547| —«339)~—«239) «2522 ~=23]-—«70| sai 
$1,661. Escort—2-dr. stat. wag., $1,651. | Massachusetts 59] 1362) 251/39] 137/517 1594/2538] 4028/81) SB, 290/4455/ 572) «277 —«3376|«*1035|—«B79| «139 «310 _—*1583) 16387 
Squire—2-dr. stat. wag., $1,761. Consul— '58| 737| 134] ~—26|_~—sS| ~—311}_~—*1090| ~—st676|~— 2409 ~—Ss54] 47 289| 2799; 496| 61/2886) ~— 753,452) 4848] 67) 919! ‘11046 
fdr. sed., $2,034; conv., §2,373, Zephyr— | Vichigan ‘59 2272| «341 3] 339) (1036; 2880/ -4659/ 11532; 484,64) ~—«1504) 13684) 1834) +802) -*:11346| 2744) 3496) 20222) 642) 2160) 43639 
mee? rare: Seve See: Seaee— '58| 953| 199/45] 190} 556] 1754) 2744) ~— 5385] 328) ~—132|_—«*1000|_—«6845| _—*1264| ~—sS91| 791} _—*1743|~—«*1:'172;—«*1NS61| ~—«145|—«*4:276| (23524 
GOGGOMOBIL—-T-400_-2-dr. sed., $995; | Minnesota ‘59 860! 153 25; «110 346; 872| 1506} 3243! ~— i119] 30) 316} 3708/ = 471! —s«177|—=s2971| + ~—«694| ~—=S«717| +~=«#S030| +~+~«232) ~=S 22) «211958 
Morida Sunroof Deluxe 2-dr. e6d., $1,085: '58 | 480| 93| 17 76 196] 789 = WI7E} 2012 88| 30 257| 2387) 401/157} 2729|_—578| 497} 4362) ~—s109|,~S 264] «8773 
2-dr. Step-In van, $1,350; Coupe deVille, | Mississippi "59 145| 45) 5] 15) 65 I9tj 321) 962) 19| 12 5!) 1044) ~—«*152/ 51; 1080| 209)  273| 1765) + 87| +378) 3740 
$1,395; Coupe deVille conv., $1,445. T-700 58] 70} 28) 7| 14} 44) 172) 265 | 733) 13 3} 48) 797 184) 47 948 | 196} 154 1529 31 114) 2806 
5, Che., $1,395; sport roadster, $1,445; | Wissouri 59) 863} 100) 24; 86| 398) 927) 1535) 3370, 64) 31) 229) 3694)  524| 272 4049) 677) 756) 6278) 240) 973) 13583 
aera be, S2.008; Sarint one.. $1006. ‘58 | 379} -95|_—37|_—t40|_—311/—02t| 1604) 2685) 74|_——50|_—292|_— 3101] —605|_—267|_—4016| —650/~—«552| «6090 +=} S482] 742 
sed., $1,949; Hansa conv., $2,126; Hansa | New York 59) 3440; 769/189) 420) «1292/4003 6673} (10570i +233) «= 228) +~—=«1087|+~«12118| +1612) 1382; 11020) 3838) 3622) 21474) 1196) 8523) 60424 
2dr. stat. ‘wag., $2,095; Empress 2-dr, '58| 1938} GtI| ——165)_—S2t|_—*1227/ 3863/6387! —7684|_—«231| ~—«242|~—«1206| ~—«9343/—«2125/ ~—*1492/ 11278) 3552) 2039, 20486 482} «3871! + 42427 
Sport Sedan, $2,275; Tiger Sport Coupe, | Oregon 59| 585) 31] 14) 34) 84/ 299/462) —«*:120) 37) 9| 79) 1245] —s«136] 67; 1193} -232| 309] —«1937|~=Ss«160| +~—=«862|—«S 251 
See. (ieater pw ag = Aaa 4 '58| 310} 33 1] 45| 120] 326} 535! 831} 55| 23) ~144! 1053} 151} 77| 1228} 207) 174} 1837) 80! 691; 4506 
aN w= SaGE PEOCIBS G0C., 22.085: | Texas '59| 1402| 246] 86 161 626|  1597| 2716) 8075; ~~ 118) 539| 8843) 1417; 609| 9279) 2159] 1971) 15435) 480 3201) 32077 
.. cor gat cacaeel, “aatec eae ‘58 | 446) 223] re 132} 469| 1562] 2449) saee 149|___89|___—-576)__017|_1323/__601|__7819| 1908/1069! 12720| __153)._1245| 23030 
stat. wag. (Minx), $2,299. : All States Reported ‘59 36399/ 6463) 1488/4319, 15412| 40434/ 68116) 140290| 3774! 2005] —‘:13298| 159367| 21297) 11863| 145797| 34550 37570| 251077| 12154| S7703) Seagié 
gg UMBER— Super Snipe—4- -dr, sed., $3,-| For June ‘58 17266 4889 | 1125| 3888] 10931) 34276! 55109 a7703 3267| 1944; 12126} 104600} 20645! 10760) 121122} 26688] 19372] 198607;  3661| 31774! 411017 
5; 4-dr. stat. wag., $4,575. (Automatic | Year 9 176604 31918)  9067| 23000| 72587) 195209] 331781| 733946) 24220/ 15030| 7e891| @50087/ 1347521 75787| “194671! 200938/1361776| 68421) 2 | 3080881 
| 292212 
- jesnamission, power brakes and heater are | To Date 4 78586| 32458) 8449| 26526] 68749) 201945) 338127) 500865} 22057| 15489) _ 50982 609363) 141577] 68088) El 168141] 122408! 1160227} 20974! 162912| 2370189 
ms JAGUAR—Mark IX—4-dr. sed. (auto- “The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure accuracy to the extent “of the r registrations 
< Matic transmission, power steering and/| received at the time the report is published. R. L. Pol Co. cannot assume any liability by reason of inaccuracies or ommissions.""—R. L. Polk & Co. 
on disk brakes), $5,995. 3.4 Litre Sedan— The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregon registration count eer by the Oregon State Motor Vehicle Department is included in 
(overdrive and disk brakes), $4,542.50; | this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by L. Polk & Co. The 1958 figures for Oregon are Polk figures, 
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This 
advertising 
introduces 
the 


lIoso 
SKODA 
in: 


Newsweek 


rof-ta-W- tale Mel f-Yoteh\4-1 om al= 


» |IOG@ 


SODA 


5 miles ey-)aner-lirelan 


1OXs' 


Esquire 
True 


Sports 
Illustrated 


Argosy 
Playboy 


Sports Car 
Illustrated 


Road and Track 
AOPA Pilot 
Car Life 


Army, Airforce, 
Navy Times 





in a specially-built model ona 


NOT 


Write, factory proving ground track 
phone or 
wire for NJ O by a professional economy driver ina 
information controlled economy run between cities 
w NOT. 

“up to” or “as much as” but actually 


dealerships in: 
40.83 miles a galion in Los Angeles traffic! 


California, ; : 

Washington An amateur driver and official observer threaded a 1960 SKODA 
’ : through Los Angeles traffic for two hours to demonstrate the astonish- 

Oregon, : ing everyday economy of the surprising 1960 SKopA. 

Arizona, Nevada, : This product of a 100-year-old industrial giant is full of surprises. 

Utah, Idaho Aluminum engine, racing axles, for example. And a surprising price: 


$1699 for the big sedan, $2122 for the smart convertible. (P.O.E.)— 
Including dual carburetion, vinyleather interiors, and other extras. 


é Willy Witkin, ine. 


a IMPORTER-DISTRIBUTOR 


and New Mexico 


2400 W. WASHINGTON BLVD, LOS ANGELES 18, CALIF 
REpustic 1-8881 











FASTEST ROCKER PANEL REPAIR KIT MADE 


30 MINUTES TOINSTALL 
ROCKER 
mealies 

MOULDING 





No Welding—No Painting or Color Matching 


LIFETIME SPARKLING STAINLESS STEEL 


A REPLACEMENT PANEL of stainless long rusted out holes. The top moulding 
steel that can positively be installed in half telescopes for the longest or shortest cars. 
an hour. Just the thing for busy New Car GIVES NEW CARS THAT SUPER- 
Dealers, Used Car Dealers and Body Shops. DELUXE LOOK! Made of dazzling stain- 
Saves costly time and labor. less steel, with screws fastening on the 
PLEASE YOUR CUSTOMERS with a bottom of the rocker panel. No screws 
beautiful panel of dazzling stainless steel visible. Only tools required are a drill and 
on rocker panel sills. SAVES YOU BIG screwdriver. Anyone can install a pair in 
MONEY. The greatest aid to a body shop half an hour! Four sizes, 2%2, 3% and 4 
or car dealer ever invented. Large rust- inch widths fit 95% of all cars made 1949 
proof ‘‘attach strips’’ underneath will cover through 1959. 


Be Prepared for Those Rocker Panel Jobs . . . With 4 Sizes Only! 
Buy from your local jobber, if he cannot supply, write to: 


GROBOSKI INDUSTRIES, INC. 


4344 S. WESTERN AVE., CHICAGO 9, ILL. 


























Registrations Due to Soar... 





Canadian Auto Boom 


Predicted for 1960s 


MONTREAL.—T he market for 
new cars in Canada could average 
more than two-thirds of a million 
units per year from 1961 through 
1965, according to a survey of the 
automotive industries in Canadian 
Business. 

The estimate of average sales 
of 656,600 cars per year is based 
on the assumption that general 
business conditions will remain 
good and on an optimistic pro- 
jection of auto scrappage. 

Sales at this rate would carry 
the country’s total registrations to 
5,298,400 in 1965, compared with 3% 
million in 1958. 

A more conservative and, per- 
haps, more probable estimate of the 
average yearly sales in the 1961-65 
period is 503,400, Sales at this rate 
would bring total registrations to 
5,070,600 in 1965. 

The projected sales rates compare 
with the 381,588 units sold in 1958. 

In predicting increased sales in 
Canada in the ’60s, the survey au- 
thor, N. K. Dhalla, listed these 
reasons for his optimism: 

The percentage of families 
without cars in Canada is much 





Chicago Dealer 
Uses Snapshots 
In Direct Mailings 


CHICAGO.—Broadway Buick has 
inaugurated a unique and eye- 
pleasing plan to better qualify its 
direct mailings. 

With the use of an attractive 
model, Tracy Bailey, stationed at 
the busy intersection of Broadway 
and Hollywood Avenues, Polaroid 
snapshots are made of drivers and 
their cars as they stop for the 
traffic light. While Miss Bailey 
takes the picture, one of the sales- 
men takes down the license num- 
ber. 

Later in the day, the salesman 
uses the secretary of state’s nu- 
merical license listings to deter- 
mine the owner’s name and resi- 
dence. The photo, the salesman’s 
business card and a brief letter 
stating, “You looked good to us— 
now come in and see how good we 
look to you,’ are mailed to the 
owner. 

Unlike common practices, where 
a blanket mailing or factory list 
of competitive makes are _ used, 
Broadway officials believe they 
have a foolproof method of qualify- 
ing the condition of the potential 
incoming trade. 

The salesmen are selective in 
pointing out the cars to be photo- 
graphed, The finished pictures give 
him an additional opportunity to 
check the car before mailing out 
the letter. 

Tyson Poppell, Broadway pres- 
ident, says, “Now we can call our 
shots—really know to whom we 
are directing our mail.” 


Alaska Automan 


Sheldon Built Northland’s 
First Car in 1905 


DETROIT.—The “real pioneer of 
automotive Alaska” is Robert E. 
Sheldon, according to the Automo- 
bile Manufacturers Assn. Now in 
his 70s, Sheldon is a member of 
Alaska’s Legislature. 

AMA said that in 1905, when 
Sheldon was 21, he built Alaska’s 
first gasoline-engine auto from pic- 
tures he had seen in newspapers 
and magazines. In 1913, he drove a 
U. S. car 370 miles over a wagon 
path from Fairbanks to Valdez, and 
two years later he formed on auto- 
motive stage company between 
those cities. 





The stage route now is part of]... 


Alaska’s 2,000-mile primary road 
system. AMA said Alaska now has 
171 businesses engaged in the motor 
transportation industry, and they 
employ 1,250 persons. Last year, 
3,500 new cars and 800 trucks were 
sold in Alaska to put total vehicle 
registrations over 67,000. 








higher than in the U. 8S. The 
number of families with no car 
will “decline rapidly” as per 
capita income increases. 

High birth rates of the wartime 
and postwar years will mean an 
upswing in the number of young 
buyers in the market. The number 
of families which own more than 
one car will also increase. 

In addition to the move to the 
suburbs, development of commu- 
nities in Canada’s frontier areas 
will boost the demand for cars, 
Expansion of credit sales will also 
be a factor. 

Reduction of the work week and 
increased vacation time will in- 
crease the demand for cars for 


pleasure trips. Increased travelling™ 


will bring a shift away from older 
cars because of the high repair 
bills such cars bring in when used 
often. 

Turning to the record of the 
auto industry in recent years, 
the survey found that the in- 
dustry has made Canada a nation 
on wheels since World War II. 
Car registrations went up from 
1.2 million in 1946 to last year’s 
3.5 million. 

Many Canadians regard the auto 
as a necessity, making sacrifices 
to pay for a car which they will 
make for few other products, 

While the auto industry in Can- 
ada suffered from the recession in 
1958, this year “should prove to be 
a prosperous year,” the author ob- 
served, Bright spots in this year’s 
picture include: 

The 1959 models have been well 
received and the recession is out 
of the way. Consumers still need 
autos, their financial resources are 
up and their auto debt is down, 

The survey also found that 
the truck industry can expect a 
bright future in Canada in the 
1960s. Highways will be improved 
and extended, the uses for trucks 


will expand and the replacement 


demand will increase. 

Sales of new trucks in the 1961- 
65 period could run as high as 
130,000 units a year, compared to 
sales of 66,000 units in 1958, it was 
stated. 

A final item in the survey of the 
nation’s automotive industries was 
a review of the importance of these 
industries to the economy. 

It was noted that 5,500 dealers 
sell almost all of the new and a 
substantial portion of the used ve- 
hicles in Canada. These dealers 
provide 66,500 jobs and an annual 
payroll of $252 million. 


Plymouth Promotion— 


The Steve Allen Plymouth Show, starting 
September 28, (10 to 11 p.m., E.S.T., NBC 
TY) will have special appeal for the youth 
market. One of the features for younger 
people will be the addition of Les Brown 
and his band. This summer, the band is 
using several methods to identify itself 
and Allen with Plymouth as it tours the 
country in a series of 52 one-night dance 
engagements. The band travels in five 
new Plymouth hardtops, each carrying the 
painted-message: “The Les Brown Band 
Featured on Steve Allen Plymouth Show 
NBC-TV"; band members all wear 
special Plymouth Fury blazers which hove 
been put on the market in a special deal 
with Botany and the Plymouth insignia 
appears on all the band's music stands. 
Above, louis T. Hagopian, left, Plymouth 4 
advertising and sales promotion director, 
discusses the promotional program with 
Brown. 
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How They're Pushing Sales ... 





Dealer Ad Ideas 


Birthday Celebration 
ISHAWAKA GATES in Mish- 
awaka, Ind., made use of the 

65th birthday anniversary of Benny 

Kester, a member of the dealer- 

ship’s staff, for a birthday celebra- 

tion. 

Free coffee and cake were offer- 
ed to persons who came to the 
dealership to extend congratu- 
lations. Benny was ready to shake 
hands with these people and to 
show them the cars on the dis- 
play floor. 

a * + 

Free Gift with Test 

USTOMERS who test-drive a 

Renault will receive their 
choice of several gifts under a new 
promotion sponsored by Magna 

Motors and Dolphin Motors, east- 

ern distributors. 

Among the free gifts which will 
be mailed to the individual direct 
from France are a bottle of Magie 
de Lancome perfume; a set of four 
brandy snifters; a hand-painted, 
black chiffon stole or an antique 
coin bracelet. 

Eastern Renault dealers have 
been provided with post cards to 
mail to prospects, These cards con- 
tain pictures of the gifts and de- 
tails of the offer. 

+ * + 


Cleanup Promotions 


TH the cleanup period at 

hand, Atlanta’s Chrysler line 
dealers have come up with new 
schemes to lure potential custom- 
ers into their showrooms. 

Peachtree Plymouth offered buy- 
ers through July 18 a Mopar Air- 
temp air-conditioning unit for only 
$1 with free installation. 

B. E. Wagstaff (DeSoto-P 1 ym- 
outh) took newspaper space to 
thank his customers over the years 
for making his 20th anniversary 
as a dealer possible. 

During July, he said, we “will 
take our normal net profit and give 
it to our customers in the form of 
dividend discounts on all new and 
used cars that you purchase dur- 
ing this anniversary sale.” 

In addition, if the buyer had a 
personal anniversary of his own to 
celebrate, Wagstaff arranged and 
paid for an anniversary party for 
six at any Atlanta restaurant. 

Tom Smith’s used-car depart- 
ment put on a promotion in which 
a 1951 Chrysler sedan was given 
away, free. Visitors who made a 
bid on any car on the lot were en- 
titled to be in the drawing for the 


free car. 
- * * 


Free Boat Ride Offered 
AR MART, INC., Columbus, O., 
offered an all-day cruise on 
Lake Erie to any couple buying 
an auto for more than $1,000. 

An ad in the Columbus Dispatch 
featured a picture of a yacht and 
a photo of Earl Bowen, Car Mart 
operator, wearing a skipper’s cap. 
The ad carried the caption: “Earl 
Bowen invites you to take a free 
Lake Erie cruise.” 

Completing the nautical scene, a 
description and the price of four 
used cars were inserted in draw- 
ings of four life preservers. 

” * +. 


Dealer Aids Auction 


ENE KROPF (Rambler), Sara- 
nac, Mich., turned over profits 
from an auction for a 1959 Ram- 
bler to the Youth Recreational De- 
velopment Fund of the Saranac 
Community Club. 
” x 


on 


Cola Cooler with Every Car 
For one week only, Hudiburg 
Motors, Inc. (Renault & Dau- 
phine), Fort Worth, gave away 
free for one week only a big cola 
picnic cooler with every car sold. 


+ - . 
Book Value Plus 
N A “first again” full-page 


ad in the Fort Worth Press, 
Charlie Hillard, Inc. (Ford), offered 
new and used-car buyers for four 
days NADA book value plus $100. 
No appraisal was necessary. 
+ 2 ~ 


Two for Price of One 
OM ABBOTT JR. (Pontiac), 


Fort Worth, Tex., offered a 
Vanguard sports car free to any 





purchaser of a 1959 Pontiac from 
him. 

Retailing at $179.95, the Van- 
guard carries two youngsters, has 
a two-cycle gasoline engine, fiber- 
glass body. It is over five feet long 
and has Pontiac front-end styling. 
The offer, announced in a quarter 
page ad, was good for one week. 

* ik * 


Putting on the Dog 
ID HAYDON, INC. (DeSoto- 
Plymouth-Simca), Little Rock, 
Ark., offered a registered French 
poodle free in connection with an 
open house at which new additions 
to the Simca line were introduced. 

+. + . 


Hitching Post for Autos 


A DOWNTOWN service pickup 
station, the Hitching Post, has 
been opened by Gregory Ford Co., 
Decatur, Ill. In an ad in the De- 
catur Herald, Gregory said: 
“Drive your car into the Hitching 
Post with a list of services you de- 








Sire .. . Give to the attendant. . . 
We pick up and deliver your car 
back to the Hitching Post.” 

The company also operates a 
phone-dispatched Gregory Ford 
Club courtesy wagon for immedi- 
ate service. 


* *. * 
Sales ‘Scoreboard’ 


FOr the past 15 years, Cadillac- 
Oldsmobile Co., Boston, has 
posted on an outdoor sign on its 
building the total number of new 
and used cars sold in the current 
year. The figures are revised every 
week or so. 

Under the figures on the score- 
board are the words: “Our cars and 
prices must be right!” 

* * * 


A Chance to Clean Up 


ILL McDAVID (Pontiac), in a 
display ad in Fort Worth 
newspapers, offered a year’s sup- 
ply of Kleenex tissues with the 
purchase of a 1959 Pontiac. 
* + na 


Renault Buyers Get Free Gas 


| yp renee gas for one year was of- 
fered by Spitzer Imports, Inc., 
Elyria, O., with the purchase of a 
new Renault. Spitzer said the free 
gas would be available at more 
than 200 filling stations in the area. 








Dodge for Dad— 

It was indeed a happy Father's Day for Oscar D. Green, center. Mrs. Green, 
shown smiling happily next to him, submitted the winning entry in the “Win A 
Dodge For Dadi" Contest, jointly conducted by WJZ-TV and the Dodge dealers of 
Baltimore. Key participants in the promotion are, from left, Nelson Baker, WJZ-TV 
entertainer; Jack Brahms, president of Brahms-Gerber, Dodge dealer advertising 
agency; Green; Jack Gerber, vice-president of Brahms-Gerber; Mrs. Green, and Mark 
Chenowith, advertising co-chairman of the Dodge dealers, who awarded the 1949 
Dodge Silver Challenger to Mrs. Green. 
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Harrison Evaporator Cuts Pollen Count. . . 


98% 


Harrison's air conditioning evaporator not 
only efficiently cools and dehumidifies the 
air, but traps and washes away 98% of all 
pollen, This was conclusively proved in a 
series of laboratory tests conducted by one 
of the nation's leading authorities on pollen. 
These tests verify the findings of GM re- 
search engineers in a series of road tests. 


. 
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Harrison Air Conditioning... another 
great “Temperatures Made to Order’ 


feature for the modern car! 


Imagination in action! From the creation of custom air 
conditioning for America’s finest cars to the manufacture of 
millions of tiny thermostats, Harrison has demonstrated outstanding 
leadership in the automotive temperature control field. Harrison 


is a pioneer in the perfection of modern automotive 
radiators, thermostats, heaters, defrosters and transmission 


a 


oil coolers. Now one of the spotlight products is the industry’s 
most talked-about comfort feature—automotive air conditioning! 
And it is only natural that Harrison takes the lead here too. 

For every Harrison product is backed by nearly a half century of 


engineering experience, research and production in the 
automotive heat transfer field. If you have a heating or 
cooling problem, look to Harrison for the answer. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
AUTOMOTIVE RADIATORS ¢ OIL COOLERS ¢ THERMOSTATS © AIR CONDITIONERS ¢ HEATERS e DEFROSTERS 
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Ford to Train 
Truck Sales Staff 
For 1960 Line 


DEARBORN. — An advanced in- 
doctrination conference for all 
Ford truck district sales engineers 
will be held in Biloxi, Miss., Sept. 
14-18, to insure product familariza- 
tion prior to the introduction of 
the 1960 truck line. 

D. F. Ball, heavy truck sales 
manager for the Ford Division, 
stated that, “in keeping with the 


4-Letter Award for Wilson 

BALLARD, Wash.—Wilson Motor 
Co. (Ford) has received a “four 
letter award.” Harry L. Wilson is 
president, and Richard E, Dibble is 
— and general man- 





intensified efforts of single unit 
and fleet truck operators to reduce 
operational and maintenance ex- 
penses, Ford’s new line will incor- 
porate advanced engineering fea- 
tures specifically designed to in- 
crease overall economy and dura- 
bility.” 

“To immediately implement the 
proper selection and job applica- 
tion of the new vehicles, every 
truck sales engineer in the nation 
will receive, in addition to the nor- 
mal advanced new product review, 
a week-long intensified training 
program for the 1960 truck line 
and all of its new components,” 
Ball said. 

The five-day meeting will be at- 
tended by more than 100 Ford dis- 
trict sales engineers and compon- 
ent manufacturers as well as train- 
ing personnel and sales executives 
from the divisional headquarters in 








Import Car Prices 








(Continued from Page 63) 


r. sed., $2,695. 


d 
Magnette 

MORETTI—7150 Series (36 horsepower) — 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 
MORGAN—‘‘Plus Four’’ cpe., $2,855. 
MORRIS — ‘‘1000” 8 4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr, stat. wag., $1,798. “1000” Deluxe— 
4-dr. sed., $1, 718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat. wag., $1,825. Oxford 
—4-dr, sed., $2,259 

NSU PRINZ—2- 4 sed., $1,398; sunroof 
sed., $1,487. (Both are 5-passenger mod- 
els.) NSU Sport Prinz—cpe., $2,245. 
(Heater standard on all models.) 
OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna = 4-dr. gor Toad - 


(Heater standard on 





PEERLESS—G. T. 2-litre cpe., $3,995. 

PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 

PORSCHE—1600 Series —conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, ry 950. 

RENAULT—40V 4-dr. sed., $1,345; 4- 
dr. Sunroof sed., $1,400. Dauphine 4-dr. 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
(Heater standard on all models.) 

RILEY—1.5 4-dr. sed., $2,319. 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. (Heater standard on all models). 

ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,995. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 


(Heater 





Dearborn. 





697; Grand Standing 4-dr. 


and vary considerably in price. 





Mr. Used Car Manager: 





Here’s a low-cost way to get 
fast used car turnover! 


Many a shiny, dent-free car stays on the lot because the engine is noisy, or 
ragged and sluggish in performance. Mechanical reconditioning may be too 
expensive—but a price mark-down eats up profits, too. Often a cure can be 
affected economically without a trip to your shop. 





Utilizing the latest proved chemical discov- 
eries, our Casite division has developed and 
perfected scientific correction and protection 
for the three vital areas of car performance... 
the firing zone, the friction zone and the 
transmission zone. Each requires specific 
treatment to keep the car’s “power plant” 
clean, friction-free and at peak operating 
efficiency. 





Three completely new Casite products now 
perform these specific functions. Each is a 
liquid concentrate additive . . . for gasoline— 
for crankcase oil—for transmission fluid. 

You can use them to advantage—right on 
your lot—without mechanical labor cost or 
expensive parts dismantling or replacement. 
A few minutes of any intelligent handyman’s 
time, and the job is done. 

The cost is small—(only two or three dol- 
lars at the most)—and the results are in- 
stantly noticeable. You have added little to 
your investment in the car—and have trans- 
formed it from a costly space eater into a 
piece of salable merchandise. 


Thousands of new and used car dealers 
are already using Casite additives, to their 
profit and to the satisfaction of their car 
purchasers. The following information about 
Casite’s 3-Zone engine correction and pro- 
tection will be of interest to you ‘and your 
salesmen: 


1. Improved Casite—for the firing zone. 
The nation’s favorite “tune-up in a can” is 
now vastly improved with spark plug and 
carburetor cleaner and acid inhibitor. 








Recommended for use in the gas tank or 
carburetor air intake to free valves and rings, 
and clean carburetor and spark plugs. Also 
for use in crankcase oil for quicker starting, 
less start-up wear and to break-in new or 
rebuilt engines. The list price is $1.25. 


2. Casite 3-C—for the friction zone. This 
is a new heavy duty crankcase concentrate 





Recommended for use in crankcase oil to 
quiet noisy engines, reduce friction and oil 
consumption, stop hydraulic lifter noises, 
smooth out and pep up engine performance, 
clean and protect engine parts from wear and 
corrosion. The list price is $1.50. 


3. Casite “Smooth-Seal”—for automatic 
transmissions. “Smooth-Seal” reduces jerks 
and roughness, and assures smooth, quiet 
operation. It stops and prevents leaks due to 
hardening or shrinking of the transmission 
seals. It reduces shock and wear and enables 
delicate parts to last longer. The list price is 
$1.95. 





Try free samples—at our expense. 
Write us on your company stationery and 
we will send you free a full-size can of each 
additive to test for yourself. We'll also give 
you the name of your local Casite Distributor, 
who can promptly serve your future needs. 


Casite Division 
HASTINGS MANUFACTURING COMPANY 
HASTINGS, MICHIGAN 


Casite Additives + Piston Rings 
Oil Filters « Spark Plugs 





SAAB—“‘93B’’—2-dr. sed., $1,895; 2-<r. 
sed. ee clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 756— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr, sed., $1,795; 
Elysee 4-dr. sed., $1,898; Montihery 4-cr. 
sed., $1,971; Chatelaine 2-dr. stat. wag., 
$1,963; Grand Large 2-dr. hardtop, $2,- 
071; Monaco 2-dr, hardtop, $2,146; Plein 
Ceil hardtop sport cpe., $2,947; Oceane 
conv., $3,167. Ariane (4-cylinder)—4-c<ir, 
sed., $1,998. Ariame (V-8) —4-dr. sed., 
$2,098. Vedette (V-8)—Beaulieu 4-dr. sei., 
$2,298. (Heater standard on Aronde mod- 
els.) 

SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 

SKODA—S-440 2-dr. sed., $1,687; S-445 
sed., $1,787; 2-dr. stat. wag., $1,995; S- 
450 conv., $2,395. 

SUNBEAM—Rapler—2-dr. hardtop, $2,- 
499; conv., $2,649. 

TAUNUS — Standard — 4-dr. sed., $2,- 
120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe—4-dr. sed., $2,266.50; 2- 
dr. sed., $2,174.50; Combi-wagon, $2,383. 

Tempo—Viking Rapid—6-passenger stat, 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat, wag., 
$2,514.65; 9-passenger stat. wag., $2, 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET—Crown Custom — 4-dr. sed., 
$1,999; 2-dr., stat. wag., $2,111. Toyota 
Land Cruiser (4-wheel drive)—canvas top, 
$2,930; steel top, $3,365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat, 
wag., $1,899; TR-3 (sports cars)—soft top 
$2,675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 

VOLKSWAGEN—2-<dr. 
dr, sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de- 
luxe stat. wag., $2,576; deluxe camper, 
$2,811. Karmann-Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—4-dr. sed., $2,795; 2-dr. sed., 
$2,330; 2-dr. stat. wag., $2,490. (Heater 
standard on all models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr, sed., $1,799; deluxe 4-dr. sun- 


sed., $1,545; 2- 


roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 
(Heater standard on all models.) 





Braking Device 
On Accelerator 
Is Introduced 


DENVER.—A new “reflex brak- 
ing” device which turns an auto’s 
accelerator into a brake has been 
developed and patented by Reflex 
Brake Control Corp. 

The unit, which is expected to 
be available in Colorado and Wy- 
oming by early September, com- 
bines a valving system and a 
vacuum-power unit interconnected 
= the car’s regular braking sys- 
em. 


Lewis C. Broyles sr., president of 
the firm, said the driver pushes in 
on the pedal to accelerate, relaxes 
foot pressure to coast and raises 
the foot an eighth to half an inch 
above the coasting zone to apply 
braking pressure. 

“Our device should cut highway 
deaths sharply,” said Broyles. “This 
braking device operates on reflex 
and since it puts on full brakes 
before the foot can hit the regular 
brake pedal, it cuts down the driv- 
er’s reaction time by 50 percent for 
quicker stops.” 

He said the unit employs the 
“dead man control” system used by 
railroads and provides an auto- 
matic stop for spastic and cardiac 
patients and persons who go to 
sleep at the wheel. 

The units are priced at $99.75 
plus installation, he added. 


Use of Rubber 
Gains in Month 


NEW YORK.—Consumption of 
new rubber in the U. S. in June 
increased to 141,895 long tons, com- 
pared with 113,392 long tons during 
May. Ending of strikes at several 
major rubber plants accounted for 
this increase, according to the Rub- 
ber Manufacturers Assn. 

Consumption of all types of syn- 
thetic rubber in June increased to 
93,325 long tons, compared with 
May’s 74,615 long tons. Of total 
new rubber consumed in June, 
synthetic rubber accounted for 65.77 
percent, compared with the May 
ratio of 65.80 percent. For the first 
six months of 1959 the ratio was 
65.15 percent, compared with 64.28 
percent for the 1958 period. 

Natural rubber consumption for 
June increased to 48,570 long tons, 
compared with 38,777 long tons in 
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. Average Price of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
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to Date 
Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and '5is dropped in December, 1958. 
Figures al ide bars rep doll: (Copyright, 1959, by Automotive News) 
Prices marked with an asterisk (ee); s<. Pag ae ood Bel | NASH—'53 Statesman 4-dr., $160. "56 Special conv., $930* (ps). 

Sneed ‘ r (8) 4-dr, hardtop, -325*° (PS): | OLDSMOBILE—’57 (88) Super 4-dr. Holi- "55 RM 4-dr., $780° (ps), $700* (ps); 
indicate a unit equipped with an One-fifty (6) 2-dr., $925, $910. day, $1,200° (ps). - Super 2-dr. Riviera, $775* (ps). 
automatic transmission or over- ’56 Bel Air (8) 4-dr. hardtop, $1,223*;| +55 (s8)' 2-dr. Holiday, $925*; 4-dr.,| "54 Skylark conv., $700* (ps), $630* 
drive, and (ps) indicates power 4-dr., $990*; Bel Air (6) conv., §$1,- $810° (ps); 4-dr. Holtday, $800° (ps): (ps), $550* (ps). 
steering 011°; 2-dr. hardtop, $875; Two-ten (88) Super 4-dr., $730 "53 Super 2-dr. Riviera, $325*, $210*. 

z e e e (6) station wagon f-ar., $1,190°; Two- 54 (98) 2-dr. Holiday, $630* (ps); (88) "52 RM 2-dr. Riviera, $100*. 
‘ob an ies 2d nes ese°: Super 2-dr. Holiday, $585*. CADILLAC—'59 (62) Coupe de Ville, $5,- 
ALBANY, N. Y. 2 Se, Soe, © PLYMOUTH—'58 Belvedere (6) 2-dr., $1.- 075* (ps); 2-dr. hardtop, $4,225 (ps). 
Two-ten (6) 4-dr., $900 (ps), $750. 205: Sa (6) 2-d $1,050. : "56 (60) Super 4-dr., $1,850* (ps); (62) 
Tim Anspach Dealer’s Auto Auction. $530; station wagon 4-dr., $800*, $540; 56 Savey <6) (Oy S700 , Sedan de Ville, $1,645* (ps) , 
Sale every Monday. Prices are for sale of , 2-dr., $620*. ‘54 Belvedere 4-dr., $425 55 (60) Super 4-dr., $1,345* (ps); (62) 
Aug. 3. Prices on grade A cars held steady 54 Bel Air 4-dr., $490° (ps); Two-ten 53 C d : conv., $1,550*, $1,350° : 
while other grades were on the down side 2-dr., $430, $390. PONTI ranbrook 2-dr., $250. '51 (62) 2-dr. hardtop, $215° 
and most difficult to sell, Weather was| ‘53 Two-ten’ 2-dr., $370, $355, $270*: +— — "ST Mar Chief 4-dr. Catalina, amet 3 , : 
fair and warm, Sold 97 cars out of 136 Bel Air 4-dr., $360; conv., $170; One-| ,, $1,300° (ps). CHEVROLET—'59 Impala (8) conv., $2,- 
consignments. fifty 2-dr., $280, $210. 56 Star Chief 4-dr., $950° (ps); 2-dr. 430° (ps). 
3 " 52 Deluxe Special 4-dr., $210; FL Spe- Catalina, $730* (ps); Chieftain 2-dr., "58 Impala (8) conv., $1,790* (ps); 2- 
BUICK—'59 LeSabre 4-dr., $2,300*. ial a 1 » Del =e ar 110 . dr. $1,660* (ps); Bel Air (8) 4-dr 
'58 Century 4-dr. Riviera, $1,585* (ps). Spagna A - I ‘54 Chieftain 4-dr., $330; conv., $180°. hardtop, $1,580° (ps), $1,550 
57 Special conv., $1,550* (ps); 4-dr. | DeS' een? m e . P, 53 Chieftain 4-dr.. $11 'S7 Bel Air (8) 2-dr, hardtop, $1,430° 

Riviera, $1,350°. ow ae RAMBLER_’54 Super °2-dr., $580°. (ps) ner 
’56 Special 2-dr, Riviera, $920*. FORD—'57 Fairlane (8) conv., $1,400* | MISCELLANEOUS —'55 Chevrolet panel 56 Nomad (8) 4-dr., $1,135° (ps); Bel 
‘55 Special 2-dr., $650°; 2-dr, Riviera, (ps); Country Squire (8), $1,325°; truck, $250. Air (8) 4-dr. hardtop "$1,100 $1,060; 

$580°. Custom 300 (8) 4-dr., $1,000. ’53 Dodge %-ton pickup, $400. One-fifty (6) 2-dr., $735; 4-dr., $615. 
54 RM 2-dr. Riviera, $325* (ps). *56 Country Squire (8), $870; Fairlane; +52 Henry J 2-dr., $160. '55 Bel Air (8) 2-dr., $725*; 4-dr., $705 
‘53 Super 2-dr. Riviera, $300*. (8) 2-dr. Victoria, $850°, $770*; 4-dr., '54 One-fifty 2-dr., $435 : - : 
CADILLAC—'58 (62) 4-dr., $3,500* (ps). $580°, $470°; Custom (8) 4-dr., $610 WEST PALM BEACH. FLA '52 Deluxe conv., $225°. 

'S7 (62) 2-dr., $2,520* (ps). vn PS): * & 35°; 44 a i) * | OHRYSLER—'54 NY 4-dr., $300* (ps). 
56 (62) Sedan de Ville, $2,050* (ps). 54 ‘Custom . ) ~w i Sete | -_— “ar. | West Palm Beach Auto Auction, Sale| DODGE—’'58 Coronet (8) 4-dr. hardtop, 
’53 (62) Coupe de Ville, $500°*. - wr (6) r., $ every Thursday. Prices are for sale of $1,800* (ps); 4-dr., $1,450* (ps). 
"52 (62) 4-dr., $210* (ps). 52 Custom (8) 2-dr., $230; Crest (6) | aug’ 6, ' ’56 Royal (8) 2-dr. hardtop, $800* (ps). 
OHEVROLET—’58 Biscayne (8) 4-dr., $1,- 2-dr, Victoria, $120. Rained all day but market showed| ‘53 Meadowbrook (8) 4-dr., $195*; Mea- 

460; Biscayne (6) 4-dr., $1,170; Del- | HUDSON—'54 Hornet 2-dr. hardtop, $150°.| stronger action as more clean to sharp dowbrook (6) 4-dr., $145. 

ray (6) 4-dr., $1,250*. MERCURY—’56 Custom station wagon 4-| cars were sold across the block making an | FORD—’59 Thunderbird (8) conv., $3,550* 
‘57 Two-ten (8) station wagon 4-dr., dr., $900*. 83 percent sale. (ps). 

$1,540* (ps); 2-dr, hardtop, $1,400* "54 Monterey 4-dr., $420°*. BUICK—’57 Super 4-dr., $1,115* (ps). "58 Fairlane 500 (8) 4-dr, hardtop, $1,- 


540*; Custom 300 (8) 4-dr., + 100*. 
"57 Fairlane 500 (8) 4-dr., $1,2 
"56 Country Sedan (8) 4-dr., 31. ,275* 
(ps); Country Sedan (6) 4-dr., ot 
Parklane (8) 2-dr., $835* (ps), 
$825* (ps); One-fifty (6) 2-dr., 
55 Crest (8) 2-dr., $675* (ps), $450. 
‘54 Ranch Wagon (8) 2-dr., $475*. 
"53 Custom (8) 4-dr., $315*; conv., 
$260* (ps); Country Sedan (8) 4-dr., 
$295; Crest (6) 4-dr., $235°*. 
HUDSON—’54 Hornet (6) 4-dr., 
IMPERIAL—’53 Imperial 4-dr., 


$150*. 
$225* 


(ps). 
LINCOLN—’57 Capri 4-dr., 
$1,600* (ps). 
56 Premiere 2-dr. hardtop, $1,150* (ps). 
‘55 Capri 2-dr. hardtop, $800* (ps). 
’54 Capri 2-dr. hardtop, $575* (ps); 
r., $459* (ps). 
MERCURY—’55 Custom 
$695* (ps). 
’54 Monterey 2-dr. hardtop, $425. 
’53 Custom 2-dr, hardtop, $355* 


$1,800 *(ps), 


4- 


station wagon, 


OLDSMOBILE—’57 (88) 2-dr. Holiday, 
$1,280°. 
"54 (88) 4-dr., $450* (ps), $330* (ps). 
*53 (88) conv., $320* (ps), $310* (ps). 
PACKARD—’53 Cavalier 2-dr. hardtop, 
$220* (ps). 
PLYMOUTH—’59 Savoy (6) 4-dr., $1,800* 
(ps). 


‘57 Plaza (8) 2-dr., $695 (Police). 
‘56 Plaza (6) 4-dr., $530, $500. 
‘55 Belvedere (6) 4-dr., 
’53 Cranbrook (6) 2-dr., $230. 
PONTIAC—'55 Chieftain 4-dr. , $540*. 
"54 Chieftain 4-dr. 
*52 Chieftain 4- dr., 
STU DEBAKER—’'50 (6) 2-dr., $145. 
MISCELLANEOUS—’58 Chevrolet Apache 
pickup, $1,150. 
'56 Ford (8) %-Ton pickup, $605*; 
Dodge Express (8) %-Ton, $485. 
'54 Ford (6) %-Ton pickup, $325. 
"52 Chevrolet (8) Carryall, $130. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Aug. 4. 
BUICK—’56 Special 2-dr. Riviera, $1,035*. 

= ee 2-dr, Riviera, $935* (ps); 4- 

» $895° (ps); Century 2-dr, Riviera, 

"54 Century 2-dr, 


$685; Super 
4-dr., $630°. 


*53 Super 2-dr. Riviera, $475*. 
OCADILLAC—’58 (62) 4-dr, hardtop, 
650° (ps). 

’S7 (62) 4-dr. hardtop, $2,900* (ps). 

"56 (62) 4-dr, hardtop, $1,975* (ps). 

CHEVROLET—’'58 Nomad (8) 4-dr., §$2,- 
110; Brookwood (8) 4-dr., $1,900*; 
Biscayne (8) 2-dr., $1,650; Biscayne 
(6) 2-dr., $1,505; Bel Air (8) 2-dr. 
hardtop, $1,600°*. 

S57 Bel Air (8) conv., $1,875* 
dr. hardtop, $1,750*, $1,670*, 
$1,640; Two-ten (8) 4-dr., 
Two-ten (6) 2-dr., $1,090. 

"56 Bel Air (8) 2-dr. hardtop, 
Two-ten (8) 2-dr., $1,050*; 
(6) 4-dr., $995, $880. 

55 Bel Air (8) 2-dr. hardtop, $1,300*, 
$950, $940*°; 4-dr., $1, a. Bel Air 
(6) 2-dr. hardtop, $990, '$975 

"54 Bel Air 4-dr., $585*; Bel Air (6) 
2-dr., $430; One-fifty 2-dr., $450. 


Riviera, 


$3,- 


(ps); 2- 
$1,650, 
$1,200; 


$1,420*; 
, Two-ten 





(Continued on Page 68, Col, 3) 
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ALABAMA INDIANA NEW JERSEY NEW YORK PENNSYLVANIA 
INDIANAPOLIS—Indianapolis Auto LAFAYETTE—Syracuse Auto Check and on - a a 
JOHNSON AUTO Auction, P.O. Box 24007. Wed. 11:00| Minutes from New York City Center of Empire ae Check COME TO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 


Denver Auto Auction 
95 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 














CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 








Crossroads 


- «+ Where they meet... buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 











A.M. Dual Ring. CHapel 4-9546. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 








MICHIGAN 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin Ring Selling 


























EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


Title Protection. (W 





GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—WMerrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday——-12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 
TIM ANSPACH INC. 
Dealer Auto Auction 

Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Ever 














NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 














OVER 500 CARS EVERY WEEK 
Ls fe] HOUSE CARS! 


At the Cre of the Eas 


N-A-D-E 


Dual 


>Sr 30S 


Every WEDNESDAY, n A. M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





PENNSYLVANIA 


CORRY AUTO AUCTION 
Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
Pag , friendliest auction with the most ac- 

For reserved numbers call C 


Se-390. Auctioneers: Ray Austin, Chuc 
Cummings, Owner: George 
Hartley. 








Odi Adcock. 











For Fast, Accurate Directions to 
Leading U. S. Auto Auctions,’ Dealers 
Look in LUCAD. as 


Manheim Auto Auction’s 

$15,000 | 

14TH ANNIVERSARY 
CELEBRATION 


% Big CASH PRIZES 
%& Free CHICKEN BARBEQUE DINNERS { 


PLUS 2 BIG SALES DAYS 

‘ SEPTEMBER 17-18 

Manheim Auto Auction, Inc. 
Route 72, Manheim, Pa. 

r Telephone MOhawk 5-2401 














TEXAS 











AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


3202 E. 


Auction Checks Issued 


SALE EVERY FRIDAY 
Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 

















WASHINGTON 











SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Bob McConkey 














68 


AUTOMOTIVE NEWS, AUGUST 17, 1959 








the 32d, numbering 25 in all, has 
one of the models on his desk to 
provide him with a daily reminder 
of the safety campaign. 

The campaign runs from July 1 
to Sept. 30. At its conclusion, two 


Lark the Spark 


2 Models Are Prizes 
In AF Contest 





Used-Car Auction Prices 








SOUTH BEND.—A Studebaker- 
Lark model and two candy Life 
Savers were chosen by the Air 


Studebaker Larks and wrist 
watches, donated by Studebaker- 


Packard, will be given to the win- $480; Bel Air 2-dr., 


53 Two-ten 4-dr., 























Force’s 32d Air Division as a sight| ners of the campaign contest. gees, _— conv., $415*; Deluxe 
reminder of a “Project Life Saver| The 32d Air Division is head-| 50 2-dr., $195* 
ground safety campaign. quartered at Dobbins AFB, Mari-| corYSLER — ‘56 Windsor 4-dr., $1,050* 
Each of the unit commanders in’ etta, Ga. (ps). 
’53 NY 4-dr., $290* (ps) 
DeSOTO—’ 57 Firedome 4- dr., $1,505* (ps). 
eceoee0e "51 2-dr., $135. 
3°" COCO CCCCOOe. =| DODGE—"55 Coronet (8) 2-dr. hardtop, 
= * $870°*. 
es @ | FORD—'59 Country Squire (8) 4-dr., $2,- 
$ FOR AUSTIN PARTS % | | 530: (os). 
’57 Country Squire (8) 4-dr., $1,650*; 
t tA oa rt > Fairlane (8) 2-dr. Victoria, $1,425 
po ed (ps); Fairlane 500 (8) 2-dr., $1,295; 
contac merica sim & Custom 300 (8) 2-dr., $1,290*; 4-dr.. 
$1,175; Custom 300 (6) 4-dr., $1,145; 
2 Custom (8) 2-dr., $1,155*. 
car parts leader... @ | ‘56 Thunderbird (8), $2,410* (ps); Fair- 
e lane (8) 2-dr. Victoria, $1,275* (ps): 
2-dr., $1,025*; 4-dr., $1,050*; Ranch 
e Wagon (8) 2-dr., $1,105*, $1,050; 
COLUMBIA MOTOR CORP o Main (6) 4-dr., $780, $755; Custom 
2 @ (8) 2-dr., $735. 
* e ’55 Fairlane (8) 2-dr, Victoria, $1,110*, 
$1,090*; 4-dr., $690*; Country Squire 
. 419 E. 110 St., New York 29, N.Y. ° nr de. teks Ramm Ween 18 
2-dr., $1,035* (ps); Crest (8) 4-dr., 
x LIBERAL DISCOUNT STRUCTURE . $795; 2-dr., $775, $690, $675. 
'e e ’54 Country Squire (8) 4-dr., $700*; 
Peeeeee0eeeeeeeee @ Fairlane (8) 4-dr., $690°; Ranch 
Wagon (8) 2-dr., $690*; Custom (8) 














IS THE HANDIEST 
THING IN THE SHOP! 




















YOU CAN PULL 
A HEAVY MOTOR 
WITHOUT 
KEMOVING THE 
HOOD WITH 
AN AUSCO 





THE AUSCO 
CRANE ISA 
| | ) BIGHELP ON THE 
‘ | | TOUGH, BACK-BREAKING 
JOBS LiKe THIS! 








Transmission Handlers, 
Shop Cranes, 


27“ NSTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other Plants in Benton Harbor and biartford, Mich, and Windsor, Ont, Can. 
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4-dr., $640*; Main (8) 4-dr., $485; 
Crest (8) 4-dr., $430. 

53 Crest (8) conv., $450; 2-dr., $410; 
2-dr. Victoria, $395; Custom (8) 4-dr., 
$355, $295. 

’52 Crest (8) 2-dr. Victoria, $385*; 2- 
dr., $355; Main (6) 4-dr., $250. 

’51 Deluxe (8) 2-dr., $205. 

LINCOLN — '56 Premiere 4-dr., $1,485* 
(ps). 

MERCURY—’56 Monterey 4-dr., $1,175. 

’54 Custom 4-dr., $610. 

’53 Montclair 2-dr, hardtop, $485*, $485* 
(ps); Monterey 4-dr., $310*. 

OLDSMOBILE — '59 (88) 4-dr. Holiday, 
$2,520*. 

’57 (98) 2-dr. Holiday, $1,750* (ps). 

56 (98) 4-dr. Holiday, $1,325; (88) 2- 
dr, Holiday, $1,120". 

’55 (88) Super 2-dr. Holiday, $1,195* 
(ps); (88) 4-dr. Holiday, $1,110* (ps). 

’54 (98) 2-dr. Holiday, $970* (ps); (88) 
Super 4-dr., $795; (88) 4-dr., $690. 

53 (88) 4-dr., $400, $300; (88) Super 
4-dr., $350. 

PLYMOUTH—’' 57 Belvedere (8) 4-dr. hard- 
top, A nn 350* (ps); Savoy (8) 4-dr., 
$1,12 

"56 aeten (8) 4-dr., $1,045*. 

"54 Savoy (6) 2-dr., $500; Plaza (6) 
2-dr., $380. 

’51 Suburban 2-dr., $235. 

$1,600; 


PONTIAC—’57 Star Chief 4-dr., 
2-dr, Catalina, $1,525*. 
’56 Chieftain 2-dr., $895. 
’55 Chieftain 2-dr. Catalina, $1,000. 
’52 Chieftain 2-dr,. Catalina, $195*. 
RAMBLER — '53 Custom 2-dr, hardtop, 
$455. 
’52 station wagon 2-dr., $310. 
STUDEBAKER—’57 Commander (8) 4-dr., 
$1,050". 
’53 Champion (6) 2-dr, hardtop, $285* 
MISCELLANEOUS — '59 Chevrolet %-ton 
pickup, $1,600. 
*53 Chevrolet panel, $325. 
’52 Dodge %-ton panel, $200. 
’51 Dodge %-ton pickup, $265. 
’50 Ford panet, $125. 


MINNEAPOLIS 


Downtown Auto Auction, Sale every Fri- 


day. Prices are for sale of Aug, 7. Mar-|° 


ket steady. Sold 68 cars from 125 con- 


signments. 

BUICK—'57 Super = Riviera, $1,475* 
(ps); 4-dr., $1,2 

"56 Special conv., rh 105*. 
’54 Super 4-dr., $375*. 
'52 Special 2-dr., $105°*. 
CADILLAC—’'58 (62) Sedan de Ville, $3,- 
445* (ps). 
’57 (62) 2-dr., $2,330* (ps), $2,200* 

(ps); Sedan de Ville, §$2,210* (ps). 
’56 (60) Special 4-dr., $1,800* (ps). 
54 (60) Special 4-dr., $1,110* (ps). 
"52 (62) 4-dr., $325*. 

CHEVROLET—’'58 Nomad (8) 2-dr., $2,- 
010* (ps), $1,940* (ps); Brookwood 
(8) 4-dr., $1,750*, $1,690*; Biscayne 
(8) 4-dr., $1,540*, $1,510*, $1,430; 
Delray (6) 2-dr., $1,500, $1,380. 

"57 Two-ten (8) 2-dr., $1,275*, $1,255*. 

‘55 Two-ten (6) 4-dr., $735*. 

’54 Two-ten 4-dr., $475*, $445*, $385. 

’53 Two-ten 4-dr., $355; Bel Air 2-dr., 
$325*. 

FORD—’58 Fairlane 500 (8) conv., $1,- 
890*; Country Sedan (8) 4-dr., $1,- 
750°; Custom (8) 4-dr., $1,425*. 

'57 Fairlane 500 (8) 2-dr., $1,180*; ‘Cus- 
tom 300 (8) 2-dr., $905*. 
’56 Custom 300 (6) 2- -dr., $795°*, $730". 
’55 Custom 300 (8) 4-dr., $695*, §575*, 
$565; Custom 300 (6) 2-dr., $350; 
Fairlane (8) 2-dr., $615*. 
"54 Custom (8) 4-dr., $465*; 2-dr., 
05*. 
hs Main (8) 4-dr., $245; Main (6) 2-dr., 
225. 

MERCURY—’57 Montclair 4-dr., $1,340* 
ps). 

’55 Montclair 2-dr, hardtop, $950*. 
’54 Custom 2-dr., $490*. 


’53 Monterey 4- dr. » $310. 
OLDSMOBILE—’57 (88) Super 4-dr. Holi- 
day, $1,365* (ps). 


56 (88) Super 4-dr. Holiday, $1,010* 
(ps); 2-dr, Holiday, $960*. 
"54 (88) Super 4-dr., $765* (ps). 


'53 (98) 2-dr. Holiday, $790*. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,400*. 

"57 Savoy (8) 4-dr., $970. 

’56 Belvedere (8) 4-dr., $900*. 

’54 Savoy 2-dr., $310. 

*53 Cranbrook 4-dr., §235. 

PONTIAC—’58 Star Chief 4-dr. Catalina, 
$2,045* (ps). 

’56 Star Chief 4-dr., $965* Chief- 
tain 4-dr. Catalina, 4-dr., 
$895*, $875*. 

’55 Chieftain 4-dr., $735*; 

53 Chieftain 4-dr., $210*. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 4. Weather 
hot. Market strong on all sharp cars. Sold 
399 cars from 603 consignments 
BUICK—’58 Special conv., $2, 060° (ps); 

2-dr., $1,660* (ps). 

’57 RM 2-dr. Riviera, $1,575* (ps), $1,- 
515* (ps); Super conv., $1,535* (ps); 
Special conv., $1,480* (ps), $1,245* 
(ps); Century 4-dr., $1,425* (ps), $1,- 
200* (ps), $1,140*; 2-dr, Riviera, $1,- 
«250°. 


’56 Super 4-dr., $1,015* (ps); 2-dr. Ri- 
viera, $945* (ps); Special Estate Wag- 
on, $980* (ps); 4-dr. Riviera, $950*, 
$870* (ps); 2-dr., $790*; RM conv., 
$925* (ps); 4-dr., $810* (ps). 

’55 Century 4-dr. Riviera, $920* (ps), 
$805* (ps); Estate Wagon, $765* (ps); 
Super 4-dr., $715* (ps); Special Es- 
tate Wagon, $695* (ps); 2-dr., $600* 
(ps). 

754 Century 4-dr., (ps); Special 
conv., $535*. 

CADILLAC—’59 (62) Sedan de Ville, $4,- 
610* (ps); 2-dr., $4,350* (ps). 

"58 (62) Sedan de Ville, $3,310* 
4-dr., $3,300* (ps), $3,175* (ps). 

"57 (62) Sedan de Ville, 
4-dr., $2,525* (ps), $2,450* (ps). 

’56 (62) Coupe de Ville, $2,125* 
4-dr., $1,800* (ps); 2-dr., 
(ps); conv., $1,450*° (ps); (60) " Spe- 
cial 4-dr., $1,860* (ps), $1,620* (ps). 

(62) 2-dr, hardtop, $1,400* (ps); 
, $1,280* (ps); (60) Special 4-dr.; 
$1, 275% (ps). 

’54 (62) 2-dr., $1,240* (ps); 4-dr., $825* 
(ps). 

CHEVROLET—’59 Nomad (8) 4-dr., $2,- 
500*; Impala (8) 4-dr. hardtop, $2,- 
470* (ps); conv., $2,380* (ps); Bel 


(Ps); 
$960°; 


2-dr., $510*. 


$725* 


(ps); 





Air (8) 2-dr., $1,875*, $1,815. 
’58 Corvette (8) conv., $2,750; Impala 
(8) 2-dr, hardtop, $2,055* (ps); cor 


$2,000* (ps); Bel Air (8) 4-dr, ha d- 
top, $2,010* (ps), $1,770* (ps), £1,- 
700* (ps), $1,665* (ps), $1.600)*: 
conv., $1,575*; Brookwood (8) 4-((r., 
$1,875*, $1,730* (ps); Biscayne 8) 
4-dr., $1,705*, $1,650*, $1,615*, i,- 
605, $1,500*, $1,460*, $1,455; te 
$1,410*; Biscayne (6) 2-dr., $1,4 
$1,445; 4-dr., $1,300, $1,250. 

’57 Bel Air (8) conv., $1,565, $1,515*; 
4-dr., $1,560*, $1,355*, $1,300*, $1,- 
235*, $1,170; 4-dr, hardtop, $1,425", 
$1,220; Bel Air (6) conv., $1,475* 
(ps); 4-dr., $1,265*; Two-ten (8) 2- 
dr., $1,160. 

56 Bel Air (8) 4-dr., $1,180%, $1,040*, 
$1,000*, $945*, $915*, $880*; 4-dr. 
hardtop, $1,175* (ps), $1,150*; Two- 
ten (8) 4-dr., $900, $725*; 2-dr., $720 
Two-ten (6) 2-dr., $900; 4-dr., $8S0* 
One-fifty (8) 2-dr., $750. 

’55 Bel Air (8) 2-dr., $1,005*, $910*; 
4-dr., $935, $750*; Bel Air (6) 2-dr., 
$860*; Two-ten (6) 2-dr., $785*; One- 
fifty (8) station wagon, $625. 

54 Bel Air hardtop, $635*; conv., 
$480°. 

DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
600* (ps). 

‘57 Firedome conv., $1,135* (ps). 

’56 Firedome 4-dr., $700*. 

‘55 Firedome 2-dr. hardtop, $755* (ps); 
4-dr., $645°. 

DODGE—’56 Royal (8) Sierra, $950*; 4- 
dr., $870*; Coronet (8) conv., $625*; 
4-dr, hardtop, $570*. 

55 Royal (8) Sierra, $795*; 2-dr, hard- 
top, $755*; Coronet (8) 4-dr., $550*. 

FORD—’59 Thunderbird (8), $3,710* (ps); 
Galaxie (8) conv., $2,525* (ps); Cus- 
tom 300 (8) 2-dr., $1,700*. 

*58 Thunderbird (8), $3,015* (ps); Coun- 
try Squire (8) 4-dr., $1,965* (ps); 
Fairlane 500 (8) 4-dr., $1,815*, $1,- 
395; 4-dr, Victoria, $1,655*, $1,535* 
(ps). 

’57 Fairlane 500 (8) skyliner, $1,700* 
(ps); conv., $1,600*%, $1,585* (ps), $1,- 
500*, $1,490*, $1,355; 4-dr. Victoria, 
$1,400* (ps); 2-dr. Victoria, $1,260*; 
4-dr., $1,195*; Country Sedan (8) 4- 
dr., $1,410*; Custom 300 (8) 4-dr., 
$1,395* (ps), 2 at $1,075*, $1,020*; 
2-dr., $960; Ranch Wagon (8) 2-dr., 
$1,245. 

’66 Country Sedan (8) 4-dr., $990*, 
$940*; Fairlane (8) conv., $980*, 
$750*; «4dr. Victoria, $890*; 4-dr., 


$850*! Q-dr., $830; Fairlane (6) 2-dr. 
Victoria, $700* (ps); Custom (8) 2-dr. 
Victoria, $890*; 4-dr., $850°*; 2-dr., 
$830; Fairlane (6) 2-dr. Victoria, 
$700* (ps); Custom (8) 2-dr. Victoria, 
$800*; 2-dr., 

’55 Thunderbird 
(8) 4-dr., $795*, 
$750°*; 2-dr. , $645, 
Ranch Wagon (8) 2-dr., $790*, 
Ranch Wagon (6) 2-dr., $535; Country 
Sedan (8) 4-dr., $730*, $700 (ps); 
Custom (8) 4-dr., $565. 


LINCOLN—’58 Continental Mark III 2-dr., 
$3,330* (ps). 

’57 Premiere 4-dr. hardtop, $2,150* (ps); 
4-dr., $1,830* (ps). 

’56 Premiere 2-dr. hardtop, $1,550* (ps). 
$1,300* (ps); 4-dr., $1,520* (ps); 
conv., $1,210* (ps). 

’54 Capri 2-dr. hardtop, $925* (ps). 


MERCURY—’58 Commuter 4-dr., $1,960* 


(ps); Monterey 4-dr, hardtop, $1,890* 
(ps); conv., $1,840* (ps). 

’57 Voyager 4-dr., $1,615* (ps); Mon- 
terey conv., $1,545*; Monterey conv., 
$1,500*, $1,260* (ps); 4-dr. hardtop, 
$1,255*; 4-dr., $1,125* (ps). 

’56 Montclair 4-dr. hardtop, $925* (ps), 
$850* (ps), $800* (ps). 

'55 Montclair 2-dr. hardtop, $880*, 


$700*; 
$750*. 

OLDSMOBILE—’59 (88) Super 4-dr., 
175* (ps). 

’57 (88) Fiesta 4-dr., $1,750* (ps); 4-dr. 
Holiday, $1,565* (ps), $1,515* (ps), 
$1,500* (ps); (98) 2-dr. Holiday, $1,- 
625* (ps), $1,590*. 

’56 (98) conv., $1,250* (ps); (88) Super 
conv., $1,210* (ps); (88) 4-dr. Holi- 
day, $1, 085*, $1,050* (ps), $940* (ps); 
4-dr., $980*. 

Super 4-dr. Holiday, $880*, 

$875* (ps), $830* (ps); 4-dr., $775*; 

(88) 4-dr. Holiday, $705*, $650* (ps); 
4-dr., $650* (ps 

"54 (88) 4-dr., $570* (ps). 

see Gogeah 58 Belvedere (8) 4-dr., $1,- 


‘57 Belvedere (8) 4-dr., $1,130* 
(Continued on Page 68, Col. 1) 


Monterey station wagon 4-dr., 


$2,- 


(ps), 








Courtesy Claims Record— 


Courtesy Chevrolet, los Angeles, claims 
to have set a record in delivery of trucks 
for one week during June. The dealer- 
ship's sales force delivered 252 trucks 
during the last week of the month, Chuck 
McClure, center, general manager, con- 
gratulates his two leading . truck salesmen, 
Al Siler, left, and Herman Walker, who 
delivered 103 trucks during that week. 
Siler and Walker -worked as a team ‘and 
their paycheck for the week, which they 
split, was $4,800. 
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$1,040*; 4-dr. 
$1,105* (ps); Savoy (6) 4-dr., 
56 Suburban (8) 4-dr., $695*; 
(8) 4-dr., $550. 
55 Suburban (6) 2-dr., $525*. 
PONTIAC — 59 Bonneville 4-dr. 
$3,040* (ps). 
’58 Bonneville conv., 
’57 Star Chief 4-dr. 
Chieftain 4-dr, 
; Super 4-dr., $1,200*, 
’56 Star Chief conv., $1,235*; 
alina, $965* (ps); Chieftain 
755*. 
"55 Star Chief conv., $855* 
’54 Star Chief Catalina, $405*. 
RAMBLER—’59 Super (8) 4-dr., 
American (6) station wagon, '$1,525. 
’57 Super (8) 4-dr., $1,000 
STUDEBAKER—’'59 Lark (6) 2-dr., 
600, $1,465. 


$1,115* (ps), 
$925. 


$2,255* (ps). 
Catalina, 

Catalina, 

$1,130*. 


FLINT 


day. Prices are for sale of Aug, 5. 


hardtop, 


Plaza 
hardtop, 
$1,630* 


$1,- 


4-dr. Cat- 
2-dr., 


$1,910; 
$1,- 


’57 Silver Hawk (8) 2-dr., $1,070* (ps). 


Flint Auto Auction. Sale every Wednes- 
Sold 182 





Used Imported 


Cars 











Albany 


Goliath—’58 2-dr., $805. 
Lioyd—’58 sunroof 2-dr., $525. 
Vauxhall—’58 4-dr. super, $885. 


Armonk, N. Y. 
Renault—’59 4-dr., $1,010. 
Simea—'58 Aronde 2-dr. hardtop, 
Volkswagen—’ 57 2-dr., $1,000. 

'55 2-dr., $645. 
Chicago 
Goggomobil—’58 2-dr., 


$565. 
Triumph—'58 TR-3 roadster, 
Volkswagen—'58 Karmann-Ghia, 


Dallas 


en—’'59, $1, 1 
1,380; 2-dr., $1,3 


$1,555. 
$1,530. 


Volks 
58, 


$1,300. 


Detroit 
Triumph—’59 station wagon 4-dr., $1,190. 
Volkswagen—’58 4-dr., $1,350. 
'57 2-dr., $1,150, $1,025. 
Dyer, Ind. 
Lloyd—’ 57 2-dr., $435. 
., Metropolitan—’53, $220. 
Fargo, N. D. 
Vauxhall—’58, $995. 
Flint 
Jaguar—’54 conv., $680. 
Metropolitan—’58 2-dr., $1,165. 
"56 conv., $660. 
Opel—’58 2-dr., $1,150. 
Volkswagen—'57 sunroof 2-dr., 
’56 conv., $1,025. 
Kansas City, Mo. 
Austin-Healey—’59 Sprite roadster, $1,550. 


Los Angeles 
Ford (English)—’57 Zephyr 4-dr., $935. 
Triumph—’59 TR-3 ew 9 $2,200. 
Volkswagen—’'58 2-dr., $1, 


$850. 
Volvo—’'58 2-dr., 


$1,080. 


etclen Pa. 


Fiat—’59 4-dr., $1,330. 

oer, soe yore station wagon, $720. 

"5 $80 
Deusee ss 2-dr., $2,450; (150) 2-dr., $2,- 

400. 

’56 conv., $1,420. 

'54 4-dr., $640. 
Mercedes—’58 conv., $3,700, 

’51 4-dr., $400. 

MG—’58 roadster, $1,640. 
Renault—’'59 Dauphine, $1,270. 

’58 4-dr., $950; Dauphine, $850. 
Simea—’59 2-dr. hardtop, $2,135. 
Volkswagen—'59, $1,525. 

’58 conv., $1,340; $1,225; sunroof, $1,- 


150 
"57, $1,155; 2-dr., $1,095. 

P °56 2-dr., $835 

Mason City, Ia. 
‘Yolkswagen—’59 Microbus, $1,705. 
Portland, Ore. 


Austin-Healey—’58 (100) roadster, $2,025. 
Hillman—’56 Husky station wagon 2-dr., 


$3,250, 


$450. 
Renault—’ 59 4-dr., $995. 
’58 Dauphine, $1,120. 
Simea—’58 4-dr., $905. 
Volvo—’ 57, $1,080. 


Salt Lake City 


Jaguar—’58. sport sedan, $2,500*. 
Renault—’59, $1,220 


Syracuse 


MG—'58 MGA conv., $1,680. 
Volkswagen—'58 2-dr., $1,350. 


Warehouse Point, Conn. 


Volkswagen—’58 Karmann-Ghia 2-dr. 
hardtop, $1,700. 
’57 2-dr., $1,050. 


West Palm Beach, Fla. 


Austin-Healey—’58 roadster, $2,170. 
Ford (English)—’'58 Anglia 2-dr., $775. 
Hiliman—'54 Mark VII conv., $400, 

-- 02 Mark V conv., $250, 

Lloyd—’57 2-dr., $270. 

MG—'58 conv., $1, 710. ° 
Morris—’56 conv., $360. 

‘Opel—’ 54 4-dr., $250. 


Renault—’ 59 Dauphine 4-dr., $1,235. 
Triumph—’59 4-dr., 


$950. 





$1,025. 


"57, $1,150; sunview a dr. , $1,075; 2-dr., 


’56 2-dr., $1,150, $1, ceo. “2 at $1,050, 
$1,000, $970. 
'52 2-dr., $350. 
Volvo—’58 2-dr., te 370. 
’57 2-dr., $1,025 


(Continued from Page 68) 


cars from 246 consignments, 


BUICK—’59 LeSabre 4-dr., $2,625* (ps), 


$2,490*; Special 2-dr, Riviera, $2,410*. 

’57 Special 2-dr, Riviera, $1,450* (ps), 
$1,390*, $1,365* (ps); conv., $1,350* 
(ps). 

’56 RM 4-dr., $1,185* (ps); * ree 2-dr., 
$880*; 2-dr. Riviera, $810 

’55 Century 4-dr, Riviera, $870*, $820* 
(ps), $675*; 2-dr, Riviera, $815*, 
$815* (ps), $715*; Special 4-dr., $700*; 
4-dr. Riviera, $580*; 2-dr., $635", 
$525*; conv., $420*; Super 2-dr. Riv- 
iera, $685* (ps); 4-dr., $680* (ps). 

’54 Super 2-dr. Riviera, $350*; Century 
2-dr. Riviera, $350*; Special 4-dr., 
$350*; 2-dr., $280, 

CADILLAC—’59 de Ville 2-dr. hardtop, 
$4,445* (ps). 

’56S (62) 2-dr. hardtop, $3,170* (ps). 

’56 Eldorado conv., $1,950* (ps); (62) 
2-dr. hardtop, $1,835* (ps). 

"55 (62) 4-dr., $1,330* (ps). 

"54 (62) 4-dr., $830* (ps). 

"53 (62) 4-dr., $450*, 

"52 (62) 4-dr., $225*. 

CHEVROLET—’59 Impala (8) conv., $2,- 
600*; Bel Air (6) 2-dr., $1,755. 

"568 Bel Air (8) 4-dr., $1,750*, $1,715* 
(ps); 2-dr., $1,705*; 2-dr. hardtop, 
$1,685*; Biscayne (8) 4-dr., $1,615* 
$1,585*, $1,575*; 2-dr., $1,455; Bis- 


cayne (6) 2- dr., ’ 
dr. hardtop, $1, 375; Two-ten (8) 2-dr., 
$1,260. 

’'S7T Two-ten (8) station wagon, $1,555*; 
4-dr., $1,130*; Bel Air (8) conv., $1,- 
400*; 4-dr., $1,375*, $1,350*, $1,265*; 
= dr., $1,310*; One-fifty (6) 2-dr., $1,- 

030. 


’56 Two-ten (8) station wagon, $1,000*, 
$950*; 4-dr., $885*, $565; 2-dr., $720; 
2-dr. hardtop, $655*; Bel Air (6) 4-dr., 


$850* 

55 Two-ten 2-dr., $765, $650*. 

$450*; 4-dr., $430*, $415*; Bel 
$725", $580; 2- 


Air (8) 4-dr., 
$365; Bel Air 


(6) 
$455°*, 
$755*, 
r., $750* (ps), $625*. 
"54 Two-ten 4-dr., $370*, 
2-dr., $305*. 
53 Two-ten 2-dr., $305; 2-dr,. hardtop, 
$225; 4-dr., $210, $180*. 
CHRYSLER—’55 NY 4-dr., $635* 
54 NY Deluxe 4-dr., $430* 
mes 55 Firedome 4-dr., 


DODGE_’55 Coronet (8) 2-dr., in 

EDSEL—’58 Pacer 4-dr., $1,115* 

ee 59 Fairlane (8) 2- ar., $2,290*° 
ps), $2,135*. 

+58 Frairlane (8) 2-dr., $1,500; 4-dr., $1,- 
415*; Custom 300 4-dr. $1,275. 

'57 Fairlane (8) conv., $1,400°; Fairlane 
500 (8) 2-dr., $1,355* (ps), $1,340°*; 
2-dr., $1,180*; Country Sedan (8) 4- 
dr., $1,315* (ps); Custom 300 (8) 4- 
dr., $1,000, $685; Custom (6) 4-dr., 
$885. 

°56 Country Sedan (8) 4-dr., $995, $860; 
Fairlane (8) conv., $835* (ps); 2-dr., 
$770*. 

’55 Fairlane (8) 4-dr., $695*; Country 
Sedan (6) 4-dr., $690; Custom (6) 4- 
r., $605; Custom (8) 2-dr., $390. 

°54 Custom (8) 2-dr., $210*, $185°. 

53 Ranch Wagon (6) 4-dr., $225. 

’52 Custom (8) 2-dr, Victoria, $200. 


(ps). 


(ps). 
$685*, $630* 


Se 57 Imperial 4-dr., $1,875* 
(ps 
LINCOLN—'S7 Premiere 4-dr., $1,875* 
(ps). 
"52 Capri 4-dr., $115*. 
MERCURY—’55 Monterey 4-dr., $575*, 


$450*. 
'54 Monterey 4-dr., $325". 
’53 Custom 2-dr. hardtop, $310. 
NASH—’'55 Statesman station wagon, 
$545*; Ambassador 4-dr., $420, 
’51 station wagon, $100 


OLDSMOBILE—’59 (98) 2-dr. Holiday, 
$2,720* (ps). 

’57 (88) station wagon, $1,600* (ps); 4- 
dr., $1,230*; (88) Super 2-dr., $1,520*° 
(ps); (98) 4-dr., $1,555* (ps). 

56 (98) 4-dr. Holiday, $1,250* (ps); 
(88) 2-dr., Holiday, $1,060*. 

‘55 (88) 2-dr. Holiday, $800* (ps); 2- 
dr., $500*; (88) Super 4-dr., $735* 
(ps); (98) 2-dr., $785* (ps). 

PACKARD—’58 Hawk 2-dr. hardtop, $1,- 
750* (ps). 

’55 (400) 2-dr., $730* (ps); Clipper 4- 
dr., $325*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,225*; 
Savoy (6) 2-dr., $835; 4- dr., $735; 
Belvedere (6) 4-dr., $1,200*; 2-dr. 
hardtop, $1,105*; Plaza (6) 4-dr., 
$710. 


$550; 2-dr., $540. 
$440; 2-dr. hardtop, 
$310. 


"56 Plaza (8) 4-dr., 
"55 Savoy (6) 4-dr., 
$385; Plaza (6) 4-dr., 


PONTIAC—’57 Chieftain 4-dr., $1,245°. 
’56 Chieftain 4-dr., $830*; 2-ar., $700*. 
’55 Star Chief 2-dr., $715*; 2- dr. Cata- 

lina, $710*, 
’54 Star Chief 4-dr., $355* (ps). 
’53 Chieftain 4-dr., $120*. 
RAMBLER—’58 Super (8) 4-dr., $1,365, 
$1,350". 
’56 Custom (6) 4-dr., $875, $605, 


STUDEBAKER—'57 Scotsman (6) station 
wagon, $765. 
55 Commander (8) 2-dr., $370*. 
MISCELLANEOUS—'59 Ford %-Ton pick- 
up, $1,410. 
’58 Ford %-Ton pickup, $1,010, 
’53 Ford %-Ton pickup, $345. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 

day. Prices are for sale of Aug. 6. Clean 

cars still pulling top dollar. Rough cars 

moving at a price, Sold 114 cars from 

146 consignments. 

BUICK—’'57 Special 2-dr. Riviera, $1,475*; 
230 


4-dr., $1,350*; 2-dr., $1, 
"56 Special 2- ar. Riviera, $910°, $905*. 
’55 Super 2-dr. Riviera, $935*; RM 4- 
dr., $730*; Century 2-dr. Riviera, 
$725". 


’53 Super 2-dr. Riviera, $280*. 
CADILLAC—'58 (62) 2-dr., $3,250*. 


’57 (62) Coupe de ville, $2,725°. 

’56 (62) 4-dr., $1,780 

’54 (62) conv., $1, 120°; (60) Special 4- 
dr., $900*. 


’52 (60) Special 4-dr., $100*. 
‘51 2-dr. hardtop, $180*. 








CHEVROLET—’'59 Kingswood (8) 4-dr., 
$2,450*, $2,185. 

"58 Impala (8) conv., $1,930*%; 2-dr. 
hardtop, $1,860*%; Impala (6) conv., 
$1,660*; Bel Air (8) 4-dr. hardtop, 
$1,680*; 4-dr., $1,500*; Biscayne (6) 
4-dr., $1,475*, $1,460, $1, 420*, $1,415°, 
$1,405*, $1,400*, $1,340, 2 at $1,300; 
2-dr., $1,400*%, $1,350*, $1,300. 

















'57 Bel Air (8) conv., $1,400*; Two-ten hardtop, $130*. $2,150*. 
(6) station wagon “4- dr., $1, 400*; 2-| DODGE—’57 Coronet (8) 2-dr. hardtop, ’56 Capri 4-dr., $1,110. 
dr., $940; One-fifty (8) 4-dr., $870. $1,225". MERCURY—’55 Monterey 4-dr., $770*. 
"56 Bel Air (8) 4-dr., $1, 075*; 2-dr ’56 Custom Royal (8) 4-dr., $975*; Cor- *54 Custom 2-dr., $350. 
hardtop, $1,050*; Two-ten (6) station onet (8) 2-dr, hardtop, $850*. *52 Custom 2-dr., $205. 
wagon 2-dr., $770; station wagon 4- ‘54 Royal (8) 4-dr. $500*; Coronet (6) | OLDSMOBILE—’56 (88) Super 4-dr. Holi- 
dr., $760; 2-dr., $660. station wagon, $260*; 2-dr., $210*. day, $1,200*; conv., $810*. 
’55 Bel Air (6) 2-dr, hardtop, $890*, | EDSEL—’'58 Pacer 4-dr. hardtop, $1,400*; ’54 (88) 4-dr., $565*. 
$790*; Two-ten (6) station wagon 4- Ranger 4-dr., $1,220*. "54 (98) 4-dr., $550*. 
dr., FORD—’58 Fairlane 500 (8) conv., $1,-| PLYMOUTH—’58 Savoy (6) 4-dr., §$1,- 
*53 One- -fifty station wagon, $445*. 755*; 4-dr. Victoria, $1,630*; 2-dr., 295, $1,250. 
’52 Deluxe Bel Air, $255*. $1,580*; Fairlane (6) 2-dr., $875. ’57 Savoy (6) 4-dr., $1,100*; Plaza (6) 
CHRYSLER—’57 Windsor 4-dr. hardtop, ’57 Ranch Wagon (8) 2-dr., $1,025; 4-dr., $900. 
$1,600", Fairlane (8) 4-dr., $925*. ’55 Belvedere (8) 4-dr., $655*, $650*, 
be NY 4-dr. hardtop, $1,270*; Windsor ‘56 Custom (8) 4-dr., $560. $475*; Plaza (6) Suburban 2-dr., 
4-dr., $1,100 ’55 Fairlane (8) 2-dr. Victoria, 2 at $485, $415*. 
"55S Windsor 2- ar. hardtop, $920*, $790*. $870*, $830*, $550*; Country Squire ’51 Deluxe conv., $150. 
’53 Windsor 2-dr. hardtop, $150*. (8) 4-dr., $600*. PONTIAC— 59 Catalina 2-dr., $2,210. 
DeSOTO—'57 Firesweep 4-dr., $1,285*. HUDSON—’53 Hornet (6) 4-dr., $100*. ’56 Chieftain Safari, $850*. 
'54 Firedome 4-dr., $290*. IMPERIAL—’57 Crown 4-dr., $2,020*. ’55 Chieftain 4-dr., $730*. 
‘53 Firedome 2-dr., $160*, $120*; 2-dr. | LINCOLN—’57 Premiere 4-dr. hardtop, (Continued on Page 70, Col, 3) 
ADVERTISEMENT 





Turn your ordinary lot into an attractive outdoor sho 
with Childers Thinline Ca 
Luxurious, architect-desi 





for only pennies per 
like these at Donaldson Motor oan Bryan, Ohio. 
Childers Continental Carports also available. 


car per day 


FREE: Call Any 2 Dealer Friends Listed Below 
And Bob Childers Will Pay The Telephone Bill! 


Just ask these dealers how, like magic, Childers Carports 
have earned big extra profits for them — and will for you, too! 


At absolutely no cost or obligation to 2. Are your Childers Carports paying over -_ bring higher prices for 


rom rr. two of the dealers 
let them tell you about 
Childers © Carports in their own — 3. Do Childers Carports keep your cars 
Ask comfortably cool all summer? Keep 
snow-free all winter? 
4. Do Childers Carports attract more 
prospects to your lot, increase turn- 


them anything you like, 


1. How much have Childers Carports 
increased your sales and profits? 


for themselves in savings on clean-up 
and lighting costs? 


° them clean and 


will send 
plus complete information on how 
easily you can own Carports. 


your cars? 
sopaies tor on depen, tien 
opera ‘or en out 
and mail coupon below. Bob Childers 


ou his check for the calls 


Childers 


Look at all your dealer friends who have increased their sales with Childers Carports: 


ALABAMA 
Albertville: Clinton Smith Mtrs. 
City: Dixie Mtrs. 
man: Culpepper 

ls 1 eens Auto P 

Demopolis: Skinner s. 

Enterprise: Persse Mtrs. 

Eutaw: peony Chevrolet 
rbrough Service 


ont Penn West Buick 
rand Bartlett Auto Sales 
Montg! 





: C. E. Pitts Mtr. 
Fairview Buick 
Russelivilie: Grissom Mtr. 


Tinsley Mtr. 
Winfield: Pate Chevrolet 
ARIZONA 
Safford: Gila Motors 


ARKANSAS 

mgm peital  ~ ay Cad. 
lips 

Smith: Maednes Mtr. Sales 

s: Meredith Mtr. 


rwin Mtr 
Russellville: Rye GiMC-Pont. 
Siloam Springs: Cari Chev. -Olds. 
Feenster Chev.-Olds. 
Walnut Ridge: Tolson Mtr. 


CALIFORNIA 
Merced: McCauley Edsel Sales 
DELAWARE 
Dover: C. F. Schwartz Mtr. 
FLORIDA 

Deland: Inland Buick Co. 

Fort Pierce: Perri Oldsmobile 


Green Cove Sprgs.: Roberts Chev. 
Jacksonville: Reynolds Auto 

Lake Werth: McCoy Mtrs. 

New Smyrna Beach: Watkins Ford 
Orlando: Reeves Kenworth 
Pensacola: Green Mtr. 

Quincy: Fryer Smith Mtr. 


GEORGIA 

Calhoun: Davis Bros. Mtr. 
Cedartown: Pickett Chev. 
Cornelia: Stovall Tractor 
Covington: Ginn Mtr. 
dison: Duke Mtrs. 
Rome: Rome Linc.-Merc. 
Union Point: Morgan Mtr. 
Vidalia: Russell Mtrs. 
West Point: Valley Chev. 


ILLINOIS 

Beecher: R. L. Reising Sales 
Chenoa: Tinges Sales & Service 
Dixon: C. Marshall's DeSoto-Ply. 
Dundee: Doane Chev. 

Robinson: Dog & Sods 

Rock Island: Buck Buick 


INDIANA 

Akron: Madeford Mtr. 
Bloomington: Barnard Mtrs. 
Bourbon: Berkeypile Chev. 
Fort Wayne: Bob Berry Ford 


Rensselaer: Clark Mtr. sales 
Felder Chev. 
Hoover Mtrs. 
Ken Ford’s Auto 
Silver Lake: Kerlin Mtr. 
Wabash: Geyer Mtr. Sales 
Gus Dorais Chev. 





* Monticelie: Kollol Auto 


es 
Kook 


Vincent J. Neu 
: Tigue Mtrs. 


: Toner Mtr. 
City: Sampson Mtrs. 
Sharon Springs: Heyl Mtr. 


KENTUCKY 
pag Troy . pans Buick 
Berea: r For 
eee a 
{ : Bev ry a 
Liberty Griffin e esley “Mt 

3 n-Wesie rs. 
London: Reynolds F 
Madisonvilie: ( -La Mtr. 
Manchester: Manchester Sales. 
Paintsville: Brown Auto Sales 
Scottsville: ya Dye & Read 
Vanceburg: J. F. ertram Co. 


LOUISIANA 

Amite: Hood Mtr. Co. 

Fi : Weber Ford 
Jonesy le: Babin Mtrs. 

I : Lafayette Mtr. 
Mer @: Windsor-Parker 
Monroe: McCain-Roberts 
Oakdale: Scott Cain Mtr. 








Thibodaux: Autohome Buick 


MARYLAND 
Cumberland: Guriey’s, Inc. 


MICHIGAN 
Belding: Breimeyer Chev. 
Clare: Bruckart Mtr. Sales 
Tim Cotter Mtr. Sales 

Clarkston: Clarkston Mtr. 
Grand Rapids: Bravata Marine 

Otterbein’s 
Linden: Close Chev. Sales 
Sparta: Johnson Bros. 

Sparta Mtrs. 


MISSISSIPPI 

Cleveland: Wilson Mtr. 

Indianola: Delta Mtr. Service 

McComb: Lewis-Day Mtrs. 
Robinson's 

Moss Point: Grafe Auto 

Port Gibson: Alien Mtr. 

Senatobia: Brown & Gulledge 

Taylorsville: Hankins Chev. 

Tupelo: Thompson Mtrs. 


MISSOURI 
Aurora: Charles White Mtr. 
Camdenton: Laughlin Mtr. 
Phillips Mtr. 
Carthage: Howard PBuick 
Clinton: Ray Crouch Mtrs. 
yd 3 
Columbia: Nath 
DeSote: Meyers ry Datillo Mtr. 
Elden: Tompkins Chev 
Houston: pesgpese Buick: Pont. 
n 
Jefferson at ag ot Mo. Mtrs. 
Kansas Ci s Sports 
Memphis: ad imp. 
Moberly: Henry A. Taylor 
Sanders . Sal 
Wheaton: Wheaton Tractor 
NEW MEXICO 
Albuquerque: A. Ray Barker Mtr. 
Motorsport Corp. 
Deming: Kenedy Mtr. 
Farmington: Basin Mtr. 
Fort Sumner: Withers Mtr. 
Las Cruces: Mesilia Mtr. 
Stephen Auto Exch. 
Portales: Deans Auto Service 





Santa Fe: Santa Fe Mt 
Taos: Bill Miller Chev.” 


NEW YORK 


Oneida: Van Vieet Mtrs. 
Watertown: Kamp’s Garage 


Murtreesbore: Fishe 
New Bern: F & L Used Cars 


onlo 

Bryan: Donaldson Mtr. Sales 
: Parker Chev. 

Waverly: Clarence Vallery 


OKLAHOMA 

Chickasha: Randolph's Auto Sales 

Fairview: Corneisen - in Mtr. 

Guthrie: Scrutchfield Mtr. 

Woodward: Ferguson Mtr. 
Stricker Mtrs. 


OREGON 

Grants Pass: Kelt Chev. 
Medferd: Lea Motors 
PENNSYLVANIA 


Beaver Springs: Kline Mtrs. 
Johnstown: Cambria Mtrs. 
New Castile: Morrison Buick 


SOUTH CAROLINA 
Greenville: Greenville Auto 


SOUTH DAKOTA 
Mitchell: Rozum Mtr. 


TENNESSEE 
Dayton: Arnold Mtr. 

Arnold Tractor 

Gurley Mtr. 
Dunlap: Wagner Mtr. & a. 
Fayetteville: Roy Warren Buick 
——— Harrison Mtr. 
Madison: Jones Pontiac 
McKenzie: Vaughn's Auto Sales 
Waverly: Eveready Mtr. 


TEXAS 


Amherst: Crow Chev. 
Angleton: Martin Mtrs. 


Aransas Pass: Justin Snyder 
Beeville: Hunt Auto 
Bowie: Bob White a. 
Bowie 
Burnet: Fry Mtrs 
Burten: 2uehike. Chev. 
Clarksville: wy 's Pont-Cad 
Clifton: Stewart | Mtr. 
Corsicana: Norris-Hamiiton 
Dallas: Earl Hayes Chev. 
El Campe: Wilson Mtr. 
Galveston: Kyle Giles Mi le Mtrs. 
3 e espie 
Houston: peewee —. 
rs. 
Huntsvilter a Morrie Mtrs. 
Mallery & Smither 
Italy: Windham Chev. 
: LaGrange Mtrs. 
Llane: atlitf Chev. 
Lufkin: Angelina Chev.-Cad. 
Madisenvl P. M. Standley 
Malakeff: Bankston Mtrs. 
McKinney: Cox Chev. 
Mission: Ludwi ~ 
aa and | 


Perryton: Perryton Mtrs. 
San Saba: Golding Mtrs. 


Shaw " 
Seymour: Morris-Wirz Chev. 


Sherman: Chase Chev 
Stephenville: Jones chev. 
Te : L. R. Boyd M 
Weslaco: Pearre Mtr. 
West: Kozelski Mt: 

West Columbia: Ciyde V. Lee 
VIRGINIA 


Emporia: Capito! Service Station 
Newport News: “Nick” Allen Mtrs, 


WASHINGTON 
Walla Walla: Graves-Anderson 


WEST VIRGINIA 

Bluefield: W. R. Keesee & Co. 
Parkersburg: Dils Edsel Sales 
WISCONSIN 

Kenosha: Anderson Mtrs. 


UP TO 36 MONTHS TO PAY 
WE PAY FREIGHT TO ANY DEALER IN U. S. 


3620 West 11th Street 
Houston 8, Texas 


Dear Bob: 


r————-—-— MAIL THIS COUPON TODAY -———— "45 
Childers: Manufacturing Co., Dept. AN-4 


I made two calls that cost $ 

















C) Check here for 


Name 

Firm 

Address 

City ’ Zone State 

(0 Check here if you would like to y for your carports 
while they earn — for you. We finan nance up to 36 months. 


‘ report on 35-lbs. 





per sq. ft. sno 





By me pom ee eniider Carports. 
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ADVERTISEMENT 





NIGHT SHOWCASE: Turn your used car lot into a brilliant, impressive 
outdoor display room with Childers Carports. Childers Carports frame 
your cars in an exciting night picture that attracts more customers and 
increases your sales. And because they concentrate lighting on your cars, 
Childers Carports can cut your electricity costs 50% and more! Turn to 
Page 69, learn how Childers Carports can sell more cars for you. 

















NOW GRAYMILLS GIVES YOU A REALLY 
NEW LINE OF PARTS WASHERS 


WITH 8 EXCLUSIVE FEATURES 


MECHANICS AND SERVICE 
MANAGERS WANT 
AND OWNERS NEED! 






1. Comfortable Height 
2. Bi-level work shelves 
3. Filter above liquid level—Service in 


4. Pistol grip jet nozzle—AND Flexible 


5. Hydro-Jet or Air Agitation 
6. Self setting Safety Cover—Thumb 





7. FRONT Switch and Signal Light 

8. Sludge Collecting Trays—and drain 
valve (you can drain and clean the 
tank in minutes, NOW) 

And so rugged —so dependable the pump 
—and tank carries a 5 year warranty 





Join the trend to Modern 
Equipment for MORE 
Profits. Send for catalog or 
ask your jobber for facts. 





GRAYMILLS CORP. 
3761 N. LINCOLN AVE. @ CHICAGO 13, 


Phone: GRaceland 7-4100 


| LEAN-O-MATIC 
PARTS WASHERS 


MORE PROFIT TIME 





LESS CLEANING TIME 





PROFITABLE 
SERVICE SALES 








You'll get more 





Service Merchandising 


Service Merchandiser 








— 





SL 


Service Work or 








ET 





Costello-Kunze Ford 





© Service Merchandisers @ Work Benches 
© Steel Wall Paneling 


STAVE st HES 





Shelving 
© Cabinets and Lockers 
WRITE FOR COMPLETE CATALOG 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 

















Used-Car Auction Prices 








(Continued from Page 69) 


$110*. 
(6) 


’52 Chieftain 4-dr., 
RAMBLER—’58 Custom 
try 4-dr., $1,625*. 


Cross Coun- 


STUDEBAKER—’ 54 Land Cruiser (8) 4- 
dr., $255*. 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday, Prices are for sale of August 5. 
Clean cars command a premium! Sold 44 
cars from 62 consignments. 


BUICK—’57 Century 4-dr. Riviera, $1,- 
300* (ps). 

’55 Special 4-dr. Riviera, $445*, 

’54 RM 4-dr., $330* (ps). 
CADILLAC—’51 4-dr., $225*. 
CHEVROLET—’57 Nomad (6) 4-dr., $1,- 

300; Bel Air (8) 4-dr., $1,250*. 
"55 Two-ten (6) 4-dr., $750; One-fifty 
(8) 2-dr., $500. 

"53 Bel Air 4-dr., $400*; 2-dr. hardtop, 

$350; 2-dr., $270; Two- ten 2-dr., $210. 

’49 4-dr., $130. 

OHRYSLER—’52 conv., $100*. 
DODGE—’57 Royal (8) 4-dr., $1,100*. 
FORD—'59 Custom (6) 2-dr., $1,830. 

’58 Custom 300 (6) 2-dr., $1,300. 

"57 Custom 300 (8) 4-dr., $880. 

’56 Fairlane (8) 4-dr., $875, $765. 

’55 Fairlane (8) 2-dr., $525*. 

"53 Crest (8) 2-dr. Victoria, $375; Cus- 


tom (6) 2-dr., $225; Custom (8) 4-dr., 
125 


$125. 
MERCURY—’53 Monterey conv., $250*. 
OLDSMOBILE—’57 Fiesta 4-dr., 2 at $1,- 
500* (ps). 
’56 (88) Super 2-dr. Holiday, $1,090*. 
"53 (98) 4-dr., $175* (ps). 
PACKARD—’53 Clipper (8) 2-dr., $110*. 
PLYMOUTH—’57 Belvedere (8) 4-dr. 
hardtop, $1,200; Savoy (6) 4-dr., 
$850. 
‘55 Plaza (6) 2-dr., $330. 
’54 Belvedere 4-dr., $370. 
br Suburban 2-dr., $290*; Cranbridge 
4-dr., $200. 
MISC ELLANEOUS—’ 53 Chevrolet %-Ton 
pickup, $175. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
| Auction, Sale every Tuesday, Prices are 
|for sale of Aug. 4, 


| BUICK—’57 Super 4-dr. Riviera, $1,785* 


(ps); 2-dr, Riviera, $1,635* (ps); Cen- 
tury 4-dr. Riviera, $1,435* (ps); Spe- 
cial 4-dr, Riviera, $1,380*; 2-dr. Rivi- 
era, $1,350*, $1,325* (ps). 

’56 Century 2-dr. Riviera, $1,050*; Spe- 
cial 2-dr. Riviera, $935*; 4-dr. Riviera, 
$875*. 

‘55 Century 2-dr. Riviera, $850*; Special 
4-dr. Riviera, $785*, $715*; Super 4- 
dr., $635* (ps), $595* (ps). 

"54 Special 2-dr. Riviera, $705* (ps), 
$680; RM 2-dr. Riviera, $595* (ps); 
Super 2-dr, Riviera, $530* (ps). 

’53 Super conv., $365*; 4-dr. $275* (ps), 
the RM conv., $350* (ps); Special 
4-d $135*. 

| CADILLAC—’58 (62) Coupe de Ville, $3,- 
795* (ps), $3,700* (ps). 

"57 (60) Special 4-dr., $3,170* (ps), $3,- 
100* (ps), $3,065* (ps), $2,935* (ps); 
(62) Coupe de Ville, $2,950* (ps); 4- 
dr., $2,850* (ps); 2-dr., $2,785* (ps). 

"56 (62) Sedan de Ville, $2,150* (ps), 
$2,130* (ps), $2,100* (ps), $2,090* 
(ps), $2,025* (ps), $2,000* (ps); 2-dr., 
$1,835* (ps). 

"55 «4(62) 4-dr. $1,700* (ps), $1,485* 
(ps); 2-dr., $1,595* (ps). 

"54 (62) Coupe de Ville, $1,240* (ps); 
(60) Special 4-dr., $1,170* (ps). 

’53 (60) Special 4-dr., $805* (ps). 

"52 (60) Special 4-dr., $485* (ps); (62) 
2-dr., $485*. 

"51 (62) 2-dr., $280*; (60) Special 4-dr., 
$260*, $250°. 

’50 (62) conv., $325*; 2-dr., $295*. 

*49 (62) conv., $125*. 


CHEVROLET—’'59 Parkwood (8) 4-dr., 
$2,625*; Impala (8) sport coupe, §$2,- 
555* (ps), $2,550* (ps); sport sedan, 
$2,300* (ps): Bel Air (8) 4-dr., $2,- 
300* (ps). 

58 Impala (8) sport coupe, $2,300* (ps), 
$2,285* (ps), $2,190*, $2,175, $2,080, 
$2,020; conv., $2,145* (ps); Brook- 
wood (8) 4-dr., $1,850*; Bel Air (8) 
sport coupe, $1,835*; 2-dr., $1,700*; 
Yeoman (6) 4-dr., $1,800*. 

’57 Corvette (8) conv., $2,355; Nomad 
(8) 2-dr., $1,800* (ps); Bel Air (8) 
sport coupe, $1,760*, $1,735* (ps); 
conv., $1,700* (ps); sport sedan, $1,- 
610* (ps), $1,600* (ps), $1,550*; 4- 
r., $1,515*, $1,415*; Two-ten (8) sta- 
tion wagon, $1,660*, $1,570*; sport 
sedan, $1,445*; 4-dr., $1,330*, $1,300*, 


sport coupe, $1,300* 
$1,225*; sport sedan, 
$1,300* (ps); Two-ten (8) 4-dr., $1,- 
$965*; 2-dr., $1,035*; One-fifty 
(6) station wagon, $1,000, 


$1,255. 
56 Bel Air (8) 


(ps), $1,285*, 


55 Bel Air (8) sport coupe, $1,050*; 
conv., $985*; Two-ten (6) Delray, 
$865*; Two-ten (8) 2-dr., $715; 4-dr., 
685. 

54 Bel Air sport coupe, $780* (ps); 


ig ten Delray, $495; One-fifty 2-dr., 
$420 


"53 Bel Air 4-dr., $400; Two-ten 4-dr., 
$350, $340; 2-dr., $335*; One-fifty 4- 
dr., $290. 

52 Deluxe Bel Air, $295*, $285; 4-dr., 
$235. 

*51 Deluxe 4-dr., $120*. 

'50 Deluxe 4-dr., $140. 

CHRYSLER—’'57 NY 4-dr., $2,400* (ps); 
Windsor 4-dr. hardtop, $1,800* (ps). 
53 Windsor 4-dr., $195* (ps). 


DODGE—’58 Royal (8) 2-dr. hardtop, $1,- 
985* (ps). 

’57 Sierra (8) 
Custom Royal 
650°. 

‘56 Royal (8) 2-dr. 

*53 Coronet (8) 4-dr., 

"52 Coronet (6) 2-dr., 

EDSEL—’58 Bermuda 4-dr., $1,900* (ps); 
Citation 2-dr. hardtop, $1,775* (ps); 
Ranger 2-dr. hardtop, $1,425* (ps). 

FORD—’59 Thunderbird (8), $4,050* (ps), 
$3,685* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $2,370* (ps). 

’58 Fairlane 500 (8) conv., 


4-dr., $1,725*, 
(8) 2-dr. hardtop, 


$1,665*, 
$1,- 


hardtop, $865*. 


$285. 
$145. 


$1,935* (ps); 


4-dr., $1,870* (ps); Ranch Wagon 
(8) 4-dr., $1,665*; Fairlane (8) 2-dr., 
$1,500*. 

’57 Thunderbird (8), $2,700* (ps), $2,- 
625*; Country Squire (8) 4-dr. (9 
pass.), $1,750* (ps); Fairlane 500 (8) 
2-dr. ‘Victoria, $1, 670° (ps), $1,645* 


WILLYS—’52 2-dr., 





(ps), $1,600* (ps), $1, 590° (ps), §$1,- 
435*, $1,350* (ps); 2-dr., $1,350*; 
Country Sedan (8), $1, 650°" (ps), $1,- 
625* (ps), $1,600*; (9 pass.), $1,600*; 
Fairlane (8) 4-dr, Victoria, $1,585* 
(ps); 2-dr, Victoria, $1,275* (ps); 
Custom (6) 4-dr., $1,025*, $840; Cus- 
tom (8) 4-dr., $865*, 

’56 Thunderbird (8), $2,170* (ps); Coun- 
try Sedan (8) 4-dr., $1,200*, $1,135*; 
Parklane (8) 4-dr., $1,175* (ps); Fair- 
lane (8) 4-dr., $935* (ps); Main (8) 
business coupe, $710, $590. 

‘55 Fairlane (8) 4-dr., $685*, $665*; 
Victoria, $600*; Custom (8) 4-dr., 
$595*, $475*; Main (6) 4-dr., $495. 

"54 Ranch Wagon (8) 2-dr., $480*; 
Crest (8) Victoria, $470*; conv., 
$325*, $150*; 4-dr., $300*; Custom 
(S) 2-dr., $420. 

"53 Country Sedan (8) 4-dr., $435*; 
Custom (8) 2-dr., $360, $315*; club 
coupe, $285; Custom (6) 2-dr., $320*; 
Crest (8) Victoria, $345, 

LINCOLN — '58 Premiere 2-dr., $3,350* 
(ps). 


’57 Premiere 4-dr. hardtop, $2,185* (ps). 


"56 Premiere 4-dr., $1,650* (ps). 

"55 Capri 2-dr., $780* (ps); Custom 2- 
dr., $675* (ps). 

MERCURY—’57 Monterey 4-dr. hardtop, 
$1,565* (ps); 2-dr., $1,465*; 4-dr., 
$1,335*; Montclair 2-dr., $1,530* (ps). 

’56 Monterey 2-dr., $900*; Montclair 2- 
dr., $895* (ps), $825* (ps). 

"55 Montclair 4-dr., $700*; Monterey 2- 
dr., $685*; Custom 2-dr., $525. 

"54 Monterey 2-dr. hardtop, $655* (ps). 

’53 Custom 4-dr., $335. 

NASH—'54 Ambassador 2-dr. hardtop, 
$330*. 

OLDSMOBILE—’59 (88) 4-dr., $2,995* 
(ps). 

"57 (88) Fiesta 4-dr., $2,390* (ps), $2,- 
235* (ps); conv., $1,495* (ps); 4-dr., 
$1,295*; (98) 4-dr. Holiday, $1,830* 
(ps); 2-dr. Holiday, $1,790* (ps); (88) 
Super 2-dr. Holiday, $1,700*. 

"56 (88) 2-dr. Holiday, $1,255*; (88) 
Super 4-dr., $1,230* (ps); (98) conv., 
$1,070* (ps). 

‘55 (88) Super 4-dr. Holiday, $1,155* 
(ps); (98) 4-dr. Holiday, $995* (ps), 
$965* (ps), $940* (ps). 

’54 (88) Super Holiday, $875* (ps); (88) 
2-dr. Holiday, $710*. 

’53 (98) 2-dr. Holiday, $435* (ps), 

PLYMOUTH—'59 Fury (8) 2-dr. hardtop, 
$2,400". 

’58 Suburban (8) 4-dr. (9 pass), $2,- 
190* (ps); 4-dr., $1,950*; Belvedere 
(8) 4-dr. hardtop, $1,675* (ps), $1,- 
590*; 2-dr., $1,640*, 

57 Savoy (8) 2-dr., $1,100*; 4-dr., 
$985* 

"56 Suburban (8) 4-dr., $1,205*; Belve- 
dere (8) 4-dr., $990*; Plaza (6) busi- 
ness coupe, $725*; 4-dr., $675. 

"55 Belvedere (8) conv., $685*; Savoy 
(8) 2-dr., $575; 4-dr., $570; Plaza (6) 
4-dr., $525; Plaza (8) 4-dr., $490. 

’54 Plaza business coupe, $350. 

PONTIAC—’'58 Chieftain 2-dr., $1,635*. 

’57 Chieftain 2-dr, Catalina, $1,140*. 

56 Chieftain station wagon 2-dr., $950*. 

’55 Chieftain 4-dr., $675*. 

’54 Star Chief 4-dr., $290*. 

Country, 


RAMBLER—’56 Custom Cross 
$1,050*. 
"55 Custom Cross Country, $1,085. 
STUDEBAKER—’'57 Golden Hawk (8) 2- 
dr. hardtop., $1,750* (ps). 
’56 Golden Hawk (8) 2-dr. hardtop, $1,- 
135. 
55 Commander (8) 2-dr., $560*. 
"53 Commander (8) 2-dr. hardtop, $525* 
(ps); Champion (6) 4-dr., $210, 
"52 Commander (8) 2-dr., $165. 
$195. 


MISCELLANEOUS—’59 Chevrolet (6) El 
Camino, $2,025. 

’57 Ford (8) Ranchero, $1,375*; F-100 
(8) pickup, $1,075, $1,050; F-100 (6) 
pickup, $1,065; F-250 (8) %-ton, $1,- 
050*; %-ton (6) pickup, oy Chev- 
rolet (6) %-ton pickup, $1,00 


’56 Willys (6) %-ton pickup, 3900; Ford 


(6) F-100 pickup, $825, 

’55 Ford (8) %-ton pickup, $640, $500. 

’54 GMC (6) freezer truck, $680*; Ford 
(8) F-100 pickup, $550; F-100 (6) 
pickup, $540; Chevrolet (6) %-ton 
pickup, $335. 

’52 Chevrolet $385; Ford 


%-ton pickup, 
(6) utility truck, $350. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day, Prices are for of Aug. 
BUICK—’58 Special 4-dr., 

$1,820". 

’57 Century Estate Wagon, $1,815* (ps). 


$1,900* (ps), 


’55 Special 4-dr. Riviera, $670*; 4-dr., 

$620*. 
CADILLAC—’58 (62) Coupe de Ville, $3,- 
410* (ps). 
’55 (62) 2-dr. hardtop, $1,320*. 
CHEVROLET—'59 Impala (8) 4-dr, hard- 
top, $2,410* (ps), $2,375* (ps); 4-dr., 
2 at $2,250* (ps); Bel Air (8) 2-dr., 
$1,955. 

"5S Impala (8) 4-dr. hardtop, $1,900*, 
$1,865*; Brookwood (8) 4-dr., $1,890* 
(ps); Bel Air (8) 2-dr., $1,480*; Bis- 
cayne (6) 2-dr., $1,420*. 

’57 Bel Air (8) 2-dr. hardtop, $1,580*, 
$1,350*; 2-dr., $1,280*; Two-ten (8) 
2-dr., $1,135; Two-ten (6) 2-dr., $1, 
040. 

’56 Bel Air (8) 2-dr., $905*. 


55 Two-ten (8) 4-dr., 2 at $550; 2-dr., 
$430; Bel Air (8) 2-dr, hardtop, $525*. 

"54 Two-ten 2-dr., $525*. 

’53 Two-ten conv., $325. 


CHRYSLER—’57 NY 2-dr. hardtop, $1,- 


600* (ps); Windsor 2-dr; hardtop, $1,- 
510* (ps). 
*56 Windsor 4-dr., $800*. 
DeSOTO—'55 Firedome 4-dr. hardtop, 
$720* (ps); 4-dr., $550*. 
’53 Firedome 2-dr., $240*. 


DODGE—’57 Custom Royal (8) 2-dr., $1, 
450* (ps); 2-dr. oe, $1,385* (ps): 
Coronet (8) 2-dr., $1,000 

’56 Custom Royal (8) 
$900*. 

"55 Coronet (8) 2-dr, hardtop, $560 (ps); 
4-dr., $4 

eo Citation 4-dr. 
760 


2: dr. hardtop, 


hardtop, $1,- 


FORD’ 59 Thunderbird (8) 2-dr. hardtop, 


Galaxie (8) 


$1,840* (ps); 
(6) 


$3,445* (ps); skyliner, 
$2,660". 
*58 Fairlane 500 (8) conv. 


4-dr., $1,560* (ps); Custom 300 


LINCOLN—’53 Capri 2-dr. 
(ps). 
MERCURY- 


Wednesday. 
With heavy 
consignments were off, Buyers were plenti- 
ful 
start to finish and a stronger market. 
BUICK—’57 


CADILLAC— 


CHEVROLET—’58 Biscayne (8) 4-dr., 
475*. 


PONTIAC— 


RAMBLER—’56 Custom 


STUDEBAKER— 


WILLYS—’25 Knight (6) 4-dr., 


every Friday. Prices are for sale of 
7. Plenty of activity on all models, 
ers still looking for the sharp ones, 
ket still strong as ever on good cars. 
211 cars from 311 consignments. 

BUICK—’57 RM 4-dr. 





2-dr., $1,285. 

’57 Fairlane 500 (8) 2-dr. Victoria, £1,- 
480* (ps), $1,475* (ps), $1,300; co 
$1,430*, $1,400*; Country Sedan 8) 
4-dr., $1,270*; Custom 300 (8) 2-dr., 
$1,075*; Custom (6) 2-dr., $900. 

’56 Fairlane (8) 2-dr. Victoria, $1,040*, 
$1,040* (ps); 2-dr., $735* 4-r., 
$950*; Custom (8) 2-dr., $690; Main 
(8) 2-dr., $125*. 

‘55 Country Sedan (8) 4-dr., $960*, 
$860*, $680; Custom (8) 2-dr., $525, 
$400, $390*, $300*; Fairlane (8) 4-dr., 
$475. 

54 Main (8) 2-dr., $260. 

HUDSON—’55 Hornet (8) 4-dr., $410* 
IMPERIAL—’58 Imperial 4-dr., $2,750* 


(ps). 
hardtop, $125* 


’57 Commuter 4-dr., 
Monterey 2-dr., $1,200* (ps). 
’55 Monterey station wagon, $870* (ps). 


$1,420*; 





OLDSMOBILE—’59 (88) Super 2-dr. Holi- 
day, $2,890*, $2,625*. 

58 (98) 4-dr., $2,265*, 

"57 (88) conv., $1,630*; (98) 4-dr., $1,- 
525* (ps). 

56 (98) 4-dr. Holiday, $1,165* (ps); 
conv., $1,060* (ps); (88) Super 2-dr. 
Holiday, $1,165* (ps); (88) 2-dr. 
Holiday, $800*. 

’55 (88) 2-dr. Holiday, $1,300*, $830*; 
2-dr., $725*. 

"54 (98) 4-dr., $570* (ps); (88) Super 
4-dr., $500*. 

53 (88) Super 4-dr., $280*; 2-dr., 
$275*. 

PLYMOUTH—’58 Savoy (8) 4-dr. hard- 
top, $1,410*; Savoy (6) 2-dr., $1,160; 
Plaza (6) 2-dr., $1,290; 4-dr., $1,045; 
Plaza (8) 4-dr., $1,080. 

’57 Fury (8) 2-dr, hardtop, $1,300*; 
Belvedere (8) 4-dr., $1,060*; Belvedere 
(6) 2-dr. hardtop, $1,000*; Savoy (8) 
4-dr., $1,000*, $960", $935". 

’56 Savoy (6) 4-dr., $635; Suburban (8) 
2-dr., $630. 

’55 Suburban (8) 2-dr., $430. 

PONTIAC—’58 Chieftain 4-dr, Catalina, 
$1,785*. 

’57 Star Chief conv., $1,425*; 4-dr, Ca- 
talina, $1,300* (ps). 

56 Star Chief conv., $1,000* (ps). 

’55 Chieftain 2-dr., $515, $415. 

’54 Star Chief conv., $440* (ps). 

RAMBLER—’58 Super (6) 4-dr., $1,455*; 


Super (8) 2-dr., $1,320; American (8) 
2-dr., $1,000. 
’57 Super (8) Cross Country, $1,435* 
’55 Super (8) Cross Country, $415*. 
MISCELLANEOUS—’57 Ford F250 Ex- 
press, $925. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Price are for sale of Aug. 5. 
rain battering New England, 


which made plenty of action from 


Century conv., $1,410* (ps); 
Riviera, $1,250* (ps). 
Riviera, $1,140* (ps). 
Riviera, $580*, 


RM 4-dr. 
*56 Special 4-dr. 
’54 Special 2-dr, 
’53 Special 2-dr. Riviera, $260*. 
"5S (62) conv., $3,550* 
’56 (62) 2-dr., $1,840* (ps), 

’54 (62) conv., $1,285* (ps). 


(ps). 


$1,- 


’57 Bel Air (8) 2-dr, hardtop, $1,210*; 
Two-ten (6) 4-dr., $1,040; station 
wagon, $945. = 

’56 Bel Air (8) 4-dr., $1,130*; One-fifty 
(6) 2-dr., $425. 

55 Two-ten (8) 4-dr., $745*, $680*, 

54 Bel Air 4-dr, hardtop, $565; One- 
fifty 2-dr., $325, $300, 2 at $250, $235, 
$215. 

’53 Bel Air 2-dr., $310, $290*; Two-ten 
2-dr, hardtop, $250, $130. 

CHRYSLER—’53 Windsor 4-dr., $230*. 

CONTINENTAL — ’58 Continental 4-dr. 
hardtop, $2,775* (ps). 

DeSOTO—’53 Firedome 2-dr., $170*. 

DODGE—’56 Coronet (8) 4-dr. hardtop, 
$905". 

’54 Coronet (8) 4-dr,, $385*. 

’53 Coronet (8) conv., $225*. 

FORD—’57 Custom 300 (8) 4-dr., $1,170*; 
2-dr., $1,000; Fairlane 500 (8) 4-dr. 
Victoria, $1,155. 

’56 Country Sedan (8) 4-dr., $1,105*, 
$980*; Ranch Wagon (8) 2-dr., $875; 
Fairlane (8) 4-dr., $700; Main (8) 2- 
dr., $660; Custom (6) 2-dr., $440, 
$425. 

’55 Country Squire (8) 4-dr., $915; Cus- 
tom (8) 4-dr., $590, $560*; 2-dr., 
$400*; Fairlane (8) 4-dr., $400*. 

’54 Country Sedan (6) 4-dr., $560; Cus- 
tom (8) 2-dr., $445*; Main (8) 2-dr., 
$290, $270. 

’53 Custom (8) conv., $400; 2-dr., $315*, 
$310, $275, $210, $175, $145. 

MERCURY—’58 Monterey 4-dr. hardtop, 
$1,400* (ps). 

"57 Voyager 2-dr., $1,405* (ps). 

’56 Monterey 4-dr,. hardtop, $1,020*. 

’54 Monterey 4-dr., $540*, 

NASH—’53 Statesman 4-dr., $105*. 

OLDSMOBILE—'56 (88) conv., $1,245* 
(ps). 

’55 (88) 2-dr. ——v $985* (ps). 

*54 (88) 4-dr., $570 

"53 (98) 4-dr., $115*. 

PACKARD—’53 Clipper (8) 4-dr., $180, 
$120*. 

PLYMOUTH—’58 Suburban (8) 4-dr. (9 


pass.), $1,470* (ps). 

’57 Belvedere (8) 4-dr. hardtop, $1,015* 
(ps); Savoy (8) 2-dr., $925*. 

’56 Savoy (8) 4-dr., $825 

’55 Savoy (8) 4- dr., 340°. 

’54 Belvedere (6) 4-dr., $365. 

’53 Belvedere (6) 2-dr. hardtop, $300*. 
’56 Chieftain 4-dr. Catalina, 
$930* (ps). 
’55 Star Chief 
(ps); Custom 4-dr. 

’54 Star Chief 2-dr. Catalina, $410*, 

’53 Chieftain 2-dr. Catalina, $300*. 

(6) Cross Coun- 
Cross Country, 


2-dr. Catalina, $585* 
Catalina, $570*. 


try, $775*; Super (6) 
550 
(6) 4-dr., $690*, 
57 Golden Hawk (8) 2- 
dr, hardtop, $1,350* (ps). 
’54 Champion (6) station wagon, $250. 
$250. 


55 Custom 


DYER, IND. 


Len Pollak’s Dyer Auto Auction, Sale 
Aug. 

Buy- 

Mar- 
Sold 

Riviera, $1,595* 
(ps). 

"56 Century conv., (ps); 
2-dr., $700* 

"55 Special 2- -dr, Riviera, $700*. 


(Continued on Page 71, Col, 1) 


$1,080 Super 
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continue high. Sold 120 cars from 160 con- bay (88) 2-dr. Holiday, $795; 4-dr., 


signments. $73 
BUICK—’57 Century 4-dr. Riviera, $1,605* Model Breakdown 53 (88) 2-dr., $260*. 
” PLYMOUTH—’58 Fury (8) 2-dr. hardtop, 


« e 
(ps); Special 4-dr., $1,255*. 
Used-Car Auction f rices ’56 Special 4-dr, Riviera, $1,150*. Of Auction Averages _31;730%; Savoy (8) 4-dr., $1,350°. 
’55 Special 4-dr, Riviera, $875*, $740°. A 57 Belvedere (8) 4-dr., $1,130*; Savoy 
ug., 1959 July, June, (8) 2-dr., $975; Plaza (8) 2-dr., $750* 
eg Ty 2-dr. hardtop, $2,-| Model To Date 1959 1959 $650. , ” . 
’ ,370* (ps). ’ . 
(Continued from Page 70) "56 (62) ‘4-dr., $1,640% (pa), $1,625°| 1950......... $022 $2,618 $2,625 | oe “Beivedere (8) 4-dr., $650. 
; ‘ , ; , en yr 958.. . 1817 = 1,839 = 1,888 | ponTIAC —'56 Chieftain 2-dr. Catalina, 
54 RM 2-dr, Riviera, $500 (ps); Super 54 Custom (8) 4-dr., $385. ) 2-dr, hardtop, $1,455* (ps), a . 1,296 1,300 1,333 $950*. 
4-dr., $395*, $245*; Special conv., ‘53 Country Squire (8) 4-dr., $595*. $1,340* (ps). , 7 *. 
4 ‘ x 916 910 949 55 Chieftain 4-dr., §790*; 2-dr., $425. 
$150*; 4-dr., $150*. | °52 Custom (8) 4-dr., $295*. CHEVROLET—’59 Impala (8) 4-dr. hard- RAMB —? . 
’ jal 2-dr. Rivi 155*; 4-dr., | P r. har 679 674 "11 ILER—’56 Custom (6) station wag 
53 Special 2-dr. Riviera, $155 -ar., | MERCURY—’57 Monterey 4-dr. hardtop, top, $2,375°*. 5 on, $1,175* (ps). 


$140*. $1,415*. : ’58 Impala (8) conv., $1,840*; Bel Air 427 447 | WILLYS—'54 Deluxe station wagon, $230. 
CADILLAC—(62) conv., $1,410 (ps), ’56 Monterey station wagon 4-dr., $1,- (8) 2-dr, hardtop, $1,695*; 4-dr., = 286 298 et & ¢ 
'54 (62) Coupe de Ville, $1,100*. 000°. 600", $1,555", $1,425, $1,375, 192 198 
| 500°: be . 
| 


’55 Montclair 2-dr, hardtop, $920*, $1,350; Yeoman (6) 4-dr., _— nil ;. ief — 
$915*; Custom 2-dr., $645. Biscayne (6) 2-dr., $1,400, Auctions in Brief 
'54 Monterey 2-dr, hardtop, $540*. '57 Bel Air (8) 2-dr. hardtop, $1,530°, $1,031 $1,056 BUFFALO 
58 Impala (8) 2-dr., $2,040 (ps); Bel OLDSMOBILE — '59 (98) 4-dr. Holiday, $1,495*, $1, 404° (ps); 4-dr., $1,495* Thruway Auto Auction, Sale every Tues- 
Air (8) 4-dr. hardtop, $1,575* $3,160* (ps). (ps), $1,455*; Two-ten (8) 4-dr., day (Aug. 4). Weather: Warm and humid. 
57 Bel Air (8) 2-dr., $1, 530°, $1, 350°; "58 (88) conv., $2,485* (ps). : $1,330*, $1, aes, $1,030°*. $930; 2-dr., $815*; 4-dr., $895*, $880*, Prices remained firm with the clean late 
4-dr, hardtop, $1,490*; Two-ten (8) "57 (98) 4-dr., $1,615* (ps); (88) 4-dr. 56 Bel Air (8) 4-dr., $1,105*; 2-dr., $710°*. models bringing top dollar. Sold 80 per- 
2-dr., $1,350°*: One-fifty (8) 4-dr., $1,- Holiday, $1,405*. $1,050; Bel Air (6) 2-dr., $87 Two- 55 Fairlane (8) 4-dr., $870*; 2-dr., cent of 82 consignments. 
090°. saa +58 (88) one oS. Holiday, $1,100*. -dr., $1,024°; 2-dr., $960, $840*, $750*, $715; conv., $665, $650°: Pe 
’ i " . *. ™ ’55 (88) 2-dr. Holiday, $795* (ps). . § ~~ :’ foe he 
OF Del Air Ce) Meise rw, (es. | PACKARD—'87 Clipper 4-dr., $010. (8) 2-dr, hardtop, $1,000*, a ee CHICAGO 
r., $550*. + a "53 4-dr., $220* (ps). ; conv., $930*; Bel Air (6) 2-dr., 54 Crest (8) 4-dr., $630; Custom (8) Greater Chicago Auto Auction, Sale 
'55 Bel Air (6) 2-dr., $730*; Two-ten| PLYMOUTH—'58 Suburban (8) 4-dr., $1,-| ,_ $680°; Two-ten (6) 4-dr., 2 at $535. 4-dr., $460 : every Thursday (Aug. 6). Terrific sale, 
(8) station wagon 4-dr., $695; Two- 600". "54 Bel Air 2-dr., $510. MERCURY 59 Sentteis- 9:4 — Sold 369 cars from 611 consignments. 
ten (6) 2-dr., $505. : hf wey ) fa Te a Air 2-dr, hardtop, $550*, $415. "$2 495° (ps) ontclair <4-dr. hardtop, e ® e 
53 Two-ten 2-dr., $310, $225; Bel Air| aza (8) 2-dr., $700; Savoy (8) 4- “ 57 | ; * 
adr. $176°; Oue-lfty ar 156 dr., $695°. CHRYSLER — '57 Windsor 2-dr. hardtop,| ”“ og). "Monterey Sedr. aiaeps, 81800 DETROIT 
< * | PONTIAC—'59 st Chiet 4-dr., $2,560° . Se one Soe Motor City Auto Auction, Sal 
'48 2-dr., $195 oy Gener ean eee” ee | eee és 1.050¢| 58 Custom 2-dr. hardtop, $730°. Monday (Aus. $), taasmes stendy, Ban 
’ SOTO — resw -dr., é ’ : . ° 
popoz— 87 Coronet (8) conv., $1,200*. ‘55 Chieftain 4-dr., e050". (ps). esti nas r, § mm: ped 2-dr. ane rene’ _| 227 cars from 374 consignments. 
wonD 6s ) ~- eee a ..e0ne RAMBLER—’58 Deluxe (6) 4-dr., $1,250. | EDSEL—’58 Ranger 4-dr. hardtop, $1,275* 2-dr nigazse $270 a 7 
‘57 Fairla 500. (8) Sk onde $ 51 650 57 Deluxe (6) Cross Country, $1,195°*; (ps). 53 Custom 4-dr., $185* FARGO, N. D 
tons: A $1,420°. yliner, $1, Custom (6) 4-dr., $1,000 FORD—’'59 Galaxie (8) 4-dr., $2,260*, $2,- : a a Tri-State AvctionGo.. Ine. Sal 
56 Paiviane 500 (a) aaa $750°. MISCELLANEOUS — '51 Chevrolet ¥% -ton : 240* (ps). NASH—’54 Custom (6) 4-dr., $350. Thursday (Aug. 6) Steady —- 3, Cae 
"55 Custom 2 $.de., "$500: Custeus pickup, 75 a ® age ye 500 (8) conv., $1,805* (ps); nace (ame 58 (88) 4-dr., $1,975*| trom 124 consignments. 
(6) 2-dr. 65 ; : - AES, SB, 
‘ ’ oe an HVIL NN ’57 Fairlane 500 (8) conv., $1,375*, $1,- 57 (88) Super 2-dr, Holiday, $1,670* 
8) 4dr 41005,” giaoes | Goumay NAS LE, TE “ ; 2-dr, Victoria, $1,370*; 4-dr., (ps). MANHEIM, PA. 
Sedan (8) 4-dr., $235 ; y Nashville Auto Auction. Sale every Wed- ; Fairlane (8) 4-dr., $1,205*, "56 (88) 2-dr., $1,490* (ps); 4-dr., Manheim Auto Auction. Sale every Fri- 
ws Gesteom 3 oée $190: Ranch nesday, Prices are for sale of Aug. 5. ; $1, 075, $1,005*. $900°. day (Aug. 7). Weather: Clear, Sold 80 
Wagon (6) 2-dr.. 2 at’ $150: Country? There is still a shortage of cars. Prices 56 Fairlane (8) 2-dr. Victoria, $965*, °55 (88) 2-dr. Holiday, $1,040*, $900*. percent of 733 consignments. 
Sedan (8) 4-dr., $115*. 
LINCOLN—’56 Premiere conv., $1,380 
(ps). 
*51 4-dr., $100*. 
MERCUR RY—'55 Custom 2-dr., $575*, 
$550;* 4-dr., $565*, $555*. 
54 Montclair 4-dr., $340*; Custom 4- 
r., $240*. 
’53 Montclair 2-dr., $160*. 
OLDSMOBILE—’56 (98) 4-dr. Holiday. 
$1,275* (ps), $1,210 (ps); (88) Super 
conv., $1,260*. 
55 (98) 4-dr. Holiday, $800*. 
"54 (88) 4-dr., 2 at $280*. 
"53 (98) 4-dr., $180*, $155°*, $145*; (88) 
2-dr., $155*. 
PLYMOUTH—’56 Savoy (6) 2-dr., $435. 
55 Savoy (8) 4-dr., $430*. 
"53 Cranbrook conv., $150; 4-dr., $150; 
2-dr., $125; Cranbridge Suburban 2- 
r $130; 4-dr., $106 
PONTIAC— 57 Star Chief 2-dr. Catalina, 
$1,325*. 
55 Star Chief conv., $550*; Chieftain | 
2-dr., $520°*. 
’54 Chieftain 2-dr., $250. 
°53 Chieftain 2-dr, Catalina, $220*, 
$150*. 
RAMBLER—’59 Custom (8) 4-dr., $1,- 
900°. 
*54 Deluxe 2-dr., $100. 
STUDEBAKER—’57 Silver Hawk (8) 2- 
r., $1,050*. 
’*53 Commander (8) 2-dr., $390*; 4-dr., 
0*. 


$ 
—— ANEOUS—’'57 Ford (8) panel, 
$600 


’53 (62) 4-dr., $285*. 
CHEVROLET—’'59 Bel Air (8) 2-dr., $1,-| 
. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Aug. 5. 
Clean cars a little short in supply this 
week. New car dealers back in the picture, 
buying heavy. Late models slumping, Sold 
124 cars from 178 consignments. 
BUICK—'57 Century conv., $1,395*. 

"56 Super 2-dr. Riviera, $970*; 2-dr., 

$900*. 
CADILLAC—'56 (62) Coupe de Ville, $1,- 
900* (ps). 
"54 (62) 4-dr., $1,150* (ps). 


CHEVROLET 59 Impala (8) 4-dr., §$2,- L ~ 7 ; 
Biscayne (6) 4-dr., $1, 905, . 4 Air- powered actuation 
’58 Nomad (8) 4-dr., $1,890* (ps); Im- 
pala (8) 4-dr., $1,825*; Bel Air (8) , . - 
a *- i < 
Fg Dg | a Lincoln Exclusive — 
(6) 4-dr., $1,500*%; Yeoman (6) 4-dr., 


D ° yabagablpeciy ace : guarantees more lube 


(6) 4-dr., $1,075, $925. 
‘Spwo-ten (8). 2dr, hardtop, $1,075°; 
2-dr., $1,050°; Twoten (6) 4dr, jobs Der hour. a 
10. 
"58 Bei Air (6) 2-dr., $840, $820, $750°; 
1 Air (8) 4-dr., 
of Teen tat vise ) more service profits 
’53 Bel Air 2-dr, hardtop, $475; 2-dr., 


CHRYSLER—’53 NY 2-dr., $175* (ps). 

DeSOTO—’ 57 Firesweep 4-dr. hardtop, $1,- 
250* (ps). 

’55 Firesweep 2-dr. hardtop, $905* (ps). 

DODGE—’55 Sierra (8) 4-dr., $840*. 

’54 Coronet (8) 2-dr., $355*. 

FORD—’59 Galaxie (8) conv., $2,465*; 
Custom 300 (8) 4-dr., $1,990*; Ranch 
Wagon (6) 4-dr., $1,975. 

’58 Fairlane (8) 4-dr., $1,580*; Custom 
300 (8) 4-dr., $1,500* (ps). 

’57 Fairlane 500 (8) conv., $1,585*; 4- 
dr., $1,245*; Country Sedan (8) 4-dr., 
$1,450, $1,450*; Ranch Wagon (8) 2- 
dr., $1,165; Custom (8) 4-dr., $1,125", 
$77 2-dr., $1,095. 

’56 Fairlane (8) Victoria, $1,050*, $870*; 
2-dr., $985*, $800*; 4-dr., 2 at $960* 
(ps), $910* (ps); ., $860*; Coun- 
try Sedan (8) 4-dr., $990*; Custom 
(8) 2-dr., $845*; 4-dr., ¢ (ps). 

"55 Thunderbird (8), c ; Fairlane 
(8) 2-dr., $825*, $700*; Custom (8) 
2-dr., _$ 25%, 4-dr., _$575. 


Building Equipment Firm 
Buys Fleet of 30 Larks 


VAN NUYS, Calif—The market- 
ing division of Pacific Mercury has 
purchased a fleet of 30 Larks for 
its nationwide field service. 
Prior to the acquisition of the 
Lark fleet, PM field engineers used 
their own cars to serve distributors iss 3 hte a Pee ar ae 
and users of the company’s con- sgne oie i 
struction equipment. Cost analysis aO10.3 ©.OF LLOW AVENUE Suits 2o MISSOURI 
has shown that it is more efficient . 
and more economical for the men 
to use company-owned cars, the 
firm said. 
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When Our Hearts Were Young... 





My Love Rides a Model A 


By Robert M. Lienert 
Associate Editor 
EARBORN.—The lump in my 
throat was so big I had to un- 
button my collar. 

It was like stumbling on your 
old school sweetheart after a quar- 
ter-century lapse and finding her 
still slender and sweet, young in 
heart and fun to know and—can 
such things be?—lovely beyond re- 
call. 

It wasn’t just seeing her again, 
young and so fair. It was seeing 
her with her sisters, preened and 
prettied, the honest sturdiness 
not quite concealed by the finery. 

To one who has carried on such 
a lengthy and unabashed love af- 
fair, the 1959 national meet of the 
Ford Model A Restorers Club at 
Greenfield Village here provided a 
tender reunion. 

* + 

HERE were the cars—some 250 

of them: The straightforward 
’28s and ’29s, the slightly more re- 
fined ’30s and ’3ls. Roadsters, 
coupes, victorias, tudors (no, son, 


not two-doors), phaetons— the 
works. 

Out of production some 28 years 
now, thousands of Model As are 
still in everyday use across the 
U. S. Tattered and frayed, perhaps, 
but they still do the job. 

Here, restored to original con- 
dition (or better), the Model A 

reigns supreme. There’s some- 
thing about a restored Model A 
that sets it apart from other 
cars. ; 

When a restored Model A is 
driven downtown and parked in 
front of the drugstore, it generates 
more genuine excitement than a 
mint-condition Stutz Bearcat. 

In the first place, a man with a 
restored Bearcat or a like-new ‘23 
Hispano-Suiza would far, far 
rather drop dead than use it for 
an everyday errand or allow his 
wife to get behind the wheel on 
Sunday afternoon. 

And if he should wheel out his 





restored Mercedes-Benz SS-100 


| (hewing strictly to smoothly paved 
| roads, of course) the little kids yell, 
“Whatcha drivin’, mister?” 

Perhaps therein lies the Model A 
magic. 

a * * 

HE owner of a restored A is not 

involved with such a terribly 

costly, pampered prima donna that 
he is afraid to drive it. Everybody 
can recognize the car as a Model 
A. Everybody has a personal in- 
volvement. 

Sure, you remember the Model 
A, It was the first Ford you could 
bring to a reasonably quick stop 
without stomping on three pedals 
and yanking a lever. 

It was your first new car. You 
drove one home from college on 
week-ends. You courted your 
best girl in one. You cut down a 
roadster and put in a big post- 
war V-8 to burn up the drag- 
strips. Or grandpa had one. 

Everybody knows the Model A. 
And loves it. 











Model A Winner— 


Douglas C. Spencer, second from left, 


biennial three-day meet ativacted a record 


The writer owned a variety of 
Model As back in the days when 





Cost of 3-part metal- 
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Proof in: you can save with Plexiglas 


incidentally, saved this company thousands of dollars. 


Everybody recognizes the economics of using a single 


molded plastic part rather than a multi-part assembly. 
But when you mold the complete unit of PLexicLas® 


acrylic plastic, the saving is just one of many out- 


standing advantages you gain. 


Obviously, assembly time is eliminated. There are no 


metals to corrode, tarnish or pit. All decorative effects 


are protected from harm on the underside of the 


molding. The surface is mirror smooth and continuous. 


Color range, metallic effects and accurate reproductions 
of trademarks are almost unlimited. And there’s built-in 


resistance to breakage and weathering. 


The above example is based on estimated costs... and 


Perhaps you can put Piexietas to work for your 


company ...at a big saving. 


and molding help. 


Write for information 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, 
20211 Greenfield Road, BRoadway 3-0674 


In Canada: Rohm & Haas Co. of Canada, Lid., West Hill, Ontario. 


Chemicals for Industry 


ik| ROHM € HAAS 





COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 








Bethel Park, Pa., receives a silver bowl 
from Richard Byrom, meet chairman, after his 1929 Phaeton won first place in the 
1928-29 division at the Ford Model A Restorers Club national rally at Greenfield 
Village in Dearborn. Spencer's wife, Florence, and children, Judy, 13, and Steve, 11. 
look on. Byrom is president of the Motor City (Detroit) Chapter of the MARC. The 


240 entries, 14 of them from Pennsylvania. 
, = ss 


you could buy the best for $150 
and, for $25, one that would run, 
* - ca 


1 WALK around the exhibit of 
restored As is to ache with de- 
sire and remembrance, 

Here’s one with pale yellow wire 
wheels in sidemounts. There’s a 
’°31 roadster with a quail radiator 
cap. A ’29 sport coupe with glass 
wind-wings. 

Look at the perfectly proportion- 
ed radiator shell; the lovely swell- 
ing arch of the front fenders. 

Things about the Honest A 
come back to haunt you, Given 
a@ crescent wrench, a screwdriver 
and 20 minutes, just about any 
owner could perform a creditable 
tuneup, Today, he’s lucky if he 
can open the hood on his ’59. 

No automatic choke. Just a 
straight rod to the carburetor: Pull 
to choke and if she doesn’t fire on 
the second time around advance 
the spark a little (left hand) and 
ease up on the choke (right hand). 
When warmed up, rotate the choke 
rod to lean out the mixture. 

* a ae 


Dp forget to push in the igni- ™ 
tion key when you switch off. 
Lean down and shut off the gaso- 
line petcock. Who needs a temper- 
ature or oil gauge? 

Hear that peculiar dry metallic 
ring of the exhaust note? You can 
recognize the sound of a Model] A 
a half-mile away on a dark night. 

Well, anyway, here were those 
250 restored As. 

When the judges had finished 
licking their chops, they decided 
that best car in the ’28-’29 class 
was a 1929 phaeton owned by 
Douglas C. Spencer, Bethel Park, 
Pa. Winner of the ’30-’31 class was 
Roy Stabnau, Belleville, Mich., with 
a ’31 roadster. 

Lucky fellows—Doug, Roy and 
the other 248 exhibitors. 

They all own Model As. 


Book Offers Tips 
On Outselling the 


‘Born Salesman’ 


NEW YORK.—A book with the 
intriguing title “How to Outsell the 
Born Salesmen” hit the market last 
week, It is the work of Charles L. 
Lapp and the late William W. 
Frank and is published by Mac- 
millan Co., 60 Fifth Ave., New York 
11. The price is $4.50. 

The book discusses every part 
of the salesman’s job and is di- 
vided into three sections. One deals 
with the fundamentals of the sales 
effort; another offers tips on add- 
ing “expert touches to your selling” 
and the third advises the salesman 
how to make his time pay off. 

The authors advocate a planned 
sales story which includes reasons 
why the prospect “should buy the 
type of product you are selling, 
why he should buy your product 
instead of a competing brand, and 
why he should buy it now.” 

In a chapter on handling the 
price shopper, the authors observe: 
“Many salesmen have a relatively 
high percentage of price-shopper 
buyers because they permit them- 
selves to be drawn into the tradein 
allowance contest or a price dis- 
cussion before they’ve raised the 
prospect’s buying temperature by 
an adequate sales presentation.” 
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‘New-Car Stocks Soar 


To Record 992, 120 


(Continued from Page 1) 





But Dealers Are Confident 
=~ 

the time when the new models go 

on sale.” (Chevrolet’s 60 debut is 

scheduled for the end of Septem- 

ber.) 

The dealer indicated that, by 
pacing his sales volume, he could 
achieve a higher gross than he 
could by pushing hard during the 
contest and then spending six 
weeks in the used-car business. 

It is interesting to note that no 
dealer questioned by AUTOMOTIVE 
News said he was overstocked. On 
the other hand, many said they ex- 
pected to run a little short of new 
cars just before the ’60s break. 

* * * 

I HE 1960 models, incidentally, in- 
cluding the much-discussed 
compact cars, are still not taking 
the edge off the '59s, dealers say. 
There has been surprisingly little 

mention of the new models. 
ite the huge stocks, it 
would appear that discounts in 

the closing days of the 1959 
model year will be no heavier 
than they have been in the past 
few months, In fact, some deal- 
ers say they are writing better 
deals now. 

The steel strike has had varying 
effects on sales and on the outlook, 
depending largely upon the deal- 
er’s line of cars and where he is 
doing business. 

Some dealers feel that factory 
production schedules would have 
been reduced during the summer if 
peace had prevailed in the steel in- 
dustry. The July outpouring of 
cars, say these dealers, gives both 

New-Car Stocks 
Domestic Makes 
(Compiled by Automotive News) 

Dealers 
Cars Cars In Total 
In Transit Potential 
5 ates heres Deak “Soke 
ng ers 
Jan, 1,50... 261,754 188,500 440,254 
Apr. 1, ’50.... 276,136 434,136 
July 1, ’50.... 311,084 167,500 478,584 
Oct, 1, °50.... 208,367 157,800 366,167 
dan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, ’51.. . <7 545,041 
duly 1, °51.... 357,606 90,700 448,306 
Oct, 1, 51... 250,762 500 262 
Jan. 1, ’52.... 224,968 31,000 255,968 
Apr... 1, ’52.... 213,391 83,000 296,391 
duly 1, 52... 193,462 84,500 277,962 
Oct. 1, °52.... 233,556 89,000 556 
Jan, 1, °53.... 291,671 83.300 374,971 
Apr. 1, ’53.... 445,882 89,300 535,182 
July 1, °53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
Jan, 1, °54.... 428,125 36,600 484,725 
Apr. 1, °54.... 541,911 64,000 605,911 
duly 1, °54.... 445,665 62,500 508,165 
Oct. 1, °54.... 267,469 29,000 296,469 
dan, 1, ’55.... 293,881 68,500 362,381 
Feb, 1, '55.... 373,573 89,100 462,673 
Mar, 1, ’55.... 467,655 95,000 562.655 
Apr. 1, ’55.... 544,038 500 643 
May 1, °55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 93,000 848, 
July 1, °55.... 736,591 ~ 77,000 %13.591 
Aug. 1, °55.... 735,447 71,500 806,947 
Sept, 1, ’55.... 675,964 37,300 713,264 
Oct, 1, °55.... 489,475 48,900 538,375 
Nov. 1, °55.... 481,735 87,600 569,335 
Dec, 1, °55.... 645,707 77,490 123,107 
Jan, 1, °56.... 755,177 53,300 808,477 
Feb, 1, ’56.... 801,499 68,900 870,399 
Mar, 1, 56... 840, 63,700 903,789 
Apr, 1, °56.... 827,977 68,100 898,669 
May 1, ’56.... 846, 300 902 
dune 1, °56.... 746,012 52,890 798,902 
July 1, °56.... 613,451 50,568 679,596 
Aug, 1, °56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
ap Nov. 1, °56.... 212,967 65,008 $277,975 
Dec, 1, °56.... 318,587 19,656 1243 
Jan, 1, ’57.. 1,850 50,168 512,018 
Feb, 1, °57. 1,934 68,100 630,034 
Mar, 1, ’57.... 664,608 68,400 
Apr, 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
dune 1, ’57.... 724,329 63,420 787,749 
July 1, ’57.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 104,745 
Sept, 1, °57.... 684,484 45,0562 729,536 
Oct. 1, °57.... 547,549 25,085 572,634 
Nov. 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb. 1, ’58.... 725,003 54,100 779,103 
Mar, 1, °58.... 821,566 44,000 865,566 
Apr, 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
June 1, 58... 704,751 36,500 741,251 
daly 1, '58.... 630,598 45,000 675,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept. 1, °58.... 455, 7,700 463,684 
Oct. 1, °58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
dan, 1, ’59.... 477,099 67,000 544, 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 706,839 
Apr, 1, ’59.... 710,382 66,620 777,002 
May 1, 59... 766,185 68,000 834,185 
dune 1, °59...*845,920 63,300  *900,220 
July 1, °59....*844,152 64,000  *908,152 
Aug. 1, ’59.... 944,120 48,000 992,120 
a t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 














dealers and factories something of 
a cushion in case the steel tieup is 
prolonged. 

In cities dominated by the steel 
industry, a few dealers have of- 
fered to sell new cars to strikers 
with no payments due until after 
the dispute is settled and the first 
paychecks come in. 

These promotions, however, have 
not been particularly successful, it 
is reported. 

+ * * 

S° FAR, with dealers refusing to 

buckle under the new-car load, 
profits have held up strongly. 
More than 70 percent of dealers 
across the country polled by AuTo- 
MoTIVE News said profits were “the 
same” or “better” than they were 
a month ago. And every single one 
of these dealers said profit was 
better than it was a year ago, 

Except one, all dealers report- 
ing profit below a month ago 
said, however, that it was better 
than a year ago. 

Only one said profit was run- 
ning behind on both the month- 
to-month and year-to-year com- 
parisons. 


oe * * 
i pew of the dealers handling 
domestic cars is likely to have 
problems as pesky as some that 
face imported-car retailers in up- 
coming weeks. 

In more than one import line, 
dealers are carrying a fat load of 
unsold new cars at a time when 
an avalanche of publicity has 
surrounded upcoming, sleek new 
designs that make their current 
models ugly ducklings. 

The foreign factories may not 
revamp styling annually, but when 
they do make a change it can be 

drastic. 

In some respects, the 65,000-unit 
stockpile of imports could be more 
of a burden than the inventory do- 
mestic retailers are working from. 
































Germany to Act 
On Volkswagen’s 


Denationalization 


BONN, Germany.—Steps to de- 
nationalize Volkswagen must be 
taken immediately after the West 
German Parliament’s summer vVa- 
cation, Chancellor Konrad Ade- 
nauer said last week. 

Denationalization, he told the 
parliamentary faction of his Chris- 
tian Democratic Party, must be 
completed by the end of this year. 
Opposition to such a step is being 
provided by the State of Lower 
Saxony, where the main Volks- 
wagen plant stands. 

Meanwhile, Volkswagen officials 
assured their customers around the 
world that the car will look the 
same in 1960. 

Although the body, engine and 
transmission will be the same, 
there will be such changes as a 
deep-dish steering wheel, a half- 
circle horn ring, a footrest for the 
front-seat passenger, new sound in- 
sulation under the rear seat, new 
colors and pushbutton door han- 








How They Fared ... 
e e e 
Commercial Car Registrations 
By Makes 
First Half, 1959 vs. 1958 
First First Percent Percent Percent 
Half, Half, Share of Share of Point 
Make 1958 1958 ’59 Market ’58 Market Change 
Chevrolet 167,552 122,623 35.70 35.35 + .45 
Ford 136,931 98,632 29.17 2835 + .82 
International  ............0..0000 49,247 43,192 1049 1241 —1.92 
GMC .. .. 35,1385 25,599 7.49 1.36 06+ .18 
SEE. Ssnicastgpenigionenentciia 27,590 18,914 588 544 + .44 
9,028 2.72 2.60 + .12 
5,928 1.65 1.70 — .05 
5,610 1.52 161 — .09 
2,262 68 65 + .08 
1,400 21 4 — 18 
296 12 11 + #1 
Miscellaneous** .................. 20,256 14,337 4.31 412 + .19 
UNI > iarectgtnessinninastieasigned 469,341 347,921 100.00 100.00 
*White includes Autocar, Freightliner, Reo and Sterling. 
**Miscellanecous includes imports, Corbitt, Diveo, FWD, Kenworth, Marmon-Her- 
rington, Peterbilt, ete. 
—Compiled from R, L, Polk & Co. data. Il 





dles. 





Truck Sales Highest in Six Years 


Naren truck industry this year had 
its best first half in six years 
as registrations totalled 469,341, a 
gain of 34.9 percent from the 347,- 
921 sales in the like period of last 
year. 

Figures from R. L. Polk & Co. 
show the first half total to be the 
highest since the industry sold 
475,439 trucks in the first half of 
1953. 

All producers, with the exception 
of Diamond T, shared in the in- 
creased sales in the first half. Chev- 
rolet was well ahead as the top- 
selling truck, 

Eight manufacturers increased 
their market penetration as well as 
sales in the first half. The eight, 
their unit sales, percent of market 
and percentage-point gains for the 
half were: 

Chevrolet, 167,552 units sold, 35.70 
percent of the market, up .45 





points; Ford, 136,931 units, 29.17 
percent, up .82 points; GMC, 35,- 
135 units, 7.49 percent, up .13 
points; Dodge, 27,590 units, 5.88 per- 
cent, up .44 points; Willys, 12,777 
units, 2.72 percent, up .12 points; 
Studebaker, 3,175 units, .68 percent, 
up .03 points; Brockway, 553 
units, .12 percent, up .01 point, and 
miscellaneous, 20,256 units, 4.31 per- 
cent, up .19 points. 

- + 7. 


bees producers saw their pen- 
etration decline despite increas- 
ed unit sales in the first half. The 
three, their unit sales, percent of 
market and percentage-point losses 
were: 

International, 49,247 units, 10.49 
percent, down 1.92 points; White, 
7,731 units, 1.65 percent, down .05 
points, and Mack, 7,120 units, 1.52 
percent, down .09 points. 

Diamond T’s sales were down 





Dealer Profits Rise to 2 Percent 


(Continued from Page 8) 


inventory was estimated to be good 
to 56.9 days’ selling. 

Inventories on June 30 of this 
year averaged 23.9 cars and 4.9 
trucks. This represented a 49.2-day 
supply. 


* * * 


peng inventory of used vehicles 
on June 30 was good for 33.2 
days, little changed from the 33.4- 
day supply of a year ago. 

The report showed that prices 
are going up in the used market 
while the ratio of used vehicles sold 
per new unit sold has gone down. 

The average selling price of 
used units was $850 in the first 
half of this year while the aver- 
age cost of used units in stock 
on June 30 was $835. A year 
earlier, the figures were: Aver- 
age selling price, $777; average 
cost, $758. 

The first half of this year saw 
1.56 used units sold for every retail 
delivery of a new unit. Last year 
the ratio was 1.92 used for every 


733,008 | one new. 


* 


qonce profit on parts business 
declined in the first half while 
the gross on customer labor went 
up. The first-half parts gross was 
29.8 percent this year and 30.1 per- 
cent last year. The labor gross was 
44.1 percent this year and 43.3 per- 
cent in the first half of 1958. 
Dealers had an average of 4.6 
months’ supply of parts in stock 
on June 30 and, during the first 
half, were turning over their parts 
investment at the rate of 2.6 times 
a year. A year earlier, the parts 
stock was good for 4.9 months of 


* * 





Dealers Elect Director 


SAN FRANCISCO.—Phil Frates, 
San Francisco, and Lester G, Law- 
rence, Walnut Creek, have been 
elected directors of the Northern 
California Plymouth Dealers Assn. 





selling and the investment was 
being turned over at the rate of 
2.5 times a year. 


The gross profit on total serv- 
ice sales showed a slight increase 
in the first half and the average 
service absorption figure showed 
an even better boost. 

The gross profit on total service 
sales, including labor, parts and 
all other service and stockroom 
sales, except accessories with new 
vehicles, amounted to 33.9 percent 
in the first half, compared with 
33.8 percent in the like period of 
last year. 

r 


* * 


Gaavice absorption, the percent 
of overhead covered by parts 
and service gross profit, went up 
from 57.6 percent in the first half 
of last year to 59.0 percent in the 
like period of this year. Officers’ 
and owners’ salaries are included 


x * * 


Preparation and Deliveryt 
Warranty and policy 
Salaries, commissions, other 
compensation to salesmen. .... 
All other salaries, wages 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
*Advertising, local 
Insurance, other than building 
Interest paid 
All other expense ..................-:0000+ 
8TOTAL EXPENSE 


eeeeeeeereeeseesoeeseacs 











in the fixed overhead in this in- 
stance. 

The increase in new car and 
truck sales this year meant that a 
higher percentage of the average 
dealership’s sales were being made 
in the new-vehicle departments. 

New car and trucks sales 
amounted to 57.6 percent of total 
sales in the average dealership 
in the first half of this year, 
compared to 52.4 percent a year 
earlier. Used vehicles amounted 
to 26.8 percent of sales this year 
and total parts and service sales 
were 15.6 percent of the total. 

Last year, the used-vehicle de- 
partments did 28.1 percent of deal- 
ership business and parts and serv- 
ice contributed 18.8 percent. In 1958, 
there was a miscellaneous sales 
classification which accounted for 
-_7 percent of sales at the average 
dealership. This item was not 
broken out this year, 





to 1,274 units or .27 percent of 
the market, a loss of .13 percent- 
age points in market penetration. 
Sales in June totalled 86,914, up 
35.65 percent from the 64,070 for 
June of last year. The June total 
was .4 percent above the 86,566 
truck sales in May. It was the best 
June since 1955 when 90,005 units 
were sold in the month. 
* . * 
LL truck makers showed in- 
creased sales for June, The 
producers and their sales for this 
June and last were: 


June, June, 

1959 1958 
a 30,779 23,663 
gS ee 19,344 
International _............. 9,909 6,771 
a ae ae 5,908 4,397 
catalina decahienmietll 5,049 3,124 
SIIINEN . osaispasqnoceateeianiagiil 2,285 1,480 
SE cai kccnccaseneenees 1,473 873 
EE enon mene ane 1,270 970 
358 
225 
69 
2,796 
64,070 





California remained the top 
truck-buying state in June as sales 
in the state ran almost 50 percent 
ahead of the total for June of last 
year. 

a 

T= 10 top states and their truck 

registrations for this June and 
last were: 


* * 





June, 

1958 
1—California 6,588 
2—Texas 5,423 
38—New York 3,291 
4—Michigan 1,993 
5—Pennsylvania 3,314 
6—Illinois 2,693 
I—Ohio 2,264 
8—Florida 1,800 
9—Indiana 1,590 
10—Georgia 1,598 


In line. with the national increase 
in truck sales in June, a sales boost 
was reported in 48 states. Sales de- 
clines were noted in Delaware and 
the District of Columbia, 





* * * 


Breakdown of Dealer Expense 


FIRST SIX MONTHS, 1959-1958 


(PERCENTAGE OF TOTAL SALES) 


Group I Group II Group Ill Group IV Ind. Average 

6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos. 6 Mos, 6 Mos. 6 Mos. 6 Mos. 6 Mos, 
1959 1958 1959 1958 1959 1958 1959 1959 1958 
41 ants 45 ck 44 on 42 ate 43 ines 
48 -96 53 1.06 50 1.06 AZ 1.01 49 8 1.08 
176 8§=61.88 213 2.15 2.03 2.32 2.15 2,16 196 2.07 
452 5.84 4.37 6.51 4.18 5.19 3.47 4.58 4.30 5.48 
06 04 12 07 15 08 19 10 All .06 
36 45 31 38 26 32 20 26 31 39 
1.00 1.26 96 1.18 2 LR -176 = =1.02 85 1.18 
59 71 17 80 91 92 80 1.02 12 81 
36 A1 29 39 24 32 19 28 30 37 
40 56 33 48 27 Al 29 38 34 49 
2.92 3.38 2.63 3.01 2.34 2.75 198 2.28 2.63 3.04 
12.86 15.49 12.89 15.03 12.24 14.49 10.87 13.09 12.54 14.90 


t Preparation and delivery included in warranty and policy total for 1958, 
* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
§ Includes all owners’ salaries, employes’ bonuses and interest paid. 


—From NADA Survey. 
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Now Average 8.91 Cents Per Mile... 





CHICAGO.—The cost of keeping 
a salesman on the road in an auto- 
mobile has reached an all-time 
high. 

Mileage payments to salesmen 
driving their own cars On company 
business reached a national aver- 
age of 8.91 cents per mile this year, 
the closest they have inched to the 
nine-cent mark, 

This represents a jump from a 
year ago, when the national aver- 
age was 8.22 cents per mile. It is 
an increase of 15 percent over 
1957, when the national average 
was 7.72 cents per mile. 


This was disclosed today by A. J. 
Schoen, president of Wheels, Inc., 


Met Replaces Motorcycle— 


The Huntington Park (Calif.) police de- 
portment has purchased a Metropolitan to 
replace the three-wheel motorcycle used 
in parking enforcements. The right-hand- 
drive sedan offers added protection to the 





police officer. 











WARTBURG FRANCHISES! 








Virginia 
West Virginia 
North Carolina 
South Carolina 
Georgia 
Florida 






100” wheelbase, 
wider seats than cars 
selling for $1000 more! 


THE MOST REMARKABLE AUTOMOBILE FROM GERMANY! 
@ VALVE GRINDING 


NEVER NEEDS ; uve ce 516 88 


Never So Much For So Little! 
POE 


ROYAL importers 


919 COMMUNIPAW AVE., JERSEY CITY, N. J. . 








@ CHANGE OF OIL 


DE. 3-5900 











Mileage Payments 
Reach New High 


one of the nation’s largest auto 
fleet leasing firms. Wheels’ survey 
represents reports from 327 com- 
panies operating national, regional 
and local auto fleets, ranging in 
size from 25 to 1,000 cars. Com- 
panies paying a flat mileage rate, 
and those paying rates on a sliding 
scale based on territory, both were 
included. 

For the first time, more com- 
panies paid nine cents per mile 
than any other rate— 36 percent. 


Next most popular rate was eight 
cents per mile, paid by 23 percent 
of the companies studied, Sixteen 
percent paid more than nine cents 
per mile, while the lowest reported 
rate was 6.5 cents per mile, paid 
only by two companies. 

According to Schoen, this year’s 
jump in mileage payments to 
salesmen is a reflection both of 
increased costs and the nation’s 
economic recovery. Mileage pay- 
ments, which tended to hold 
steady during the recession of 
1957-58, are now overcoming the 
temporary lag. 

Companies whose salesmen aver- 
age more than 18,000 miles per year 
over the road, generally paid eight 
or nine cents per mile, Schoen said. 
Those operating fleets primarily in 
cities, where lower mileage is the 
rule, are often paying 10 and 11 





cents per mile, he added. 





Chrysler Spends $18 Million 
On 1960 Rustproof Process 


(Continued from Page 2) 


trols start the assembly line con- 
veyor and the car rises up out of 
the bath and the sprays stop, The 
next car is right behind as this one 
gets a 50-second drain period. 

Second stage is a 30-second water 
rinse with the temperature at 150 
to 160 degrees. 

Third stage is a second clear 
water rinsing and this time the 
liquid has been cooled to about 
140 degrees. 

In the fourth stage, the car 
travels downward to the low 
point on the roller-coaster for an 
immersion in 18 inches of phos- 
phate coating. High-intensity 
sprays cover the upper portions. 
This is controlled by an elec- 
tronic keyboard for one minute. 

Fifth stage takes the car out of 
this bath for a 50-second drainage 
and then into a 30-second cold 
water rinse. 

Sixth stage is a chromic acid 
conditioner bath and spray for a 
30-second period at temperatures 
ranging from 140 to 150 degrees. 
The car body is drained, rinsed and 








Ww BUDE L lute 


FULLY EQUIPPED— 
COST LESS 


COMPLETE PACKAGE: 


#700 Jack, Universal Adapter, POWER- 
GLIDE Adapter, Truck Cradle, Engine 
Support Boar handles al! automatic 
transmissions and 75% of truck trans- 
missions. 


FOR ONLY $181.00 


—less than you'd pay for the jack 
alone of any other makel 





Pumping handle rotates a full 360°. 


Dodge and others. 


No. 700 Jack with Universal and 


eS ee ee ree $145.00 
No. 711 Jack with Universal and 

PI PIII, W dees 6.0305 800 40a e cares 285.00 
No. 63 Truck Cradle Adapter ................. 16.00 
No. 70 Stand for No. 700 Jack...:............ 39.00 
No. 80 Engine Support Bor .................. 20.00 


See your jobber or write for free bulletin 


Edmund J. Wudel Mfg. Co. 


6082 Ferguson Drive, Los Angeles 22, Calif. 














Freely pivoting rolling wheels. 
No. 711 Vertical Two-Stage Lift raises from low to 32” to full 72” 


No. 7I1 Jack with in 64 strokes, 
Universal Adapter POWERGLIDE ADAPTER tilts forward 90°, backwards 8°, 
22°. UNIVERSAL ADAPTER handles all ether automatic transmissions. 


Designed to carry all the weight of the transmission on the transmis- 
sion flange with adjustable jaws snugly fitting the corners of the pan 
and preventing any possible damage to pan. TRUCK CRADLE designed 
to handle 4 and 5 speed truck transmissions in the Chevrolet, Ford, 


For highest quality at LOWEST PRICE, buy WUDEL Transmission Jacks 





No. 400 
VIXEN Deluxe ............ $42.50 
No. 401 
Wail Shelf for No. 400.... 5.95 
No. 444 VIXEN 
Deluxe Cleaner only...... 18.00 
' 4 No, 12 VIXEN 
and Testers Spark Plug Cleaner...... 6.50 
UNMATCHED way AT Bog ee: wea 
arates dirt from cleaning “com VIXEN Tester a 22.00 
Comparator plug tester 
Recessed glass for No, 135 VIXEN 
Wise, Handy 0 parts Geena and Tester ...... 29.50 ple, 
and tools. ; 


No, 700 Jack with 
Universal Adapter 








sideways 


No. 63 Truck Cradle 





No, 80 Engine Support Bar 








air dried at high pressure. The 
body continues on through a drying 
oven for three minutes at 225 de- 
grees. Hot air jets are continuously 
in use to ensure complete drying. 
The body is then cooled to room 
temperature. 

Seventh stage is considered the 
most important of all. Here the 
auto body gets the anti-corrosion 
bath with a grey-colored water- 
reducible primer paint—claimed by 
Chrysler engineers to be the finest 
rustproof primer yet invented, The 
body dips into the 9,000-gallon tank 
to a depth of about 18 inches and, 
after soaking for a minute and a 
half, travels into the drainage area. 

At every stage of this procedure, 
control is constant over the chemi- 
cal treatments provided the car 
body. Quality control is assured 
with chemical analysis being con- 
ducted at every stage of the anti- 
corrosion program. 


Tests are conducted once every 
hour on the caustic cleaning bath 
and spray to insure maximum 
concentration of chemicals. Then 
the two rinses that follow are 
analyzed to make certain the 
sprays are performing their work 
properly, Once every hour also 
the phosphate bath and spray is 
chemically examined as is the 
chromic acid replenisher system. 
Other rinses are checked twice 
daily. 

This completes the anti-corrosion 
dipping and spraying operations. 

The body then travels on the 
Same conveyor belt into seven 
stages of external] finishing opera- 
tions. This includes two coats of 
epoxy primer paint . . . oven baked 
at between 350 and 370 degrees... 
wet sanding operations .. . first 
and second coats of lustre bond 
enamel and then, finally, oven bak- 
ing at 250 degrees to complete the 
body corrosion protection. 

Chrysler Corp. engineers say this 
method of finishing both the under- 
body and surface should result in 
the most durable finish ever offered 
in the auto industry. 


McCullagh Orders 
4,000 New Cars 
For Leasing Firm 


DETROIT. — Don McCullagh, 
president of Don McCullagh Leas- 
ing, Inc., said he has placed orders 
for 4,000 1960 automobiles to be 
delivered during the first 90 days of 
their showing. 

All makes and body styles are 
included, with an average cost to 
the leasing company of $2,500 per 
car, or an investment of $10 mil- 
lion, he said. 

The firm leases to individuals and 
companies across the U. S., Canada 
and Mexico. 

McCullagh said, “There’s no 
question the trend is toward leas- 
ing cars, and I firmly believe we 
will triple our present volume in 
1960. The immediate outlay of $10 
million is a most prudent invest- 
ment.” 


Auge Gets Quality Award 

BELEN, N. M.—Auge Sales & 
Service (Dodge-Plymouth) has re- 
ceived Chrysler Corp.’s Quality 
Dealer Award. The dealership is 








Detroit Preview 


To Draw 12,500 


DETROIT.—A musical stage 
show—featuring some of Broad- 
way’s finest talent—will introduce 
the 1960 Oldsmobiles to more than 
12,500 midwestern Oldsmobile deal- 
ers and dealership personnel at the 
Civic Auditorium here August 15-18, 

The musical, “Who Could Ask 
For Anything More!”, was written 
especially for Oldsmobile to inform 
dealers and salesmen about the 
new cars in an entertaining way, 
according to Jack F. Wolfram, 
general manager of Oldsmobile. 

Hand-built prototypes of the 1960 
cars will appear on stage during 
the show and will be on display for 
Oldsmobile dealers and their sales- 
men at the auditorium, Public 
showing of the 1960 Oldsmobiles 
will begin Thursday, Oct. 1, in deal- 
erships across the nation. 

In the audience during the*Tues- 
day matinee performance in De-« 
troit will be more than 200 of the 
nation’s automobile editors, news- 
papermen, and radio and television 
commentators. 

Headlining the show are Flor- 
ence Henderson and Bill Hayes, 
Oldsmobile’s “singing sweethearts.” 
Comedy star Jack Gilford and Joan 
Holloway share star billing in the 


musical. 
Carol Haney, star of “Pajama 
Game” and choreographer for the 


current Broadway hit, “The Flower 
Drum Song,” is director and chore- 
ographer of the show. This is her 
third successive production for 
Oldsmobile. 

The show opened in New York 
Aug. 8. Following its Detroit run 
it is scheduled to play in Chicago, 
Aug. 21-22; Atlanta, Aug. 27, and 
will close its nationwide tour in 
Pasadena, Calif., with four per- 
formances Sept. 3 and 4. 


Asks Bankruptcy 
For Buick Dealer 


SOUTH BEND. — Associates In- 
vestment Co. has filed a petition 
in U. S. District Court, asking that 
George F. Gore jr., 306 Second St. 
LaPorte, Ind., owner of the Gore™ 
Buick Co. in Walkerton, Ind., be 
declared bankrupt. 

The petition alleges that Gore 
owes Associates $2,710.80 on a 
promissory note, dated March 39, 
and $2,768.71 on a note, dated 
March 30. Gore committed acts of 
bankruptcy, the petition charges, 
by paying $5,000 and transferring 
title to shop equipment, furniture 
and fixtures May 1 to the LaPorte 
Bank & Trust Co. to satisfy the 
claims of other creditors. 


Edsel Deal Closed 

FORT WORTH.—Lone Star Mo- 
tors (Edsel and English Ford), 915 
W. Seventh St., owned and operated 
by Bennie Goldstein, has ceased op- 
erations. At present, there is no 
Edsel franchised dealer in Fort 
Worth. 

















STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 
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GM President’s Plea... 


Dedication to 


FLINT.—John F. Gordon, presi- 
dent, General Motors Corp., called 
for graduates of General Motors 
Institute to dedicate themselves to 
always serving the customer better. 

In addressing the 32nd com- 
mencement of GMI, Gordon told 
the graduating class the econ- 
omy of U. S. will continue to 
forge ahead with the picture for 
the automobile industry “partic- 
ularly bright.” 

He said that the industry has 
“good grounds for anticipating an 
annual level of sales in the U. S. of 
about 7% million passenger cars 
by 1965, ‘compared to the current 
jevel of six million cars.” 

“In a market that holds out such 
promise of growth and expansion 
there will be no lack of opportun- 
Lity for the company whose people 
‘are dedicated to the proposition 
that nothing must be left undone to 
serve the customer always better,” 
Gordon said. 

Gordon, who has served as a 
member and chairman of the in- 
stitute’s board of regents, warned 
the graduates of the dangers in- 
herent in indiscriminate job-jump- 
ing. 

“So many young fellows not 
long out of college waste valu- 
able time, switching from job to 
job, starting from scratch each 
time, simply because the grass 


273,859 New Cars 
Imported into U. S. 
In Five Months 


DETROIT.—The Automobile 
Manufacturers Assn. reported that 
273,859 new cars valued at $306,- 
555,329 were imported into the U. S. 
during the first five months of this 
year. 

Nearly one-third of them—90,220 
—came from England. West Ger- 
many sent 85,650 new cars to this 
country, and France accounted for 
$6,186. Other major import sources 
were Italy, 18,832; Sweden, 11,002, 
and Japan, 1,553. 

England also headed the list in 
value of new imported cars with 
$113,915,899. Imports from West 
Germany were valued at $100,566,- 
219, and those from France were 
tagged at $54,636,107. 

AMA said 9,685 new trucks, 
buses and chassis were imported 
into the U. S, during the five-month 
period, and 9,797 used cars were 
brought in. West Germany contri- 
buted 8,998 of the used cars. 


Chrysler to Test 
Gas Turbine 
In Dodge Truck 


DETROIT. — Under terms of a 
new research and development con- 
tract announced Saturday, Chrysler 
Corp. will install the latest Chrysler 
experimental gas turbine engine 
in a 14,000-pound gross vehicle 
weight Dodge truck. 
Announcement of the contract 
Was made by Col. Joseph E. John- 
ston, commanding officer of the De- 
troit Ordnance District. 

» Paul-C. Ackerman, Chrysler engi- 
neering vice-president, said that 
the project will be performed dur- 
ing the coming year by the re- 
Search section of the engineering 
division, under the direction of 
George ‘I. Huebner, executive engi- 
neer, 

“The turbine truck road tests will 
be run at the Chrysler engineering 
Proving grounds and on public 
highways in the Detroit area,’ 
Huebner explained, 

Last January, the company an- 
Nounced the results of a 576-mile 
economy test run from Detroit to 
the East Coast. Installed in a 1959 
Plymouth, an earlier design version 
of its automotive gas turbine aver- 
aged 19.39 miles per gallon of diesel 
fuel at an average trip speed of 
383 m.p.h. On the return trip, ap- 
proximately equal amounts of reg- 
War diesel fuel, military JP-4, white 
8asoline and regular leaded motor 
Oline were used during the trip, 
and the turbine-powered car aver- 
aged 17.17 miles per gallon at an 
average speed of 51.65 m.p.h. 














the Customer 


looks greener on the other side 
of the fence,” the GM president 
observed. 

He said GM offers excellent indi- 
vidual growth opportunity because 
of “the broad diversity of our op- 
erations and products; our em- 
phasis on development of new and 
improved commercial products; our 
advanced position in missile and 
other defense work; our decentral- 


Goodyear Profits, 
Sales Set Records 
For Quarter, Half 


AKRON.—Alltime records for 
Sales and earnings were reported 
by Goodyear Tire & Rubber Co. 
for the second quarter and the first 
half. 

Consolidated net sales for the 
half-year rose 25 percent to $812,- 
750,506 compared with $648,031,308 
in the first six months of 1958. Net 
income for the period increased 49 
percent to $40,646,386, compared 
with $27,256,807 in the first half of 
last year 

Second-quarter sales increased 30 
percent to $442,178,297 compared 
with $339,751,605 in the correspond- 
ing period last year. Net income 
for the June quarter amounted to 
$23,649,596, compared with $16,399,- 
301 in the second quarter of 1958, 
an increase of 44 percent. 








ized operations, our policy of pro- 
moting from within.” 

Concerning this promotion pol- 
icy, Gordon pointed out that every 
month countless numbers of men 
in GM’s higher echelon reach 
the corporation’s mandatory re- 
tirement age of 65 and as these 
changes occur “a chain reaction 
of promotional opportunity is set 
in motion” that can reach to the 
bottom of the ladder, 

Promotions in GM do not come 
simply by spending time, declared 
the GM executive. 

“While we promote from within, 
we promote only for merit.” 

Gordon said people who fre- 
quently ask what GM does to de- 
velop executives “seem to be under 
the impression that we must have 
some sort of program or process, 
whereby we feed young men such 
as yourselves in one end and take 
out finished executives at the other. 
This is not quite the way it works.” 

“Experience taught us long ago 
that no one can develop an execu- 
tive except the man himself and 
to develop himself a man needs op- 
portunity,” Gordon said. 

“The manner in which General 
Motors is organized and is op- 
erated constitutes this opportu- 
nity,” he said, “and GM sees to it 
that men of ability, determina- 
tion, initiative and drive get the 
chance to take fullest advantage 
of it. This is done by providing 
a broad range of experience and 
increasingly greater areas of re- 
sponsibility,” Gordon said. 

Gordon pointed out that the so- 
called “organization man concept is 
completely mythical insofar as 
General Motors is concerned. Our 
policies have always recognized 
that our greatest opportunity lies 
in permitting our people to operate 
as individuals.” 
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Keep Your Car Buyer Satisfied! 
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Charles E. Stutz, 76, 
Maker of Famed Bearcat 


MIAMI.—Charles E, Stutz, 76, 
producer of the famed Stutz Bear- 
cat, died here Aug. 10 of cancer. 


Mr. Stutz formed Stutz Motor 
Car Co. in 1909 and raced his cars 
as “the best form of advertising” 
in his era, He came to Miami in 
1940 after the depression ended his 
auto making. He worked for an 
electrical firm until three weeks 
before his death. 


x * x 


Charles F. Bowman 


KANSAS CITY, Kans.—Charles F, Bow- 
man, 76, former general manager of the 
old Ford Winchester Avenue plant here, 
died here Aug. 7. At one time he was a 
partner in the Bowman-Schubach Ford 
dealership here. 

” + * 


Charles E. Morrison 


WATERTOWN, N. Y.—Charles E, Mor- 
rison, 56, former automobile dealer, died 
Aug. 5. With his brother, Corydon H. 
Morrison, he once operated Morrison Mo- 


tors Co. 
- * * 


Joseph M. Kelly 


MT. LEBANON, Pa.—Joseph M, Kelly, 
retired general sales manager of the Pitts- 
burgh office of Hyatt Bearing division, 
General Motors Corp., died Aug, 6 in his 
summer home at Chautauqua Lake, N, Y. 

* 7 * 


O. C, McCallister 


ALBUQUERQUE, N, M.—O. C, Me- 
Callister, 51, a former Studebaker dealer 
here, was found shot to death at his home 
Aug. 5. Police said it was an apparent 
suicide. 

* * - 


Ernest KR, Hicks 
JEFFERSON CITY, Tex. — Ernest R. 
Hicks, a former automobile dealer here, 
died of a heart attack July 24. 
* 7 * 


Frank F. Cornelius 


EL RENO, Okla.—Frank F. Cornelius, 
67, co-owner of Huddart Cornelius Motor 
Co, (Ford), died Aug. 4 at Truth or Con- 
sequences, N. M., while returning from an 
Arizona trip. 

* * * 


Carl W., Davis 
WESTWOOD HILLS, Mo, — Carl W. 
Davis, 72, former Kansas City district 
manager for International Harvester Co., 
died Aug. 6 after a heart attack. 
© * * 


Jesse L. Jones 
SMITHFIELD, Va.—Jesse L, Jones, 73, 
formerly a partner in the Kello-Jones 
Motor Co. here, is dead. 
* * * 


Tom A. Little 
BLYTHEVILLE, Ark. — Tom A, Little, 
62, who was one of Mississippi County’s 
first automobile dealers, died Aug. 7. Mr. 
Little was instrumental in the organization 
of the Arkansas Automobile Dealers Assn. 
and was a former director. 
* * * 


W, C. Crum 
ORANGEBURG, 8. C.—W, C. Crum, 69, 








. Steady gas pressure ... . car runs ‘ 
right with these extras: . 
@ Stops waste — saves 10% to 

% gas 
@ Ends flooding, -bucking, starving 
@ Steady idling — no stop-signal 
dying 
@ Gas stretcher 


retired automobile dealer here, died Aug, 9 
at his summer home in Saluda. He and 
his brother, G. M, Crum, operated Crum 
Brothers Buick Agency in Orangeburg for 
42 years until his retirement several years 
ago. 





Cut your costs on good wm service 











* * * 


M. Ray Leeser 

TOPTON, Pa.—M. Ray Leeser, 61, pres- 
ident of Leeser Motor Co., was found dead 
of a heart attack in his car near here 
Aug. 7. His firm operated an Oldsmobile 
dealership here and a Chevrolet dealership 
in nearby Alburtis, Pa. Mr, Leeser resided 
in Bowers, Pa. 


ATTENTION DEALERS: Save Body Shop Time 
FOR MORE PROFITABLE CUSTOMER WORK 


(1) ae « (2) Attach 
e 








fuel bowl. Protects carburetor. 
Make Friends! Make extra profits! Sell Mileage Minder 


PASER MFG. CO. 


Mileage Minder Magnetic Trouble Trap built into glass 


(3) Tighten 
fittings 
4 





537 TURK ST., SAN FRANCISCO 2, CALIF. 




















Use Rear Quarter Panel 
and Rocker Panel Kits 
for 


Reconditioning 
1954-55-56 


BUICKS 


INSTALL IN ONE HOUR 





Even the least experienced mechanic in your shop can install these 
kits in one hour or less. No welding. No color matching. No 
painting. 

Quick, easy installation reduces reconditioning costs . . . elimi- 
nates costly body shop delays and tie ups . . . conserves body 
shop time for more profitable customer work . . . gets 54-56 used 
Buicks on your lot faster . . . gives fast turnover . . . saves lost sales. 


HIGHLY POLISHED, GLITTERING STAINLESS STEEL matches trim and mouldings. Screws 
fasten inside door frame and underneath rocker panel. No screws are visible. 


TELEPHONE ... WIRE... OR AIRMAIL YOUR ORDER NOW. 
We pay transportation charges. Will ship open account to credit rated accounts. 











UNCONDITIONALLY 
GUARANTEED! Give credit rating. Order by Stock Number. 
You will be happy and fully R-70 B-4 Rear quarter panels and § R-80 B-4 Rear quarter panels and 
satisfied once you use these rocker panels*(complete kit) fits: 1954- rocker panels (complete kit) fits: 1954- 


beautiful panels, Customers 
will buy these cars faster, like 
them better and pay more for 
cars repaired with these 


55-56 Buick Super and Roadmaster 2- 
hardtops and convertibles. List $45.50. § door hardtops and convertibles, List 
Dealer Cost $28.65. $48.50. Dealer Cost $31.65. 

Rear quarter panels and rocker panel mouldings supplied in pairs for both sides 
—————— of car. NOT SOLD SEPARATELY. . 


GROBOSKI INDUSTRIES, INC., 4344 S. Western Ave., Chicago 9, Illinois 


PHONE YArds 7-9200 


55-56 Buick Special and Century 2-door 


sparkling panels. 
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Here’s the LATEST, 


The Man Behind the Wheel... 





Mr. Dealer... 


The Answer to Every 
Salesman's Problem 


Where to Get a Long- 
Lasting SHOE SHINE 


Applied in Seconds! 


Eprtor’s Note: This is another | 
in a series of articles which will 
report on the selling features of | 
imported cars. 

* + * 
By William Carroll 
| Staff Correspondent 


ELDOM does a foreign auto | 

maker sales-test his product | 
over here, revise it to meet Ameri- | 
can market needs, then come back 
more solidly in business than ever 
before. But this is what Toyopet 
has done, which makes our “Sales 
Test” of the Crown Custom a 
unique operation. 

Automotive News carried the 
report on the Toyopet Crown, a 
four-door sedan, when it arrived 
from Japan in Aug. 1958. 
Brought over in limited quanti- 
ties, distributors were frank in 
acknowledging that their plans 
for limited distribution were 
based on determining how this 
first model could be improved to 
fit our market. 

Hundreds of Crowns were sold, 
most of which went to California 
owners. After carefully checking 
jovery sale, bringing the chief de- 
|signer of Toyota to the U. S. and 
{sending merchandising experts 
from the U, S. to advise the factory 
in updating their sedan—the Toyo- 
|} pet Crown Custom was announced. | 
|Here’s what it’s like: 

Using the same engine, chassis | 
and body as the previous model, 
than liquid shoe polishes | Toyota went through it from stem 
Yo more glecs then | to stern in making changes. 

| The Crown Custom is three 
paste shoe polishes jinches longer, slightly wider and 
Will not peel, chip or crack even| minutely higher. Engine horse- 
after 24 applications power has been increased from 60 


to 65 through use of a two-throat 
Will not dry out leather—increases & : 
flexibility ond suppleness. | two-stage carburetor. 


Note these special 
features 





LABORATORY TESTED* 


HATRU 


ONTAINS LANOLIN 
AND SILICONE 








OR ALL COLOR SHO! 
ee 





*4 times the gloss of other | 
spray-on polishes 
42 times the gloss retention 
of other spray-on polishes 


6 times better gloss retention 





| 
|Frame Is Lighter 
HE two-stage carburetor is 
throttle controlled to give two- 
|throat power for maximum accel-| 





Sales Testing the Toyopet 


| thing raps your knuckles or tears 


| ped money. 


with brakes and clutch a smoothly 
operating pair of assists. Shifting 
(Toyopet uses the American stand- 
'ard pattern) was no problem, with 
syncromesh helping me out in 
careless moments. 

There’s little to say about driving 
the .Toyopet Crown Custom that 
has not been said about other such 
imports. 

It handles quickly, is light and 
easy to drive, but could not be 
called an exciting car with only 
65 horses to pull the heavier-than- 
Rambler-American sedan. For 
short wheelbases, the ride is ex- 
ceedingly comfortable and the heat 
and vent system much better than 
would be expected on such a low 
price job. 


now nine inches in diameter. 
Body-frame attachments are de- 
signed to reduce noise transfer. 

Other changes are obvious, This 
car was redesigned to be SOLD, | 
and carries a collection of selling 
features. 


There’s a mammoth carburetor 
air cleaner, engine oil filter and gas 
filter; all of which can be shown 
to prospects as items seldom found 
on low-price American cars. 

Wheels are factory balanced, the 
speedometer changes color as speed 
increases and bumper guards re- 
duce parking lot damage. 

The safety group features two 
important items. One is the gas | 
tank lock, which controls a neat 
left taillight cover for the filler. 
This is a better fitted installation 
than found on most American cars. 

co * *” 


Warning Light for Door 


5 ie other safety item is the door 
light, which warns the driver if 
any one of the four doors is slightly 
ajar. Women with children should 
flip for this. 

There’s plenty of chrome, wheel 
covers, wall-to-wall carpets that 
are lush, step plates and a 
“unique” ash tray. 

The ash tray is well made, in the 
right place and hag the best of| Collision repair expense. 
intentions. But no matter how you; The owner’s manual is complete, 
push the release button, the darn! and should be on the required read- 
ing list for every salesman with a 
a fingernail as spring loading pops|Toyopet price list. It has all the 
it out of the dash to catch your! car’s best points listed for fast sell- 
ashes. jing. Shop manuals also are com- 

The Crown Custom has more) plete. 
lights than a Christmas tree.| There are a few points worth 
There’s a light for the glove box, | watching during a sales pitch or 
automatic interior courtesy lights,| demo. The battery, under the seat, | 
backup lights, underhood lights,/is not in the easiest place to be| 
trunk lights, and an extension light! serviced, and the ash tray will| 
for changing tires or finding drop-' catch fingernails or rap knuckles. 

y ..| New thick seats have cut head- 

An optional comfort group in- room and the seat track has no| 
cludes two-tone vinyl interior, foam | drop, even when pushed all the 
rubber seats, two sun visors, coat! way back, you're just as close to 


hooks and a cigaret lighter. i th ili 
The eilect of. thin. qeoie coltec-| 4 Seas Se teens. Cateees 





” * * 


Fuel Economy Drops 


| tenn economy dropped from 24 
miles per gallon for the 1958 
model to an overall average of 
22.04 miles for the Crown Custom. 
The drop could in part be traced 
to the new carburetor, which feeds 
more gas during fast accelerations. 

Servicing the Toyopet would be 
a snap. There’s room to spare 
under the hood, with all compon- 
ents out in the open, Front fend- 
ers are bolt-on jobs which reduce 














MIRACLE srry sxine 


@ends buffing and brushing. 


| eration, and single-throat economy|tion is tremendous. First-time 
for cruising. The frame is lighter,| viewers usually comment on the! 
there are two mufflers instead of| appearance of quality in the Toyo- | 


| looking for the cigaret lighter 
a 


x * 





jone and splash pans around the 
engine. Tires are reduced in size 
from 15 to 13 inches. 
Transmission and clutch modi- 
fications were minor. The propel- 
ler shaft is lighter and shorter 
(transmission housing is longer) 
and the rear axle is smaller and 
lighter than the former truck- 
size model, Three-leaf rear 
springs are more supple, while 
front and rear brake drums are 


Car Tested: 


@ is clear wax with lanolin 
and silicone. 

@ contains no lacquer. 

@ is packed with DuPont's Freon 12, 
not alcohol. 

@has a delightful fragrance. 

@is cistilied crystal clear and does 
not darken leathers, even after 
repeated applications. 

@ will not stain clothing. 


Where Miracle Comes from 


Miracle is the result of years of research, The 
idea of obtaining a shine from an aerosol 
can is not a rv f but a satisfactory and safe 
shine is Miracle's special accomplishment, 


Heretofore, aerosol spray shines have not 


Toyopet 
been successful because they caused customer 


— and were actually harmful to Crown Custom 


r. Model: RS22L four-door se- 
What If Is dan. 








Miracle is the only formulation which passes Engine: Four-cylinder, fou r- 
See test cveinted by people with a. 100 || °mCle 
ai Fs Carburetion: Dual downdraft. 
i id sell 
yess pomeroens ~ manufacturing and selling Dispi hes aarti 
hes. 
How It Works e : 
Miracle does not crack, chip or peel, Its Rng & stroke: 3.03 by 3.07 


secret formula actually lubricates and nour- 


ishes leather, ‘et shines wijhout iueles harsh Compression ratio: 8.0 to 1. 
and ul chemicals such as lacquer, al- . i 
Cohel, shellac or their substitutes, etaseney on pads i roe 

Proper Use Is Important 73. 
Miracle is so new that people cannot believe Torque: 83.6 pound-foot at 
aad caer Bol claims os after as aa Le 3,000 r.p.m, 

on each can. é 

SPRAY ‘IS ALL THAT IS NECESSARY. OVER Running weight: 2,630 pounds 


without driver. 

Transmission: Three forward 
speeds and reverse. 

Clutch: Dry, single-plate, with 
rubber torsion dampers. 

Rear axle ratio: 4.875 to 1. 

Steering: Four turns, lock to 
lock. 

Dimensions: Overall length, 
171.9 inches; width, 66.8; height, 


APPLICATION is wasteful and actually RE- 
TARDS THE SHINE. Excess applications can 
be removed easily according to the clear 
directions on each can. Miracle should not 
be applied to surfaces other than leather 
such as plastic heels or pocketbooks, 
*National Testing Laboratories, 

New York City 


USE THIS HANDY ORDER FORM 


Shaw Products Company Box 523 | . 

Lansing, Mich. Se ae Hi coe wheelbase, 99.6, and tread, 
ship me ........ 10-oz. cans Suspension: Front, independ- 

dozen pr to my Ss gy i ent on coil springs; rear, solid 

1 understand that Miracle Spray Shine axle, semi-elliptic leaf springs. 

normally sells for $1.50 per can $18.00 Tires: 6.40 by 13, four-ply. 


Gas mileage: City, 21.16 m.p.g.; 
test average, 22.04 m.p.g. 
| Accessories: Windshield wash- 
er, radio, fog lamp, clock, out- 
side mirrors, white-walls, and 
overdrive. 
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pet. Interior and general trim ap- 
pearance of the Toyopet is the 
best I’ve seen in any import priced 
under $2,500. | 

* * * | 
Controls E..y to Reach lf 


Gattara in and out was easier |. 
than in most American cars,| — 
because of Toyopet’s door height.| —° 
However, I was surprised to find © 
the new foam seats were so high 
my head bumped on the roof. The, 
previous mode] left me plenty of 
headroom. 

Controls, key and pedals fell | 
to hand naturally and forward 
motion took less time than read- 
ing this. 'The new two-stage car- | 
a was immediately notice- " 
able in providing more gallop, | 
and red notches on the speed- | A Popular Feature— 
ometer indicated the proper shift | One of the popular safety items on the 
points to get moving as quickly | Toyopet Crown Custom is the lock on the 
as possible. taillight cover for the gas filler. The unit 

General traffic feel was good, | also features a plastic tied-on gas cap. 

* ot * a * o* 








Designed for the American Market— 


Designed for sale in the U. S., the Japanese-built Toyopet Crown Custom has 
plenty of chrome, wheel covers and a plush interior. Interior features include wall- 
to-wall carpets, step plates, foam rubber seats, sun visors, two-tone vinyl upholstery 
and metal-retained weather strips. 


Front fenders are bolt-on jobs which reduce col- 





lision repair expense. 


Easy to Enter— 


Getting in and out of the Toyopet is 
easier than most American cars, according 
to William Carroll, who test-drove the car, 
Controls, key and pedals are located with 
the driver in mind. The car also fectures 


ad + 


a sp that changes color as the 
speed increases. Metal kick panels are 
on the inside surface of the doors. 
* a * 
should be told it’s attached to am 
button labeled “S,” though I can’t 
figure out why. 
* 





* * 


Door Handles Are Hidden 


—— radio distorts badly at mod- 
erate to high volume and shield- 
ing is likely to pass engine inter- 
ference on weak stations. Rear 
door handles are hidden under the 
side of the front seat, when the 
front seat is all the way back, 
making rear door locking difficult. 

Perhaps the most disturbing 
Toyopet fault is a combination 
engine and drive line vibration. 
Early cars had this problem, and 
so do the new models. It seems 
to rise and fall with car speed, 
killing conversation pretty dead. 

On the plus side are many fea- 
tures. Appearance alone should 
more than half sell any prospect. 
The Toyopet is lush—and when you 
first see the fine rugs and interior, 
the impression is astounding. 

Under the hood is easy owner 
Service, including plastic hydraulic 
fluid reservoirs which let you see 
the fluid level without any messy 
dipsticking. 

Easy front-end service and re- 
movable sheet metal could be tied 
to the complete undercoating j 
in a quality and low maintenance 
pitch. The flat trunk floor is handy 
and tied-on plastic gas cap is a 


| worthwhile item. 


Let your customer eyeball the 
metal-retained weather strip and 
metal kick panels inside the doors. 
Then show and demonstrate those 
great little safety lights which 
warn of open doors. 

oe * ok 

An Eyefilling Package 
5 ren package seems targeted on 

the buyer who wants a nice car 
to leave at home for the wife, 
while he drives a jalopy to work. 
Toyopet is economical enough to 
justify its size. 

Toyopet interiors are kid-proof 
and the package is light and 
small enough to be handled in 
town traffic without expensive 
power assists. It would: make a 
lot of sense in metropolitan and 
suburban markets, might be a 
doubtful item in rural areas (al- 
though I’m told of a most suc- 
cessful Toyopet dealer in a Cali- 
fornia farming community), The 
Toyopet is certainly an eyefilling 
package with merit. 

Perhaps the most potent selling 
point of all being this quotation 
from Toyota literature: “Toyota 
vehicles are warranted for six 
months or 6,000 miles, whichever 
shall occur first. This warranty is 
extended to the retail purchaser by 
the selling dealer and is provided 
by the importer and distributor 
(factory owned) to the dealer.” 





Three Socony Affiliates 
To Become Single Unit 


NEW YORK.—In a reorgani- 
zation slated for this fall, Socony 
Mobil Oil Co. plans to bring all 
domestic operations under one 
unit to be called Mobil Oil Co. 
The move involves three affiliates. 

They are Magnolia Petroleum 
Co., which operates in the South- 
west; General Petroleum Corp., 
which operates in the Far West, 
and Mobil Producing Co. in the 
North Central and Rocky Moun- 


tain States. All are now Socony ™ 


Mobil domestic affiliates. 
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Week Week Jan.1 = Jan. 1 
| Ended Same Ended Output, To To 
Aug. 15, Week Aug. 8, August, Aug. 16, Aug. 15, 
1959 1958** 1959* To Date 1958** 1959 
AMERICAN MOTORS 

$ EITINT wilesinbiisitblbeetpases=ereeceune . * soematines 8,217 8,217 110,834 267,758 

"ey RYSLER CORP. .... 30 7,929 753 783 387,865 512,143 
INET Belin lcskaAbicusicis ‘aitscdaeds: ~vaiedeice’ . “Tovdectens - “emahlanhe 35,545 50,277 

SE CnEGeliinvianivideis itesites Tieigtined - Shebeetn. ” amebekt 22,956 33,969 
EN oe eee a ee 66,795 108,950 
SED ctsnilocnwnatbennaes a -euatie ame 30 8,330 11,949 
IE eid lcateccicsie . uatabbeews 7,654 753 753 254,239 306,998 

t is FORD MOTOR .............. 38,220 26,519 39,740 80,639 731,564 1,188,448 

ling I cnqutintinaninssanstaciiies 475 353 414 889 8,305 26,159 

car, TOT «cnc scssidbnkccdiuiens 34,130. 21,989 35,687 72,496 626,392 1,042,228 

with Thunderbird ............ 1,540 7730 «1,695 = 3,235) = «31,091 «= «50,395 

ures 

the NIN pintowsstoidadlasedottbon 350 175 399 749 16,689 18,496 

Re, 3,265 4,002 3,240 6,505 80,178 101,565 
GENERAL MOTORS .. 34,990 25,229 59,517 93,707 1,448,069 1,956,750 

a DEG piivadesdvianaens “inkighe *  edindee 2,650 2,650 133,111 161,076 

‘at I icra pais) disdilatas aati 2,713 2,713 «89,510 106,281 

UID © ocnsescsesctsecsesiens 30,500 25,229 36,622 67,122 885,627 1,114,798 

Oldsmobile .................... EE . : eccmaabes 8,732 11,072 203,146 275,216 

NID Svintvtcoduchiicsnbesdiaes aa 8,300 10,150 136,675 299,379 
od- SP CORP. 

Id- ne: haces lee kk i poates 12 12 21,572 98,063 

er- 

Par Total Cars, U. S.** .... 73,240 59,677 108,239 183,358 2,701,649 4,023,162 

se *Revised. 

© | *Totals for 1958 include Packard production. 

~’ **Thunderbird included in Ford division figures. 

ig 

n COMMERCIAL CARS 

4 (U. 8S. PRODUCTION ONLY) 

Week Week Jan. 1 Jan. 1 

18 Ended Same Ended Output, To To 

d, Aug. 15, Week Aug. 8, August, Aug. 16, Aug. 15, 

: 1959 1958* 1959* To Date 1958* 1959 

»- |CHEVROLET 300 4,523 569 869 183,363 251,349 

id EDIAMOND T ................... 100 83 71 171 3,336 3,964 

ms ee 80 60 80 160 1,644 1,950 

or, 496 150 1,450 38,568 49,913 

4,738 6,697 13,582 141,903 223,268 

ler 1,006 1,729 3,499 38,958 60,603 

> 1,430 329 659 58,326 92,120 

*y Sh 380 303 376 156 9453 11,091 

‘ities 159 535 3,730 8,815 

= 283 430 855 10,432 12,410 

ean ig gla epee mr Acme ocen 49,346 72,210 

ce 57 90 175 3,083 2,673 

dy 

4 12,979 10,680 22,711 542,142 790,366 

r Gesrapthidininatienedea 85,186 72,656 118,919 206,069 3,243,791 4,813,528 

rs. Total Cars, Trucks, 

4 Labtec beieomeatitnss 300 3,070 249 549 244,620 277,237 

Grand Total, 
Cars and Trucks, 
U. S..and Canada.... 85,486 75,726 119,168 206,618 3,488,411 5,090,765 
yn | *Revised. 

ar | **Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 

e, ***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 

k. Mack totals, 

to N.B. All U. S. totals include cars and trucks for military orders. 

f rs 

‘| Double-C d by U 

Ou dDte-ULrosse ry nition, 

» 

7 

7 

||S#. Louis Dealers Charge 

’ 

(Continued from Page 4) 

‘ but came back into the picture |the wishes and best interests of 

’ only to kill the very proposal | his union’s membership.” 

: which his representatives had “The auto-using public is also 
sought,” the ad charged. entitled to know that the exces- 

: According to the ad, over 40 per- td ———_ = this ee 

scent of th orce further in- 
ao he — employed bY| creases in the already high cost 

x s id not attend the! o¢ 

of auto repairs and maintenance 

r | Meeting ... many because they as-| jn the St. Louis area . and 

is | 8umed that the proposal would be} that the public interest is di- 

y approved and the str‘ke ended at} rectly involved. 

: once, eee geen aes this strike started ...a 
: = Strike which neither the dealers 
Entitled to Know’ nor the employes wanted . . . four 

F [HE dealers said they believed| long established auto dealers have 

the public was entitled to know| Sone out of business . . . with the 
the “story of this double dealing| tragic loss of jobs for many old 

-. , and the power of one man to| @nd loyal employes,” the ad said. 
Wreck an industry and to override In other dealership labor develop- 
ments, Local 899, Retail Clerks, 
| AFL-CIO, lost representation elec- 
| Dealers Elect Officers tions conducted by the National 
r elations Board among 
[In Denton (N. C.) Area salesmen at four dealerships in 

DENTON, N. C.—J. H. Hill Mo-| Oxnard, Calif. 

ter Co. (Ford), has been elected} Local 899 was defeated at Phil 
President of the Davidson County Schuss Lincoln-Mercury, where 
Automobile Dealers Assn. for 1959. peer i mgt — — union each 
_| Zot one vote; aulhardt Burick, 
Other officers are J. G, Thoma Inc., by a 2-to-1 vote; Squires Chev- 
Son, Thomason Chevrolet, Thomas-| rojet Co, by a 3-to-1 vote; and A 
"TVille, vice-president, and Robert! J. Digeman (Ford), where manage- 
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| Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 






































Johnson, Yadkin Valley Chevrolet, 
Denton, secretary-treasurer, 





a 


5 
a 


ment and the union each received 





2 votes. 


Ford Units Still on °59s ... 





Plants Begin Building 
First 1960 Models 


(Continued from Page 1) 


closed down Thursday at Lansing. 

Final runs for these three 
brought to an end all 1959-model 
output for General Motors divi- 
sions. Buick, Cadillac and the 


field plants had ceased operations 
the previous Friday (Aug. 7). 
Ford division’s Dearborn and Lo- 
rain (O.) assembly plants also end- 
ed 1959-model production last Fri- 
day (Aug. 14), but all other Ford 
Motor operations will continue into 
the middle of the month. 
* o : 
yros> division plants at Kansas 
City, Los Angeles, and San Jose, 
Calif., will go down for changeovers 
this Friday (Aug. 21), as will the 


Mercury assembly plant at Los) 


Angeles and the Lincoln-Thunder- 
bird unit at Wixom, Mich. 

The Metuchen (N. J.) Mercury 
plant will close Aug, 24 and 1959 
assembly work will stop Aug. 26 
at Ford plants in Atlanta, Ches- 
ter, Pa., Chicago, Dallas, Louis- 
ville, Mahwah, N. J.; Norfolk, 
Va., and St, Paul, Minn., and the 
Edsel plant in Louisville. The 
last 1959 Mercurys will be made 
Aug. 28 at Wayne, Mich., and 
St. Louis. 

All 17 facilities in the company’s 
assembly network will reopen be- 
fore mid-September, with each 
plant being down an average of 
two to three weeks. Model change- 
overs operations at company parts 
manufacturing plants already are 
well underway. 

* . + 
Pyeng heavy assembly op- 
erations at Ford division put 
that Ford Motor unit on top in in- 
dividual] output last week and Ford 
Motor in front at the corporate 
level. 

Buildouts at Chevrolet, Olds- 
mobile and Pontiac plus contin- 
ued shutdowns at Rambler, Chrys- 


seven Buick-Oldsmobile-Pontiac | 


| ler, DeSoto, Dodge, Plymouth, 
| Buick, Cadillac and Studebaker 
| dropped U. 8, output to the year’s 
low of an estimated 73,240 as- 
semblies last week. 

That compared with 108,239 car 
assemblies a week earlier and 
59,677 during the week ended Aug. 
16 last year. 

Only maker, except for the out- 
|put of Corvairs at Chevrolet, to 
work on 1960 models last week was 
Imperial, which started its assem- 
| bly lines rolling last Thursday after 
a five-week shutdown, 

Starting up its assembly lines on 
| 1960 models this week will be Stu- 
debaker, scheduled to get under 
| way Thursday (Aug, 20). 

Highlight of U. 8S, assembly op- 
erations last week was the produc- 
tion of the four-millionth car of 
1959 on Wednesday (Aug. 12). The 
comparable car of 1958 wasn’t pro- 
duced until Dec, 20, 

* * +. 
_ division, with its Chicago 
and Louisville units working 
Saturday, turned out an estimated 
34,130 cars last week—down 1,557 








Dodge Dart Production 
Slated for Four Plants 

DETROIT. —M. C. Patterson, 
Dodge general manager, an- 
nounced last week that the new 
118-inch-wheelbase Dart will be 
built at plants in Detroit, St. 
Louis, Los Angeles and Newark, 
Del. 

All of the six basic Dart body 
types will be produced at plants 
in the four cities, except the con- 
vertible which will not be built 
in Los Angeles, The four plants 
will assemble models of each of 
the three Dart series — Seneca, 
Pioneer and Phoenix. 











units from the previous week, but 
well above the estimated 30,500 
units produced last week by Chev- 
rolet. 

Chevrolet’s Bloomfield (N. J.) 
and Los Angeles plants were down 
last week for changeovers, Its 
other eight assembly plants closed 
out '59 model production last Fri- 
day. The previous week Chevrolet 
turned out 36,622 cars. 

The only maker other than 
Ford division that scheduled any 
Saturday work last week was 
Edsel at Louisville. The overtime 
operations helped Edsel up its 
output from 414 cars the previous 
week to an estimated 475 units. 


In other Ford Motor operations, 
Mercury was up from 3,240 units a 
week earlier to an estimated 3,265 
assemblies last week, and Lincoln 
was off from 399 to 350 assemblies. 

Thunderbird accounted for 1,540 
of Ford division’s 34,130 assemblies 
last week, compared with 1,695 of a 
total of 35,687 Fords assembled a 
week earlier. 

Only other U. S. car makers pro- 
ducing cars last week were Olds- 
mobile, off from 8,732 to 2,340 units 
in its last week of ’59 model pro- 
duction, and Pontiac, off from 8,800 
to 2,150 assemblies in its 59 model 
closeout, 

* +. * 
Cm at operations also 
continued to hamper truck op- 
erations but commercial-car output 
in the U. S. rose from 10,680 units 
during the week ended Aug. 8 to 
an estimated 11,946 units last week. 

Only truck maker producing 1960 
models was Dodge with 1,300 as- 
semblies last week, 

Vacations and changeovers also 
continued to hit Canadian opera- 
tions as only 300 cars and trucks 
were built in that country last 
week, Only 249 cars and trucks 
were turned out in Canada the pre- 
vious week. 

International returned to opera- 
tions last week after a two-week 
vacation and Ford Motor will re- 
sume operations this week. Chrys- 
ler and Studebaker are still down 
for changeovers and GM is finish- 
ing up a vacation period prior to 
going into changeover shutdowns. 
None is expected to get into 1960 
production until the end of the 
month. 





(Continued from Page 4) 


“I don’t think price is the most 
important consideration. 

“These cars have what Euro- 
peans want in a _ practical-sized 
automobile. And many Europeans 
who in the past have bought high- 
priced American cars, but were 
disillusioned by their sameness, 
will be more than delighted with 
the new offerings.” 

He also predicted that Americans 
will prefer the Corvair, Falcon and 
Valiant to the much smaller Euro- 
pean autos, thereby aiding the re- 
versal from import to export in this 
country. 

Oo” * * 


| YOUNGSTOWN, steel experts 
declared that if the compacts 
are sold as replacements for larger 
cars, steel sales will slump. But 
if auto dealers jump on this op- 
portunity to put two cars in every 
garage, steel production can zoom. 
The Youngstown district nor- 
mally produces about nine million 
tons of steel per year, and about 
40 percent of it goes to the auto- 
motive market. The average U, S. 
car uses about two tons of steel. 
The compacts, of course, will use 
considerably less. 

The district’s top steel producers 
are Youngstown Sheet & Tube Co., 
Republic Steel Corp. and U. S. Steel 
Corp. These three producers and 
other plants allied to the auto in- 
dustry provide about 75,000 jobs in 
the area and have a payroll of 
about $450 million a year, 

# * * 


CCORDING to Business Week 

magazine, 25 percent of the 
cars sold in the U. S. next year 
“probably will fall in the compact- 
small-economy range—a group that 
wasn’t even in the running three 
years ago.” 

The magazine sees the intro- 
duction of the Big Three com- 
pacts as the beginning of the 
fifth great era in auto history. 
It succeeds, according to the pub- 





lication, the “postwar period of 


pent-up demand, universal car 
ownership and ever-larger, flash- 
ier, more expensive models, 

The other eras are listed as dat- 
ing “from 1908, when Henry Ford 
unveiled the Model T; the 1920s, 
when the industry learned how to 
sell cars, introduced the annual 
model change and built up its deal- 
er networks, and the depression 
1930s, when economy was the 
watchword and many fine manu- 
facturers folded.” 

The magazine believes the Cor- 
vair, Falcon and Valiant will ap- 
peal to older couples, young cou- 
ples, lower-income families that 
can’t afford standard-sized new 
cars and. multiple-car families. 

“Should these groups buy the 
compact cars at anywhere near the 
rate Detroit expects,” Business 
Week said, “it will mean that an 
extra 500,000 compacts will be sold 
next year. Most of those buyers 


Banks Note Drop 
In Delinquencies 


On Auto Loans 


NEW YORK, — The nation’s 
bankers reported that auto-loan 
delinquencies declined in June, an 
American Bankers Assn, survey 
shows. 

Of auto loans obtained directly 
from banks, .72 percent were delin- 
quent on June 30, compared to .73 
percent a month earlier and .89 
percent a year earlier. 

Delinquencies on auto loans ob- 
tained through dealers amounted 
to 1.09 percent of such loans on 
June 30, Fhis figure compares with 
1.19 percent on May 31 and 1.50 
percent on June 30, 1958. 

The delinquency rate on four 
other types of consumer loans cov- 
ered in the survey showed declines 
in. June but the rates on all four 
remained above those for the two 











classes of auto loans. 


Compact Cars: Fair Game for All 


will be switching from another seg- 
ment of the industry.” 

And the question, “From what 
segment?” has many a Detroit 
auto executive “teetering on the 
seat of his leather chair.” 

The magazine feels that when 
the smoke clears, “some familiar 
nameplates will be left battered or 

destroyed.” 
+ ca 
Be not every automotive ob- 
server is turning cartwheels 
over the compacts, One of the dis- 
sidents is Emanuel Demby, presi- 
dent of Motivation Research Re- 
ports, New York. 

Demby said his organization 
had conducted 100 “depth inter- 
views” with two sampling groups 
—“upwardly mobile” individuals 
in terms of income and status 
and lower-income persons. 

“Thus far,” he said, “we must 

report the following: 

“1, Among those currently inter- 
ested in small cars, there has been 
expressed both ‘fear’ and ‘antag- 
onism’ that the new Detroit prod- 
ucts may destroy the ‘individualism’ 
of both small cars and their ad- 
vertising. 

“2. The term ‘compact’ used to 
identify the new U. S, cars has not 
yet shown signs of producing a 
positive response. Both Rambler 
and Lark are considered ‘small 
cars by our sample. 

“3. Not a single member of our 
panel—thus far—has exhibited 
Strong interest in the design or 
type of the new U. S. ‘compact’ 
vehicles. : 

“Not one of them has indicated 
a desire to ‘wait and see’ the new 
automobiles before deciding or 
before ‘mentally rehearsing’ their 
next car-buying decision.” 

Maybe Demby wasn’t satisfied 
with the negative results of his 
survey. In any event, he noted: 
“We are broadening our sample 
group in order to find the eco- 
nomic, psychological and sociologi- 
cal classification where the great- 
est immediate interest in the new 
‘compact’ cars may be found, 
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HELP WANTED 


OFFICE MANAGER, Large, well estab- 
lished dealership in midwest. Position 
offers security, prestige, above average 
salary, beautiful city to live in, many 
fringe benefits and the opportunity to 
become a top member of a management 
team, If you are a qualified manager 
and accountant, experienced in success- 
fully operating an office for a dealership 
selling 1600 to 1800 cars per year (new 
and used), please write giving full par- 
ticulars, experience, references and sal- 


HELP WANTED 


NOW 
AVAILABLE!!! 


Complete Line 
of Dealer 
Identification 


1. Chrome-Plated Zinc Die Cast 
Name Plates 

Scotchlite & Chrome Pres- 
sure-Sensitive Emblems 
Injection-Molded Plastic 













ary expected, enclosing a photo, to Box 
655, c/o. Automotive News, 


Detroit 7. 





Are You a Top Salesman 
Now Earning $10,000? 


You can earn $15,000 or more the first year 
as exclusive agent selling Childers Carports 
to car dealers, National advertising and di- 
rect mail support, No investment. 300 car 


2. 


3. 


Plates dealers already using. Read about revolu- 
m = tionary new Childers Carport, see our ad on 
4. New Line of License Frames Page 61. If you have sales background with 
annual earnings of $10,000, air mail your ex- 
for 1960 perience with business references to Bob 
Childers, Childers Mfg. Co., P. QO. Box 7467, 
Rep resentative Houston 8, Texas, Our references: First City 
or Jobber Basis National, Houston; Dun & Bradstreet rating 
B+1. 





WASHINGTON - OREGON 
CALIFORNIA 





SALESMEN—ALL LARGE CITIES. Call 


B 613 on — Product for ee 
i commission, Box 644, c/o Automotive 
Write a < News, Detroit 7. 

aye emeive News, Ro Heenan TET 





Detroit 7. 











Wanted 
District Manager 


for one of the most popular imported 
cars, Must have wholesal ex- 
perience—none other need apply. Age to 
45; must relocate, Also, one district man- 
ager; must be familiar with contacting 
fleet accounts, Age to 45. Salary, bonus, 
expenses and car. Contact R. W. Casey, 
207 N. Palafox, Pensacola, Florida, 


OUTSTANDING OPPORTUNITY for sales 
promotional manager for distributor of 
a top imported car line. Must have prev- 
fous General Motors, Ford or Chrysler 
wholesale experience. Retail auto experi- 
ence valuable. Southeast location, $10,- 
000 year to start, Please send complete 
resume to Box 641, c/o Automotive 
News, Detroit 7. 


RT eI 
WANTED 

















Accountant-Business Manager =| aS 
Qualified for complete responsibility for office 
management of a medium-sized dealership. Wanted 


Must be completely familiar with latest tech- 
niques for expense controls. Openings avail- 
able in Detroit, Michigan; Atlanta, Georgia; 
San Francisco, California and Dallas, Texas. 


Reply Box 659, </o Automotive News, 
Detroit 7. 


SALES MANAGER — Rambler — 600 unit 
franchise—Large midwestern city. Old 
established deal, carry own contracts. 
You must have good, rounded automo- 


ROAD MAN 


Contact Dealerships in Midwest for One of 
Germany's Finest Cars 
Write Box 681, c/o Automotive News, 
Detroit 7 








Immediate Opening 
GENERAL MANAGER 


Ford dealership located in metro- 
politan area of principle southern 
city, desires capable man experi- 
enced in all phases of dealership 
operation, including business man- 
agement for old established dealer- 
ship. Individual must be capable of 
handling new and used sales, parts 
and service departments, and oper- 
ate dealership of high type opera- 
tion, Annual potential of 700 or 
more new car and 350 or more 
truck sales. Salary and bonus plan 
open. Must come highly recom- 
mended. All replies confidential. 
Box 662, c/o Automotive News, 
Detroit 7. 


and incentive bonus, etc. 
tinent data first inquiry. Box 642, c/o 
Automotive News, Detroit 7 





Agents Wanted 


To Sell Volkswagens 
For Direct Shipment 
Good proposition for aggressive auto- 
mobile men who know the trade. 
For further information apply: 
Rudi Arens, International Agencies 
GmbH, Neve Rabenstr. 32, Hamburg 36, 
Germany 


Germany's Largest Exporter 





EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas. Excellent future for ag- 
gressive man. Liberal salary. Send re- 
sume to Box 666, c/o Automotive News, 
Detroit 7. 














SALESMAN WANTED 
Large Arizona Ford Dealership 





HELP WANTED 

SALES MANAGER — Exclusive medium 
price field. GM dealer, operating in a 
midwestern city of over 25,000 popula- 
tion, having potential of 150 new units 
per year. Must have good character and 
proven ability to build and manage a 
quality sales staff and handle all phases 
of automobile dealership. Man selected 
will have opportunity for exclusive buy- 
in. Box 668, c/o Automotive News, De- 
troit 7. 

PARTS MANAGER for 250 car Chevrolet 
and Oldsmobiie dealership located in 
south Louisiana. Salary and incentive 
commensurate with productivity. Box 
682, c/o Automotive News, Detroit 7. 











GENERAL — SALES MANAGER —I can 


run your business! Top personal and 
business references. I am 32, married, 
clean habits, educated and refined. Ten 
years’ sales management, leasing, import 
sales, financing; three years in general 
management. I’m intelligent, aggressive 
and run a clean, hard-hitting operation. 
General Motors Institute graduate, Pre- 
fer medium sized suburban Chevrolet, 
Ford or full line import deal, but will 
consider all offers. $10,700 minimum sal- 
ary plus fringe benefits, share of profits 
or override on business. Prefer Middle 
Atlantic states, New York or Connecti- 


POSITION WANTED 


DEALERSHIPS AVAILABLE 





AUTOMOBILE LEASING — General Man- 
ager—Sales Manager. General manager 
of national leasing company for past 
six years desires to relocate in southwest 
or west on buy-in basis. Age 31, mar- 
ried, college graduate. Capable of com- 
pletely organizing new company or man- 
aging established firm, Full details on 
request. Box 669, c/o Automotive News, 
Detroit 7. 

WANTED BY A YOUNG, AMBITIOUS, 
EXPERIENCED MAN—An opportunity 
to manage and buy into a Chevrolet or 
Ford dealership with a planning poten- 
tial of one hundred fifty units. Have had 
dealer experience, Capital for investment 
readily available. Will locate anywhere 
in the United States. Box 670, c/o Auto- 
motive News, Detroit 7. 

MANUFACTURERS’ REPRESENTATIVE 
calling on jobbers and chains. Thirteen 
years in territory of New York state and 
western Pennsylvania. Box 671, c/o Au- 
tomotive News, Detroit 7. 

BUSINESS MANAGER — ACCOUNTANT. 
Age 38, accounting major at university. 
Fifteen years’ experience, including nine 
years of Chevrolet volume dealing. Spe- 
cializing on budgets, cost control and 
daily operating statements. Also have 
managed dealer self-financing depart- 
ment and have California insurance li- 
cense. Seeking position in Los Angeles 
County, Box 672, c/o Automotive News, 
Detroit 7. 











DEALERSHIP HANDLING DODGE and 
Willys ‘‘Jeep.’’ Illinois community, 250,- 
000 population, Over $33,000 equipment 
at book price of $7,500. Parts inventory 
about $15,000. Good lease on centrally 
located building. Service absorption 
never less than 80%. 600 new and used 
cars annually. Established in same loca- 
tion since 1927. Owner ill, Box 678, 
c/o Automotive News, Detroit 7. 





OPPORTUNITY 


Going dealership handling one of ‘Big 
Three” line of cars and a popular truck 
line in Western New York area. Corner lo- 
cation in area marked for rapid develop- 
ment. Due to other interest will sell or 
lease. Usual factory approval a prerequi- 
site. Write: 


Opportunity 


Box 688, c/o Automotive News, Detroit 7. 








TOP INSURANCE AND FINANCE MAN- 
AGER, age 35 years, Good closer, proven 
performance in large volume GM dealer- 
ship. Former dealer, capable of general 
management—complete knowledge of all 
operations. Four years’ previous experi- 
ence M.I.C. Top references. Prefer large 
GM dealership with no in-law executives. 











cut areas. Box 648, c/o Automotive| Box 673, c/o Automotive News, De- 
News, Detroit 7. troit 7. 
ACCOUNTANT, BOOKKEEPER, Insurance ILAB 
broker desires management position with DEALERSHIPS AVA LE 
progressive dealer, Eastern Pennsylvania DEALERSHIPS AVAILABLE! PROFITS 
or Philadelphia area preferred. Write NOW! Sensational new land and sea 
Box 610," c/o Automotive News, De-| family trailer houseboats! Sensational 
troit 7. traffic stoppers, and everybody wants 
QUALIFIED FORMER DEALER — 12 one. Perfect for fabulous family boating 
years, desires to locate in Florida— market, Sleeps 4 in luxury, with com- 


managerial capacity. Young with ability 
and will to work for future. Prefer Ford 
or General Motors product, Write Box 
690, c/o Automotive News, Detroit 7. 

OFFICE MANAGER — BOOKKEEPER— 
woman, single, 11 years’ with present 
GM dealership. Prefer position in north- 
west with medium size dealer. Have 
complete working knowledge of all phases 
of dealership operations. Box 684, c/o 
Automotive News, Detroit 7. 

SALES REPRESENTATIVE desires auto- 
motive product or service that has repeat 
sales and full time work. Have been 
successfully selling non-repeat products 
to auto dealers, independent shops and 
gas stations in New Jersey and Philadel- 
phia areas. Am well qualified and have 
excellent reputation, Box 685, c/o Auto- 
motive News, Detroit 7. 

MANAGEMENT EXECUTIVE, now em- 
Ployed by major auto manufacturer, 
wants to eliminate any further extensive 
travel and family transfers. Would like 
to sell his ‘‘two-suiter,’’ turn in his Air 
Travel credit card and settle down with 
his wife and children in some upper mid- 
west community as a general manager 
or general sales manager in a dealership 
with an annual new car potential of 300 
cars or more. Have broad background of 
experience with proven record of success 
in all phases of retail dealership manage- 
ment. Fully qualified. to produce maxi- 
mum new and used car sales volume, 
service absorption with rigid expense 
controls, and consistent monthly operat- 
ing profits. For complete resume of per- 
sonal and business history, send inquir- 
ies to Box 686, c/o Automotive News, 
Detroit 7. 








moods one: experienced man, married, 26 to) litt tor Reasonable ‘salary, company 
36 years of age, to complete limited — benefits. Must headquarter Cincinnati. 
force, Must production man capable o Send brief resume with picture, Inter- 
10 to 14 Bom per month, Legitimate — views in Cincinnati. Replies confidential. 
tion paying good commission plus pro Box 667, c/o Automotive News, De- 
sharing plan. Our salesmen average five| troit 7. 





years with company. We enjoy a big service 
business and good reputation, which brings 
much repeat business, This is a grand op- 
portunity for an ambitious man who wants 
to make top money and move his family 
west. Direct inquiries to: Box 687, c/o Auto- 
motive News, Detroit 7. 


TIME SALES FINANCE COMPANY 
SALESMAN who has dealer following in 
Philadelphia area. Must be able to pro- 
duce volume of profitable dealer con- 
sumer goods retail paper. Salary com- 
mensurate with results. Send full partic- 
ulars including recent employment and 
references. Box 683, c/o Automotive 
News, Detroit 7. 














HELP WANTED 





REPRESENTATIVES WANTED 


THE R. G. BARRY CORPORATION, MANUFACTURERS OF TERRY CLOTH AUTO 
THROW COVERS AND MISCELLANEOUS AUTOMOTIVE ITEMS, IS PLANNING 
A NEW NATIONAL REPRESENTATIVE SET UP. TERRITORIES PROTECTED. PLEASE 
SUBMIT RESUME AND REFERENCES. TO: 


R. G. BARRY CORPORATION 
78 &. CHESTNUT ST. COLUMBUS 15, OHIO 





BUSINESS MANAGER — ACCOUNTANT. 


Florida resident desires Florida connec- 
tion, Twenty years’ experience with large 
GM dealers. Forecasts, operating con- 
trols, expense controlling, overall man- 
agement experience and capabilities, Can 
furnish best of recommendations, Box 
661, c/o Automotive News, Detroit 7. 

SERVICE MANAGER with 10 years’ ex- 
perience, desires position with a progres- 
sive dealer. Proven ability in all phases 
of service management, Best of refer- 
ences. Robert Conley, 177 Anderegg 
Drive, Rome, New York. 


EXECUTIVE PLACEMENT COMPANY 


has available a thoroughly competent 
and highly recommended general man- 
ager for a General Motors dealership. 
Age 39, married, family man, 10 years’ 
experience, sober and reliable. Back- 
ground shows success in management 
and profits. Promotional ideas have re- 
ceived national recognition, Our investi- 
gation shows remarkable abilities and 
capabilities toward operation of volume 
dealership, Excellent appearance and 
personable. This man can do an excel- 
lent job and would be an asset to your 
i Now loyed in western area, 
but will relocate, Desires change for 
advancement and future. Income require- 
ments reasonable. All information and 
background check will be furnished on 
this applicant at no charge or obligation 
to you. All replies in confidence, Write 
or wire: Executive Placement Co., 312-A 
N. Euclid Ave., St, Louis 8, Missouri, 
Att’n: Dept. T, Miss Anthony. 
SERVICE MANAGER with 20 years’ ex- 
perience, would like opportunity: to’ buy 
interest in small dealership. Know all 
phases of service, plenty of experience in 
used car get-ready. Box 691, c/o Auto- 
motive News, Detroit 7. 








plete kitchen and toilet. Three open fun 
and sun decks! Retails $2,495 FOB plus 
freight—Dealer discount makes your net 
cost only $1,872 plus freight! Enjoy the 
profits and fun next week! Wholesale— 
retail financing available through all 
major automobile financing companies. 
Act now! Order one or more today, Don 
Pierson Distributors, Eastland, Texas, 





HANDLING 
CADILLAC-OLDSMOBILE 
AND FOREIGN CARS 


Beautiful building, large used-car lot, 150-car 
potential. Located on main highway in Ver- 
mont, Owner will assist buyer in selling tem- 
porarily, if needed. Owner wishes to retire 
eventually, Write Box 660, c/o Automotive 
News, Detroit 7. 





MIDWEST—Central Iowa location, exclu- 
sive dealership handling Oldsmobile and 
GMC truck. Planning potential 125 cars. 
Inventory purchase under $35,000, Lease 
available on approved location. Sale sub- 
ject to factory approval, Write Box 664, 
c/o Automotive News, Detroit 7. 

FLORIDA — HANDLING PLYMOUTH- 
SIMCA, 350 potential, modern facilities, 
favorable lease. Write Box 674, c/o Au- 
tomotive News, Detroit 7. 

HANDLING MERCURY-EDSEL-LINCOLN 
—Dealership available in rapidly grow- 
ing midwest city of 70,000. Buy only 
equipment and parts, Box 675, c/o Auto- 
motive News, Detroit 7. 

DEALERSHIP AVAILABLE handling 8 
leading foreign car franchises, Establish- 
ed large city in eastern U. 8., 1,500,000 
population. In business 38 years, han- 
dling foreign cars 13 years. Owner retir- 
ing. No real estate. Box 676, c/o Auto- 
motive News, Detroit 7. 

COLORADO — Profitable dealership han- 
dling Ford. 50 car potential, no used 
cars or accounts receivable. Good terms 
to qualified person. Box 677, c/o Auto- 
motive News, Detroit 7. 

FRANCHISE HANDLING DODGE- 
CHRYSLER, 150-200 car potential, in 
one of the ten best industrial and 
agricultural counties in Ohio, ‘‘Nothing 
to buy.’’ Will lease building, used car 
lot, shop and office equipment. Phone, 
write or come at once, Glenn Walraven, 
1415 North Main, Marion, Ohio, Phone: 
2-4135—Nights: 2-5708. 

IMPORTED CAR DEALER will sell con- 
trolling interest for $12,000. Monthly 
profit over $1,000. Box 679, c/o Automo- 
tive News, Detroit 7. 

HANDLING FORD AND MERCURY in 
good’ growing town of over ten thousand 
in eastern New Mexico irrigated valley. 
Parts and equipment about $29,500. 
Good, reasonable lease on building and 
lot, Buyer please have factory approval. 
Write Box 651, c/o Automotive News, 
Detroit 7, 

FOR RENT—C d modern 
sales and service building, — used car 
lot, in Great Neck, New York, Ready for 
immediate use, Good lease, excellent lo- 
cation. Write or call: Monarch Motors 
Co., Inc., 1751 Broadway, New York 19, 
N. Y, Phone: JUdson 2-7470, 
































DEALERSHIP WANTED 





WANTED TO BUY—Ford or General Mo- 
tors dealership in city of 30,000 to 50,000 
population, Individual with 15 years’ 
experience as Ford dealer, Prefer mid- 
west. Assured of factory approval, Re- 
plies strictly confidential, Box 680, c/o 
Automotive News, Detroit 7. 


WANTED — GM, FORD OR CHRYSLER 
product franchise in Chicago suburb, 
Wisconsin, Michigan, Illinois, Ohio or 
Iowa. Pay all cash, lease or buy facili- 





ties. Factory approval assured, Confi- 
dential, Box 689, c/o Automotive News, 
Detroit 7. 





DEALER SERVICES 








Have you tried controlling salesmen with 
HYPNOSIS? 

Please don't. It won't work. But, the “Daily 

Check" Plan Book will! It definitely increases 

sales. Determine at a GLANCE exact worth 

of salesmen—everyday. It's proven 

Clip ad out RIGHT NOW—mail with letter. 

head and signature for | copy of Daily Check 

Pian Book and illustrated brochure, to 
MALCO SALES SERVICE 

205 7th Ave. Asbury Park, N. J. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
F Sell Agreements, Annual Fiscal 
bts Tax, Banking ‘ad Insurance 


Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . . because: 

|. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re 
finance, anywhere in the world, at low, 
aoe “saving rates, for officers ‘and none 

muastoned officers of pay grades 
aa above . . . on a simplified, non 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 





BUSINESS OPPORTUNITIES 





FOR SALE 
Auto Lease Company 
in 
Miami, Florida 


Appreximately 450 Units on long 
term leases, 96% Chevys. Average 
| Menthly lease payment $115.00— 
Ne Large Fleets—Majerity of Lessees 
Business and Professional people. 


Box 654, </e Avtometive News, 
Detroit 7. 
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@tar Chief; Texas license #PR 7934; mo- 


of John W. Young. Contact: 
Chevrolet Co., West Columbia, 
Phone collect, Dickens 5-3133. 


Texas. 


00 REWARD—For information leading 
the recovery of a 1955 Pontiac fordor 


#T855H 9726; registered in the name 
Wright 





ANTED: Information 


station wagon, V8, red and white Brook- 
woman known as Enid M. Wright and 


husband William R. Wright. Notify The 
Nor- 


leading to the 
recovery of a 1959 Chevrolet two-door 


wood. Serial #B59F106583. Driven by 
































CARS FOR SALE 


CARS WANTED 


TRUCKS FOR SALE 








1958 TAXICABS 
FOR SALE! 
Over 100 


Fords - Studebakers 


FROM $350 EACH 
F.O.B. NEW YORK 


These cars are all 6-cyl., 
standard shift. From 11 to 
13. months old (taken in 
trade on new Studebakers), 
sold on first come, first 
served basis. Good tires . 
good mechanically. 


Write « Wire ¢ Call 


SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2 N. E. Sandy, Portland 12, Ore. 





Always Buying 
USED CORVETTES 


Any Year—Any Equipment—Any Condition 
Will Pay High Dollar. 
Call: Don Bennett or Bill Wink, Jr. at 
WINK CHEVROLET CO. 
LUzon 2-5400, Detroit 


DIESEL TRACTORS—W h it e—Cummins 
175 H. P. Model 9000T, Excellent condi- 
tion, new tires, located in various areas. 
Also various others; garbage units, oil 
field and heavy construction tandem axle 
tractors, Dealers protected. Write or 
phone: R,. W. Allen, Mack Trucks, Inc., 
Plainfield, N. J, Phone: PL 6-8600, 


SHOP EQUIPMENT FOR SALE 


BEAR AUTOROL—Model No. 1120, slightly 
used, Dealer price $1,330—Sacrifice for 
$750 F.O.B, destination, Wray-Dickinson 
Company, Shreveport, Louisiana. 














Always Buying 
USED THUNDERBIRDS 


Any Year—Any Equipment—Any Condition 
Will Pay High Dollar 
Call: Vince Furio or Earl Baugh 
RALPH HORGAN, INC. (FORD) 
1842 Broadway, N. Y. 19 — Plaza 7-1700 








PARTS FOR SALE 
CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 
LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 



































pment Huron County Banking Company, STUDEBAKER TAXICAB 
nt Ik, Ohio, collect 2-4471. 
‘ray J CARS FOR SALE CORP. OF MANHATTAN 
rt 787 11th Ave., New York 19, N. Y. 
loca- 6th Floor. Phone: Plaza 7-2400, 
o, | VOLKSWAGENS Ext. 28 
een | Why Use A Middle Man? 
— Buy Direct from the Largest 
Exporter in Germany Mercedes Benz 
1959, '58 and '57 Sedans, Ghias, Con- We Import and Distribute Direct 
“Big ogg Micro Buses, All commercial No Middleman 
truck HALL CARS COMPLETELY AMERICANIZED AN Models 1961 — 1999 
lo THROUGH OUR OWN CONVERSION Cars are serviced and cleaned, 
elop- |] PLANT. ready for resale. Cabriolets our specialty. 
or Bank and Trade references will || Supply on hand. Telephone: NEwburgh 2248 
equi- | be furnished. 
RUDI ARONS, INTERNATIONAL || !0be Automotive Imports, Inc. 
AGENCIES G.M.B.H., Box 508 Montgomery, New York 
Neue Rabenstrasse 32, Hamburg 
it 7, 36, Germany. 
AGLI ALDER LLLE TEN. TE OIE I 
Cable address: ~~ = aa = = 
om RARONS HAMBURG. 
— ||Contract your conversion work Due to Unusual 
prengh our plant. All marion Circumstances Must Sell at 
‘Mo. [requirements met to perfection. . 
= Rotations ee request. Substantially Below Dealer 
a Cost 
mid- 
Re The following brand new automo- 
“ biles—Never Titled. 
am | VOLKSWAGENS £||5—1959 su prinz stanparps 
2—1959 NSU PRI 
Or | Order Now 1960 Models For || 21959 ISETTA 600's 
om wor - All are brand new and spotless. 
—: Immediate Delivery Will pay shipping to any part of 
1959-58 sedans, convertibles, Karmann- the country. Contact: 
— Ghias, Micro Buses, All Commercial 
ai models—All cars ad Americanized. AL WHITE MOTORS 
a English Manis Available 425 N. E. a <4 — an Florida 
America's Largest 
aly TOD-O-CAR, INC. RIOR 9 SIRE RRO Se 
— On Hand at Our Two Locations 
* i ee inet 
tter- 1415 HAINES STREET 
heck PHILADELPHIA 26, PA. 
Phone: ee 7-3500 Attenti on 
+ maansnscens Svat casts Cer 8 
a Phone: Express 3-286! Foreign or uyers 
—_ NOW for the Midwest at big Semntnerte” 
, Hl pelts: *Buttslo, “Cleveland” Detrelt, “Chi VOLKSWAGENS 
’ cago, Duluth. 
OPELS - MERCEDES 
| See aL FERRED Si SaeR — 
Is TAUNUS 
1 
VOLKSWAGEN se as tt is 
Sedans, Sunroofs, Ghias, 
7 Convertibles Specializing in direct shipments to your 
-_ MERCEDES 220S closest port. Eliminate the middle man, 
_. | 'mmediate delivery, direct shipments to New| save with our low, direct to you prices. 
York, Philadelphia, Houston, Jacksonville, Los Gunteaiied. tiles 
Angeles. : 
=, |MENTON ENTERPRISES, INC. — 
1860 Broadway, New York 23, N. Y. 
ep Le seams GERMAN IMPORTS, INC. 
Jacksonville: EL 6-7551 7925 Stephenson Road 
' Houston: WAlnut 8-2671 Baltimore 8, Maryland 
HU 4-0889 Mr. Grillo 
re- 
W, 
am | RENAULT DAUPHINE ‘SCRE Eee Se 
on- |New U. S.—Export Model—4-door Sedan 


i 


\ 


Price $1,130 CIF. East Coast Port. 
Payment by letter of credit. 


Interamerican Export Co. 
of C Bidg. 





CARS WANTED 





FOR EXPORT—1954 Chrysler, 1954 De- 
Soto 7-passenger limousines, Call early 
in the morning: Michael Alexander, 


SChuyler 4-4532 or write 132 West 73rd, 








New York City. 





CARS FOR SALE 


Florida. Attention Dan Smith. 
LLOYD PARTS — complete stock, Prompt 
shipment, Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment. J, C, Lewis Motor 
Co., Savannah, Georgia. 


FORD PARTS—50% off cost on '52s and 











FOR SALE—1 brand new 12 station com- 
plete Filash-A-Call Service Control Sys- 
tem, including signal light panel and 
3,000 feet of cable, 12 speakers, etc. 
Cost $3,872. All material still in original 
crates—Will sell for $2,000. Call 
write: Monarch Motors Co., Inc., 1751 
ae 19, N. Y. Phone: JUdson 
-7470. 


ANTIQUE CARS, TRUCKS FOR SALE 
MACK, 1933, Model AB, restored condi- 


tion. 9x20 tires, 25-foot, flat steel body. 
Price $900 








Chassis serial No, 4AB. 


F. O. B. Richmond, Virginia, Phone: C. 
E. Clarke, MIlton 3-7431, Richmond, 
Virginia. 





FOR SALE—1925 four-door open touring 
Chevrolet. Excellent condition, $1,500. 
Delbert Burchett, Grayson, Kentucky. 

CLASSIC — 1947 Continental convertible, 
’56 Eldorado engine and Dual-Range 
transmission, Godfrey’s Used Cars, Box 
584, Caldwell, Idaho. 








DECAL TRANSFERS 


TRUCK DECALS: Durable, brilliant col- 
ors, Designed to your specifications, Low 





cost, easy to apply. Write for samples. 





FIAT PARTS INVENTORY — List price 
$2,342—Will sell for $1,000 and ship in 
four bins already set up. Also new Fiat 
special tool kit and board—List $784— 
Will sell for $250. Call or write: Mon- 
arch Motors Co., Inc., 1751 Broadway, 
New York 19, N, Y. Phone: JUdson 
2-7470. 





NEED 
FOREIGN 
PARTS? 


Replacement parts for over 40 
foreign makes carried in stock. 
Only parts house in the South- 
west devoted exclusively to for- 
eign parts, 


Ask for a free catalog 


OVERNIGHT DELIVERY 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 TEXAS AVENUE, 
HOUSTON 3, TEXAS 














ABOUT $4,000.00 ACTIVE 


BUICK PARTS 


30% Under Dealers’ Cost on Orders 
of $100 or more. For Complete List 


Write or Wire 
GRANT MOTOR COMPANY 


P. ©. Box 8, Kannapolis, North Carolina 








TRUCK PARTS FOR SALE 

ONE TIMKEN SINGLE SPEED AXLE, 
15000 CAP, complete with spoke wheels. 
Ratio 7.20.1, model #F-145, will fit any 
1%- or 2-ton truck, new, run only 120 





miles—factory to dealer, $250. .. 
Rumpf & Sons Truck Line Inc., P. O. 
Michigan, Phone: CO 


Box 249, Adrian, 
5-7181. 





BUSES FOR SALE 








Cash In On Profits 


V.W. BUSES 


—, 


Ghias @ Volkswagens @ Renaults 
WHOLESALE ONLY 


Choose your colors and models from large stocks always available. 
We Supply English Manvals. 


Trade with America's Largest and Most Reliable independent 
Volkswagen Organization: 


CRANE TRADERS, INC. 


Small Car Division, Sales and Service 


29-11 35th Ave., Long Island City 6, N. Y. 
EMpire 1-1690 


While They Last! 


FOR SALE: 1958 GMC 48-passenger school 
bus, like new, 8,000 actual miles, $4,500. 
Fox Motor Co., Clinton, Tennessee. 
Phone: 155. 


SCHOOL & TRANSIT BUSES, new, rebuilt 
and used ones. 12 to 78 passengers. 11136 
Ravenna Rd., Twinsburg, Ohio. 


ACCESSORIES WANTED 
WANTED: Surplus auto air conditioners 
and parts—any make, Price must be 
right. Also convertible top for 1957 Ford 
Thunderbird, Beach Auto Service, P, O. 
Box 4052, Columbia, South Carolina, 














SEE PAGE 67 
for the nation's 





MERCEDES-BENZ 








Allied Decals, Inc., 8356 Hough, Cleve- 
older. Gene Hays Motors, Inc., Me- , 
Kinney, Texas. land 3, Ohio. 
MISCELLANEOUS 





SENSATIONAL NEW KIND OF COPY 
PAPER, Carbon paper unnecessary, Up 
to 15 copies at one time. Red, blue or 
green, 1,000 simulated engraved business 
cards, $3.50. Free samples. Business 
Specialties, 1422 Rosemont, Chicago, IIl. 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


WWnisT MeTIONe NY $5]AS 
$4500 


Incldg. BRAKE HOOK-UP 
TowKinG 4.fc; 
TRAIL-KING $37.50 
Fast and Del 

Ail foreign ond Fits 2" Ball 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Sarery CHAINS, set of 2, only......$2.95 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 








BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS' SPECIAL (F.0.8, Factory Net) 


$52 35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


r Clamp Hook-Up 
panies SPECIAL Fro. B. Factory Net) 


.85 Fed. Tax Inciuded 


Liberal by ore Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 























599 Y St. 
Toronto, 
STITT HI TT 





SWISS WATCHES 


For a up. — — Shavers 
AC 110/220 V. Sample $7.50. Swiss Hearing 
Aid, miniature all transistor with built-in tele- 
phone pick-up, $135. Free catalog. Special 
quantity prices. 


TRANSWORLD 


565 Fifth Ave., New York City 








1960 PRICEMASTER 


With new model changes and new prices, will 
be ready before long. The encyclopedia of 
dealer cost prices of all large and the new 
small American made cars, three trucks, _ 25 
foreign cars—plus all 
Shows all standard equipment for all a 
Yearly subscription price $10.00, 5%, discount 
for cash with all orders received before Oct. 
|. All supplements free, with all the addi- 
tional information about the new small Ameri- 
can cars, makes the 1960 PRICEMASTER a 
most valuable asset. Sold only = dealers 
and automotive affiliates. ng Be to give 

you the best of service. a ay Yours NOW 
TODAY—_DON'T DELAY. B. SALES CO., 
INC., DEPT. 3A, 924-lIth sn “Rock Island, iii: 











40 So. Clinton St., Chiooge 6, ill. 








BUSES FOR SALE 








All Makes 


Quantity Purchases. 





LIQUIDATING LARGE STOCK 
USED SCHOOL BUSES 


Models 
150 Units to Choose from 


Lowest Prices — Immediate Delivery. Discounts on 


TRANSIT SALES & SERVICE 
23 SOUTH STREET — Pioneer 3-4437 — DANBURY, CONNECTICUT 
William T. Sperry, President 


@ Reconditioned 


Brokers Protected. 











potcccnrnen ee 


New Subscription Order 


Send Automotive News to Address Below 





U. S., Canada and 


One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [[] or Two Years $22 [J 


U. S. Possessions 





Car Dealer [J 


Jobber [] Insurance 0 





TOP AUTO AUCTIONS 


po-c-cnrn-nn nn 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Street Address...... Conds ceneeab eens sande ceeeshoskin BOND SUR. aeeee 


2, nS eR nsqussnes Wer tsebenes 


TRADE CONNECTION: 
Truck Dealer [] 


Make of COP. se eeeseenveeseenseceeessesseseens HPoccvcesscccscscsess 


eee eee eee eeeeeeeeeeee 


Sate. oo ccccscevssucse 


Manufacturer [] 


Financial [] Supplier [J 


8-17-59 
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